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I always used to wonder how the mortgage 
space could support 50, 60 different loan orig-
ination system (LOS) providers. I guess when 

you operate in a loosely regulated space with lots 
of investors, lots of volume and lots of mortgage 
bankers and brokers, there’s enough to go around 
for all of these LOS companies to survive. Today 
all of those conditions have disappeared so we’re 
seeing a lot of shifts in the LOS space. 

So, who are the leaders in the midtier LOS 
space? A slew of recent acquisitions has brought 
three LOS companies to the front of the line in my 
view. The LOS in first place has to be Ellie Mae. 
In a move to bolster its content and services of-
fering, Ellie Mae signed a definitive agreement to 
acquire AllRegs, an information provider for the 
mortgage industry.

AllRegs information management solutions 
are used by more than 3,000 companies repre-
senting every facet of mortgage banking: major 
lenders and investors, regulators, Federal and 
State agencies, brokers, mortgage services ven-
dors and law firms. AllRegs product offerings 
include education and training, loan product and 
guideline data and analytics, and the AllRegs on-
line reference library that includes investor un-
derwriting and insuring guidelines, federal and 
state statutes and regulations, Mortgage Mentor 
“how to” guides and plain language interpreta-
tion and analysis.

“AllRegs has built a strong reputation as 
the industry’s source for investor guidelines, 
compliance resources and education,” said Sig 
Anderman, chief executive officer of Ellie Mae. 
“With the acquisition of AllRegs, Ellie Mae will 
expand its customer base and add a broad array 
of content and services that complement our 
portfolio of product offerings. This strategic ac-
quisition enhances Ellie Mae’s compliance lead-
ership and furthers our goal to be the company 
that powers the entire mortgage industry.”

AllRegs extensive content library spans nearly 
every aspect of the mortgage industry. Relied 
upon by virtually all of the top 100 lenders in the 

country, AllRegs is the exclusive electronic pub-
lisher of underwriting and loan product guide-
lines for Fannie Mae, Freddie Mac, Wells Fargo 
Home Mortgage, Citigroup, JPMorgan Chase, 
the Federal Home Loan Bank of Chicago, U.S. 
Bank Home Mortgage and Flagstar Bank, N.A. 

The transaction is expected to close within 90 

days and is subject to customary closing condi-
tions. Under the terms of the agreement, Ellie 
Mae will acquire AllRegs for $30.0 million in 
cash, subject to certain purchase price adjust-
ments, including for working capital.

So, who can challenge Ellie Mae? The 
Altisource acquisition of Mortgage Builder 
puts them in strong contention. However, sev-
eral times in the past we’ve seen good midtier 
technology companies that offer quality service 
and have a decent market share get acquired by 
larger companies. What happens next? The mid-
tier company loses its identity and struggles in 
most cases. Is this what’s in store for Mortgage 
Builder now that they have been acquired by 
Altisource?

I don’t think so. The Altisource acquisition of 
Mortgage Builder has the beginnings of a great 
success story. For Altisource, they are getting 
more involved in the mortgage space. They want 
to have an end-to-end LOS. They want to control 
the entire mortgage lifecycle. That’s a good thing 
for Mortgage Builder because they will be the 
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only LOS in the Altisource portfolio and Altisource 
doesn’t know much about the LOS, so Keven 
M. Smith, Chief Executive Officer of Mortgage 
Builder, will remain a big player. He’s not looking 
for an exit strategy.

“I built the company from the ground up,” he 
said. “Being privately held has been great, but 
some of the acquisitions that we want to do and 
the extensions to our product require that a bigger 
company be behind us. There are also offerings 
within Altisource like Lenders One, for example, 
that we look forward to being more involved with.

“This is not a cash-out deal, this is the next step 
in the lifecycle of Mortgage Builder,” Smith con-
tinued. “All of the staff are being brought over. As 
time goes on we are looking to expand. We will 

add more staff and look to get more entrenched in 
Altisource offerings. Altisource doesn’t have an 
LOS so the fact that we would be here long term 
running the company was a selling point for them.”

In fact, if you look the Equator acquisition, 
Altisource has a clear track record established. The 
Equator staff and corporate identity remains in tact. 
The company was acquired for its expertise in loss 
mitigation and its involvement with Altisource has 
enabled the Equator staff to grow their business.

“It’s harder to grow as a privately held LOS,” 
noted Smith. “We at Mortgage Builder are looking 
to be a larger company and grow. I don’t have a 
rich uncle to go to and get money from to do the 
acquisitions that we want to do. We want to be the 
premier LOS player.”

Mortgage Builder recently acquired a PPE/CRM 
provider and a servicing software provider. Now 
that the company has Altisource behind it more 
acquisitions will undoubtedly follow. Mortgage 
Builder will also be able to accelerate plans to im-
prove its existing technology to prepare lenders for 
what comes next in the world of mortgage lending. 

All indications are that the acquisition was a good 
fit for a larger company looking to offer a complete 
lending technology solution and a solid midtier 
LOS looking to grow.

Lastly, PCLender, LLC has acquired the 
PCLender loan origination system back from Black 
Knight Financial Services and formed a new com-
pany that will focus on providing turnkey mortgage 
technology solutions for midsized mortgage bank-
ers. No sale price was disclosed.

PCLender, LLC has been heavily capitalized to 
expand the system functionality and implement au-
tomation solutions for lenders requiring increased 
compliance and workflow efficiencies. The system 
currently supports banks and credit unions with 
consumer point-of-sale, loan processing, automated 
underwriting, loan closing, integrated imaging, sec-
ondary marketing, trade management, warehouse 
management and interim servicing. PCLender’s re-
tail and wholesale platform will now be expanded 
to support correspondent lending and include auto-
mated loan audit and post-closing review support. 
Additionally, an emphasis will be made to refine 
vendor integrations and build out fulfillment ser-
vices that streamline lender operations.

Lionel Urban, president and CEO of PCLender, 
LLC said the management team will initially focus 
on strengthening customer relationships and pursue 
customer collaboration to speed the pace of design 
enhancements. “I believe the PCLender customer 
base has some very valuable feedback and we in-
tend to implement that into our development road 
map. I think that was a strength of the organization 
early on and we are excited to reengage with the 
customer base in a collaborative manner.”

PCLender, LLC will continue to build on the 
scalable architecture and security that is currently 
inherent in the system. PCLender, LLC anticipates 
the development and support resources dedicated 
to the LOS will increase by over 60 percent in 
the next 12 months to support the new growth 
initiatives.

PCLender, LLC will focus on workflow and 
configuration defaults that will enable lenders to 
implement the LOS within 30 days using industry 
best practices. Mr. Urban believes that the small 
to midsized mortgage lenders are an underserved 
market and plans to offer a more robust solution 
that will require less administrative support by the 
lenders.

All three of these companies have emerged as 
LOS leaders that will be around for the long haul. 
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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.


