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6 Shortcuts to a  
7 Day Close
Sierra Pacific’s Chief Production Officer shares  
his top tips to achieve a 7-day closing
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Trusted Mortgage Company Reimagines Antiquated Process

Sierra Pacific recently celebrated 30 years in business. Founded in 1986, Sierra Pacific 
is one of the oldest and largest independent mortgage originators in the United States 
serving retail and wholesale mortgage banking markets in 48 states. After surviving 
the 2018 financial crisis, they set their sights on future-proofing from market shifts 
and reimagining ways to improve the antiquated, 30-year old mortgage process, in 
dire need of modernization.

Enter Jay Promisco, Sierra Pacific’s Chief Production Officer. 

Jay and his team quickly went to work, spending hours, days, and weeks in the 
planning stages to develop a baseline workflow of how the mortgage process should 
operate in the future. After refining processes and optimizing workflows Sierra Pacific 
is now enabled to close a refinance in just seven to 10 days. 

“By speeding up your process, you eliminate the ability 
for the customer to go shop and go somewhere else.”

– Jay Promisco, Chief Production Officer, Sierra Pacific
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In a recent episode of our Ask the Expert webinar series, 
“How to Close a Loan in 7 Days,” Jay shared his top tips  
to achieve a 7-day closing. 

Shore up front-end and back-end tech stack. 

Sierra Pacific launched a comprehensive review of all third-party vendor contracts, 
including credit reporting, appraisal and title insurance. Adjustments were made, 
where necessary, and by leveraging internal resources, they developed an in-house 
loan origination software. 

Vetting the vendor stack helps to determine whether it is the appropriate vendor. If 
their roadmap three years from now is non-existent, they are the wrong vendor. Many 
vendors get excited about the shiny, bells, and whistles that fix one problem, but it 
doesn’t provide an entire solution. Look for a strategic partner that can solve multiple 
challenges and has a future vision of what the process should look like. Integrating a 
vendor, only to find out six months from now that their process is outdated can get 
expensive quickly. 

2 The customer is always right. 

As Jay shared, “Every customer that applies, deserves for 
me to work on their loan.”  In the wake of changes at Sierra 
Pacific, the consumer experience was heavily focused on 
first. No matter what the process looks like underneath the 
hood, it’s of no concern to a customer. The focus should 
be on making sure the front-end process looks nice and 
provides more transparency into the customers loan status. 
Providing a one-stop-shop experience, with access to 
closing disclosures and documents, removes the pressure 
and anxiety in the overall experience. 
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Underwrite the deal up front. 

“It is seemingly counterintuitive not to get the customer an answer up front on a 
transaction” Jay said. Qualifying applications can take weeks leaving loan officers 
and customers alike, in the dark, on whether the mortgage has been approved. To 
accomplish this, Sierra Pacific streamlined its process by integrating all of its product 
guidelines into its pricing engine. By combining multiple processes Sierra Pacific 
can provide a quick yes or a quick no upfront.  Examples of these processes include 
pulling credit reports, security income and asset validation, and using partners like 
Veri-tax to track down income or employment waivers. 

Prevent appraisal pitfalls. 

One of the most common holdups in a refinance transaction is the appraisal. To 
address this pain point, Sierra Pacific runs an automated underwriting system (AUS) 
concurrently with property inspections, waivers and automatic collateral evaluation. 
By running them at the same time, nearly 38 percent of their applications have an 
inspection waiver and do not need an appraisal. This can save up to 15 days in the 
overall process, further increasing operational efficiencies. 

Re-engineer the closing workflow. 

How can an organization save time on closings? By taking the close-of-escrow date 
and re-engineering a workflow backwards, Jay advised, to look for ways you can save 
time on each step. Making sure the Closing Disclosure (CD) is going to go out seven 
days prior to the closing date and beginning the remainder of customer collaboration, 
on average, 12 days before that.  
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Harness the power of collaboration. 

A mortgage lender must provide the customer with a CD at least three days before 
signing, per TILA-RESPA Integrated Disclosure (TRID) rules. If any of the information 
provided to the consumer on this initial form changes, a revised CD must be issued, 
triggering a new three-day waiting period. To prevent this delay, Sierra Pacific 
partnered with ClosingCorp as their fee engine and disclosure portal. When an 
order is opened, ClosingCorp reaches out to the title and settlement provider. They 
collaborate and send their fees, and guarantee the disclosure.  When the time comes, 
to send out the CD, the fees have already been validated. 
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About Doma

Doma is architecting the future of real estate transactions. The company uses 
machine intelligence and its proprietary technology solutions to transform residential 
real estate, creating a vastly more simple, efficient, and affordable real estate 
closing experience. Doma and its family of brands – States Title, North American 
Title Company (NATC) and North American Title Insurance Company (NATIC) – offer 
solutions for current and prospective homeowners, lenders, title agents, and real 
estate professionals. Doma’s clients include some of the largest bank and non-bank 
lenders in the United States. To learn more visit doma.com or statestitle.com.

Contact localexpert@doma.com to uncover how you can 
increase turnaround times and achieve operational efficiencies.
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