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Scribes
              Meet This Month’s Contributors

Marty Bell (In Reverse, p. 3 and Addressing Borrower Behavior, p. 12) 
is the Editor of Reverse Mortgage and Tax Credit Advisor magazines, 
the Senior Vice President, Communications & Marketing at 
NRMLA and the Executive Director of the National Aging in 
Place Council.

Peter Bell (Balanced Viewpoint, p. 5) has a 39-year background 
as a housing policy analyst and advocate in Washington, DC. 
Mr. Bell founded and serves as President & CEO of the National 
Reverse Mortgage Lenders Association. In addition to NRMLA, 
Bell also serves as the CEO of two other national trade associations, 
National Aging in Place Council and the National Housing & 
Rehabilitation Association. 

Darryl Hicks (Talking Heads, p. 6) is the Vice President, 
Communications for NRMLA, where he writes our Weekly 
Report and administers our CRMP program. He roots for the 
Steelers and the Phillies and reads mysteries as he rides the Metro 
to work each morning.

Jessica Hoefer (A Day in the Life, p. 26) is the Communications 
Coordinator for Dworbell, Inc., where she is also the Member 
Services Coordinator for NAIPC and assists with the publication 
of Reverse Mortgage magazine and Tax Credit Advisor. She came 
to NRMLA from the National Geographic Society. She is an avid 
reader, a theater junkie and loves to travel. 

Mark Olshaker (Corporate Profile: Welcome Allegiant Reverse, p. 24 
and Borrower Chronicles, p. 28), our staff writer, is a best-selling 
author of fiction and non-fiction and an accomplished researcher 
in the areas of crime and medicine. Olshaker has written 15 books 
in all, including the New York Times Number 1 bestseller Mindhunter 
and most recently Law & Disorder, both with former FBI Agent 
John Douglas. He has also produced many documentary films, the 
latest being Who Killed the Lindbergh Baby? for NOVA on PBS. 
Olshaker is a former reporter for the St. Louis Post-Dispatch, who 
now resides in Washington and has built a large following for his 
MindhuntersInc.com crime blog, which argued Amanda Knox’s 
innocence from the get go. 

Jenny Werwa (Guiding Consumers, p. 14 and Retirement Security 
for Women, p. 22) is the Director of Public Relations for NRMLA 
where she works to promote the efficacy of reverse mortgages to 
the media and consumers. Jenny has lived in the DC area since 
the 90s and considers herself a Washingtonian, albeit with a slight 
New Jersey accent.
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In Reverse

ONE DAY AT THE SENIOR LIVING FACILITY:  

• A 90-year-old man whose wife suffers from dementia 
and has not recognized him in years played her an 
old Count Basie favorite tune and she stood and said, 
“Gene, will you dance with me?” 

• Everyone’s favorite resident moved out and into her 

 daughter’s home to have a full-time caregiver.

• A man who lost his wife of 71 years ate dinner by 

 himself in the dining room for the first time. 

 Bette Davis famously quipped, “Old age ain’t no place 

for sissies.” Everyday’s a struggle. All you want to do is 

hug these people. You certainly don’t want to make their 

lives more difficult. Here at NRMLA, we have a team of 

members and staff working on our own little hug for your 

clients, examining ways to simplify the reverse mortgage 

delivery process and create a better borrower experience.  

Our 2016 Annual Meeting & Expo in Chicago in Novem-

ber was built around this theme and in this issue we share 

some of the thinking with you.

 We begin with Darryl Hicks’ conversation with the in-

spiration behind this effort, Mark Browning of Homechex 

in Rochester New York. (Talking Heads, p. 6) Mark did not 

just suggest this was a topic that needed attention but sat 

down and charted the entire process as it currently exists to 

help us all pinpoint specific areas that can be improved.

 Part of improving the experience is providing more, 

simpler and clearer information in areas where there are 

gaps. To that end, Jenny Werwa, our director of public rela-

tions, has worked closely with the Servicing Committee and 

Board of Directors to create three new consumer guides:

• Reverse Mortgage Self-Evaluation: A Checklist of 
Key Considerations, which contains questions 

consumers should consider before proceeding with a 

loan application;

• What You Need to Know About Your HECM, that 

explores the role of the Loan Servicer, as well as rules, 

guidelines and timelines;

• What Do I Do When My Loan is Due? This is a 

guide to the end of the loan process when it is time 

for the loan to be repaid.  

 Jenny walks you through all the documents (beginning on 

page 14) which can all be found at both reversemortgage.org 

and nrmlaonline.org.

 Other conference information we share with you

this month includes coverage of keynote speaker Kathryn

Lawler’s presentation on The Impact of Longevity, which 

the nationally recognized thought leader in aging from

Atlanta argues is changing the way we think about just 

about everything. (p. 10)

 And while we are on new thinking, here you will also 

find highlights of fresh research by Stephanie Moulton 

and her team from Ohio State and Chris Mayer of the 

Columbia Business School that together provide an alter-

native view of resistance to using home equity and taking

a reverse mortgage loan. (Addressing Borrower Behavior, 

p. 12).

 Continuing to pursue a Better Borrower Experience col-

lectively will be one of NRMLA’s primary themes of 2017. 

And, by the way, a big hug for a happy new year to you all.

                                                        Marty Bell, Editor

Big Hugs



 4 REVERSE MORTGAGE / JANUARY-FEBRUARY 2017

C

M

Y

CM

MY

CY

CMY

K

TPO_Ad_NRMLA_RM_WinofOp_Nov16_L533-Exp082017_PRINT.pdf   1   10/14/16   12:01 PM



 REVERSE MORTGAGE / JANUARY-FEBRUARY 2017 5

 Balanced
Viewpoint

MEMBERS ARE BEGINNING TO ASK WHAT I EXPECT  
to see happen regarding HECM matters with the incoming 
administration? It’s impossible to foretell at this point, 
but here are a few things we’ll be watching as the new 
team is assembled.

1. Will there be a commitment, from the top down, 
from the White House, from OMB, from the HUD 
Secretary and all other political appointees in the
Department, to a vigorous, well-managed FHA that 
is given the resources to do its job? 

2. If the Administration’s team, at HUD, as well as 
other departments, including Treasury and Office of 
Management & Budget, includes a mix of individuals 
with proven knowledge of, and a proven commit-
ment to FHA’s role and mission, as well as individuals 
who have argued for a reduced federal role in housing
finance, which viewpoint will prevail?

3. Will the incoming team at HUD be comprised of 
individuals who have experience and insight in work-
ing with HUD programs, or will they be going through 
on-the-job training in why and how FHA does what
it does?

4. Are they knowledgeable, or at 
least open-minded about the 
concept and utilization of reverse 
mortgages?

5. Will the individuals appointed 
to key positions at HUD, par-
ticularly the Assistant Secretary 
for Housing/Federal Housing 
Commissioner, the Deputy Assistant Secretary for 
Single- Family Housing and their respective staffs, be 
willing to take the time to learn and understand the 
ins and outs of reverse mortgages?

 Individuals coming from a variety of backgrounds, some 
with previous experience at HUD, others with a known dis-
dain for HUD’s programs, have been mentioned as possible 
candidates for key positions within the Department. 
 Once we see what takes shape regarding personnel
appointments, and initial policy discussions get underway, 
we’ll be in a better position to prognosticate about what 
might lie ahead. In the meantime, our focus is on catalog-
ing the HECM issues that we feel need to be addressed 
once the new administration is in place into a briefing 
document, a background paper for the presidential transi-
tion team and the incoming HUD appointees. RM

Peter Bell

Five Questions for the
Incoming Team at HUD?
By Peter Bell, President of NRMLA
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Talking
Heads

THE REVERSE MORTGAGE CUSTOMER EXPERIENCE 
from initial product exploration to loan pay-off has greatly 
diminished. Reverse mortgages are not complex, but the
process to get one is. That was the assessment of Vice 
Chairman and Executive Committee Member Mark 
Browning, who expressed his concerns at the Spring 
2016 Board of Directors meeting in Washington, DC last 
March. The terminology used by the industry is confusing. 
Initial product information can be distorted. The applica-
tion procedure now tops 250 pages. Borrowers must sign 
their name anywhere from 150 to 200 times at the closing. 
When a maturity event occurs, the language contained in 
the Condolence / “Due and Payable” letter can be harsh, 
and often confusing, for heirs who were not involved in 
their parents’ decision to get a reverse mortgage. 
 Browning identified 12 areas that could be improved 
and asked the Board of Directors for help. A Working 
Group comprised of volunteers from the Board of Directors 
was soon formed to kick off the Customer Experience 
Initiative. Though not even a year old, the Initiative has 
already inspired the publication of three new consumer 
guides – the Reverse Mortgage Self-Evaluation: A Checklist 
of Key Considerations; What You Need to Know About Your 
HECM After Closing; and What Do I Do When My Loan 
is Due? – and the theme for this past year’s Annual Meet-
ing & Expo was almost entirely focused on improving 
the borrower experience. No person is better qualified to 
lead this effort than Browning, owner of a small business
called HomeChex in Rochester, NY, which has originated 
reverse mortgages exclusively for 18 years. His thoughtful 

viewpoints have prov-
en invaluable during his 
12 years of service on the 
Board of Directors. Reverse 
Mortgage magazine sat 
down with Browning to 
learn more about the Ini-
tiative and its objectives.

Reverse Mortgage: 
What is your vision 
for the Customer 
Experience Initiative?

Mark Browning: To improve people’s access to their own 
housing wealth so that they can experience a better qual-
ity retirement. It has always been that and it should be 
the goal for the industry to dramatically improve quality, 
speed and convenience.  Each decision that we make as an 
industry should have an element that considers the impli-
cations of the customer experience. 

RM: Your company has originated reverse mortgages for 
almost 20 years. After all that time, what finally motivated 
you to raise this issue with the Board of Directors? 

MB: The cumbersome nature of HECM has been on my 
radar, and other companies, for a long time. After five years 
of perpetual regulatory change I felt there was an opportu-
nity to look forward. It’s important to stress that a driving 
force behind the Consumer Experience Initiative was a survey 

Mark Browning, HomeChex 
Transforming the Customer Experience
By Darryl Hicks

Mark Browning
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Talking Heads continued on page 8

that I distributed to a selection of member companies to get a 
sense for what our priorities should be in 2016. Nearly all of 
them responded with some element of the customer experi-
ence. But, the overwhelming  driver is the failure of HECM 
to realize its potential. There is widespread agreement that 
housing wealth is becoming an increasingly important tool 
for Baby Boomers to finance retirement and yet HECM is 
not growing. HECM is flat and the retirement boom is well 
underway. The HECM has essential safeguards not found in 
any other financial product. To the extent that the cumber-
some nature of the HECM drives customers away to prod-
ucts with fewer safeguards, like Home Equity Lines of Credit 
(HELOCs), it means we’re not doing our jobs well enough. 
HELOC volumes have increased for 18 consecutive quarters, 
while HECM has been flat or declining. I don’t know how 
much of this HELOC growth is devoted to seniors but it 
clearly suggests that we are out of sync with what is going on 
in the marketplace. And we need to address that problem. 
The financial design of the HECM product is fantastic and 
its features  are perfectly designed for people of retirement age. 
However, the product can’t sell itself. If you look at Kodak, for 
example, film is a far better medium, but consumers wanted 

speed and convenience. Kodak invented digital photography 
but it felt film was so superior and all you needed to do was 
explain it to the consumer. Motorola was so convinced that 
its wireless technology was so superior to cellular that all you 
needed to do is explain it to the consumer and it would sell 
itself. Kodak is essentially gone and the remnant of Motorola 
mobile has bounced around as an inconsequential subsidiary 
of Google and now China’s Lenovo. That’s what is happening 
to HECM. We think the product is so strong that it will sell 
itself, but consumers are opting for clarity, speed, convenience 
and an experience that is more aligned with their earned life 
station. Once we address these issues, we’ll have a better fu-
ture for HECM and we’ll be putting people into a product 
that’s more appropriately designed for their life stage versus 
one of these more risky products that they are now choosing.   

RM: What changes would you like to see implemented, 
and what do you think can be realistically achieved? 

MB: The customer experience extends the entire spectrum, 
from the initial inquiry through the servicing procedures at 

Talking
Heads
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Talking
Heads

the end of the loan. Realistically, I think all of these areas can 
be impacted. A great example is the progress that NRMLA 
has made regarding the quality of information conveyed in the 
media. Quite a bit can be changed, but like any large project 
it’s all about breaking it down into manageable components, 
focus and buy-in. The main requirement is to prioritize the 
impact on customers of every process and procedure that we 
do as an industry. An example is the 300-plus pages that are 
presented to the consumer surrounding origination. Is that 
really enhancing their experience or impairing it? I can’t pro-
vide your readers with a list of changes. We’re talking about 
the totality of the experience, which is too cumbersome, too 
difficult, too time-consuming and too confusing. Right now, 
the difficulty in obtaining a HECM drives people away and 
creates an image that it should be a tool of last resort.

RM: Do you see a role for FHA, or would you rather not 
create more regulations?

MB: I see an obvious role for FHA, but the customer ex-
perience also applies to private-sector functions. We need to 
look at each phase of the process and understand whether the 
procedure that we presently undergo is helpful or harmful to 
the consumer experience. That includes FHA’s requirements 
as well.

RM: Besides yourself, who else is involved in this effort?

MB:  In addition to myself, the Customer Experience Work-
ing Group is comprised of Jeff Birdsell from ReverseVision, 
George Downey from Harbor Mortgage Solutions, Rick 
Gilmartin from Nationstar, Jason McNamara from Celink, 
Scott Norman from Finance of America Reverse and Patty 
Wills from Open Mortgage. Initially, we have been focused 
on origination matters. The expectation is to expand the fo-
cus and group to include more members so that we can build 
momentum and accomplish more.  

RM: NRMLA used the 2016 Annual Meeting to formally 
announce the Customer Experience Initiative and discuss 
ways to create a Better Borrower Experience. What did 
you take away from the conference? Did it help?

Talking Heads continued from page 7 MB: If you weren’t at the conference, I moderated a panel 
with my Working Group colleagues to discuss the Customer 
Experience Initiative and present our initial findings, insights 
and solutions. Afterwards, the group received a lot of helpful 
feedback, ideas and enthusiasm from the membership. The 
biggest thing we can do as an industry is maintain a laser fo-
cus on the customer experience through the entire cycle. It’s 
very exciting to see NRMLA devoting resources to this ini-
tiative. The new consumer guides announced at the meeting 
are fantastic. This is the kind of information we need to be 
sharing with our customers about what to anticipate at the 
end of the loan and are great illustrations of the type of work 
we can do. NRMLA provides the mechanism to propel the 
entire initiative.

RM: What can members do to assist the Customer 
Experience Initiative?  

MB: Some of you have already offered thoughts and ideas 
regarding the areas that need improvement. Our goal in 2017 
is to reach members who are willing to put in the effort and 
the energy to improve the customer experience. We are look-
ing to engage members for their skills and candidly to work.  

RM: How do bad actors and stories about them impact 
this effort?

MB: This may not be the answer you’d expect; of course bad 
actors don’t help anything or anybody, but I think industries 
that are too focused on aberrations  don’t succeed. In the end, 
an intense focus on quality throughout the system wins and 
that’s what the Customer Experience Initiative is all about. 
Quality at each step. Qualify of information. Quality of orig-
inators. Quality of the closing process. Quality of servicing. 
Customer Care. That’s where we win. Bad actors, every in-
dustry has a few and systemic quality squeezes them out.

RM: What are your goals for 2017?

MB: At this point, we’re still pulling together our plan for 
2017. Our goal is to identify a couple of areas where we think 
we can make real progress and focus on working on the cus-
tomer experience in an incremental way. This will be done 
by the beginning of the year and we’ll make sure everyone 
knows about it.  RM
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“LONGEVITY IS THE GREATEST GIFT OF THE 20TH 
Century,” said Kathryn Lawler of the Atlanta Regional Com-
mission, the keynote speaker at NRMLA’s 2016 Annual 
Meeting & Expo in Chicago, “and it is going to be the greatest 
disruption of the 21st Century. When this century is over, 
I think it will be longevity that has had the greatest impact. 
Technology will come and go. But longevity will remain.”
 Lawler, recognized in the aging service sector as one of 
its most innovative thinkers, served as the Manager of the 
Aging and Health Resources Division and Director of the 
Area Agency on Aging for the Atlanta Regional Commis-
sion where she led a team of diverse professionals planning 
for the rapidly aging population and delivering a wide range 
of services to older individuals and caregivers living in the 
ten county metro Atlanta region. (Upon returning from our 
event, she accepted a new position as Executive Director of 
the Atlanta Regional Collaborative for Health Improvement, 
a collaboration of the major healthcare providers focused on 
health systems transformation.)
 “In this new world that we live in, we can’t do anything 
in isolation. We have to reframe our thoughts and our
issues so they are relevant to the 21st Century,” she said. 
“Absolutely everything is changing. Families are different, 
households are different, communities are different.”
 Lawler provided examples from her home base in Atlanta, 
in the sunbelt which has a reputation as the place where 
young people drift to get jobs. But that reputation is old 
hat now. Those young people are getting older, the media 
age in the region is increasing. “In Atlanta, we have a denial 
issue. We don’t recognize who we’ve become. We may want 
to identify ourselves as 20-30 year olds, but we’re not.”
 Lawler points out that aging and longevity are not the 
same thing. They are different forces that combine to have 
an undeniable impact. Aging means people are getting older 
and need services. Longevity means there are many more 
older people than there once were or than society is prepared 
for. Longevity results in more people, more traffic, more 
competition for housing, more competition for jobs, more 

chronic disease, “Millennials may be sucking up all the
energy in the room,” she says. But the elder people in the 
community add more personal income, more tax revenue, 
more GDP. 
 “By enabling people to remain in their homes, we are 
helping the whole community,” Lawler says. But achieving 
this requires new thinking. As people age, they need more 
services, more care. But communities benefit from different 
kinds of care than those we are accustomed to.
 Traditionally, healthcare has focused on treatment rather
than prevention. But the current conversation now focuses
on social determinants of health (See Numbers, p. 33), which 
shows that only 20 percent of health is determined by 
treatment. Much larger factors are health behavior, such 
as tobacco use, diet and exercise, alcohol use, unsafe sex (30 
percent); socioeconomic factors and physical environment 
including education, employment, family and social support, 
community safety and environmental quality. (50 percent). 
“Most of our money is now spent on the 20 percent,” she 
says. “But we need to re-focus on the 80 percent, the factors 
that influence health.”
 To achieve and support this approach, Lawler points 
to the financing concept of “capture and invest.” Histori-
cally, money saved by governments, both local and federal, 
from one program is shifted into another program. Savings 
from healthcare, for example, might be utilized to build 

The Impact of Longevity 
Kathryn Lawler says it’s going to change everything    By Marty Bell
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infrastructure. We in the reverse mortgage industry are
familiar with this because in the HECM program, money 
earned by the Mutual Mortgage Insurance Fund is utilized 
to support other programs instead of recycled to support 
the program.
 Taking the “capture and invest” approach, communities 
fund evidence-proven prevention programs, which result 

in less health care and therefore in savings in Medicare 
and other expenses that are then reinvested in additional 
prevention programs that result in more savings.
 “In reverse mortgages as in everything else,” Lawler 
concluded, “you need to get past your old thinking and 
think in new ways that relate to the changes caused by 
longevity.” 
    

RM
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Addressing Borrower 
Behavior Patterns 
New research shows patterns of resistance   By Marty Bell

THOUGH INDUSTRY CONVERSATION MAY HAVE 
shifted to reverse mortgages as a retirement planning 
option especially since the implementation of financial 
assessment, on a panel of industry leaders at NRMLA’s 
Annual Meeting & Expo in Chicago in November Reza 
Jahangiri, CEO of AAG, the company with the highest 
volume, said, “We are still talking to the most needy quad-
rant. And that has to stop.”
 But fresh research presented at the event by Stephanie 
Moulton of Ohio State and Christopher Mayer of Colum-
bia Business School both show that movement towards a 
different audience is going to require a significant shift in 
senior behavior patterns. The conversation around resis-
tance to reverse mortgages and the slow building of the 
market is usually centered around the reputation of the 
product (including fear of scams and fear of losing your 
home) and too high costs. But the research shows that resis-
tance is tied to general behavior patterns of elder American 
adults that are not triggered strictly by reverse mortgages 
but ingrained. Overcoming such barriers might well require 
more sophisticated explanations than are generally provided 
and more time to overcome. 

 Behavioral observations from these two reports include:

• The elderly do not habitually spend down on housing 
and financial assets during retirement and the median 
older household has as much net worth in the year close 
to death as they did entering retirement;

• The resistance to spending down assets is exacerbated 
by recent trends showing lower home ownership and 
rising debt make people more cautious with, and pro-
tective of, the assets they have;

• Those who lean towards HECMs, as opposed to other 
use of home equity, such as HELOCs, tend to have 
lower credit scores and are much more likely to have 
recently suffered some kind of credit shock;

• Uncertainty about the length of life and the costs of 
the last years of life create the fear of an emergency and 
a reluctance to tap into their last remaining asset.

 As Mayer asks at the end of his research paper, “How 
can we help the elderly be comfortable spending down 
their assets?” 
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How Home Equity Extraction and Reverse 
Mortgages Effect the Credit Outcome of 
Senior Households
Stephanie Moulton (Ohio State), Donald Haurin 
(Ohio State), Samuel Dodini (Cornell), Maximilian 
D. Schmeiser (University of Wisconsin)

 This paper examines how equity extraction, includ-
ing but not limited to equity extracted through HECMs,
affected the financial outcomes of seniors both during and 
after the Great Recession. The primary analysis focuses on
a specific set of financial outcomes—a senior’s use and 
management of credit. Particular attention is paid to
revolving credit card debt, as distinct from non-housing 
installment loans. 
 The paper finds that different borrowing channels are 
associated with very different credit trajectories for seniors, 
both prior to and after extraction. The predominant form 
of equity extraction among seniors in the sample is bor-
rowing through a HELOC. Results indicate that HELOC 
borrowers tend to have strong credit profiles prior to
extraction that remain strong post extraction. By contrast, 
HECM borrowers in the sample had much lower credit 
scores at the time of loan origination. Seniors originating 
a HECM were also much more likely to have had a prior 
credit shock, defined as a drop in credit score of 25 points 
or more: nearly 30% of HECM borrowers experienced a 
shock two years prior to origination, compared to 15% 
of other extractors. Across all channels of extraction,
seniors with a credit shock who extract equity demonstrate 
an increase in credit card balances prior to extraction that 
subsequently declines post extraction. 
 There are also noticeable differences in credit outcomes
by extraction channel. While there is some decline in 
non-housing debt across all borrowing channels, the 
decline is the greatest among seniors extracting equity 
through a HECM, and particularly for credit card debt. 
For example, the matched sample difference-in-difference 
estimates indicate that credit card balances for HECM 
borrowers decline by $3,000 more than non-extractors 
over the same period. Credit card balances for HELOC 
borrowers decline by only about $500 relative to non-
extractors, and credit card balances increase post-extraction
for cash-out refinance borrowers. 
 Relative to other borrowing channels, the HECM
appears to play a unique role in providing seniors with 
access to equity through borrowing, particularly to help 

seniors recover from financial shocks. Historically, the 
HECM program has had no credit or income based under-
writing. However, relatively high rates of default on property 
taxes and homeowner’s insurance have led to significant 
policy changes since 2014, such as limitations on the initial 
withdrawal amount and changes to underwriting criteria 
to include consideration of credit history and income. A 
policy challenge for the HECM program moving forward 
is to preserve access of the program to seniors who may be 
cut-off from other home equity borrowing channels, while 
minimizing the risk that borrowers will be unable to afford 
to maintain the home, including payment of property taxes 
and homeowners insurance. 

Housing and Retirement
Christopher Mayer (Columbia Business School)

 This paper looked at trends in home ownership and 
mortgage debt among retirees over the past two decades. 
The data was based on the Federal Reserve Survey of 
Consumer Finances which is revised every three years, 
last time in 2013.
 Analysis shows that many more seniors are now retiring 
with mortgage debt—and the amount of mortgage debt 
they have is higher.
 Between 1992 and 2013, among younger retirees (66-
71) while home ownership increased slightly (74 percent 
to 79 percent), the share of retirement age households with 
mortgage debt increased from 25 percent to 40 percent, the 
average inflation adjusted mortgage debt increased from 
$18,000 to $55,000, and the average loan-to-value rose 
from 22 percent to 48 percent.
 Historically, according to Mayer’s research, the elderly 
do not spend down housing and financial wealth. Median 
older households tend to have as much net worth in the 
year close to death as they did at retirement, the exception 
being a change in household size, an important medical 
event, or a move to assisted living or a nursing home. 
 Given that the most popular usage of HECM proceeds 
is to pay off forward mortgages and lower monthly expenses, 
it would seem that more people with higher mortgage debt 
would indicate growth in the market. But instead it seems 
to be creating more fear amongst potential borrowers about 
tapping into what is often their largest and last asset.

(Note: Both of these research reports are available on the 
NRMLA member website nrmlaonline.org.) RM
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PRACTICALLY EVERY ARTICLE WRITTEN ABOUT     
reverse mortgages, whether positive or critical, includes a caveat 
to consumers to, “do your research to make sure you under-
stand whether the loan is right for you.” The National Reverse 
Mortgage Lenders Association takes that counsel very seriously. 
When NRMLA was first created in 1997, association leaders 
specifically stated: “Our mission is to educate consumers 
about the pros and cons of reverse mortgages.” 
 Over the years, NRMLA has purposefully created bro-
chures, roadmaps, and the reversemortgage.org consumer 
education website to help senior homeowners and their 
families understand not only how a reverse mortgage loan 
can be beneficial, but also how the loan works and the borrower’s 
obligations under the loan. 
 Yet, confusion persists. An April 2016 survey of home
equity and retirement planning literacy by the American
College of Financial Services showed that among 1,003 older 
adults with at least $100,000 in investable assets and $100,000 
in home equity, only 30 percent could show a moderate 
understanding of reverse mortgage loans and a majority of
respondents didn’t understand that the loans are non-recourse.
 “The survey responses show that many people moving 
into retirement with some home equity do not fully under-
stand reverse mortgages, including those individuals that 
have reviewed reverse mortgages as a potential income 
source,” said Jamie Hopkins, professor of taxation at The 
American College, and one of the survey’s lead researchers.
 In their May magazine issue, Consumer Reports pub-
lished, “Reforms Come to Reverse Mortgages: New rules 
may protect borrowers against some potential perils. But 
when do the risks outweigh the rewards?” After explaining 
new protections for reverse mortgage borrowers and their 
spouses, including financial assessment, the author writes: 
“If you’re considering a reverse mortgage, it’s critical to 
know what you are getting into, given the loans’ complexity, 
cost, and controversial nature.”
 To ensure that borrowers are fully aware of the loan 
terms, Consumer Reports also advocates requiring all seniors 
to complete a special questionnaire called “Reverse Mort-
gage Suitability Self-Evaluation Worksheet” before filling 
out a loan application. The document was jointly created
by the Consumers Union and the California Advocates for 
Nursing Home Reform, who worked with the California 

legislature to make the questionnaire mandatory for all 
reverse mortgage loan borrowers in the state.  
 The questionnaire includes five questions and some 
explanatory bullet points that highlights consequences of 
the loan the author believes are not made clear enough to 
borrowers before closing. In addition to advocating for the 
worksheet at the state level, last summer, the Consumers 
Union and CANHR called on the U.S. Department of 
Housing and Urban Development to universally mandate 
its completion by all Home Equity Conversion Mortgage 
borrowers.  
 The questions include: 1. What happens to others in 
your home after you die or move out? 2. Do you know that 
you can default on a reverse mortgage? 3. Have you fully 
explored other options? 4. Are you intending to use the 
reverse mortgage to purchase a financial product? 5. What 
is the impact of reverse mortgages on your eligibility for 
government assistance programs?
 After reviewing that questionnaire, NRMLA leaders 
agreed that while well-intended, the worksheet is too brief to 
explain the features and responsibilities of a reverse mortgage 
loan in a meaningful way. Last summer, NRMLA’s Board of 
Directors agreed that it would be beneficial for NRMLA to 
create its own, more comprehensive, checklist to share with 
consumers pre-application.

Reverse Mortgage Self-Evaluation: 
A Checklist of Key Considerations
 Together with guidance from NRMLA’s Executive 
Committee, Customer Experience Working Group, Risk 
& Compliance Committee, and outside legal counsel, 
the association created the Reverse Mortgage Self-Evaluation: 
A Checklist of Key Considerations, which poses seven ques-
tions and important considerations interested consumers 
should ask themselves, and think about, before proceeding 
with a loan application. 
 NRMLA recommends all NRMLA-member companies
provide prospective borrowers with the Reverse Mortgage 
Self-Evaluation, also known as the Checklist, as part of their 
standard pre-application documents. It is free to download 
from the NRMLA website at www.nrmlaonline.org.
 The Checklist is also available as a free download from
reversemortgage.org/Checklist. 

Guiding Consumers
New publications from NRMLA for your clients     

By Jenny Werwa
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 Reverse Mortgage Self-Evaluation: A Checklist of Key Considerations was unveiled in
November at the NRMLA Annual Meeting and Expo, along with two additional consumer 
guides created by NRMLA’s Servicing Committee. What You Need to Know About Your 
HECM After Closing and What Do I Do When My Loan is Due? provide reverse mortgage 
loan borrowers with important information regarding the terms, guidelines and time-
lines for HECM loans, as well as guidance for working with the loan servicer. 

What You Need to Know About Your HECM After Closing
 What You Need to Know About Your HECM After Closing answers questions reverse 
mortgage loan borrowers, and their heirs, may have about their FHA-insured Home 
Equity Conversion Mortgage, commonly referred to as a reverse mortgage loan. This 
free guide explains the important role of the Loan Servicer and the rules, guidelines 
and timelines that apply to the loan.
 What You Need to Know about Your HECM After Closing is available as a free download 
from www.nrmlaonline.org and www.reversemortgage.org/AfterClosing.

What Do I Do When My Loan is Due?
 What Do I Do When My Loan is Due? is a free brochure that walks reverse mortgage loan 
borrowers and their families through the end of the loan process when it is time for the loan to be repaid. 
 What Do I Do When My Loan is Due? is available as a free download from www.nrmlaonline.org and www.reversemortgage.
org/Repayment. 

 Will your company share NRMLA’s Reverse Mortgage Self-Evaluation with interested consumers during the pre-application 
period, and What You Need to Know About Your HECM After Closing and What Do I Do When My Loan Is Due at the loan closing? 
Please let us know if you will adopt these guides as part of your regular business practices by emailing Jenny Werwa, NRMLA’s 
Director of Public Relations, at jwerwa@dworbell.com.    

What You Need to Know About Your HECM After Closing
 Welcome! What follows is a guide to information that we 

trust will be helpful in answering some questions that you or your 

heirs may have now or in the future about your FHA-insured Home 

Equity Conversion Mortgage (“HECM”), commonly referred to as 

your reverse mortgage loan. This information should not replace 

reading your loan documents as the information in your loan 

documents is important and establishes the terms of your loan. 

Likewise, this information is not intended to be legal advice or 

to modify or replace any loan terms as established by your loan 

documents. This information is simply intended to be a guide for 

you after closing. Further, the people who act as your Servicer are 

ALWAYS the experts, thus you should contact them whenever 

you have a question or need direction.  The Index to this guide can be helpful in directing you to 

a specific answer but we encourage you, your family, your heirs, 

your financial advisor, your realtor or anyone else that might assist 

you with your affairs to read through the guide. Keep it handy but 

remember your best source of information is always your Servicer.

 

 Let’s get started. After you closed your HECM loan, your 

Lender may have retained ownership of your loan or they may 

have sold your loan to another entity who is now the owner (this 

is very common). The owner of your loan is also referred to as the 

Investor. The Investor may act as your Servicer or they may have 

engaged another entity to service your loan. Whatever course of 

action that occurred, these two entities, your Investor and your 

Servicer, are important to you and your HECM. 

 

 Other very important entities are the Federal Housing 

Administration (“FHA”), that insures your HECM loan, and the 

U.S. Department of Housing and Urban Development (“HUD”), 

and that administers the HECM loan program. FHA and HUD 

have established servicing rules and guidelines that everyone must 

follow and there are serious consequences if these rules and guidelines 

are not followed. FHA and HUD periodically issue updates to 

their servicing rules and guidelines, which your Servicer must 

follow. Your servicer will communicate changes to you as necessary 

and if applicable to your loan. 

www.reversemortgage.org
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What Do I Do
When My Loan is Due? 

AN EASY GUIDE FOR REVERSE MORTGAGE BORROWERS AND THEIR FAMILIES

Your HECM will be paid back in full when you 

reach what is called a Maturity Event.

 You can pay off your HECM in full at any time—or you can 

wait until you reach a Maturity Event. 

 
 A Maturity Event occurs when a borrower:

 
• Sells the home; 

 
• Conveys title of the property to someone else; 

 
• Passes away; 

 
• Resides outside of the principal residence for a period exceeding 

  12 consecutive months due to physical or mental illness;

 
• Fails to pay property taxes, insurance premiums, condo 

 
 fees, and other “mandatory obligations,” and all options to 

 
 bring the loan current have been exhausted; or 

 
• Fails to maintain the home and allows it to fall into disrepair

 This guide will help you prepare when a Maturity Event occurs 

and the loan has to be repaid. It includes:

 
• A step-by-step walk through the end of the loan process. 

	
	 u		Step One: You Reach a Maturity Event

	
	 u		Step Two: Contact Your Servicer

	
	 u		Step Three: Plan to Pay Off Your Debt

	
	 u		Step Four: Settling the Loan

	
	 u		Step Five: If Loan Cannot Be Settled, Face Foreclosure

 
• Advice for surviving spouses of HECM borrowers

 
• Advice for children or other heirs of HECM borrowers

 
• A glossary of terms that HECM borrowers should know

 It is very important that you communicate with your Loan Servicer whenever you have a question 

about your reverse mortgage. Your Loan Servicer will always help you through the end of the loan process. 

 Make sure you keep the telephone number and or email address of your Loan Servicer someplace 

convenient.

www.reversemortgage.org

1

A reverse mortgage 

is a loan

    Most reverse mortgages 

are Home Equity Conversion 

Mortgages (HECMs) that 

are insured by the Federal 

Housing Administration 

(FHA).

    Your HECM is money 

loaned to you by a lender 

against the equity you have 

accumulated in your home by 

making monthly mortgage 

payments.

Like any loan, 

a reverse mortgage 

must be paid back

   You are also responsible 

for paying your real estate 

taxes and hazard insurance 

premiums for as long as 

you have your HECM. 

You are also responsible for 

maintaining the structural 

integrity of your home.

RM
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Reverse Mortgage Self-Evaluation:
A  C H E C K L I S T  O F  K E Y  C O N S I D E R A T I O N S

A reverse mortgage is a loan that enables homeowners that are generally 62 years of age or older to 
use part of their homes’ equity to obtain cash proceeds that can be used in many ways. The loan 

does not have to be repaid until the last surviving borrower or remaining eligible non-borrowing spouse 
passes away or permanently leaves the home, or if the homeowners sell the home, or fail to meet the 
loan obligations, that include paying property taxes and insurance, and keeping their home maintained. 

 Nearly all reverse mortgage loans on the market today are federally insured Home Equity Conversion 
Mortgages (HECMs), though other types of reverse mortgage loans are offered by some states and 
private lenders. This Reverse Mortgage Self Evaluation is based on the features and requirements 
of HECM reverse mortgages, but may be helpful to consumers considering other types of reverse 
mortgage loans.

Reverse mortgages are a versatile financial tool that over one million homeowners
have used to age-in-place, and for other reasons. However, like any financial product,

reverse mortgages should be considered carefully before deciding whether to obtain one. 

You should ask yourself the following questions before proceeding 
with your loan application:

1. How do you intend to use your reverse mortgage loan proceeds?

2. Do you fully understand your obligations as a borrower under a 
 reverse mortgage?

3. If you are married, will your spouse be a co-borrower on your loan?

4. How will your reverse mortgage loan be repaid?

5. Do you receive assistance under any government programs that 
 are based on your current income?

6. How long do you, and your spouse, plan to remain in the home? 

7. Have you considered other strategies to supplement your 
 retirement income?

www.reversemortgage.org

1
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1. HOW DO YOU INTEND TO USE YOUR REVERSE MORTGAGE LOAN PROCEEDS?
 One of the advantages of a reverse mortgage loan is that borrowers generally have the freedom 
to use their cash proceeds any way they choose. Eligible homeowners obtain reverse mortgages for 
many reasons including: 

 • Repairing or modifying the home to meet the physical needs of getting older
 • Supplementing retirement income to meet expenses
 • Managing the costs of in-home care
 • Paying off an existing mortgage
 • Paying bills
 • Paying property taxes
 • Delaying Social Security
 • Providing a source of funds for living expenses in lieu of liquidating financial investments during  
  times of market downturn or disruption
 • Establishing a line of credit for use as a financial safety net
 • Helping retirement savings last longer
 • Purchasing a retirement home

Do you have a plan for making your reverse mortgage loan proceeds last?
 Reverse mortgage loans are most successful when borrowers have a plan to ensure the money 
supports and sustains them for as long as they want to stay in their home. Additional consumer
protections were put into place in 2013 to help borrowers preserve more of their home equity 
during the first year of the loan. 

 It is never recommended that reverse mortgage borrowers use their loan proceeds to speculate 
on real estate or securities, or to engage in risky investment schemes.  

 You should be aware that loan originators are not permitted to require or encourage you to 
purchase other financial products, such as an annuity or long term care insurance as a condition for 
getting a reverse mortgage.  

2. DO YOU FULLY UNDERSTAND YOUR OBLIGATIONS AS A BORROWER UNDER A 
 REVERSE MORTGAGE LOAN?

 Reverse mortgage borrowers are not required to make monthly loan payments to their lender, but 
must continue to meet certain obligations in order to stay current on the loan. Failure to meet these 
obligations may result in the loan becoming due and payable.  

 With a reverse mortgage, the home is the collateral on the loan which means that the lender has 
a vested interest in the safety and condition of the property, and that the property is free of superior liens. 
For that reason, reverse mortgage borrowers must: live in the property for the majority of the calendar 
year; maintain the condition of the home; stay current on all property taxes, insurance and any condo-
minium fees or homeowner’s association fees; and comply with all other loan terms. Ask yourself: 

Will you live in your home for the majority of the calendar year?
 The mortgaged property must be the borrower’s principal residence. Every year, borrowers must 
verify that they continue to occupy and live in the home by signing an occupancy certificate and 
mailing it to the loan servicer. 

2
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Are you prepared to maintain the condition of your property? 
 As part of the application process, the property will be inspected and appraised. Homeowners are 
responsible for regular upkeep of the property and are required to maintain the home’s condition 
from the time the loan is made. Failure to maintain the home in a satisfactory condition can result 
in the loan becoming due and payable. 

Will you be able to pay your property taxes, insurance and homeowner fees?
 Borrowers must pay all property taxes, homeowners and hazard insurance premiums, and any 
applicable condominium fees, planned unit development fees, homeowner’s association fees, and 
any other special assessments that may be required by local or state law.  

Do you understand what will happen if you cannot pay your taxes, insurance 
or homeowner fees?
 If the borrower fails to make a tax or insurance payment, the loan servicer may advance the payment 
from the available loan proceeds. But, if there are not enough proceeds available to cover the payments, 
the loan servicer may elect to advance its own funds to make the payments. 

 Once this happens, the loan will be considered to be in technical default and the loan servicer may 
call the loan due and payable or establish a repayment plan with the borrower. If the terms of the 
repayment plan cannot be met, the loan servicer will call the loan due and payable and could move 
to foreclose on the property.

Do you understand your personal finances will be reviewed?
 To help determine if a reverse mortgage is a sustainable option for borrowers, a policy was put 
into effect in 2015 requiring lenders to conduct a financial assessment of every reverse mortgage 
applicant to ensure that the applicant possesses the ability and willingness to pay ongoing costs, 
such as property taxes, homeowner’s insurance, and other financial obligations, over the expected life 
of the loan. Lenders examine, in part, the borrower’s debt and sources of income, such as 
Social Security, pensions and investments.

 If, based on the results of the financial assessment, there is an income shortfall or credit problems, 
the lender may set aside a certain amount of money from the loan’s principal limit to pay for property 
taxes and insurance premiums over the course of the loan. The “set aside” reduces the amount of 
loan proceeds available to the borrower.

 A borrower may also elect to set aside a certain amount of funds to pay for property taxes and 
insurance premiums over the course of the loan. Once a “set aside” is established, it cannot be 
canceled or changed. 

3. IF YOU ARE MARRIED, WILL YOUR SPOUSE BE A CO-BORROWER ON YOUR LOAN?
Under the rules of a HECM reverse mortgage, borrowers must be at least 62 years old, named on 
the title of the home, and use the home as their principal residence. Spouses who do not meet these 
criteria cannot sign the HECM reverse mortgage loan documents as a borrower and will be identified 
as either an eligible non-borrowing spouse or an ineligible non-borrowing spouse depending on 
certain additional criteria. You should speak to your HUD-approved reverse mortgage counselor 
about the non-borrowing spouse criteria. 

3
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What if your co-borrower spouse survives you?
 If both spouses are borrowers, the HECM reverse mortgage features apply equally to both 
spouses even in cases where one spouse survives the other. 

What if your eligible non-borrowing spouse survives you?
 When the borrower passes away, an eligible non-borrowing spouse who follows the requirements 
may be able to defer repayment of the loan and continue living in the home, but they will not be able 
to receive any remaining loan proceeds and they must continue to meet the obligations of the loan.  

What if your ineligible non-borrowing spouse survives you?
 An ineligible non-borrowing spouse would not be able to defer repayment of the reverse mortgage loan. 

4. HOW WILL YOUR REVERSE MORTGAGE LOAN BE REPAID?
 A reverse mortgage is a non-recourse loan which means that the borrower or the borrower’s estate 
will never be obligated to pay the lender more than the loan balance or the current value of the 
home, whichever is less. When a loan is called due and payable, the reverse mortgage borrower or 
the borrower’s estate only needs to repay the lesser of either the loan balance or 95 percent of the 
home’s appraised value at that time.

Do you know your options for repaying the loan?
 A reverse mortgage loan becomes due when the last surviving borrower or remaining eligible 
non-borrowing spouse passes away, permanently vacates, or sells the home; or if the homeowners 
fail to meet the loan obligations, which include paying property taxes and insurance and keeping 
their home maintained.  A borrower can repay the loan balance with proceeds from the sale of the 
home or by using personal funds to satisfy the debt.

 If you pass away, or permanently leave the home, do you know how your heirs or estate will repay 
the loan?

 After the last surviving borrower or remaining eligible non-borrowing spouse passes away, or perma-
nently leaves the home, there are several different ways the loan can be repaid. The heirs or estate can:
• Sell the property and use the proceeds to pay the loan balance; 
• Use personal funds or gifted money to repay the loan; 
• Purchase the property for 95 percent of its appraised value; 
• Provide the lender with clear and marketable title to the home through a “deed in lieu of 

foreclosure.” If the borrower’s heirs or estate do not want to take responsibility for selling the 
property, or purchasing it, the person authorized to act on behalf of the borrower’s estate can 
provide a “deed in lieu of foreclosure” to the loan servicer and avoid an actual foreclosure. 

Do you want someone to inherit your home after you pass away?
 Reverse mortgage loans are not assumable and heirs cannot take possession of the home until the 
debt is satisfied either by repaying the loan with personal funds, funds from the estate, or by obtaining 
separate mortgage financing, if they qualify for such financing at that time. 

Did you know that you can prepay your reverse mortgage loan?
 A borrower may prepay all or part of the outstanding loan balance at any time without penalty.

4
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5. DO YOU RECEIVE ASSISTANCE UNDER ANY GOVERNMENT PROGRAMS THAT ARE 
 BASED ON YOUR CURRENT INCOME?

 A reverse mortgage does not affect regular Social Security or Medicare benefits. However, if you 
are on Medicaid or receive Supplemental Security Income (SSI), reverse mortgage proceeds may 
affect your benefits.  

 Although reverse mortgage loan advances are not considered income, they may affect eligibility 
for some means-tested benefits, which are public assistance benefits that are only available to people 
who qualify based on their income and assets. Loan advances that are retained in a borrower’s bank 
account may be counted as assets, also referred to as “liquid resources” or “reserve.” You should 
consult with a qualified financial advisor to learn how a reverse mortgage could impact eligibility 
of some government benefits.

Are you considering a lump sum cash draw?
 Getting a lump sum cash draw from a reverse mortgage, unless it is immediately spent, could 
impact a borrower’s eligibility for Medicaid and Supplemental Security Income. Funds that you 
retain could count as an asset and could impact eligibility. You should contact a qualified financial 
advisor or the local Area Agency on Aging or a Medicaid expert to learn more.

6. HOW LONG DO YOU, AND YOUR SPOUSE, PLAN TO REMAIN IN THE HOME? 
 Reverse mortgages, like many financial products, have costs associated with them, including some 
that need to be paid up-front when the reverse mortgage is obtained. Among other things, that 
means that if you or your spouse are not likely to continue to live in your home for more than several 
years after the reverse mortgage is obtained, you should pay particular attention to those costs and 
consider them carefully with your HUD-approved reverse mortgage counselor and whether there 
may be other more cost effective alternative strategies.   

7. HAVE YOU CONSIDERED OTHER STRATEGIES TO SUPPLEMENT YOUR 
 RETIREMENT INCOME?

Do you qualify for public or private benefits available to low-income people 
with Medicare?
 During reverse mortgage counseling, borrowers will find out if they might be eligible for grant 
money or other financial assistance by utilizing BenefitsCheckup, a tool for identifying services, 
such as housing assistance, tax deferral programs, home repair grants or loans, food stamps, fuel 
assistance, social services or healthcare.

Did you know there are other ways to tap your home equity?
 There are several ways homeowners aged 62 and older can tap into their home’s value during 
retirement, including by: renting out a room in the house or home sharing, refinancing an existing 
mortgage, taking out a home equity loan or home equity line of credit, selling the home, selling the 
home privately and leasing back the property for an extended period of time, and others. Each of 
these options has its own benefits and drawbacks that should be carefully considered before making 
a decision.

5
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YOUR NEXT STEPS / COUNSELING 
 This checklist was created to help you consider whether a reverse mortgage is right 
for you. Your HUD-approved reverse mortgage counselor can help you answer additional 
questions you may have about the loan. You can also find more information about reverse 
mortgages loans and the loan process on www.reversemortgage.org, a consumer website 
created by the National Reverse Mortgage Lenders Association (NRMLA). 

www.reversemortgage.org
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THE HAIR DYE AND THE EARRING. THE NEW   
wardrobe and the sports car. The younger woman and the 
affair. The cliché of the male midlife crisis has been written 
and rewritten to death by novelists and screenwriters for 
our entertainment, but for all of their creativity, they can 
only offer one of two endings – the starring couple either 
learns to get passed their past and stay together, or they split 
up and get divorced. In the movies, the an-
gry first wife takes the kids, the house, 
the money, and in the most popcorn 
worthy features, she takes re-
venge. But, what happens in 
reality when longtime cou-
ples divorce later in life?
 Research highlight-
ed by Ben Steverman 
for Bloomberg Business 
last fall focused on the 
significant impact divorce 
after 50 can have on 
women’s financial stabil-
ity during retirement. The 
study showed that women 
who divorced in their 50s were 
more likely to be working full-time 
from ages 50 to 74 in order to live com-
fortably later in life. 
 “The financial price of divorce is bigger than legal fees 
and court costs,” summarized Steverman. “When women 
with children divorce, they often trade away retirement assets 
to hold onto the family home. But financial planners warn 
this can be a big mistake. Even if they’re able to afford the 
costs of maintaining the home, these women can end up 
way behind on their retirement savings,” he wrote. 
 While neither Steverman nor the researchers he quotes 
in the article suggest a potential funding strategy for a

woman who owns the family home while facing a retire-
ment savings shortfall, readers of this magazine are surely 
connecting the dots. If she is 62 or older, she can consider 
tapping home equity with a reverse mortgage to supple-
ment her retirement savings, or if she is too young, she 
can incorporate her housing assets in her overall retirement 
funding plan. 

                A reverse mortgage is one of many
financial tools available to older women 

seeking financial stability during 
retirement, but the most effec-

tive way to make savings 
last later in life is to plan 

ahead for longevity. 
      Lara Hinz, Direc-
tor of Programs for 
the Women’s Institute 
for a Secure Retire-
ment (WISER), pre-
sented on a webinar 

last month about steps 
women can take to pro-

tect their future retirement 
income during a divorce. Hinz 

explained that while most state
divorce laws recognize retirement ben-

efits as joint assets if they were earned during 
marriage, they are not split automatically. Like other marital
assets, a divorce court judge or an agreement between 
spouses divides the benefits.
 Establishing a legal right to a spouse’s retirement benefits 
requires a signed court order called a Qualified Domestic 
Relations Order that is usually written by one of the couple’s 
attorneys. It orders the retirement plan to pay the divorced 
spouse a specified share of the benefits based on the terms 
of the divorce agreement. Hinz emphatically stated that 

Retirement Security for Women
Establishing legal rights to reverse mortgages and other retirement benefits     

By Jenny Werwa
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this must be handled before the divorce is finalized because it 
is nearly impossible to go back to court and ask for a share of 
an ex-spouse’s benefit.
 Hinz was one of three webinar panelists brought together 
by the National Reverse Mortgage Lenders Association for 
an online continuing education seminar for members of the 
American Society on Aging called Women and Retirement 
Security: Challenges and Solutions. Hinz was joined by Jocelyn 
Wright from the State Farm Center for Women and Financial
Services at the American College and Lorraine Geraci, a member
of NRMLA’s Education Committee and the Vice Presi-
dent of Learning and Development for Finance of America
Reverse. Together, the speakers provided an overview of the 
drivers of women’s financial insecurity, including divorce, 
widowhood and longevity; provided guidance for working 
with a financial advisor to meet retirement savings goals; and 
presented strategies for incorporating housing wealth into a 
retirement funding plan. 
 A recording of the webinar is posted to NRMLAonline 
and we encourage you to share it widely. RM
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PROFESSIONAL ATHLETES WHO BECOME SUCCESS-     
ful in subsequent careers often cite lessons from their sports 
experience as helping them meet the challenge. For Rob 
Awalt, former tight end for the St. Louis and Phoenix 
Cardinals, Dallas Cowboys and Buffalo Bills from 1987 
through 1993, the key takeaway is that the focus has to 
be on the team, not the individual. But to make the team
successful, you have to concentrate on doing your own part 
as well as you possibly can.
 This is the guiding principle that led Awalt to establish 
Allegiant Reverse Services in April 2016. The nationwide 
title and settlement company, headquartered in Roseville, 

California, near Sacramento, is dedicated exclusively to
reverse mortgage closings. “We are not focused on running 
any other business or any other part of the business, or the 
next real estate sale,” Awalt states. “If we take care of the 
borrower, the lenders are taken care of and have a loan that 
is done well that they can sell to a securitizer and servicer. 
Our part in the reverse mortgage process is to ‘glue it all 
together.’” Not surprisingly, “we” and “team” references 
pepper Awalt’s conversations.
 “My football analogy is the two-minute drill. We want 
the ball in our hands. How can we get in and make a
difference? And how can we use that to help X Company 

Welcome
Allegiant Reverse
Rob Awalt builds a new team     

By Mark Olshaker
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to accomplish what it wants to do? How can we give back 
to the industry that supports us?”
 Awalt’s immediate post-football career did not necessarily
point to the financial services industry. “I opened some 
bagel and coffee houses in the Sacramento-Granite Bay 
market. We considered joining a franchise, but thought we 
could do it better on our own. Running those shops was 
like getting an MBA for me. Then a company in New Jersey 
came to us and wanted to acquire the business.”
 This reliance on yourself and your own team, and confi-
dence that you can do it as well as anyone, has been a hall-
mark of Awalt’s career. Another is being open to ideas and 
opportunities. “I was fly-fishing in Montana with a friend 
in the title business and he started talking about IRS 1031 
exchanges that could defer capital gains. 
Listening to him, I became very interest-
ed.” Together, they founded Granite Ex-
change Services, a 1031 intermediary that 
they sold to a bank in 2006.
 He then worked in title and escrow 
and was recruited away with a partner 
to the Mercury Companies of Denver, a 
title and settlement company. “We grew their reverse mort-
gage business back when reverses were still getting their feet 
wet.” But Mercury fell victim to the 2007-2008 financial 
meltdown. “It closed in the matter of a day,” Awalt recalls. 
“But we had a lot of suitors for my team. Some large under-
writer insurers were eager to bring us on board. We created 
Premier Reverse Closings – PRC – and moved 90 people 
over as a team. Not one person walked away!”
 Talking to Awalt, it is easy to see how his outgoing 
charm, enthusiasm and sincerity have made many people 
want to work with him. His confidence, possibly derived 
from football success, is contagious. He notes that he and 
his partners have started all of their companies from scratch, 
another testimonial to the idea of self-reliance within a team 
structure. He and his partners created Allegiant to be able 

to provide an excellent and reliable operational model in 
a very specific area of the reverse business with their own 
approach to service and relationships. 
 “We’re a young company, but people trust us because 
of our previous body of work. One of my team leaders has 
more than 15,000 reverse mortgage closings under her
belt. What hasn’t she seen? When you’re doing nationwide 
closings, you have to understand all the differences from 
place to place.
 “In this transition, we haven’t concentrated on selling; 
we’re more concerned with the organizational and foun-
dational aspects. But people vote with their business and 
they’ve just gravitated to us, which is an amazing compli-
ment.” Allegiant currently has about 40 employees involved 

in title and settlement, property reports and demographic 
data and financial assessment research – all in the service of 
smooth and “no surprise” closings. 
 “It sounds cliché, but it’s about the people,” he says. 
“The people you work with and the people you serve.” Awalt 
calls this the “care factor,” and though he says it is difficult 
to measure, “We demand professional courtesy and prob-
lem solving. Respect for others is our standard. Everybody is 
good in the lobby. It matters what you do when you go back 
inside, put your head down and go to work.”
 One metric Awalt uses to measure the care factor is client 
response after the closing. “When a senior borrower sends 
us an email or a note that we made a difference in his or her 
experience, that’s what really gives us the sense that we’re 
doing it right.”
 
 
 

This reliance on yourself and your own team and
confidence that you can do it as well as anyone has been 
a hallmark of Awalt’s career. Another is being open to 
ideas and opportunities.

RM
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8:00 am: Armed with a 

cup of coffee and his daily 

crossword puzzles, Ronald 

“Ron” Gottfried, 89, the 

most senior reverse mort-

gage specialist at Western 

Ohio Mortgage, is ready to 

start his day. With the im-

minence of his 90th birth-

day—March 31, 2017—Ron reminisces on his first 89 

years. Experiences and events in Ron’s life have drawn a 

vivid, yet direct line, from an aspiring athlete to a present

day reverse mortgage specialist. After the loss of a dear 

friend in early childhood left him floundering, Ron 

turned to sports. Since his father would not consent to 

him playing baseball with the AAA farm club that heavily 

recruited him, Ron found purpose by enlisting in the 

U.S. Navy during WWII. After the war, while attending 

Ohio State, Ron and a buddy formed his first business, 

“Joe College, Jr. Co.” —which made varsity letter sweater 

replicas for children—that eventually caught the eye of 

the school’s dean of business. Their business flourished 

until the Korean War made materials too pricey. Around 

this time Ron’s father was diagnosed with cancer resulting 

in his ladies garment company losing money for the first 

time ever. Ron’s father requested that he return to help 

run the company. With Ron’s help the company began 

turning a profit again. Ron stayed on as CEO, after his 

father passed, for 30 years before selling the business in 

search of something new. In all, Ron has been CEO of

seven different business ventures. In the midst of one

auspicious transaction, Ron came into contact with 

the owners of a mortgage company. By the end of the

exchange they had hired Ron away.

8:30 am:  An avid golfer and up until last year a skier—

his wife begged him to quit—Ron asserts an athletic and 

vital appearance, as he nimbly readies for his day he silently

recalls the moment ten years ago when his boss at the mort-

gage company asked him to research reverse mortgages, 

opening the door for Ron’s professional Act III. Ron’s due 

diligence, propensity for being market oriented and senior 

status made him the perfect candidate. Through a meeting 

with a rep for a lender, Ron became captivated with the

concept of reverse mortgages and made the move to Western

Ohio Mortgage. “Joe College Jr. was the most exciting 

of all my endeavors, as it was explosive and very creative, 

but I enjoy doing reverse mortgages the most. Most of my 

clients need financial and emotional assistance, and when 

you come through for them, you have actually bettered 

people’s lives. They are very grateful, and that is like applause 

to an actor,” explains Ron. 

9:00 am: One of the perks of working in reverse mort-

gages is the flexibility and autonomy that Ron is afforded. 

“My wife often says I’m like an intern, ‘On call 24 hours a 

day.’” Ron can make his own hours and typically works from 

home in Cleveland, OH, going into the office’s headquarters 

in Sidney, OH only when necessary. This allows Ron the 

time and freedom to do what he does best, put clients at ease 

by meeting them face-to-face in their own homes.

 Ron considers himself to be “old fashioned” and believes 

a client should meet the representative at their kitchen 

table so they can see what kind of guy/company they’re 

dealing with. This method of doing business means there 

aren’t time constraints and questions are answered as they 

arise. Surreptitiously, this technique also allows Ron the 

chance to evaluate the physical condition of the home, 

neighborhood and so on. Plus, Ron loves driving through 

rural Ohio and seeing the scenery.

A Day in the Life 
90-Year-Old Ron Gottfried, the Reverse Mortgage Specialist of the 
Past, Present and Future  By Jessica Hoefer

Ron Gottfried
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10:00 am: Ron’s focus now is sales, but he views his 

background in marketing, as well as his age, as advantages. 

I only work with seniors, and I am one. They tend to be 

wary of young, forceful, pushy salesmen. As a senior citizen 

I can relate, I know their fears and how they think. We

have a great deal in common and often talk about the “good 

old days.”

 “Twelve years ago the reverse mortgage application was 

only eight pages and now, in order to protect the client, 

our government has expanded it to more than 152 pages. 

Its sheer size is daunting to clients and the legal jargon is

almost impossible to understand without a law degree,” 

says Ron. So helping clients understand the application is 

where he feels most constructive. Often when his involve-

ment becomes necessary clients are either in trouble—facing 

foreclosure, bankruptcy or extreme medical costs—or they 

desperately need to make arrangements for the future. 

Houses needing repair, title problems, lost Social Security 

cards, arranging for appraisers to revisit the home are just a 

few of the crises Ron deals with. “I am still waiting for that 

perfect loan to go through,” muses an optimistic Ron.

12:00 pm: During a face-to-face with Gregory, an older 

gentleman signing the previously mentioned application, 

Ron found himself providing more than his usual emotional 

and financial support: Ron noticed Gregory swaying and, 

as he stepped forward to steady him, Gregory collapsed 

into his arms, suffering a stroke. Gregory was rushed to 

the hospital. A few months later at the resigning, Gregory 

recounted his experience and teasingly Ron asked “Was it 

something I said?” Gregory laughed heartily, responding, “I 

saw how big that application was.”

1:00 pm: Ron spends part of the early afternoon diligently 

working to resolve a title transfer so that it is officially in a 

client’s name. The client bought a double-wide trailer five 

years ago, tore it apart and rebuilt it. Recent renovations

revealed that the title was never properly transferred from 

the original owner to Ron’s client, so no one actually owns 

the trailer. Ron discovered that the previous owner had 

since passed away and he now needed to go through the 

next of kin. So he tracked down the previous owner’s son. 

2:00 pm: Later in the afternoon, Ron checks in on Janice, 

78, who is bedridden. Janice was once financially sound, 

in fact she was well off, but years of caregiving needs has 

depleted her bank account and she is now seeking a reverse 

mortgage to help her sustain end-of-life costs. Janice has no 

Social Security card, she has lost her birth certificate and her 

passport has expired. Despite his best attempts to get her a 

new ID so that she can apply for a reverse mortgage, Ron is 

at an impasse. But this long-time athlete and soldier doesn’t 

believe in giving up and he is determined to help Janice.  

4:00 pm: Around 4 pm Ron has to make a call that he 

always dreads making. A well-intentioned Keisha sought 

Ron’s help to obtain a reverse mortgage for her father,

Albert—a precaution as he is aging alone in his home. But 

unfortunate circumstances landed Albert in jail and Ron 

was unable to make his routine house visit, instead he had 

to wait for a court appearance to speak with him. After

Albert was imprisoned his family rented out his home, 

which the tenants subsequently destroyed. Because of the 

disrepair the reverse mortgage will not go through and 

Ron must call to notify Keisha.

5:00 pm: Having made his call to Keisha and with no 

other appointments scheduled, Ron decides to call it a day 

and spend a quiet evening with his wife, knowing that

tomorrow is going to be another busy one.

 Despite his age Ron isn’t slowing down anytime soon, 

he plans to continue working for as long as possible, believing 

that “when you stop making contact with people, you really 

get old.” 

 Old or not, Ron’s “old-fashioned” sensibilities, active 

lifestyle and sanguine attitude has resulted in the unity of 

“yesterday’s” approach with “today’s” ambition and “tomor-

row’s” outlook, making him the reverse mortgage specialist 

of the future. RM



In early 1998, mortgage rates fell below eight percent and 
I had the opportunity to refinance a lot of old customers
while I was still learning the business. And I’ve been
happily in that business since then.
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Borrower
Chronicles

THERE IS AN OLD ADAGE IN SALES THAT THE BEST    
endorsement for any product or service is if the individ-
ual selling it uses it him or herself. Well, Larry Lettow, a 
long-time mortgage and financial services professional in 
the Chicago area, used a HECM for Purchase to buy his 
lakeside dream house.
 Larry has been in the “business” of establishing rela-
tionships and helping others for most of his life. Born and 
raised in Chicago, he attended a Catholic seminary for six 
years, intending to become a priest. “I had gone to a Catholic 
grammar school, where the priests were my role models. 
That was shortly after Vatican II and things were changing, 
when it looked like priests were going to be able to get mar-
ried.” But that didn’t happen, and Larry said he “discovered 
women” in college and finished his education at Loyola of 
Chicago. He received his Master’s degree at Northwestern 
University’s Kellogg School of Management.
 During that time, he was working evenings in the 
check-cashing department of Continental Bank. He 
showed up for a company blood drive 
and a pretty nursing school student took 
his blood pressure. Whether she got an 
accurate reading is open to debate, since 
“we started dating a couple of months 
later and never looked back.” Despite 
being a North Sider, the Cubs part of 
town, Larry proposed to Jessica at a 
White Sox game at Comiskey Park. They have now been 
married 41 years, have two adult sons – electrical engineer 
Christopher and elementary school teacher Jeffrey – and 
four grandchildren, ranging in age from 13-year-old Reese 
to five-month-old Alanna.
 Larry embarked on his full-time banking career in 
1977, focusing on private banking since establishing and 
maintaining personal relationships was so important to 
him. “But as I moved up in management, I had less and less 
customer contact, and realized this was not what I wanted 
to do. A husband of a trust officer at the bank I worked for 
was at Pacor Mortgage Corp. and, in 1997,  he said, ‘Why 

Loan Originator gets his own H4P  
By Mark Olshaker

don’t you come on board?’ I did and it was really an opportune 
time. In early 1998, mortgage rates fell below eight percent 
and I had the opportunity to refinance a lot of old customers 
while I was still learning the business. And I’ve been happily 
in that business since then. I particularly like handholding 
first-time buyers through the process.”
 One of his customers was a finance professor at DePauw 
University in Indiana who told him about reverse mortgages 
and thought they had a great future. Larry learned as much 
as he could, and even though Pacor didn’t market them very 
actively, he became the company’s point person for HECMs.
 “I really enjoyed doing them when they were for the 
right reason,” he recalls. “My favorite reverse mortgage story
involves a man in his early 70s, living on the South Side. His 
wife had recently passed away and he was left with $50,000 
in medical bills. He was a very honorable man and was
determined to pay them off. He had about $125,000 in 
equity in his house, but his only income was his $1,500 
monthly Social Security check, and he was running himself 

ragged trying to come up with money. He was referred to me 
by a community group and I was able to get him a reverse 
mortgage. With it, he took out $50,000 to pay off the medical 
bills and another $10,000 line of credit and now he felt he 
could relax.”
 With obvious emotion in his voice, Larry says, “To me, 
this is one of the best applications of what reverse mortgages 
were intended to do.”
 Larry continued using HECMs as part of his clients’
financial management strategies and to help elderly customers
with their expenses. But as HECM requirements were
becoming more complicated and his primary finance source 
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pulled out, he stepped away, “though I still believed in the prod-
uct and stayed in touch with the market.”
 In 2015, Jessica was retiring from her position as director 
of student health at Northeastern Illinois University. Larry had 
always wanted to live on a lake. “Water is always fascinating to 
me, but the more affordable places were too far from Chicago.” 
His parents had owned a house on Browns Lake near Burlington, 
Wisconsin, about two-thirds of the way to Milwaukee.
 “So we went up there to get some practice in looking. We saw 
a home we loved, but it was way beyond our reach. Then, we were 
having dinner at a local restaurant-bar, and during cocktails, by 
totally fortuitous luck we happened to be sitting next to a local 
realtor. We got to talking and he told us about a house on a very 
nice part of the lake. We told him we couldn’t afford it and he 
said, ‘Oh yes, I think you can!’ He explained that it was being sold 
as part of a divorce and the divorce decree stated that the selling 
price had to drop by $15,000 every two months. It was now getting 
close to where we felt comfortable.”
 The Lettows put in a bid and at the same time put their home 
in Mount Prospect, a northwest suburb of Chicago, up for sale. 
Both sales went through, but Larry had a gap with the lake house 
price and the fact that their real estate taxes would double.
 Larry had turned 62 the year before and was starting to think 
about retirement, so he knew a forward mortgage was not the 
answer for him. “I thought about a reverse mortgage, but I didn’t 
want the business on Pacor’s books, so I called an AAG account 
rep I knew who referred me to Alina Passarelli at Market Home 
Mortgage LLC, and she was a godsend.” She calculated what the 
Lettows would need and arranged a HECM for Purchase.
 Larry admits to a few annoyances along the way. “I have a 

great FICO score, money in a retirement account 
and another liquid account, but with the Financial 
Assessment rules, I thought they asked for ridiculous 
things. But Alina would let me rant to her any time 
of day or night and just kept saying, ‘Keep your eyes 
on the prize.’”
 They closed December 28, 2015, and moved in 
to their lake dream house on New Year’s Eve.
 In summer, Jessica and Larry are often down at the 
water, “reading, swimming, boating and relaxing.” Jessica 
is an avid reader and volunteers at a thrift shop that 
benefits an animal shelter. And Larry can work from 
home, going into Chicago only when he has to.
  “The house looks out west over the water and 
while most people downsize at this age, we more 
than doubled our space,” he notes. We have plenty 
of room for the kids and grandkids. Admittedly, the 
upfront costs are high. But there is no other way we 
could enjoy this house and not feel poor than with a 
HECM for Purchase. It’s been really nice not having 
to make a mortgage payment while we live in this 
beautiful home.”
 

Borrower
Chronicles

RM

Lettow’s dream home on Brown Lake, Wisconsin
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Member
Profiles

Who’s Who in Reverse Mortgages
Member News

ReverseVision CEO Named Vanguard Award Winner
 ReverseVision, a leading provider of software and technology for the
reverse mortgage industry, announced that its President and CEO John Button 
was selected as a 2016 Vanguard Award winner by HousingWire magazine. 
Button was recognized for his excellence as a business leader as well as his 
overall contributions to the reverse mortgage industry and U.S. housing 
economy. HousingWire’s editorial board recognized 40 senior-level execu-
tives as 2016 Vanguard Award winners based on tangible leadership displayed 
within their companies and the industry at large. Of this year’s winners, eight 
are founders of their companies and 23 serve as president/CEO. “I am hum-
bled to stand in the company of such an impressive list of 2016 Vanguard 
Award winners,” Button said. “We come from diverse backgrounds and com-
panies, but we share an enthusiasm for solving problems and moving the 
mortgage industry forward together.”

Cavanaugh Joins Finance of America Reverse
 Former NRMLA Co-Chair Sarah Cavanaugh has joined Finance of 
America Reverse LLC as a Senior Compliance Officer. Cavanaugh comes 
to FAR with nearly 25 years of hands-on experience in virtually every facet
of the reverse mortgage industry, including compliance, risk mitigation,
retail, wholesale and correspondent origination environments, operations and 
sales management. She has held roles of increasing responsibility throughout 
her career, having most recently served as a Quality Assurance Officer at 1st
Reverse Mortgage USA, a division of Cherry Creek Mortgage. There, she was 
responsible for compliance management and also served as National Sales 
Manager, Retail Business Development for the organization. Prior to her role 
at 1st Reverse Mortgage USA, she was a Senior Vice President at both Seattle 

Mortgage Company and EverBank Reverse Mortgage, where she performed 
various leadership, sales and compliance roles. Cavanaugh currently serves as 
an ex-officio member on NRMLA’s Board of Directors.

AAG Hires Allen as SVP of National Field Sales
 American Advisors Group hired Jesse Allen as the company’s Senior Vice 
President of National Field Sales. Allen was responsible for running Bank of 
America’s reverse mortgage line of business, one of the largest platforms in the 
history of the industry during its time. His most recent position was as SVP 
of Sales Enablement and Execution for Bank of America’s home loans retail 
sales division where he was accountable for developing and growing B2B rela-
tionships and volume with builders and realtors. He also drove the division’s 
strategic change initiatives and had oversight of new hire onboarding as well as 
learning and development.

Huron Valley Financial Enters Reverse Space
 Huron Valley Financial, Inc., based in Ann Arbor, MI, has started 
originating reverse mortgages as 1st Nations Reverse Mortgage, under the 
leadership of Mike Gruley, CRMP. Mike Hicks will serve as Vice President, 
National Retail Sales. In a press release, the company said its reverse mortgage 
division will leverage Huron Valley Financial’s existing retail, wholesale, and 
correspondent lending platforms to drive volume. Eric Bradley, President 
and CEO says “Speaking on behalf of my entire executive management 
team, we are thrilled to have Mike Gruley leading this new division for HVF. 
Having personally known Mike for years, we all consider him one of the 
foremost leading experts in the reverse mortgage industry and feel fortunate 
to have him join our executive management team.”

Profiles of NRMLA Member Companies

American Advisors Group (AAG)
 American Advisors Group 
(AAG) is the nation’s leader in
reverse mortgage lending, licensed 
to operate in 48 states. The 
company, founded in 2004 by 
CEO Reza Jahangiri, is headquartered in Orange, CA. We are dedicated 
to helping American seniors leverage their home equity as an asset to 
help fund retirement. 
 AAG holds an A+ rating by the Better Business Bureau, has a 96% 
customer satisfaction rating and is a member of the National Reverse 
Mortgage Lenders Association (NRMLA). Jahangiri serves as the associ-
ation’s Vice Chairman and co-chairs NRMLA’s Policy Committee.

Kimberly Smith, ksmith@aag.com  •  (866) 964-1109
Please visit aagwholesale.com

Celink
 Celink’s Reverse Mortgage Servicing Mission is threefold.

We Lead — Ethics, integrity, and unwavering core values direct all of 
our actions.

We Support — We support our clients 
through new and often uncharted territory.

We Innovate — We explore and uncover new and cost-effective ways 
to increase our value to our clients and their borrowers.
  
 We meet every industry challenge and every client and borrower 
need with the confidence that comes from knowing who we are and 
what we’re about. Your reputation and your borrower’s are safe with 

Celink. Visit celink.com for a full Corporate Overview.

Ryan LaRose, President & COO: 
ryan@celink.com  •  (517) 321-5491

Fidelity Homestead Associates, LLC
 Fidelity Homestead Associates, LLC is a 
National Contractor Management Group that 
specializes in home repair and restoration for 
the mortgage industry, with a particular focus 
on FHA reverse mortgage pre-closing inspec-
tions and repairs. We are an accredited business with the Better Business 
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Bureau, and maintain an A+ rating. We are also a member of the National
Reverse Mortgage Lenders Association, and can be found in the Vendor
Directory on the NRMLA website. We are committed to providing a turnkey 
service with fast results, regardless of the location of the home or the size of 
the project. 

To learn more about Fidelity Homestead Associates,
please visit www.fhawork.com. Please feel free to contact us at 
Info@fhawork.com or call 844-FHA-WORK.

Finance of America Reverse LLC  
 Finance of America Reverse LLC (FAR) is one 
of the top retail and wholesale lenders of FHA-
insured reverse mortgages in the country and 
one of the largest issuers of GNMA securities. 
We are a trusted resource who delivers best-in-class 
training, competitive pricing and a variety of lend-
ing platforms.
 From our exclusive HomeSafesm jumbo to HECM products, we provide 
the tools and exceptional service to help our partners grow their business. Every 
day, we are setting the industry standard for client experience, company culture 
and financial performance through responsible lending.

Retail: www.fareverse.com
Wholesale: www.farwholesale.com

Career Opportunities: (888) 622-2073 or recruiting@fareverse.com

Wholesale Division: Jonathan Scarpati, VP
jscarpati@fareverse.com or 516-445-9465

Sherry Apanay, Chief Sales Officer
sapanay@fareverse.com or (855) 778-7226

HomeBridge Financial Services
 HomeBridge Financial Services, Inc. is one of 
the largest privately held, non-bank lenders in the 
United States. In the last 27 years, HomeBridge 
has grown to include more than 1,500 associates 
in nearly 100 retail branches across the country. 
We have over 300 Mortgage Loan Originators who are ready for you to serve 
their clients’ reverse mortgage needs! HomeBridge holds FNMA, GNMA, 
FHLMC, FHA and VA approvals and funded more than $7 billion in home 
loans through Q3 of 2016. We’re also known for our Customer Commit-
ment, as we concentrate on delivering a positive experience instead of merely 
completing a transaction.

Ken Sawan-Director Reverse Mortgage
Cell: 330-515-0413  •  Email: ksawan@homebridge.com 
Web site: www.homebridge.com/kensawan

Liberty Home Equity Solutions
 For nearly a decade, Liberty Home Equity Solu-
tions, Inc. has been committed to helping seniors 
gain financial independence and security through 
Home Equity Conversion Mortgages (HECMs).
 Based in Sacramento, California, Liberty is one 
of the nation’s largest and most experienced lenders, focusing exclusively 
on providing HECM loans to senior clients and wholesale business partners. 
We have helped change the lives of over 40,000 clients since 2004 while pro-
viding education and lending solutions to over 1,000 business partners across 
the U.S.

www.libertyhomeequity.com
For career opportunities call (916) 589-1853
For wholesale opportunities call (866) 871-1353
   
© 2015 Liberty Home Equity Solutions, Inc. 
NMLS # 3313 www.nmlsconsumeracces.org.  For a complete list of licenses, visit 
www.libertyhomeequity.com/licensesnmls

LRES
 LRES is a national provider of 
property valuation and REO asset 
management services for the real estate, capital 
market and finance industries. At LRES, we spe-
cialize in helping our clients effectively manage 
compliance and financial risks associated with 
valuation matters. We are the preeminent valu-
ations provider for the Reverse Mortgage industry and deliver peerless service 
as we strive to be your business partner of choice. LRES has experienced sig-
nificant growth, regardless of market conditions, thanks to an experienced 
staff, advanced technology, solid business planning, efficient operations, and 
the support of every client we serve.

Aaron Roaf, 714-872-5862, aroaf@lres.com  •  www.lres.com 

National Field Representatives
Reverse Mortgage Field Services
Dealing with reverse mortgages is complex. NFR is 
your source for information, expertise and guidance 
when it comes to mortgage field services. For 
over 15 years, Reverse Mortgage Servicing executives have relied on NFR 
to deliver field services with integrity and professionalism. We have earned 
the reputation as a trusted partner meeting the real-world challenges facing 
reverse mortgage servicers. Our team members know family members may 
not fully understand a reverse mortgage and our coordinators are trained to 
deal with each situation gently and with compassion. NFR understands the 
importance of protecting your professional reputation.

Contact: Margie Schagen, mschagen@nfroline.com
Tel: 866-966-0789 ext. 5220 • www.NFROnline.com

Reverse Mortgage Funding LLC (RMF)
 Reverse Mortgage Funding LLC (RMF) is an 
independent, reverse-only company. We don’t have 
competing corporate priorities or distracting lines of 
business. Everything we do is focused on making re-
verse mortgages better, in a proactive and nimble way that benefits everyone. 
Known for product innovation, exceptional service and unparalleled second-
ary market expertise, RMF delivers a wide array of products and superior 
pricing. Whether you are new to reverse or a seasoned originator, RMF has 
a variety of platforms that help our partners succeed. Partner with us today, 

and together we’ll create opportunities for a brighter future.

For wholesale opportunities: 
Call (877) 820.5314 or visit partners.reversefunding.com

For career opportunities: Email careers@reversefunding.com

 Reverse Vision
 ReverseVision, Inc. provides 
the leading software and technolo-
gy for the reverse lending industry 
by offering products and services focused exclusively on reverse mortgages. 
More reverse mortgages are originated monthly using ReverseVision’s SaaS 
solution, RV Exchange (RVX), than all other systems combined. ReverseVision 
has partnered with some of the finest and fastest growing lending organiza-
tions in the US to provide solutions to brokers, principal agents, correspon-
dents, lenders and investors. ReverseVision is recognized as a driving innovator 
in the reverse mortgage industry and continues to improve its suite of products 
with frequent and new innovations, improved integrated services, online cred-
ited training and more. ReverseVision is headquartered in San Diego, CA, and 
boasts a team of reverse mortgage experts, engineers, business specialists and 
entrepreneurs with a combined experience of over 60 years. 

www.reversevision.com • 919-834-0070  •  connect@reversevisioncom

Member
Profiles
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Bulletins    

News from NRMLA and Beyond
HUD Proposes More HECM Changes     
 The Department of Housing and Urban Development has published an expansive, 57-page proposed rule, entitled 
Federal Housing Administration (FHA): Strengthening the Home Equity Conversion Mortgage Program, as part of its ongoing 
efforts to protect the Mutual Mortgage Insurance (MMI) Fund and prospective HECM borrowers.
 “HUD’s leadership has continually voiced its support for the HECM program throughout the Obama administration as 
the Department has sought to put it on a sounder financial footing,” said Peter Bell, NRMLA President & CEO. “These 
proposed regulations are another step in this process of strengthening the program, an effort that has been underway for a 
few years now. In developing the regulations, HUD has to consider the perspectives of many stakeholders – homeowners, 
housing counselors, lenders, consumer advocates and GNMA investors, to name a few. It is not an easy task to balance  
the needs and concerns of all.”
 The proposed rule codifies existing regulations published by FHA via Mortgagee Letter following the enactment of the 
Reverse Mortgage Stabilization Act of 2013, but also creates new policies that impact counseling, loan origination, 
servicing and secondary markets.
 The general public has until July 18, 2016 to submit comments. NRMLA will convene subject matter experts from every 
segment of the industry to help analyze the proposed changes and craft comments. “Now we must all digest what has been 
proposed, project the potential impact and provide thoughtful comments back to HUD for its further consideration. 
We welcome this opportunity,” said Bell. NRMLA will provide future updates as we analyze the proposed rule.

One Million HECMs and Counting  
 The reverse mortgage industry reached a monumental 
milestone—one million Home Equity Conversion 
Mortgages. The Federal Housing Administration endorsed 
3,919 loans in October, bringing the total number of older 
homeowners who have benefitted from FHA-backed 
reverse mortgages to 1,002,679.

New Data Source for HECM 
10-Year LIBOR Swap Rate        
 As of October 31 expected interest rate calculations made 
for LIBOR-indexed HECM loans are now based on data 
sourced from the Intercontinental Exchange (ICE) 
Benchmark Administration instead of the Federal Reserve 
Board’s H.15 statistical release. 
 Guidance contained in Mortgagee Letter 2016-15 
replaces requirements issued in ML 2007-13 that directed 
mortgagees to use the H.15 statistical release as the source 
for LIBOR rates, which ceased publication 
October 31, 2016. 
 ML 2016-16 clarifies that mortgagees must continue to 
the use the LIBOR 10-Year Swap when calculating the 
expected interest rate for LIBOR-indexed HECM loans 
even though ICE does not use the term LIBOR in its 
reference to the 10-Year swap rate. 

CFPB Publishes HECM 
Servicing Examination Procedures   
 The Consumer Financial Protection Bureau 
updated its Supervision and Examination Manual 
by including new exam procedures for reverse 
mortgage servicing.
 The examination guidelines are for government 
auditors or examiners (in this case, CFPB 
employees) to utilize when they audit and examine 
entities subject to the CFPB’s supervision authority.
The exam procedures cover eight modules, 
including Servicing Transfers, Loan Ownership 
Transfers, and Escrow Disclosures; Account 
Maintenance, Payments, and Disclosures; 
Foreclosures; and Consumer Inquiries, Complaints, 
and Error Resolution Procedures. You can view 
the servicing examination guidelines and a 
memorandum written by NRMLA’s legal counsel 
Jim Milano at NRMLAOnline.org. NRMLA Urges Passage of NY Co-Op Bill     

 Legislation that would permit reverse mortgages on co-op units in New York passed the 
state’s senate earlier in June and now awaits action before the NY State Assembly’s Housing
Committee. Current New York law only recognizes one to four-family residences and 
condominiums as eligible property types for a reverse mortgage. NRMLA President & CEO 
Peter Bell sent a letter to Housing Committee Chairman Keith L.T. Wright urging passage 
of the bill. 
 “The simple change in NY law that is provided by A. 10246 would help facilitate the ability 
of co-op owners to tap their home equity though reverse mortgages,” wrote Bell.
 Bill number A10246 was delivered to the Housing Committee for consideration in early
June after the Senate passed a companion bill, S07844. 
 If the bill is signed into law, NY co-op owners would still be precluded from using a Home 
Equity Conversion Mortgage because FHA has never approved co-ops as an eligible property 
type; however, they could use a proprietary reverse mortgage. To view the letter, login to 
NRMLAOnline.org. 

GNMA Updates HMBS Monthly 
Reporting Cycle  
 As part of its ongoing efforts to improve access to timely 
and accurate loan level data from HECM Mortgage 
Backed Securities (HMBS), Ginnie Mae updated its 
timelines for submitting information through its Reporting 
and Feedback System (RFS). Read more about these 
changes in All Participant Memorandum 16-06 
published on November 17.

Role of Home Equity and 
Retirement Security  
 While older Americans own homes they could use 
to help finance their retirement years, the prospects 
for doing so diminished substantially after the Great 
Recession as property values declined and homeowners 
became increasingly indebted and leveraged. That’s 
according to the first in a series of reports published 
by the Urban Institute that examines the role that home 
equity could play in improving retirement security. 
 Written by Senior Fellow and Economist Barbara 
A. Butrica and Research Associate Stipica Mudrazija, 
the report, titled Home Equity Patterns among Older 
American Households, examines how much home 
equity older households have, who taps into that equity, 
how much housing debt they have, how these patterns
 differ over time and across various subgroups and 
estimates the potential role that home equity could 
play in bolstering retirement security.
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Sell HECM Loans—Better.
RV Sales Accelerator (RVSA) Premium is the web-based sales tool designed 
to give you the knowledge and resources you need in today’s HECM world.

Upgrade to RVSA Premium Today!
Enter code RVSAPRINT at checkout for 10% off.

Log in using your RV Exchange (RVX) credentials now to purchase RVSA Premium.

rvsa.reversevision.com

Reverse Loans  |  One Platform  |  All Connected
www.reversevision.com

CONNECTING THE REVERSE MORTGAGE INDUSTRY SINCE 2007.
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