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Can You Service?
Should your origination vendor be able to help you enter or automate your 
servicing business? Today some actually can.

The loan origination space is heating up for sure. We’ve seen some noted acquisitions. Let’s un-
derstand, LOS companies have to add value. Doing more within the core system of record is the 
goal. No LOS company wants a client to ever leave their system. So, when you think about it, 

what’s the one flaw of every LOS? Servicing is a hot business and no LOS offers servicing functional-
ity. They originate loans, they don’t service them.

Today that’s changing. In this one case LOS mainstay Mortgage Builder actually acquired a ser-
vicing system to help its midtier lenders maintain servicing rights over their loans and enter this new 
business. A smart move, for sure.

Mortgage Builder has entered into an agreement to acquire GCC Servicing Systems, a leading loan 
servicing software provider that shares 35 years of history with its new owner. A sale price was not 
disclosed. 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 rather than using subservicers and selling loans on a servicing 
released basis.

“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 ex-
tremely 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 Liebowitz in Southfield, 
Michigan as a mortgage servicing, 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 au-
tomates all servicing administration functions, along with default management and full reporting ca-
pabilities. 

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 company, 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 continues. “A new era is dawning for the 

Servicing is a hot business and no 
LOS offers servicing functionality. 
That’s why some recent acquisitions 
make a lot of sense.
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mortgage industry and with the addition 
of GCC, we are able to provide a full 
range of exceptional technologies for 
America’s lenders.” 

But the servicing system acquisi-
tions don’t stop there. PROGRESS in 
Lending launched its Innovations pro-
gram last year. We want to recognize, 
reward and encourage innovation. One 
of our first winners was DRI Manage-
ment Systems. We now know that that 
ServiceLink, a prominent end-to-end 
origination, servicing and default solutions provider for 15 of 
the top 20 mortgage lenders and servicers, has acquired New-
port Beach, California-based DRI, the terms of which were not 
disclosed. In conjunction with the acquisition, ServiceLink also 
announced the launch of ServiceLink Fusion, the company’s 
new servicing workflow platform, which was designed and im-
plemented in response to specific feedback from the company’s 
servicing clients and incorporates technology gained through 
the acquisition.

“In response to increasing regulatory oversight, our clients 
have asked for a way to successfully centralize their servicing 
workflow management and we listened,” said Laura MacIntyre, 
ServiceLink’s Senior Vice President of Servicing Solutions. 
“ServiceLink Fusion is truly a ground-breaking workflow plat-
form, developed and configured in the default space and is ready 
to accept additional configurations across the loan servicing 
continuum.”

ServiceLink Fusion uses the newly-acquired DRI workflow 
platform to provide loan servicers with the industry’s first com-
prehensive, end-to-end workflow management solution. For the 
last four years, DRI has been intensely focused on developing 
and configuring an entirely new workflow and content manage-
ment platform for the loan servicing industry. This platform, 
which uses a common database and common user interface (UI) 
framework, is in production and is presently configured to sup-
port eight key functional areas within default. 

While use of ServiceLink Fusion is not limited to default, 
existing configurations include loss mitigation, pre-foreclosure, 
foreclosure, bankruptcy, claims, third party service ordering, 
litigation, default administration, and real-estate owned (REO) 

management. ServiceLink’s Fusion 
platform enables clients to manage op-
erational risk, while reducing the limi-
tations and constraints that result from 
hard-coded point technology solutions, 
databases, and other interfaces. As a 
result, compliance with new regulatory 
mandates, such as providing a Single 
Point of Contact (SPOC) has become 
relatively simple. Integrating with Ser-
viceLink’s existing loan origination 
system (LOS), Commerce Velocity’s 

Spectrum, the ServiceLink Fusion team now delivers solutions 
spanning the entire loan life cycle, from origination through ser-
vicing and disposition.

“For more than two decades, DRI has led the way in defining 
the default technology space,” said Duke Olrich, DRI Manage-
ment Systems President and CEO. “We are excited to join forces 
with such a forward-thinking industry leader and look forward 
to working with ServiceLink’s servicing solutions team to de-
liver new technology for the industry.”

“ServiceLink is committed to providing comprehensive ser-
vices, solutions and technology that surpass our customers’ ex-
pectations and business requirements, and ultimately enhance 
the way in which they do business,” said Chris Azur, ServiceLink 
President. “ServiceLink Fusion is a significant example of that 
commitment and we are excited to bring to market the indus-
try’s first truly comprehensive workflow platform specifically 
designed to support the servicing industry.” 

So, what does all of this really mean? As I look at these deals 
I see an opportunity for innovation. Lenders are often saddled 
with older mainframe servicing systems that don’t fit well in 
today’s market. So, why don’t they just switch off of these sys-
tems? Honestly, there aren’t many choices.

What these two acquisitions do is offer two good choices. 
Every lender trusts their LOS so why not get their servicing sys-
tem from their LOS. In the case of Mortgage Builder, the com-
pany has grown consistently. It has a reputation for providing 
good customer service. So, if I’m a lender with a history using 
Mortgage Builder why wouldn’t I look at retaining servicing 
rights, get a new revenue stream and tapping Mortgage Builder 
to help me out with the technology? It’s an easy choice. ❖

Tony Garritano is Chairman and Founder of PROGRESS in Lending. As a speaker Tony has worked hard to inform 
executives about how technology should be a tool used to further business objectives. For over 10 years he has worked 
as a journalist, researcher and speaker. He can be reached via e-mail at tony@progressinlending.com.

Are we going
to see a dynamic

shift in the mortgage
servicing technology

space as a result of
these acquisitions?

Not immediately.
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