
 n the book-turned-movie The Perfect 
Storm Sebastian Junger describes how 
three storms meet in the Atlantic and 

how different boats and captains reacted. If you 
were a large ship you were stuck 
with what you had. You were so 
large there was nothing that you could quickly 
buy off the shelf to adapt your boat, and your 
crew was full of specialists, not generalists, used 
to mastering many tasks. 

The smaller boats were an amalgamation of 
passion, discipline and experience. A passionate 
owner with the discipline and forethought 
would have invested in the right technology and 

modern equipment that would 
give the boat the edge to perform 

in all situations. This care and logic attracts 
wise and seasoned crews who appreciate the 
long term view to security and safety while 
achieving performance.

If there has ever been a “Perfect Storm” in 
our industry we have witnessed it the last few 
years. A bursting bubble of values, jobs, credit 
and equities matched with massive government 
regulation have created a scenario no one could 
have planned for. But some have survived where 
others, even with seemingly greater advantages, 
have not.

Mortgage Network, in Danvers MA, founded 
in 1988 as a broker by Robert McInnes and Al 

Pare, happens to have survived this Perfect Storm 
and looking back now you can see why. Over 
the formative early years Bob and Al stuck with 
the focus of doing what is right for the customer. 
Mistakes were made, and learned from; they 
were never forgotten and never repeated. As 
MNET became a lender it became apparent that 
building a superior technology focused around 
hedging, pipeline management and delivery was 
crucial to survive. 

As the storm 
continues 

to swirl and 
uncertainty 

reigns, a steady 
experienced 
hand on a 

well-developed 
platform supported 
by quality vendor 

partners is  
crucial.Storm
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In the mid to late 1990s, none of the 
existing technologies fit the needs of the 
company so MNET decided to pioneer 
their own. Led by CTO Carlos Sa, it was 
decided to start with the most acceptable 
modules as place holders while they 
began to customize the most important 
sections first. So Contour’s Loan 
Handler for LOS, Harland Financial for 
servicing, Commerce Velocity for credit, 
ICC for docs, and Microsoft Dynamics 
for accounting. As certain areas became 
more modified and customized it was 
determined MNET could possibly do 
it better and a new section was built. In 
today’s world, MNET has created one 
system that supports sales, operations, 
secondary and delivery through one 
platform. The only pieces still relied 
on through others are Docs with IDS, 
compliance with ComplianceEase, and 
Microsoft Dynamics.

As a wholesale platform was added 
in that late 1990’s more variables were 
added to the mix. Different brokers 
with different demands along with 

different states (43 at the high) created 
challenges. As the market morphed more 
to Wall Street and the products pushed 
the envelope, controls needed to be in 
place to ensure that the right loans were 
created that protected the borrower and 
the investor and therefore the company. 
Yet there needed to be true flexibility to 
create new product, smoothly originate 
it, and pool it for market.

Mortgage Network played in all the 
arenas but only at the level they felt was 
best for all involved. MNET originated 
Alternative Documentation product, but 
not Stated Income, as it forced the client 
to misrepresent and the lender to execute 
an untenable contract. MNET worked in 
B-subprime where they felt borrowers 
were deserving but unrepresented, 

but not lower credit tranches where 
borrowers were set up to fail. MNET 
avoided Option Arms but created Super 
Jumbo Interest Only Arms for high 
net worth clients who could handle the 
risk. Even when the GSEs were pushing 
Timesaver documentation programs and 
Level 3 subprime AU products, MNET 
chose not to play on those terms, but 
find local portfolio outlets that allowed 
the customers who were disenfranchised 
to find a lower priced safer product 
that required no misrepresentation or 
usurious terms.

As the market approached its 
frothy peak, veteran leaders moved 
from uncomfortable models to a home 
they could believe in at MNET. They 
brought with them lessons learned in 
growing too fast and deeper knowledge 
of Government and State lending. The 
timing was important as Wall Street 
backed away from the market, MNET 
quickly adapted their systems and staff 
to become a dominant Government 
lender. Having a deep line-up of 20+ year 

veteran DE Underwriters and Closers 
was invaluable to efficiently respond to 
the market demands. Today Mortgage 
Network is a market leader in FHA, VA, 
USDA, and State Bond.

The speed of change has been a 
challenge for any firm this last decade. 
But certain models and structures are 
more suited to be originator focused. The 
majority of large lenders are burdened 
with legacy systems that are built around 
servicing or branch referrals. The top 
down approach stays disconnected from 
the field and the changing realities of the 
market.  The small correspondent or large 
broker is focused on the tyranny of the 
immediate. The depth of management 
team scope and experience limits the 
ability to anticipate or react to all the 

changes occurring. Too many principals 
don’t invest in the reserves required 
for R&D and to anticipate shocks, and 
surprises. The reserves of talent and 
technology allow firms like MNET to 
make the right decisions when they arise 
and be ready to seize opportunities when 
presented. 

Another of the benefits of creating 
your own platform is the adaptability to 
the many-tiered focus on compliance. 
The unforgiving need to meet the never 
changing terms of State, Federal and 
Investor compliance weighs heavily 
on any operating system and process 
flow. The ability to seamlessly check 
against multiple compliance databases 
throughout a process can save untold 
dollars and hours. 

All of the advantages above allow 
a strong flexibility to find the best 
operational talent to serve the Loan Officer 
and the customer wherever they reside. 
ROC and MAP centers are not required 
as long as quality is input early and 
verified throughout the process. Savings 
of salary and cost per square foot can be 
obtained by placing operations where 
the large companies may not. Having 
been paperless through their GlobalDocs 
system (utilizing EMC technology) 
for the past 5+ years, MNET has been 
able to be creative with work flows and 
focus less on paper requirements and 
more on meeting and surpassing the 
customer’s expectations. Controlling the 
mind and the data as opposed to solely 
the body secures quality, efficiency, and 
consistency while fostering teamwork 
and partnerships at the branch levels.

Using Microsoft’s Sharepoint as 
a platform, MNET created a central 
repository for the field on Administration, 
Products, Secondary and Marketing. 
Guides, updates and new releases on 
their wide and expanding menu give 
an easy view to all the possibilities 
at all times. The Pricing Blog allows 
Secondary to give timely updates and 
direct attention to better executions. 
Shared databases allow for smooth 
integration of multitask projects such as 
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A passionate owner with the discipline and 
forethought would have invested in the right 
technology and modern equipment.
“ “



the transition of new branches and new 
employees and the organization of legal, 
operations, facilities, Human Resources, 
payroll, IT, marketing, and sales.

The marketing department’s use of 
Sharepoint and their integration with 
Turning Point is their most popular 
application. Built with the goal of having 
the efficiency, compliance and controls 
of a national companies portal with the 
flexibility, creativity and field-driven 
expertise of broker portals like Loan 
Tool Box, MNETs marketing site is all 
about driving the Loan Officer Brand. 
The site allows for 24/7 customization 
of hundreds of flyers, postcards, 
Powerpoints, brochures, etc as well as the 
support of almost 40 years of Mortgage 
Marketing expertise for customization as 
needed. 

To ensure efficient implementation 
of marketing plans and campaigns, 
MNET partnered with Turning Point. 
On a weekly basis closing data is swept 
into the TP database and LOs are able 
to automatically include their borrowers 
into a 2 year 13 touch customer retention 
program including annual reviews, thank 
you’s and birthday cards. A loan officer 
can choose any collateral from the TP or 

MNET database and surgically choose a 
section of their database by product, zip 
code, ltv, etc.and mail or email them by 
the next day.  

As the storm continues to swirl and 
the uncertainty of the mortgage business 
reigns, a steady experienced hand on a 
well-developed platform supported by 
quality vendor partners is crucial to not 
only survive but succeed. ❖
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In September 2006, Brian Koss joined  HYPERLINK “http://www.
yourloansherpa.com/CompanyProfile.pdf” Mortgage Network, Inc. of 
Danvers, MA as an Executive Vice President of National Production.  
Mortgage Network is a national lender with a $2B annual retail business 
throughout the East Coast.  Brian brings with him 24 years in the business 
and has personally lent as a Loan Officer over $1Billion in home loans.
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