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Commercial software with a difference

Mortgage Fundamentals
Graphing

Improving the customer experience by using graphs

Results from Mortgage Fundamentals® Internet based service Integration into your website

Description

We now have available a product focused calculator, thus enabling your branch based advisors and
customers to actually ‘see’ the mortgage you are promoting. Visual aids are powerful, and we believe
should form an important part of the decision process. Our graphing product will enable you to sell more
effectively through an integral yet more transparent customer focused process.
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“...one of the most annoying forms of calculator
requires shoppers to type in the interest rate...”,
Source: Mortgage Finance Gazette, April 2007
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Accuracy

At the heart of our graphing tool is our Mortgage Fundamentals® calculation engine, this won Exasoft a
Queens Award for Enterprise (Innovation) in 2006. Used extensively by banks, building societies and life
assurance companies the technology speaks for itself.

Comparing products
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Providing graphical feedback to a customer is
a very powerful way of presenting information.
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These “life style” options may include capital
reductions, changes in term, set monthly
payments and changing rates. This flexibility
will help move companies into the future,
provoking a greater level of thought and
understanding on the part of the consumer,
ultimately being more transparent.
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“More transparent disclosure...”, Source: FSA on regulation of mortgage advice
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Mortgage Fundamentals Graphing

Using graphs to improve the customer experience

Life Style Options

A mortgage for the majority of the public is the largest single investment they will every make yet the level of
understanding surrounding a mortgage is limited.

Singular comparative options - keeping it simple
Throughout the life time of the mortgage the individual

requirements and/or circumstances of the mortgagee will
inevitably change, as will the underlying base rate.

Compare the selected product See what happens f you maks e what hapy
against another of our a lumpsum payment sometimm:
products in the future

Allowing a customer to include some of these will greatly
improve their understanding as they can actually see the
effect of these changes both figuratively and through the
visual display (graph).

manthly payment

Multiple comparative options - more discerning consumer

Comparing multiple options at the same time
allows the consumer to include a multitude of

The Adwanced Comparisan allows you to build up a list of features and adjustments for the
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Variety of output

Graph - visually appealing (very powerful)
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11 For the comparison product, the averall cost would be
12 £97,436.68 which includes £46,695,29 in interest payments,
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This mortgage would be paid over 25 vears
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The overall cost of the comparison mortgage is
£9,444.74 less than the selected mortgage and is
paid off in the same amount of time

Other Features

Online KFI's (Key Fact lllustrations) are in development plus we can develop an interface to enable this
calculator to be used for existing customers as well as new customers, thereby assisting with new sales and
customer retention.
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