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INTRODUCTION

THE BENCHMARK

OPPORTUNITIES TO 
IMPROVEEffortless lending opens up new  market opportunities for banks 

and makes financing available to more people and businesses. 
This report contains a comprehensive benchmark of the four 
main indicators of origination and you’ll find ten best practices  
to further enhance your origination processes. 

CONTENTS

The benchmark contains the performance on 4 indicators across 
8 peer groups. A handy flowchart indicates which peer group is 
most applicable to you. The benchmark is based on the analy-
ses of 420.000 origination processes in 26 countries.

EFFORTLESS ORIGINATION 
WITH FYNDOO
Your clients experience a short time to yes and a short time to 
cash. Your experience? Drastically reduced costs and more cus-
tomers. Get the tools you need to optimise, to scale and to get 
your propositions to market fast.

We’ve studied loan origination processes to distill the best prac-
tices of effortless origination. The best of the best? Keep it sim-
ple!



Lending is a driving force of change. It drives the 
economy forward, it enables the sustainable tran-
sition, it empowers people. Lending is, however, 
difficult to get right. Assessing risk, regulatory au-
thorities, complex processes, and legacy systems 
make it a challenge to render your lending busi-
ness profitable. And, at the same time, it compli-
cates access to loans for large groups of people 
and businesses. Try getting a EUR 15K loan as a 
starting business!
 
At Fyndoo, we believe that making lending effort-
less is the way forward. One component of effort-
less lending is the rigirous digitalisation of the en-
tire lending value chain. Another component is a 
powerful process engine that is designed to take 
the optimal path in a lending process. 

But having the tools at your disposal to make 
lending effortless doesn’t make it so. Deep under-

standing of your business processes is required to 
purpose these tools in a way that benefits your 
clients and your business most. 

In this document ‘Beat the Benchmark’ you can 
compare your performance with your peers. But 
most of all, it is an invitation to take an honest look 
at your own origination processes to see how you 
can improve. 

The benchmark shows the performance on the 
four indicators for all peer groups (Chapter 2). 
Chapter 3 contains a number of best practices 
that may apply to you. Finally, Chapter 4 dives a 
little deeper into what value Fyndoo would bring. 

The four metrics of effortless origination 
In this report, we take the benchmark on these 
indicators of effortless origination:

 ̶ Time  to  Yes (TTY). The period from the moment 
the loan origination started until the client’s 
receipt of a loan proposal. 

 ̶ Time to No (TTN). The period from the moment 
the loan ori=gination started until the receipt 
of a negative result. 

 ̶ Time to Cash (TTC). The period from the 
moment the loan origination started until the 
moment the loan amount is available for the 
client. 

 ̶ Conversion rate. The ratio of successful loan 
origination to the total number of applications. 01
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Effortless lending - a streamlined, efficient and scalable lending 
process - opens up new  market opportunities for banks and makes 
financing available to more people and businesses. This report 
contains a comprehensive benchmark of the four main indicators 
of origination. In addition, you’ll find ten best practices to further 
enhance your origination process. 

Introduction
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The benchmark
This chapter contains the most important indicators for origination 
across 8 peer groups.

First, find out to which peer group(s) you belong using figure 1. Next, locate the benchmark of your peer 
group in figure 2 and see how you do. 

The peer groups are constructed according to factors that have the largest influence on the performance 
indicators. For example, providing advisory services has a large effect on all indicators. We’ve determined 
the peer group’s performance by examining the origination process data of 420.000 loans. 

Figure 1: Determine your peer group.

Determine your peer group

Determine your peer group by using the chart de-
picted here below. For example, if you have sim-
ple, unsecured loans without advisory services, 
your peer group is PSANU. If you have complex 
secured loans with advisory services, your peer 
group would be PCAYS.

What loan products do 
you provide?

U

S

Are your products simple 
or complex?

S

C

simple

complex

_P

Do you provide advisory 
services?

Y

N

_ _A

unsecured

secured

Figure 2: Benchmarks per peer group

Interesting enough, there seems little proof that 
providing advisory services results in a higher con-
version ratio. There are indications that providing 
a short TTY results in a higher conversion ratio. 
Some lenders achieve this by providing a con-
ditional offering, resulting in a bigger difference 
between TTY and TTC. There is no data available 
on the effects on NPS when using a conditional 
offering to shorten the TTY.

We advise to not just look at your benchmark 
as being ‘good’ or ‘bad’. For example, spending 
more time with your clients on finding the best fi-
nancing solution may be exactly what you want 
or what is required in your market situation. It’s 
a different story if that expensive advisory time is 
spent on administrative tasks (such as manually 
spreading financials). 

Check the benchmark

The benchmark - Figure 2 - shows average perfor-
mance per indicator where the 20% outliers are 
removed from the result. The indicators TTN, TTY 
and TTC are stated in days. The conversion ratio 
(CR) is stated as a percentage.  

Note that this benchmark indicators do not show 
the best in class performance, but the average 
performance. The best performers are doing a lot 
better than average. For example, a Fyndoo client 
offering a mortgage product (peer group PSANS) 
has a TTY of 0.2 days, where the average in the 
peer group is 4 days. 
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Opportunities to 
improve

A simple process - minimal amount of steps, handover 
moments, possible routes, actors - results in a better 
performance on all indicators. Keeping it simple is easier 
said than done. Use available reference processes as a 
starting point. Only deviate when explicitly required by 
your specific market positioning. 

Acceptance criteria are an important instrument for 
managing risk and sustainability profile of the loan 
portfolio. The best practice is to design the acceptance 
framework in such a way that a balance is found between 
the risk and sustainability exposure versus the amount 
of data required and performance indicators of the 
origination process. 

Formulate simple 
and automatable 
acceptance 
framework

Obtaining and using certified data reduces the need 
for manual re-entry and checks. Also, sustainability 
developments and new reporting requirements are 
putting a new strain on the performance of origination 
processes. Fortunately, standards such as XBRL, the open 
international standard for digital business reporting, are 
evolving to include these new requirements. 

Increase the 
amount of 
signed and 
certified data

Designing simple propositions seems like an obvious best 
practice, but is not trivial when dealing with complex 
products. Simplicity in complex products can be achieved 
by  limiting the available axes of customisation. For example, 
only allow overruling the interest component of the product 
and keeping collateral and conditions uniform. 

Design simple 
propositions

Design a simple 
process

This chapter contains opportunities to improve your origination 
processes. 

We’ve studied 420.000 loan origination processes to distill the best practices of effortless origination. Not 
all best practices may apply to your specific business context. When in doubt, don’t hesitate to contact us 
for more information!
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Outsource expensive, time-consuming or data-intensive 
origination activities like rating and KYC may make a lot of 
sense. Other organisations may have economies of scale 
that cannot be achieved within your own organisation. 

Outsource rating 
and KYC

Our data shows that multi-product applications lead to 
significantly worse performance than single-product 
applications. Processes designed on a per-product 
basis perform better then processes that cover multiple 
products.

Single-product 
application

Improve the quality of applications that enter the 
origination process by providing a screening filter to that 
application process. This filter may take the form of a succes 
score, indicating the applicant the chance of succes of 
the application. This discourages high risk or low quality 
applications from entering the origination process, or 
encourages applicants to complete the application.

Use a screening 
filter in the 
application

Designing a good origination process starts with a 
reference process and adapting it to your specific 
requirements. Ending up with a great origination process 
requires continuous optimisations based on actual 
behavior of all actors in the process. For that, you need a 
platform that provides you with data, a/b testing,  and the 
power to tweak and change processes easily. 

From good to great

KYC - Know Your Customer - requirements make up the 
largest portion of the costs and duration of an origination 
process. Postponing this untill the very end means that 
the KYC cost and effort is only directed at succesfull 
originations. 

Postpone KYC to 
the end of the 
process

Our data indicates that providing a conditional offer 
very quickly - thus providing the client with a short TTY 
improves the conversion ratio. Provide a conditional offer 
first does not impact the performance on other ratios. Our 
data does not include client satisfaction (or NPS). Getting 
a final offer first may result in more satisfied clients as 
there is much more security in actually getting the loan. 
The ‘Yes’ in a conditional offer is more of a ‘Yes, probably’. 

Conditional 
offer first if loan 
assessment takes 
longer
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Effortless origination 
with Fyndoo
Your clients experience a short TTY and TTC. Your experience? 
Drastically reduced costs and more customers. Get the tools you 
need to optimise, to scale and to get your propositions to market 
fast.

What is Fyndoo Originate?

Fyndoo Originate is a loan origination system that 
covers the entire process from customer applica-
tion to disbursement. It’s fully functional out-of-
the-box with integrated document management, 
KYC, credit decisioning, risk modeling, pricing, re-
al-time intelligence and fraud detection. You’re 
up-to-speed in no-time with pre-configured loan 
propositions, collaterals and workflows. Tailor it to 
your liking with a comprehensive set of no-code 
and low-code tools.

Broad application

Fyndoo covers collateralised and uncollateralised 
loans for retail, micro and SME clients. Loan prop-
ositions can be configured as fully standardised 
to having specific ranges of variations. This allows 

for applications where tailored financing is of-
fered. 

Powerfull process engine

Get all the flexibility you need to tailor the refer-
ence origination processes to you specific way of 
working and market requirements. 
Get all the insights you need to optimize the pro-
cesses. A comprehensive dashboard provides you 
with actual performance of ongoing processes.

Flexible acceptance framework

Define business rules for your acceptance frame-
work. Determine in which situations a covenant is 
required. You may formulate business rules that 
use ESG parameters. This way, you make sure you 
only provide loans with the right sustainability 

profile.

Integrate easily

The comprehensie OpenLending API provides 
ready to use interfaces. Using the OpenLending 
API, you can - for example - create a mobile app 
for customers to create loan applications. Config-
ure webhooks for downstream core banking or 
core lending systems. This way, integrating origi-
nation becomes a breeze.

Deep dive

You may be wondering how it all fits together. 
We’re happy to talk you through the modern soft-
ware architecture  and take a deep dive into your 
specific requirements and how Fyndoo would 
meet them. Also, we’d like to inspire with fresh 
ideas about lending and technology. 
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Lending is important - to start a business, to seize 
opportunities, to build a thriving economy.
 
Unfortunately, lending is a tough business. Assess-
ing risk, regulatory authorities, complex processes, 
and legacy systems make it hard to grow your lend-
ing business.

Fyndoo makes lending effortless. Easy and accessi-
ble for your clients. Fully supporting all your process-
es - from advice, origination to reporting. Easy to tai-
lor to your competitive edge. Fyndoo makes lending 
truly easy for you and your clients. 

About
Fyndoo

Sign up for a demo.  
 Experience Fyndoo yourself.

Go to www.fyndoo.com
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