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Interactive Financial Offers Small Mortgage Shops
Opportunity to Affiliate and Retain Brand Names

Interactive Financial Corp., a national 
mortgage banker and broker, has launched a 
public relations and marketing campaign to 
attract independent mortgage companies into 
its corporate fold. 

The company is built on a “model branch” 
structure, in which independent brokers 
become affiliates. Under its latest outreach 
program, an independent mortgage company 
that affiliates will become its own separate new 
division of the corporation while retaining its 
original brand name. 

“As a partner, you retain your own identity 
while being marketed as a division of a 
nationally recognized and respected 
organization,” the company said. “You will 
also benefit from our warehouse line, which 
gives you the ability to function as a banker as 
well as a mortgage broker. This is a way to 
achieve bigger profits.” 

CEO and President Hunt Gersin said, “By 
becoming a new division of Interactive 
Financial, these independent companies will be 
able to reduce operating costs, have the ability 
to lend in multiple states, offer all types of loan 

products as well as receive accounting and 
support services.” 

Interactive Financial offers a model branch 
development manager who acts as a liaison, 
marketing tools and relationships, 
administrative and technology services, and 
training opportunities.  

Interactive Financial says the company set 
out to fix problems that have dogged some 
companies with a “net branch” structure, which 
has sometimes been associated with 
unscrupulous operators. Gersin attributes the 
company’s success to a strict recruiting process 
and a focus on building strong relationships. 

“We were surprised to discover that the key 
was simply strong, open-ended relationships 
where branch managers could maintain their 
entrepreneurial identity as long as they 
operated at a standard high above the norm and 
remained in consistent contact with our lending 
organization,” Gersin said. 

Interactive Financial expanded to more than 
40 model branches nationwide during 2006 and 
generated more than $6 million in sales, a 50 
percent increase over 2005. 

Top Players Continued Building Servicing 
Business in 2006 Despite Lending Slowdown

A slowdown in mortgage origination 
volume in 2006 didn’t get in the way of 
servicing growth plans for those companies 
that chose to pursue them, according to a new 
analysis by Inside Mortgage Profitability.

A group of 30 top lender-servicers reported 
a total of $2.600 trillion in new mortgage 
originations last year, down 4.7 percent from 
the group’s combined 2005 volume. Yet these 
30 companies also managed to increase their 
combined servicing business by 15.5 percent 
over the course of the year. 

Although house price appreciation slowed – 
or turned south – in many markets last year, the 
heavy supply of cash-out refinance activity 
appeared to help boost the overall volume of 
mortgages outstanding. According to the 
Federal Reserve, total home mortgage debt 
expanded by 11.4 percent in 2006. 

Overall, the mortgage servicing market 
grew by $1.041 trillion in 2006, representing 
about 34.9 percent of total home loan 
originations during the year.  

A major source of additional loan business 
in 2006 was the home-equity loan market, 
which is ideal for servicing growth because 
borrowers take on more debt without any 
increase in runoff.  

Pressure to maintain mortgage banking 
earnings also pushed many lenders to increase 
their mortgage servicing sales in 2006, 
providing another avenue for top lenders to 
build their servicing businesses.  

At the top of the market, Wells Fargo 

posted a hefty 33.5 percent gain in its servicing 
business despite only a 1.4 percent increase in 
new lending by actively pursing servicing 
acquisitions through bulk deals and coissuance 
transactions.  

Countrywide, the second largest servicer 
in the market, was also active in bulk servicing 
acquisitions and grew its portfolio by 16.9 
percent even though its origination volume was 
down 5.8 percent. 




