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How Is The LOS Evolving?
As the mortgage market becomes more regulated, loan origination systems have 
to keep up, but how are they doing?

As we talk about things like LO Comp, Dodd-Frank, UMDP and other new regulatory concerns, 
the mortgage industry is really getting squeezed. Well, as lenders get squeezed, technology 
vendors get squeezed more, especially LOS vendors. So, how are these systems keeping up 

and evolving with the times? I’ve noticed a few techniques.
First, the LOS is doing more. A good example of this is the Mortgage Builder acquisition of GCC 

Servicing Systems, a leading loan servicing software provider that shares 35 years of history with its 
new owner. GCC is the creator of G/Serv, a mortgage servicing software popular with mid-tier lenders, 
community banks, credit unions and mortgage companies, a market sector also well served by Mort-
gage Builder. The teaming of the two technologies comes at a time when many lenders are retaining 
servicing rights and responsibilities.

“More lenders need servicing software now than at any time in recent history,” says Keven Smith, 
Mortgage Builder’s CEO and president. “With the acquisition of GCC, Mortgage Builder now offers 
a complete lending system that empowers lenders to control all aspects of the process,” he notes. “And 
with their common DNA, the platforms work extremely well together, making it far simpler for lenders 
to make smooth transitions into loan servicing.” The GCC staff will join Mortgage Builder and GCC 
will operate as a separate division with Jeff Augenstein, vice president of GCC, responsible for the 
day-to-day operations.

GCC Servicing Systems was founded in 1977 as Glenn Computer Corporation by Glenn Lie-
bowitz in Southfield, Michigan as a mortgage servic-
ing, loan origination, and accounting service bureau. 
The loan origination product was spun off in 1998 to 
become Mortgage Builder Software. G/Serv brings 
Mortgage Builder a comprehensive loan servicing 
platform that automates all servicing administration 
functions, along with default management and full 

reporting capabilities. Like Mortgage Builder, G/Serv has evolved greatly since it was first released, 
and is now designed for Software as a Service (SaaS) delivery for fast, cost-effective implementation, 
and is hosted in a SAS-70 Type II/ SSAE-16 Type II compliant data center.

“This acquisition puts Mortgage Builder into a unique class of technology providers,” says 
Kelli Himebaugh, corporate vice president of Mortgage Builder. “As a nimble, independent com-
pany, we are well accustomed to working with regional and mid-tier lenders” she says. “We can 
now bring our highly personalized approach to lenders choosing to become servicers to maximize 
returns and improve borrower service levels,” she says. “A new era is dawning for the mortgage 
industry and with the addition of GCC, we are able to provide a full range of exceptional technolo-
gies for America’s lenders.” 

But it’s not just all about new functionality, says Mr. Smith. “We’re noticing that functionality was 
the sizzle in the past. Nowadays the LOS is a recruiting tool. Look and feel and ease of use are impor-
tant. You need something that the LO wants to use, looks good and is easy to use. We weren’t always 
the prettiest system, but we had the functionality. Now we’re focusing on look and feel as well.”

As lenders get squeezed, technology 
vendors get squeezed more, especially 
LOS vendors.
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Mortgage Builder notes that an easy implementation, coupled 
with a great-looking system that has advanced functionality, has 
to be the way forward for any LOS that wants to thrive. “You 
want to quickly board customers because lenders don’t have the 
training resources,” pointed out Mr. Smith. “The other advance 
is electronic document management. That goes beyond imaging. 
Everybody wants to go paperless. We launched a new integrated 
product so images can be broken apart, stored by department, 
bundled for bulk delivery, etc. 

And for those LOS firms that are making the investment in 
their product, they’re looking to protect that investment. For ex-
ample, the United States Patent and Trademark Office has issued 
LOS Ellie Mae a patent for an advanced security model that en-
ables managers, loan officers and processors to securely access 
critical loan files and documents online. 

The invention––U.S. Patent number 8,126,920 entitled, 
“Enterprise Security Management System Using Hierarchi-
cal Organization and Multiple Ownership Structure”––is a 
hierarchical organization and security model for networked 
computing. It allows multiple ownership of system files and 
resources while maintaining flexibility of organizational con-
trol and strict security rules over the users. In other words, El-
lie Mae’s technology allows loan origination system and other 
networked computer users to access, work and collaborate se-
curely on files and documents.  

In addition, a user’s access and/or ability to make changes 
may be limited or controlled by members higher up in the or-
ganization or network. For example, a lender can restrict what 
actions a mortgage manager can perform on loan files and docu-
ments or limit what a loan officer or processor can approve and 
what data and files they can access. 

“As our industry migrates to cloud computing and Software 
as a Service (SaaS), new opportunities and challenges for cli-
ents are being created,” said Limin Hu, Ellie Mae’s co-founder 
and chief technology officer. “On one hand, this new paradigm 
enables greater access and efficiency within organizations and 
supply chains; on the other hand, it also increases the possibility 
of security lapses.

We’re also seeing several LOS companies offer whole new 
systems that combine best practices with the latest technologies 
like cloud computing, for example. MortgageFlex took this to 
heart when they launched their new LoanQuest LOS. The ef-
ficiency of any process involves utilizing fewer resources to 
achieve the expected result in shorter cycle time. That involves 
the automation of routine tasks, such as producing initial disclo-
sures. Improving the quality of each task can reduce or elimi-
nate re-work, review and other duplicate efforts, which drive up 
costs. Technology such as LoanQuest’s image management cen-
ter enables immediate access to mortgage documents without 
the manual transport of the loan file from desk to desk. Taking a 
key from efficient manufacturing, the newer technologies allow 
the process definition to reduce steps, shorten cycle times, and 
combine tasks to reduce the overall cost to originate.

MortgageFlex has endeavored to give lenders several op-
tions to accomplish their goals. Aside from the obvious technol-
ogy advantages, MortgageFlex now offers transactional hosting 
pricing options. A “pay as you use” pricing option that gives 
lenders the technology they need without hardware and techni-
cal support staff costs. By offering expanded hosting services, 
MortgageFlex also incurs the security expenses associated with 
SSAE16 level audits, so lenders have the security needed with-
out the capital outlay. MortgageFlex has seen tremendous inter-
est in this service; approximately 70% of new customers signed 
in 2011 have chosen this option.

“The LOS is evolving because of a combination of several 
factors, but primarily it’s the competitive landscape among LOS 
vendors,” explained Craig Bechtle, EVP/COO at MortgageFlex. 
“We’ve all been schooled by Apple and their simple elegance 
approach to technology delivery and we’ve learned our lessons 
well. Simply put, a product that is easy to use is easy to sell. 

“There are two key factors that drive lenders to make a tech-
nology investment, risk avoidance and profitability,” he conclud-
ed. “It is up to the vendor to develop systems to meet these needs 
and provide basic functionality and since much of it is controlled 
by federal regulations, the differentiation among products is 
found in the pricing and the user experience.” ❖
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The LOS is evolving because of a combination of several factors, 
but primarily it’s the competitive landscape among LOS vendors.
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