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Locate a Broker by last name.
Review their transaction history, production trends, and the breakdown of their brokered
transactions by state.
Add them to your prospect list or favorites by clicking this icon:
Rinse & repeat – Continue adding potential candidates.

Understanding a candidate's book of business is a crucial part of the vetting
process. MMI’s Broker Search tool streamlines the evaluation of a broker’s loan

history and performance.

What is it?
Reviewing a Broker or Loan Officer's transaction history to verify self-reported data accuracy and
assess fit with your company’s candidate criteria.

Where do you find it?
Navigate to Mortgage > Wholesale > Individual Broker Search by Last Name.

NEXT STEPS

How do I do it?
Enter a known Broker/LO’s last name to access their detailed Fast Fact profile.

When should you take action?
When you are looking to deep dive into the details of a specific candidate.

What if I do/don’t do this?
Verifying a broker’s transaction history enables smarter hiring decisions. Without this
transparency, you risk working with the wrong people by relying on inaccurate references or
self-reported details.

S T R A T E G Y  N A M E

Broker Search by Last Name
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Expand your broker search to find top talent that can offer more business opportunities.
MMI's Broker Rank tool simplifies research, helping you identify the best fit for your needs.

What is it?
A snapshot of the business a broker/LO has done over the past 14 months.

Where do you find it?
Mortgage > Wholesale > Broker Search by Rank.

How do I do it?
Customize your search query to fit your needs by including factors such as volume, county,
and more.

When should you take action?
Take action daily; MMI offers regular updates with the latest transaction data.

What if I do/don’t do this?
If you proceed, you'll broaden your pipeline and unlock more business opportunities; if not,
you'll miss out on potential new business opportunities from top brokers.

NEXT STEPS
Define your search criteria based on volume and loan types. 
Review brokers and select the Fast Facts Profile for more details. 
Once satisfied, add brokers to your favorites list and prospect further. 
Rinse & repeat – Continually expand your list of potential candidates.

S T R A T E G Y  N A M E

Broker Search by Rank
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Watch how-to video

https://vimeo.com/1038993969/5c4bf8a8a7?share=copy


What is it?
It refers to the ability to find LO’s brokering to specific companies.

Understand the brokers working with your main competitors, evaluate their
wallet share, and identify those with potential for a committed partnership.

S T R A T E G Y  N A M E

Broker Search by Lender Name
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NEXT STEPS

Watch how-to video

Find brokers working for other lenders via the Wildcard search.

Explore their Fast Facts profile. If the broker is a good fit for what you’re looking for, add
them to your prospect list.

Evaluate their wallet share. Is there room for you to earn a spot as their choice wholesale
lender partner?

Keep building your prospect list and start importing them to your CRM via webhook.

Where do you find it?
Mortgage tab > Wholesale > Wholesale Lender Wildcard Search.
How do I do it?
Enter a company’s name in the search bar. Click on the lender’s name to see which LOs have
brokered business with the company you’re looking into.
When should you take action?
Take action every day; MMI provides the latest transaction data to keep you informed.
What if I do/don’t do this?
Using MMI’s Wholesale lender office search regularly provides valuable insights for
discussions with candidates. Not using it may result in missing important details about
preferred candidates.

https://vimeo.com/1043427404/cd6a9bff5f?share=copy


What is it?
A quick method to generate a list of the top 2,500 QM and non-QM brokers. Identify ideal
candidates based on in-house versus brokered business percentages.

Explore the top 2,500 brokers with comprehensive reports covering QM and
Non-QM categories.

NEXT STEPS

View Top
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2500 Brokers
S T R A T E G Y  N A M E

View the list of the top 2,500 brokers, and sort the columns to find ideal candidates who fit your
criteria.

Watch how-to video

Where do you find it?
Mortgage > Wholesale > Top Wholesale Lenders/Brokers > Top 2500 Brokers / Top 2500 Non
QM Brokers
How do I do it?
Sort the lists according to your needs and dig into Fast Fact profiles from the pre-built reports.

When should you take action?
Today! Check in weekly to keep track of rank updates.
What if I do/don’t do this?
Using MMI to find top brokers by in-house versus brokered business allows for deeper profile
analysis. Not using the tool risks missing out on opportunities from top producers.

Find brokers who conduct more brokered business than in-house deals with a high number of
lender partners. They are more likely to be open to giving you their business.

Add them to your prospect list in MMI, and push them into your CRM to start nurturing a solid
partnership with them.

https://vimeo.com/1043427404/cd6a9bff5f?share=copy


What is it?
A quick method to generate a list of the top 2,500 wholesale lenders and the brokers they
work with, including shared transaction count and volume.

Discover which brokers are working with the top 2,500 lenders based on
transaction volume from the past 14 months.

NEXT STEPS

View Top
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2500 Lenders
S T R A T E G Y  N A M E

Search for the top 2500 lenders, check the number of brokers they collaborate with, and
identify loan officers (LOs) who have more total transactions than brokered ones with said
lender.

Where do you find it?
Mortgage > Wholesale > Top Wholesale Lenders/Brokers > Top 2500 Lenders

How do I do it?
Click the arrow (>) next to the number of brokers a company is working with. Sort and filter the
list according to your needs. Once you’ve narrowed down your list, click the broker’s name to
dig into their Fast Fact profiles and determine if they’re a good candidate.

When should you take action?
Today! Check in weekly to keep track of brokers added to a company’s list.

What if I do/don’t do this?
Finding top brokers doing business with the top 2,500 lenders gives you a great list of
prospects who you can market to as a better partner to earn more business. Not using the
tool risks missing out on opportunities from top producers.

Add them to your prospect list.



How do I do it?
To track a Broker/LO, navigate to their Fast Facts Profile and click the star icon        next to
their name to add them to your favorites list.

To maintain a strong pipeline, compile prospect lists and favorite Brokers/LOs in MMI by
clicking the star icon. You can later add these favorites to your Prospect List for easier

contact management.

What is it?
This strategy effectively adds and monitors candidates before integrating them into your CRM.

Where do you find it?
Next to any LO’s name on their Fast Fact profile.

When should you take action?
Take action when researching or engaging with a potential new Broker partner who meets your
needs and you want to track their activity.

What if I do/don’t do this?
If you add your favorites to this folder then you will continue to always have a working list of
potential partners.

S T R A T E G Y  N A M E

Prospect Lists & LO Favorites
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NEXT STEPS
Use MMI’s wholesale search tools to find Broker candidates that fit your criteria.

Click the star next to the name of suitable candidates.

Once your CRM is integrated with MMI, go to your prospect list and either export the list or
push it straight into your marketing campaigns.

Rinse & repeat to build your prospect lists.

https://support.mmi.io/hc/en-us/articles/21426312389778-Prospect-Lists-LO-Favorites


Connecting your CRM into MMI’s database can help streamline your daily
workflow and automate outreach efforts.

What is it?
MMI integrates with most CRMs via a webhook, allowing direct transfer of contact information
while viewing a candidate's profile.

Who is it for?
This is for individuals looking to identify prospect brokers/LOs and find contact information so
they can use their CRM to nurture relationships with email and SMS text automated campaigns.

Where do you find it?
Once the webhook is set up, you can find it on any brokers’/LOs’ Fast Fact Profile page, indicated
by a green icon next to an LO's name, or the Bonzo icon if you are a Bonzo user.

How do I do it?
Set up the webhook. To add data to your CRM, click the "Add to CRM" button. A confirmation
window will appear. Verify the information, then start the webhook process configured by you
or your IT team to push the data into your CRM.

When should you take action?
Take action when you identify a prospect you would like to market yourself to.

What if I do/don’t do this?
Using this tool linked to your CRM allows for quick candidate addition to campaigns. If
you choose not to use it, you'll likely face more manual tasks when transferring contacts
into your CRM.

S T R A T E G Y  N A M E

Integrate Your
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CRM

NEXT STEPS
If your webhook is set up, prepare an automated campaign in your CRM.
Use rule logic for enrollment based on metrics like PPS score for effective messaging.
Rinse & repeat with every prospect broker/LO.

https://support.mmi.io/hc/en-us/articles/21426379373842-CRM-Push


Our Visual Intelligence Dashboards provide insights into market trends and positioning from
funding lender data.

What is it?
Visual data sets offer flexible filters for a more detailed search.

NEXT STEPS

Where do you find it?
1.0: Homepage menu > Dashboards > My Dashboards > Live Dashboards > TPO & Wholesale.
1.5: Left-side menu > Dashboards > Live Dashboards > TPO & Wholesale.
How do I do it?
Click on any of the boards in the TPO & Wholesale folder. Review TPO lender details, identify
prospects for marketing outreach, and analyze brokered transaction information.

When should you take action?
Take action when researching or reaching out to a broker partner that fits your needs and you
want to pursue further discussions.
What if I do/don’t do this?
Using MMI for analyzing supplementary data sets can enhance insights into your organization's
market position, improve understanding of the competition, and allow for a deeper look into
broker operations, including funding lenders and other details.

Link Visual Intelligence Dashboards to your primary MMI account.

S T R A T E G Y  N A M E

Visual Intelligence
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Watch how-to videoHow to use dashboard filters

Dashboards

Use filters to create saved bookmarks and reports.
Rinse & Repeat – Continue adding candidates to your CRM.

https://bi.mmi.io/app/main/dashboards/64622fb937e53e003537b245
https://support.mmi.io/hc/en-us/articles/21426380136850-Dashboard-Filters

