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…And a good fit for Credit Unions Too
By Darryl Hicks

Few credit unions have continuously offered Home Equity Conversion Mortgages longer than Mountain America
Federal Credit Union, which entered the business at roughly the same time it joined the National Reverse Mortgage
Lenders Association in November 2000. 

Headquartered in West Jordan, UT, just 10 miles outside of Salt Lake City, Mountain America was chartered 80
years ago as the Salt Lake Telephone Employees Credit Union. Over the years, it has merged with other credit unions
but kept the same membership philosophy of “people helping people.” It’s this philosophy that motivated Mountain
America to add reverse mortgages to its product mix almost 15 years ago, when the product was still relatively new.

“Our purpose is to help members
enjoy a good life by providing them with
positive incentives to save and manage their
finances,” said Daniel Hills, mortgage sales
manager. “We felt reverse mortgages could
help us better serve our senior members.”

This is a common theme among credit
unions. When they bring in a new mem-
ber, credit unions want to do everything
possible to maintain a lifelong relationship
with that individual. Mountain America
offers personal loans, vehicle loans and
home loans for its younger and middle-age

members, and wealth management services for people who are approaching retirement. “Reverse mortgages,” added
Hills, “were an obvious fit.”

According to Reverse Market Insight, Mountain America has originated 221 reverse mortgages over the past five
years, which ranks 134th among all active lenders. Only two other credit unions have higher numbers—Emery
Federal Credit Union, Smithville, OH, (473 loans for #62) and America First Federal Credit Union, Roy, UT, (317
loans for #97). Ironically, America First is the largest credit union in Utah and Mountain America the second largest
credit union in that state.

Mountain America has two full-time loan officers at its Salt Lake City headquarters who handle reverse mortgages,
but the company is embarking on a new educational initiative to reach potential clients in other states. David Thomp-
son, who oversees reverse mortgage operations, will soon be extending reverse mortgage training to Mountain Amer-
ica’s mortgage loan officers who are employed in 76 branch office locations across Utah, Idaho, Nevada, Arizona and
New Mexico. 

“This initiative will help us serve more of our senior members in those areas,” said Hills. 
Mountain America’s typical reverse mortgage client, according to Thompson, is a widow in her early 70s, who

uses the proceeds to pay off an existing mortgage. “These members are living on a fixed income. The cost of living
is going up, but their incomes are not,” said Thompson. “The reverse mortgage is one of the great resources that we
offer to help solve that problem. While the reverse mortgage by itself is not providing them with added cash flow,
they are paying off an existing lien that does the same thing, because they no longer have a monthly payment.”

Thompson encourages all credit unions to offer reverse mortgages if they don’t already, because they follow the
basic philosophy of helping people.

“It’s all about service to the members,” he added. “It’s not about being a profit-generating machine, but rather
serving as a trusted financial partner that can help enhance the member’s quality of life.” RM


