
Technology for 
Loan Servicing

   Banks and other financial institutions have been among the 
largest users of Information Technology (IT) for decades.
Banks quickly determined that IT could deliver significant benefits for their businesses. Since the 1960’s, when the 
first Automated Teller Machines (ATMs) were deployed, their investments in technology have been accelerating and it 
continues to accelerate till today. Little wonder then that Gartner has recently estimated that banks and securities firms 
will spend $579 billion on IT in 2018, a figure that will grow to $668 billion by 2021.
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Investments of this size prompt a 
number of questions, including: 
Are banks getting value for their 
investments? Is this rate of growth 
sustainable?  But perhaps the first 
question is what are banks spending 
this money on?
 
Nearly 60% of the total spend is 
focused on external IT services 
and software, including consulting 
and outsourcing.  Gartner has also 
estimated that banks spend roughly 
60% of their IT budgets merely to 
maintain their existing legacy IT 
systems versus just 24% to grow the 
business and 16% to transform it.

Spending 60% to maintain the status 
quo wouldn’t be a significant issue if 
the banking environment was static, 
if customer needs were not evolving, 
if regulators were not adding new 
rules and if the competitive landscape 

remained unchanged.  However, this is 
not the case. In fact, it could be argued 
that our current environment is changing 
faster than at any time in history. While 
these complexities are applicable in 
every business line in banking, how 
does it directly apply to lending?

THE NEXT LEVEL OF COMPLEXITY

Lending is not a new invention, in 
fact there is evidence of loans going 
back 4,000 years – when merchants 
in Babylonia made grain loans to 
farmers and traders. Also, the practice 
of lending an amount of money over a 
specified duration with an agreed rate 
of interest is not a new concept. Over 
period of time, as the consumers of 
loans increased enormously, lenders 
started to employ resources and later 
computers to ease the calculations 
and process various transactions. 
As computers were deployed, time 
consuming, error-prone manual 
calculations were replaced with fast, 
error-free automated calculations.  
For a time, the problem was indeed 
solved. Even as consumers became 

more financially literate, as lenders 
provided consumers with more 
choice, and as the lenders innovated 
to differentiate themselves, the 
existing IT architectures, provided 
solutions. From a technology 
perspective these innovations could 
be grouped into two main categories 
a) front office - covering areas such as 
process flow and product bundles b) 
back office - covering areas such as 
repayment schedule flexibility. While 
the generic IT systems could address 
some of these areas, they mostly 
did it through integration with other 
systems or through workarounds.

However, as the next level of 
complexity arrives, will this approach 
be sufficient? Will they be able to 
handle the growing sophistication of 
lending?

Innovations are happening across 
the entire loan lifecycle, starting from 
where customers can get their loans 
to their entire experience during the 
life of the loan. It is because of these 
rapid innovations, banks have been 
able to provide a more sophisticated 
experience to its customers and 
hence, customer expect their banks 
to service them instantly even in 
case of complex operations such 
as backdated rescheduling or a 
customized statement of account. 
From the lenders’ perspective, 
the combination of an increasing 
number of competitors, enormous 
transaction volumes and increasingly 
sophisticated and demanding 
customers has created a perfect 
storm. 

If by some mechanism this storm can 
be weathered, they could turn the 
challenges into opportunities and 
opportunities into profits. 

BANKS AND 
SECURITIES FIRMS 
WILL SPEND 
$579 BILLION ON 
INFORMATION 
TECHNOLOGY IN 
2018, A FIGURE 
THAT WILL GROW 
TO $668 BILLION BY 
2021, ACCORDING TO 
GARTNER.

ACCORDING TO 
GARTNER1, BANKS 
SPEND ROUGHLY 
60% OF THEIR 
INFOMRATION 
TECHNOLOGY 
BUDGETS MERELY 
TO MAINTAIN THEIR 
EXISTING LEGACY IT 
SYSTEMS VERSUS 
JUST 24% TO GROW 
THE BUSINESS AND 
16% TO TRANSFORM 
IT. 
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FROM THE LENDERS’ 
PERSPECTIVE, THE 
COMBINATION OF AN 
INCREASING NUMBER 
OF COMPETITORS, 
ENORMOUS 
TRANSACTION 
VOLUMES AND 
INCREASINGLY 
SOPHISTICATED 
AND DEMANDING 
CUSTOMERS HAS 
CREATED A PERFECT 
STORM.

TECHNOLOGY TO THE RESCUE

Digitization is changing financial 
services, but becoming a digital 
lender is about much more than just 
delivering products and services 
on mobile channels. The journey to 
become truly digital– from inside 
out and outside in – begins from the 
very first interaction with a customer 
and goes on through the entire loan 
lifecycle. 

From a loan servicing perspective, 
a bank decides its digital strategy 
taking into account different functions 
of the bank such as risk management, 
bank operations, etc., while taking 
care of varied aspects of loan 
servicing in order to ensure smooth 
functioning and customer satisfaction. 
In view of the above facts, let’s take 
a look at how a specialized loan 
management (LMS) system not 

only enables better performance of 
these functions but also empower 
the bank to go digital from inside 
while enhancing the servicing and 
administration experience of a 
customer.

CASE I: BUSINESS DEVELOPMENT

A CEO or a Business head would 
want a technology system which 
can empower him to execute its 
customer acquisition strategy and 
change it dynamically, increase 
customers’ satisfaction and as a result 
drive the profits of the business. 
Consider a scenario where a Finance 
Company decides to offer home 
loans to the rural segment. The 
business development team would 
want uniquely designed repayments 
plans instead of those offered by 
a conventional bank. Technology 
system should be highly dynamic to

Business Scenarios for Banks

Business 
Objective 

The Challenge 

The Solution

Stakeholder

(I) Business Development 

How to increase customer satisfaction 
and leverage technology to have a 
dynamic customer acquisition strategy 
based on customer’s needs?

CEO/ Business Head

(II) Risk Management 

How to mitigate risk and leverage 
technology to have an effective 
collection strategy based on configur-
able risk frameworks?

• Provide flexible Days Past Due (DPD) 
computations

• Provide configurable allocation logic 
• Provide flexible methods for 

provisioning Non-Performing Loans 
(NPL) 

Chief Risk Officer

(III) Bank Operations 

How to improve operational efficiency 
and leverage technology to reduce 
operating costs?

• Shifting from Automated to Autono
mous operations

• Provide 360 degree (single window) 
view for the customer  

• Provide flexibility with configurable 
late payment penalties 

• Provide transaction cancellation 

Chief Operating Officer

• Provide Personalized Servicing  
Anytime, Anywhere

• Provide Omni-channel Experience 
• Provide Differentiated Offerings
• Provide Innovative product offerings
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offer such unique services swiftly.

1. ANYTIME, ANYWHERE SERVICING

The era of a job for life is largely over 
and while not all people are part of 
the ‘gig economy’ many people need 
increased flexibility when repaying 
loans. Consider the situation when 
a customer with a $750,000 home 
loan wants to make a lump sum 
repayment of $5,000 and reduce 
the length of the loan. Earlier, the 
customer would need to take time off 
work, visit the branch, wait in queue, 
arrange an appointment with an 
advisor – if an advisor was available, 
explain what they wanted to do and 
wait while the advisor updated the 
system. Today’s customers expect 
to be able to open an app on their 
mobile device, or visit the lender’s 
website and be guided through the 
process with a few, simple clicks. 
Today’s customers expect to be able 
to do all this whenever and wherever 
they want, and they expect to be able 
to do it in real-time. In effect they 
want to “do the loan their own way”.

2. OMNI-CHANNEL EXPERIENCE

According to reports, millennials say 
that they check their phones 150 
times a day, and that the average 
person in Britain checks their phones 
10,000 times per year (28 times 
a day), this seem to indicate that 
the future is mobile, but the reality 
is somewhat different. Research 

shows that people tend to use their 
smartphone in the early morning, 
often during their commute, then 
during the working day they use a 
desktop / laptop, before switching to 
tablets in the early evening. However, 
the research also shows that people 
are using multiple devices, when 
they are using their desktop they 
are also using their phone.  From 
a loan servicing perspective this 
behavior means that customers may 
start an interaction on one device, 
before switching to another device 
and perhaps dropping into a branch 
or contacting a call center. The 
challenge for lenders is to ensure that 
they can support this Omni-channel 
experience.

Systems designed before the rise 
of omni-channel, can’t handle this 
behavior, nor can systems that are not 
digital end-to-end.

3. INNOVATIVE PRODUCT OFFERINGS 

a. Differentiated Repayment modes

Banks have started to offer a varied 
range of repayment modes to cater 
to multiple customer segments. Let’s 
take a look at an illustrative example. 
Based on current repayment capacity, 
a customer is eligible for a home loan 
for $750,000 at an annual interest 
rate of 4.8% for a time period of 15 
years whereas he had applied for 
$1,000,000 loan. Using a specialized 
LMS, bank can calculate his increased 

eligibility based on his/her future 
income rather than the current 
income.  In this case, a step-up 
repayment schedule can be offered 
where bank can actually consider an 
increase in the customer’s repayment 
capacity in future. 

Let’s assume an increase of 5% in 
income every year. Accordingly, 
customer will have an additional 
bandwidth of paying surplus 
installments. This offers two 
advantages:

(1) Customers can avail a higher 
loan amount and a bigger loan book 
(potentially 30% more loan disbursal) 
may generate more interest income 
for the bank (in the range of 1.5-2.5 
times, partly due to reduced risk 
of part-prepayment as increase in 
repayment capacity was already 
accounted for), without any additional 
cost. In an era of stiff competition, 
such flexibility can give banks an 
edge with differentiated offerings. It 
is a win-win situation for the customer 
as well as the bank.

(2) Offer step-down repayment 
schedule where installments are on 
the higher side and subsequently 
taper down. Such an offering can 
be used to finance luxury cars 
where depreciation is higher than 
the other vehicles. Through step-
down repayment schedules, one 

1st Sep 20181st Sep 2017 1st Oct 2017 1st Nov 2017 1st Dec 2017 1st Jan 2018

Days Past Due 
(DPD)

Aging

Yes

xx

xx

No

Yes

60

60

No

Yes

30

30

No

Yes

90

90

Yes

90

12 Months since it 
became

Sub-Standard

No $1000

Yes

90

90

$1000

Instalment
Due 

Payment
Done

Traditional System with DPD as Asset Classification criteria: Sub-Standard Loan

Specialized System with Aging as Asset Classification criteria: Doubtful Loan
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can ensure that at any point the 
depreciated value of the vehicle is 
more than the outstanding loan value 
and Loan Amortization is faster.

b. Delivering flexibility to configure Late 
Payment Penalties 

Customers have numerous options 
today to move from one bank to 
another. Hence, the banks are forced 
to keep the interest rates competitive 
and are always looking for additional 
sources of income. An important 
source can be late payment interest 
and late payment fee. A specialized 
LMS system gives user the flexibility 
to configure late payment interest 
and fees. These can be flat amount 
based or rate based (as a percentage 
of outstanding dues).

   CASE II: RISK MANAGEMENT

A CRO who is constantly on the 
lookout for risks in the portfolio, 
assesses and develops risk 
management framework would 
need a highly configurable system 
for mapping the risk framework, 
classification and provisioning of loan 
accounts.

1. FLEXIBLE ASSET CLASSIFICATION

Consider the example of a customer 
who has taken a loan to purchase a 
luxury car. Due to recent instability 
of her job, she failed to make her 
monthly repayments of $1,000 in 
September, October, November and 
December 2017. The lender will need 
to classify the customer accordingly 
as NPL, sub-standard or doubtful. 
However, in January the employer 
starts to payout salaries and hence 
the customer starts to repay the loan. 
What happens when the customer 
resumes payments in January 2018 
but does not clear the outstanding 
payments? 
 
If the lender uses Days Past Due 
(DPD) as its asset classification 
criteria, (refer to Figure 2) the loan 
account will remain classified as 
“Sub-standard”, even after 1 year 
of non-repayment of the 4 pending 
repayments.

Now consider the lender using 
“Aging” as its asset classification 
criteria (refer Figure 2). Even though 
the customer has paid her dues 

January 2018 onwards, the lender 
needs to be aware that there are 4 
pending repayments. Hence, as the 
loan was “Sub-standard” for 1 year, it 
will now move to “Doubtful” category. 
This will empower bank to recognize 
chronic cases for more severe action.
Both the asset classifications give 
a different viewpoint from a bank’s 
perspective and accordingly banks 
can define an effective collections 
strategy to recover the outstanding 
dues from the customers.

2. CONFIGURABLE ALLOCATION LOGIC

In situations where customer may not 
pay his dues on time, banks may have 
their own business policy whether 
they are looking to recover Interest or 

THE JOURNEY TO 
BECOME TRULY 
DIGITAL– FROM 
INSIDE OUT AND 
OUTSIDE IN – 
BEGINS FROM 
THE VERY FIRST 
INTERACTION WITH 
A CUSTOMER AND 
GOES ON THROUGH 
THE ENTIRE LOAN 
LIFECYCLE. 

Classification Stage

Standard

Sub-Standard

Doubtful

Stage Type Criteria basis Past due days

Standard Past due

Non Performing Past due

Non Performing Aging

0-90

91 DPD

12 Months from date it 
became Sub-standard

Figure 2: Traditional Vs Specialized Loan Servicing System for Asset Classification

Figure 3: Vertical Vs Horizontal Allocation with Specialized Loan Servicing System

1st Sep 2017

1stOct 2017

1st Nov 2017

1st Dec 2017

Due Date Instalment 
Number

Instalment 
Due

Payment 
Made 

Interest Due Interest DuePrincipal Due Principal Due

9

10

11

12

$1,190

$1,190

$1,190

$1,190

No $304

$296

$288

$886 $304

$296

$288

$886

$894

$902

$894

$902

No

No

$1,700

Vertical Allocation Horizontal Allocation 
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Principal. A specialized LMS gives the 
flexibility to define such logics (along 
with prioritization of interest, principal 
or any dues within a single instalment) 
as part of a single system.

Let’s consider where a customer 
hasn’t paid his instalments of 
$1,190 for past 3 months of Sep, 
Oct, Nov (refer Figure 3). Consider 
the customer makes payment of 
$1,700 on 1st Dec 2017 as per the 
due dates listed in Figure 3. Under 
vertical allocation, the payment 
will be adjusted across the Interest 
component of installment 9, 10, 11 
and partially towards the principal 
component of Installment 9. Here, 
realization of Interest Income of the 
bank gets boosted, which is one of 
the key parameters for a bank but 
on the other side all installments 
remain overdue, which translates into 
higher Non-Performing Loans (NPL) 
and hence more provisioning. This 
reduces the liquidity of the bank from 
lending perspective.

Under horizontal allocation, 
Installment 9 (both Principal and 
Interest) is recovered and remaining 
$310 is adjusted towards Interest 
and Principal (partially) component of 
Installment 10. The advantage here 
is that the loan, which may otherwise 

have been DPD 90+ moves now 
to DPD 60+. This translates into 
lower NPA provisioning and hence 
additional lending capacity. On the 
other hand, realization of Interest 
Income is slowed. Availability of both 
logics gives bank the flexibility to 
choose according to their business 
priorities.

3. NON-PERFORMING LOANS (NPL) 
PROVISIONING

A specialized LMS gives the 
flexibility to configure provisioning 
at either loan or customer level. In 
addition, provisioning can be defined 
differently for secured and unsecured 
loans (where part of Loan is secured 
and a part is unsecured).

For instance, let us consider a 
scenario where a customer has an 
Auto and a Personal loan running 
but the customer has defaulted on 
the Personal loan. In such a scenario, 
banks can classify the Personal 
loan as an NPL. However, the Auto 
loan will continue to be treated 
as a standard loan. As a result, 
provisioning for Auto loan will be 
done as per standard loans and for 
personal loan as NPL provisioning. 
But if the bank has adopted customer 
level provisioning, NPL provisioning 
will be done for both Auto and 
Personal loan.

   CASE III: BANK OPERATIONS

Shrinking margins, growing costs 
and increasing competition are 
pushing banks to increase efficiency, 
streamline their operations and 
effectively “do more with less”. 
Specialized loan management 
systems can help in a range of ways, 
including:

1. SHIFTING FROM AUTOMATED TO  
AUTONOMOUS OPERATIONS

The rise of artificial intelligence is 
likely to lead towards more and 
more autonomous operations – 
where intelligent agents (bots) are 
executing operations without human 
intervention. 

BANKS NEED TO HAVE 
A PRODUCT THAT 
CAN HELP THEM 
ADAPT TO THE FAST 
CHANGING DYNAMIC 
MARKET TRENDS 
BY FOLLOWING A 
STRONG EVOLUTION 
PHILOSOPHY VIA 
ROBUST PRODUCT 
MANAGEMENT.

a. Bulk Operations:

During the loan servicing lifecycle, 
banks generally have bulk 
transactions such as closures and 
waivers to be performed on a large 
number of accounts. Specialized 
loan servicing systems provide 
comprehensive support for such 
bulk uploads through automation. 
For example, a simple bulk closure 
function may save 1 minute per loan 
during a closure, and when that is 
multiplied by the number of loans 
closed every month, it could generate 
substantial savings.

b. Customer Empowerment:

As explained above, banks have 
been investing heavily in empowering 
customers to perform transactions 
themselves. This has not only 
improved customer experience but 
has also contributed towards reduced 
cost of operations. Now, many 
customers seldom visit branches 
for usual services or even for more 
specific requests, which has greatly 
reduced bank’s cost per transaction. 
Usual customer requests are now 
handled without manual interference 
which has also enabled banks to 
process servicing requests with better 
turnaround time.

Suppose a customer who has taken 

SHRINKING MARGINS, 
GROWING COSTS 
AND INCREASING 
COMPETITION ARE 
PUSHING BANKS 
TO INCREASE 
EFFICIENCY, 
STREAMLINE THEIR 
OPERATIONS AND 
EFFECTIVELY “DO 
MORE WITH LESS”.
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an Auto loan of 5 years, wishes to 
close his loan 1 year earlier with his 
annual bonus. An end-to-end truly 
digital system would allow him to 
view his dues, and he would be able 
to pay the outstanding amount and 
close the loan without any manual 
interference.

c. Schedule driven engines:

Schedulers provide an ability to 
automate the execution of various 
functional processes such as End of 
Day processing, Report download, 
Transaction upload and so on. These 
can be executed on a daily, weekly, 
monthly frequency as suited to the 
business requirements.

d. Knock-off transactions:

Banks encounter numerous scenarios 
where their different customers 
belong to a family such as husband 
and wife. Let us assume they have 
an active Home and Auto loan 
respectively. On the Home Loan, 
an installment is due while the Auto 
loan has an excess amount refund 
due from the bank at the same 
time. Usually, for such scenarios 
system will process two transactions 
for the receivable and payable. A 
specialized LMS will allow the bank 
to knock off the installment with 
the excess amount refund and the 

customer will only pay/receive the 
differential amount. This will result in 
only one transaction to be processed 
by the bank which will boost user 
productivity.

2. SINGLE WINDOW VIEW - 360 
DEGREE VIEW OF THE CUSTOMER 

A specialized LMS provides a 360 
degree view of the customer. It gives 
a comprehensive view of the loan, 
which includes details including 
customer demographics, repayment 
schedules, linked loans, transaction 
logs and DPD history in a single 
window. This reduces the time 
taken to manoeuver through various 
screens for various customer related 
details significantly.

3. TRANSACTION CANCELLATION

A bank user carries out many 
transactions such as loan booking, 
loan disbursal, part-prepayment 
and loan closure. Some of these 
transactions may need to be 
cancelled due to customer requests 
and errors. Consider a scenario 
where a transaction has been 
processed incorrectly on a loan 
account. The transaction needs to be 
undone manually by the bank user. 
This translates into manual reversal 
of various entries, which makes it a 
cumbersome and time consuming 

process. A specialized servicing 
system allows for auto rectification 
of such transactions which includes 
accrual, billing and receipt posting.

4. TECHNOLOGY BACKBONE

As a financial services provider in 
a highly competitive landscape, a 
bank wants a system which is not 
only technologically agile but also 
available all the time. For enhanced 
customer experience, banks should 
choose servicing systems which can 
service the customers even when 
backend processes are being run. In 
addition, the system should also allow 
bank users to execute transactions 
during the various batch processes.
 
The banks need to have a product 
that can help them adapt to the fast 
changing dynamic market trends 
by following a strong evolution 
philosophy via robust product 
management. If a bank uses a generic 
banking system, during the course of 
an upgrade, it may lead to a divided 
focus on different functions like 
CASA, ledger and other modules. 
Considering cost and resources as 
key components of any upgrade, 
it is usually simpler and less time 
consuming to upgrade a separate 
loan servicing module than upgrading 
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GENERATE NEW REVENUES

Accelerated Go-To-Market 
with innovative offerings

Reduced turnaround time in 
on-boarding and processing

ENHANCE OPERATIONAL EFFICIENCY

Cost optimization with fast & 
paperless processing

Continuous operations even during 
end of day / month processing

IMPROVE CUSTOMER 
EXPERIENCES 

Full self-service capabilities

Multi device and Omni-
channel support

Integrated mobility 
applications

DELIVER BETTER RISK MANAGEMENT

Reduce NPL levels through 
analytics-driven decision-making

Better credit quality with 
sophisticated scoring models and 
credit bureau checks

Integrated mobility applications

FINNONE
 NEO
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the complete banking system.

FIT FOR PURPOSE

Software solutions are designed to 
solve specific problems, but what 
happens with the context changes? 
While core banking systems are good 
solutions, designed to address wide 
areas of banking operations, the 
increasing complexity in lending has 
rendered them incapable of providing 
the support businesses need.
 
To use an analogy from the 
construction industry – in the distant 
past, the role of builder and architect 
were often the same. Today you 
might get a builder to design and 
build a simple house, but if you 
wanted to build an office building you 
would hire an architect and a builder. 
If you wanted to build a skyscraper 
you would choose an architect who 
specializes in skyscrapers and if 
you wanted to build the world’s 
tallest skyscraper you would look 
for architects with specialism in very 
tall skyscrapers. But if you wanted to 
build a ground breaking building like 
Apple’s new corporate headquarters 
you would look for someone with 
different specialist skills.

As the future of lending unfolds, it is 
crucial for lenders to choose solutions 
designed by lending specialists 
and for this reason we believe that 
a specialized Loan Management 
System, such as FinnOne Neo is what 
you need.

ABOUT NUCLEUS
SOFTWARE

Nucleus Software is 
the leading provider of 
mission critical lending 
and transaction banking 
products to the global 
financial services industry. 
With three decades of 
expertise and experience, 
today, it powers the 
operations of more than 
150 companies in 50  
countries, supporting 
retail banking, 
corporate banking, cash 
management, internet 
banking, automotive 
finance and other  
business areas

FinnOne Neo is the 
next-generation lending 
solution built on an 
advanced technology 
platform, designed to 
shape the future of lending 
across Retail, Corporate 
and Islamic sectors for 
banks and financial 
service companies. The 
multi-channel solution 
which helps digitize the 
complete loan lifecycle 
end to end, supports both 
cloud and on-premise 
deployments. The solution 
handles complete loan 
lifecycle covering:

FINNONE NEO

Lending Analytics

Collections

Customer Acquisition

Loan Management

Lending Mobility

Enterprise Content 
Management

FinnOne Neo Lending 
Mobility helps banks 
manage the end to end 
loan life cycle of their 
customers on mobile. 
Powered by integrated 
modules that can be 
deployed separately, 
the solution helps banks 
on-board customers faster, 
deliver better service to 
customers and simplify 
collection processes for 
agents. The solution is 
made up of the following 
modules:

• Mobile Customer 
Acquisition System 
(mCAS)

• Mobile Loan Self-
Sourcing (mApply)

• Mobile Loan Servicing 
(mServe)

• Mobile Loan Collections 
(mCollect)

• Mobile Microfinance 
(mFin)

FINNONE NEO LENDING 
MOBILITY

AWARDS

Celent Model Bank Award

Celent Model Bank Vendor 
Award

IDC Insights Award

2016

Vietnam Prosperity Bank,
Vietnam

2013

HDFC Bank, India
2010

ICICI Bank, India
2009

DCB Bank, India
2015

ICICI Bank, India
2014

Asian Banker Technology 
Implementation Award

Best Lending Technology 
Implementation Award

ICICI Bank, India

SPFC, India

2014

2018

RBI Trailblazer Award

CIMB, Malaysia
2013

• Web Portal for Loan 
Self-Sourcing  (eApply)

• Web Portal for Loan 
Servicing  (eServe)

FINNONE NEO DIGITAL 
PORTAL

ABOUT FINNONE NEO

For over 3 decades, Nucleus Software 
has been helping some of the world’s 
most innovative financial institutions 
leverage technology to turn challenges 
into opportunities and opportunities 
into profits.

FinnOne Neo is a comprehensive 
solution which enables banks and 
financial institutions to efficiently 
execute business processes for loan 
servicing during the loan life cycle. 
The solution offers a customer-centric 
approach to consolidate and automate 
all loan servicing functions enabling 
contactless processes and anytime 
anywhere business reach.

The solution supports different 
frequencies and methods of interest 
accrual, payments handling, integrated 
accounting, loan restructuring, balance 
transfer and real-time simulations. It 
supports documents in image formats 
to enable paperless lending and reduce 
the cost of operations. An integrated 
communication module enables users 
to send SMS, emails and letters to 
customers and internal stakeholders 
including business partners through a 
responsive query module.

REFERENCES:
1. American Banker - https://www.americanbanker.
com/news/making-technology-the-solution-not-
the-problem-at-small-banks


