
Angelo Mozillo is a lightening rod for opinions in our industry, 
but he undeniably was a great entrepreneur who won the Horatio 
Alger award for his rags to riches story. He saw early on that the 

way to beat the banks was to approach the business of lending from another 
angle. So Angelo built out a homegrown technology platform that embraced 
State Bond and Ginnie Mae lending when banks wanted nothing to do with 
the paper intensive products. That system allowed him to adapt his flow of 
operations and drive down his cost to produce and increase his capacity. 
When the refinance boom of 1993 hit, Angelo was ready to increase market 
share at low cost due to his technological advantage.

Angelo would emphasize the point that “Countrywide was a technology 
company that happened to sell mortgages”. In his view mortgages were 
commodities but Countrywide’s use of organically grown technology would 
be the differentiator amongst other lenders. The burden of growing your 
own systems is that you have to start with the right assumptions and the 
right beliefs. In Countrywide’s case the systems were 100% sales driven 
without a balance for determining what was right for the borrower or what 
was compliant or fraudulent. We know how that story ended. 
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From one lender to another, technology can help you 
get the best and brightest people. 
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But Angelo’s legacy lives on in DU/
LP as the offspring of his automated 
underwriting CLUES system. 

Technology may be the primary 
differentiator in our business today. How 
a company approaches technology says 
so much about their leadership and their 
culture. Those firms who seem to run to 
the shelf and buy whatever is shiny and 
new because their current vendor isn’t 
“working”, have shown a general lack 
of respect and understanding for the 
power and the vital role in technology. A 
company has to know who they want to 
service, be clear in their priorities, know 
what their best practices are, and who 
they most want to leverage. 

How have I learned from these 
successes and failures? Well, we at 
Mortgage Network look to set clear 
guidelines and expectations for our staff 
first and foremost. And our staff gets 
our mission. Throughout this article I’ll 
be sharing the insights of our executives 
about our operation and what makes it 
successful. So, let’s get started. 

In talking about our company, Robert 
Frey, based out of York, PA, said, “I 
originate with confidence because of 
Mortgage Network’s staff, processes, 
systems and management. As an originator, 
borrowers and referral partners expect me 
to deliver on the promises I make when 
I issue a pre-approval. They expect loans 
to be approved and settle timely, without 
exception. I am delivering on my promises 
due to the efforts of Mortgage Network 
Processors, Underwriters and Closers 
combined with the systems and processes 
created and administered by Mortgage 
Network Management.”

At Mortgage Network, it has been 
clear from the beginning the key role that 
technology would play in the company’s 
future. Since starting as a small firm in 
1988 MNI has looked for vendor partners 
who are the best at what they do for 
the specific needs that we want. As our 
partnerships grew, we looked to see if 
our partners grew with us or whether we 
could and needed to develop technology 
that would keep up with us as opposed 

to molding our business around someone 
else’s technology. 

In the end, we know who we want to 
be and truly where our skills lie. We don’t 
try and be everything, but in order to be a 
full mortgage banker with a growing list 
of investors offering a complete product 
menu from government to super jumbo 
to bond to portfolio, we have to be well 
versed and balanced in our abilities.

Our technology has been created by 
having an IT team integrated amongst the 
people they support, understanding what 
they want to be able to do their job better 
but still have the power to interpret that 
feedback into creating creative solutions. 
By custom designing from input coming 
from the field versus being a top down 
solution provided by an out-of-touch 
corporate brand or one-size-fits-all off-
the-shelf system, our organic technology 
simply works. It works the first time, with 
little training. Adjustments from feedback 
come quick and wish lists are weekend to-
do lists instead of distant lifetime goals.  

We’ve all heard about various horror 
stories associated with technology. I’m 
here to tell you that it doesn’t have to 
be that way. In fact, if you’re doing it 
right, technology can be a selling point to 
attracting great executives.

Larry Knopf, based out of our 
Newtown Square, PA location pointed 
out, “The reason that I came on board with 
Mortgage Network was delivery. While 
pricing is important, delivery is key. The 
people I have met in processing, closing, 
marketing and other support positions 
have all been extremely responsive and 
more than willing to help me grow my 
business. At the end of the day, the ability 
to close, on time, as promised, is what 
leads to future success.”

Hope Morgan, based out of our 
Salisbury, MD location, added, “Coming 
to a new company, learning new processing 
systems could have been overwhelming. 
The learning curve was minimal and the 
entire staff of Mortgage Network was 
100% supportive. Our processing system 
is light years ahead of the competition.”

At MNI we like to say we bring 
“National Power, with Local Control”. 
This attitude carries through to our 
technology. We have the strength of a 
strong platform that can allow delivery to 
any GSE or money center bank with the 
adaptability to allow state bond and local 
portfolio bank and credit union product. 
As state laws and regs change, nuances 
of fees and forms are implemented, we 
can enlist the IT team to listen and adapt 
instead of waiting for the 7.8 release. In 
legacy systems people are forced to work 
with multiple checklists and workarounds 
as they cover for an outdated system that 
didn’t fit in the first place.

By having ONE system for ops, sales, 
secondary, servicing, etc we eliminate 
many of the data issues that the mutli-
system lenders struggle with. Our 
operations and sales teams have an easier 
time doing their jobs because they see a 
system that is built to help them be more 
productive, as well as a support team that 
listens and works with them. When new 
people from other lenders, especially the 
wealthier, national entities, join us and tell 
our long term team how fortunate they are 
to work with our systems it sends a loud 
and clear reassuring message.

The old saying goes: Beauty is in the 
eye of the beholder. Well, coupling great 
technology with great people is beautiful 
to me. That’s the real winning strategy 
that we strive to implement. ❖
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