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Meet This Month’s Contributors

Marty Bell (In Reverse, p. 3) is the editor of Reverse Mortgage and Tax Credit
Advisor magazines, the senior vice president, Communications & Marketing at
National Reverse Mortgage Lenders Association 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. 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.
Mark Fogarty (Opening the Door to the Condo Market, p. 18) has covered
housing and mortgages for over 30 years. A former editor of National Mortgage News, he has written extensively about forward and reverse mortgages.
He has also had pieces published in the Chicago Tribune and Miami Herald,
among others.
Darryl Hicks (Talking Heads, p. 13) is the vice president, Communications
for National Reverse Mortgage Lenders Association, 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 (Borrower Chronicles, p. 21) is the communications coordinator
for Dworbell, Inc. where she is also the member services coordinator for
National Aging in Place Council and assists with the publication of Reverse
Mortgage and Tax Credit Advisor magazines. She came to NRMLA from the
National Geographic Society.

Jamie Hopkins, Esq., LLM, MBA, CFP®, RICP® (Retirement Prep, p. 7)
is the director of Retirement Research at Carson Wealth and a former professor of Taxation at The American College, where he helped co-create the
Retirement Income Certified Professional® (RICP®) education program. He
is the author of Rewirement: Rewiring The Way You Think About Retirement.
Hopkins was selected by InvestmentNews as one of the top 40 financial
service professionals under 40 and by The American Bar Association as one
of the top 40 Young Attorneys in the country.
Mark Olshaker (Equity Release Alternatives, p. 25) is a best-selling author of
fiction and non-fiction and an accomplished researcher in the areas of crime
and medicine, as well as a documentary film writer and producer. Olshaker
has written 16 books, including Law & Disorder with former FBI Agent John
Douglas and Deadliest Enemy: Our War Against Killer Germs, with Dr. Michael
Osterholm. His latest book with Douglas, The Killer Across the Table, will be
published by Harper Collins in 2019. Their book, Mindhunter, is the basis for
the current Netflix series.
Sanford Shatz (California’s Unique Consumer Privacy Act, p. 28) has
practiced law for 30 years and litigated cases in the areas of commercial law,
real estate and consumer financial services. Shatz is based in Irvine, CA with
McGlinchey Stafford, where he works on litigation and regulatory issues
and appeals, with a focus on foreclosure issues, origination and servicing
issues, reverse mortgages, the California Homeowner Bill of Rights, federal
regulations related to mortgage originations and servicing, and various federal
laws, including TILA, HOEPA, ECOA, RESPA, FDCPA and FCRA
Ellen Skaggs, CRMP (CRMP: Across the Kitchen Table, p. 23) is the
Reverse National production manager for New American Funding in
Tustin, CA. Her expertise ranges in originating reversed loans, FHA,
VA and conventional loans, but her focus is on reverse mortgages and
helping Baby Boomers achieve their financial goals. She has closed over
200 reverse loans. RM
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In Reverse

Condomania
URBAN LEGEND HAS IT THAT THE FIRST CONDO-

minium in the United States was purchased in 1881 by a
journalist named Junius Henry Brown who was grouchy
about other housing options. Brown, you see, resided in
a hotel but wrote that hotels were no place to live because
wives would spend their time chitchatting in the lobby and
thus never do any housework. And so he purchased one of
eight units in a building at 152 West 57th Street in Manhattan, now the site of the 62 story Carnegie Tower.
But most metropolitan area historians trace the concept’s
origin to the Greystone Manor built in Salt Lake City in
1960. As a child growing up in a sleepy suburban bedroom
community in the 60s, it appeared to me that houses were
where kids lived and apartments were where grandparents
lived. But upon college graduation I was determined to leave
behind the quiet life in the ‘burbs for the chaos and excitement of the big city, where I and everyone I knew lived
in multifamily buildings. We were all renters then. But a
trend was emerging all around us.
Just a year after Greystone Manor opened, in the Housing
Act of 1961, the Federal Housing Administration permitted
insuring mortgage loans on owned units in these multifamily
buildings. It seemed at this time that many families, a good
number of them WWII veterans who eagerly bought their
first homes with support of the GI bill, were aging and no
longer so happy in these homes. Many were empty-nesters
by now. Many of them had found success in business. And
they wanted to find a new nest, one in which they did not
have the responsibility of taking care of their property, and
where it was warm – in Florida. It apparently was this snowbird migration towards the Everglades—supported by eager
Florida bankers—that inspired American condomania.

In the 70s, as I was starting a career as a journalist in
Manhattan, my friend base consisted of other aspiring
writers, actors, composers and all renters. By the second half
of that decade, as many of us progressed in our careers,
married, had children, suddenly everyone seemed to be
moving into a condo. I moved into a small condo. And
then a larger condo.
Today, more than 30 million families own condominiums. In many of the major metropolitan areas, it is the
dominant housing option. The current demographic trend
in our country is moving from the center towards the cities
along all the edges. Drive into almost any major city now
and you’ll want to get into the crane rental business. They’ve
replaced pay phones as the device on every corner. Already
one in three apartments in New York and Miami and one in
four in Chicago and Washington are owner-occupied.
It seems obvious that for the reverse mortgage industry
to grow proportionately and reach our expectations, it will
need access to more and more condos. The recent surge in
proprietary product creation, distribution and enthusiasm
may well be our path towards this. Proprietary products
are eliminating some of the restrictions that have limited
penetration of the condo market until now.
In this issue, our focus is the impact of proprietary reverse
mortgages on the condominium market.
Oh, and one more little tidbit: A company I once
worked for happened to have our New York office in 152
West 57th Street, on the same site that once contained the
first condo in our country. And, I assure you, there were
no wives chitchatting in the golden-walled, arched-ceiling
lobby. They were all upstairs working at their jobs.
Marty Bell, Editor
R E V E R S E M O RT G A G E / J U LY- A U G U S T 2 0 1 9
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Balanced
Viewpoint

Customer Care
By Peter Bell, President & CEO of NRMLA

MANY OF US IN THE REVERSE MORTGAGE INDUSTRY

feel that the recent USA Today article was a hatchet job that
misconstrued facts and circumstances and drew conclusions
that are erroneous. Nevertheless, when you look at this article
along with several other negative articles that have appeared
over the years, there is a message to be heard.
Perhaps we have not paid enough attention to customer
care. Whether it’s during the sales effort, the application
stage, processing and underwriting, closing, during the
life of the loan or at loan termination, most of the difficult situations reported could be addressed through better
communication with our clients.
In many of the press stories about borrowers facing foreclosure, there seem to be similar underlying fact patterns.
The borrowers, or their heirs, did not fully understand
their responsibilities under the reverse mortgage or the
sequence of events that must take place to meet FHA and
states’ requirements.
In some cases, a non-borrowing spouse did not understand the need to quickly establish their right of ownership
after the borrower had passed away. In other cases, the next
of kin trying to settle the account and retain the home
could not get information from the servicer because they
weren’t identified upfront as someone who could discuss
the borrower’s personal financial matters.
In one case cited by USA Today, a homeowner received
a due and payable notice because a balance of $2 was due
on taxes. Surely, a simple phone call from someone at the
loan servicer monitoring that account could have helped
avoid the “$2 foreclosure story,” which, while a rare and
unusual occurrence, heats up the questions critics are raising
about the reverse mortgage industry.
We also hear complaints from family members who
are trying to acquire or sell their late parents’ homes after
a mortality event, but find it challenging to get the information they need and sometimes can’t even reach a live
individual to talk with at the loans’ servicer. Many of these
situations arise on loans being handled by FHA’s contract
servicer for post-assignment loans, but similar problems

are reported occasionally with other
servicers, as well.
As an industry overall, we need
to do a better job of communicating
with our clients. We need to make
it easy for them to contact us and
reach a live person knowledgeable
enough to answer their questions
Peter Bell
and provide appropriate guidance.
This needs to be done at every stage of a loan, from origination thru final disposition.
NRMLA does what we can to help address these issues.
Our consumer guides, which are available online for free
download at www.reversemortgage.org, are published with
the hope that they will be widely adopted by our members and distributed to every client. We don’t know how
frequently these publications are actually given out, but
we urge all members to consider utilizing them. They are
designed to help address some of the areas of criticism our
industry faces.
While we can sit back and say every homeowner should
know that they have to pay real estate taxes, and everyone
with a mortgage knows they have to keep their home insured,
that is not proving to be the case. Borrowers’ conditions
change. Their health deteriorates as they age. Their memory slips. Their ability to pay bills diminishes. Some gentle
reminders, such as a friendly phone call, might help.
If originators stayed in continual contact with their clients
during the sales, processing and underwriting stages, thru
closing and at least the early period post-closing, and servicers
took over thereafter with a higher degree of comprehensible communications and easier accessibility, much of the
skepticism surrounding reverse mortgages could be averted.
It’s time for this industry to come to grips with this, face
the facts and make a conscious effort to have our clients
better understand all aspects of their reverse mortgages. If
we get better at communicating, we might avoid negative
press stories down the road and find greater acceptance
among wary consumers. RM
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At Reverse Mortgage Funding LLC (RMF), we are reinventing the reverse mortgage to
satisfy the needs of today’s consumer. More than a jumbo mortgage, Equity Elite Reverse
Mortgage helps you write more business!
60 IS THE NEW 62
Equity Elite is available to homeowners starting at age 60.*
MORE ACCESS TO FUNDS
Potentially access even more equity—the lending limit is up to $4 mm.
LOWER UP-FRONT COSTS
Since there is no mortgage insurance premium, Equity Elite has lower up-front costs than a
traditional reverse mortgage.
ELIMINATES ALMOST ALL CLOSING COSTS †
Equity Elite ZERO has all the benefits of our Equity Elite product but eliminates almost ALL
closing costs and has potentially lower interest rates.
CONDOS & TOWNHOUSES
Tap into an untapped market—you can lend to non-FHA-approved‡ condos and townhouses.
MORE COMPETITIVE PURCHASE PRODUCT
Equity Elite allows seller’s concessions and lower costs than a HECM.

To find out how RMF’s innovative, new product can help you
write more business, contact 877.820.5314
or visit partners.reversefunding.com.
Source: RMF Customer Satisfaction Survey 2017
*Not applicable in all states; some states may impose a higher age requirement. Visit www.reversefunding.com/equity-elite for details.
†
With this pricing option, borrower recieves a lender credit covering nearly all closing costs. There is a non-refundable independent counseling fee of approximately $125 on average, which the borrower pays directly to the
counseling agency. Terms and conditions apply. Not available in all states.
Equity Elite Reverse Mortgage (“Equity Elite”) is Reverse Mortgage Funding LLC’s proprietary loan program, and it is not affiliated with the Home Equity Conversion Mortgage (HECM) loan program, which is insured by FHA.
Equity Elite is available to qualified borrowers who also may be eligible for HUD, FHA’s HECM program or are seeking loan proceeds that are higher than HUD, FHA’s HECM program limit. Equity Elite currently is available
only for eligible properties in select states. Please contact your loan originator to see if it is currently available in your state. Upon a maturity event, any non-borrowing individuals with an ownership interest in the property,
including non-borrowing spouses, will have 90 days to purchase the property from the estate or, if the non-borrower inherits the property, pay the loan in full using any sources of funds available to them. Any non-borrowing
individual, including a non-borrowing spouse, should have a plan to pay off an Equity Elite reverse mortgage upon the borrower’s death or any other maturity event. If the non-borrower is unwilling or unable to purchase
the property or pay the loan in full, there is no protection for the non-borrower (including a non-borrower spouse) to maintain an interest in the home or to continue residing in the home past the maturity event and the
non-borrower may be evicted upon foreclosure. The FHA HECM program has protections in place for certain non-borrowing parties, so a reverse mortgage applicant with certain non-borrowing parties should strongly consider a FHA-insured HECM loan (see HECM guidelines or ask
an RMF representative for details). Under the Equity Elite reverse mortgage loan program, a maturity and/or default event occurs when the last surviving borrower no longer lives in the home as his or her primary residence for at least 12 months, the property charges (including taxes,
insurance, or any other property charges) are not paid, required repairs are not completed or the property is not maintained, or any other maturity event, as specified in the Security Instrument, occurs.
‡
This material has not been reviewed, approved or issued by HUD, FHA or any government agency. The company is not affiliated with or acting on behalf of or at the direction of HUD/FHA or any other government agency.
NOT FOR CONSUMER USE. ©2019 Reverse Mortgage Funding LLC, 1455 Broad Street, 2nd Floor, Bloomfield, NJ 07003, 1-888-494-0882. Company NMLS ID: #1019941. For licensing information, go to:
www.nmlsconsumeraccess.org. Arizona Mortgage Banker License #0927682; Licensed by the Department of Business Oversight under the California Residential Mortgage Lending Act; Loans made or arranged pursuant to a California
Mortgage
R E V E R S E M OFinancing
RT G ALawGlicense;
E / Georgia
J U LYA ULender
G U SLicensee
T 2 0#36793;
1 9 Massachusetts Mortgage Lender License #ML1019941; Licensed by the New Jersey Department of Banking & Insurance; Rhode Island Licensed Lender; Texas
Mortgage Banker Registration in-state branch address 6044 Gateway East, Suite 236, El Paso, TX 79905. Not intended for Hawaii and New York consumers. Not all products and options are available in all states. Terms subject to change without notice. Certain conditions and fees apply.
This is not a loan commitment. All loans subject to approval. L2074-Exp072019_v0619
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Retirement
Prep

Affluent Clients’ Retirement
Mortgage Needs
By Jamie Hopkins, Director of Retirement Research, Carson Wealth Management
REGISTERED INVESTMENT ADVISORS HAVE A LEGAL

fiduciary requirement under the Investment Advisors Act of
1940 when providing investment advice. However, this duty
does not extend out to all areas of advice and planning, unless
the advisor chooses to do so – which many RIAs do, as well
as any who hold the CFP® designation, which also carries a
fiduciary requirement.
Why is the fiduciary requirement so important? Well,
research has shown that the more wealth a client has, the
more likely they are to seek out a fiduciary advisor. As part
of a fiduciary standard of care, there is a duty of loyalty, diligence, a duty to act in the best interest of the client, and
often a duty to monitor a client’s ongoing plan.
However, for RIAs and fiduciary advisors, this has led to
them mostly serving America’s middle market and mass affluent.
As such, attempts by the reverse mortgage world to connect
with this group in order to promote the HECM as a client
solution have produced less than encouraging results. Some
advisors have bought into the HECM as a fiduciary client and
retirement strategy worth utilizing, but many RIAs have not
adopted home equity strategies into their practices.
One reason is because, right or wrong, they do not see the
HECM as a mass affluent product. The HECM is viewed
as a product for the house-rich/asset-poor, or a loan of last
resort. As such, RIAs—who largely view their clients as being
on a spectrum from the “millionaire next door” to high net
worth clients—don’t place the HECM in their toolbox of
potential solutions.
One commonly cited limitation is that many wealthy

RIA clients have two homes, and
a HECM cannot be attached to a
beach, rental or secondary home.
This is where we may see proprietary products with more flexibility
in both lending amounts and housing options gain traction. A proprietary product could be added to a
Jamie Hopkins
secondary home to free up equity
and put the client’s mind at ease a little more since they
won’t feel like they’re putting their primary residence at risk
with any mortgage or borrowing (this could also work for
condos and purchases of secondary homes).
Lastly, many wealthier clients have large estates and homes,
worth millions of dollars. For instance, the median home value
of listings on the market in Villanova, PA, is $1,085,000. This
is an affluent town outside a large U.S. city – a common
geographical preference for the typical RIA client.
Keep in mind, that million-dollar home is the average,
not the top end. Honestly, the HECM does not clearly serve
this market. This is where the larger borrowing limits could
play a huge role, and they can also be free and clear of the
HECM’s bad press, which often influence client perceptions.
From every indicator I’ve seen, the proprietary market
will grow leaps and bounds throughout the remainder of
2019. More and more companies are rolling out more and
more products, and these products could considerably
increase the traction reverse mortgages have with the affluent client base of RIAs. RM
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The Biz

EVERYTHING NEW YOU NEED TO KNOW

People are talking about…
Health of HECM Program Continues to Improve
In his keynote address at NRMLA’s
Eastern Regional Meeting in New York,
May 20-21, Deputy HUD Secretary/
Federal Housing Administration Commissioner Brian Montgomery reaffirmed his
commitment to making the Home Equity
Conversion Mortgage a viable option for
consumers who wish to age in place and
Brian Montgomery
for businesses that want to originate and
service loans. He further noted that collateral risk assessment,
combined with previously enacted program changes in 2017,
continue to have a positive financial impact on the Mutual Mortgage Insurance fund.
“The principal limit factor and mortgage insurance premium
changes in 2017, combined with second appraisal, allow us to
better manage program risk with revenue,” said Montgomery.
“These changes will help assure the viability of the HECM program
going forward. Most recent financial estimates are encouraging,
showing that the effect on the MMI fund is improving.”
Ginnie Mae SVP Discusses Refinances and
LIBOR Replacement
While Ginnie Mae remains deeply concerned about prepayment speeds in its Ginnie Mae II Multi-Issuer (GII MIP) program,
Senior Vice President Michael Drayne said serial refinances are less
of a problem with HECM Mortgage-Backed Securities. “That was
something we were mindful of when changes to HECM margins
went into effect,” he commented at NRMLA’s Eastern Regional
Meeting in New York, May 20-21. “We are going to continue to
monitor HECM refinances, but I will just say that right at this
moment we’re not seeing anything that makes us think ‘oh my god,
we’ve got problems on the reverse mortgage side that are equivalent
to the problems we know we have on the forward side.’”
Drayne also touched on the growing speculation about what
will replace the LIBOR index. He discussed a recent case involv-

8
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ing a forward mortgage Ginnie Mae issuer that proposed using the
Secured Overnight Financing Rate (SOFR) in one of its multi-class
securities. Ginnie Mae officials studied the proposal and allowed the
transaction to proceed. “We decided that the proposal made to us
was workable and we supported it. There’s now a SOFR-indexed
Ginnie Mae REMIC that’s out in the marketplace. This doesn’t
imply that we made any decision, nor is it our place to, what the
ultimate index should be for any government lending program
that uses LIBOR today. I am sure there will be proposals involving
reverse mortgages that will soon be brought to us and if they meet
our standards they will be added into the market as well.”

CFPB Director Promises Transparent Rulemaking
In Speech
In one of her first public speeches since
being confirmed as the new director of the
Consumer Financial Protection Bureau,
Kathleen Kraninger outlined a vision for the
Bureau that included providing clearer rules
to financial institutions and non-bank lenders, protecting consumers from bad actors
and empowering consumers to make sound
Kathleen Kraninger
financial choices.
Addressing an audience at the Bipartisan Policy Center in Washington, DC, Director Kraninger promised a transparent rulemaking process that allows stakeholders to submit comments, which
reflects rigorous economic and market analysis, and that provides
for judicial review. “Ultimately, I don’t believe anyone benefits
from rules that are rushed out the door after having gone through
a flawed process. Under my leadership, the CFPB will proceed
deliberately and transparently in its rulemakings,” said Kraninger.
She also agreed “to take seriously our responsibility under the law
to reduce unwarranted regulatory burden and to consider the impact
of rulemaking on regulated entities and consumers. The CFPB must
acknowledge that the costs imposed on regulated entities absolutely
affect access to, and the availability of, credit to consumers.”
CFPB Proposes Changes to HMDA Rules
The Consumer Financial Protection Bureau issued a Notice of
Proposed Rulemaking that would raise the coverage thresholds for
collecting and reporting data about closed-end mortgage loans and
open-end lines of credit under the Home Mortgage Disclosure Act
(HMDA).
For closed-end mortgage loans, the proposed rule would
permanently increase the coverage threshold from 25 to either 50
or 100 closed-end mortgage loans. For open-end lines of credit,
the proposed rule would extend for another two years the current
temporary coverage threshold of 500 open-end lines of credit. Once
that temporary extension expires, the proposed rule would set the
open-end threshold permanently at 200 open-end lines of credit.
The proposed rule would provide relief to smaller lenders from
HMDA’s data reporting requirements and clarify partial exemptions
from certain HMDA requirements that Congress added in the
Economic Growth, Regulatory Relief and Consumer Protection Act.
HMDA requires financial institutions to maintain, report and

publicly disclose loan-level information about mortgages. These
data help show whether lenders are serving the housing needs of
their communities; they give public officials information that helps
them make decisions and policies; and they shed light on lending
patterns that could be discriminatory.

DC Housing Launches Reverse Mortgage
Assistance Program
The District of Columbia Housing Finance Agency launched
the ReMIT program, or Reverse Mortgage Insurance and Taxes, to
provide financial assistance to qualified District homeowners who
are delinquent on paying their property taxes and homeowner’s
insurance and facing foreclosure.
Eligible homeowners can apply for zero-interest deferred loans
up to $25,000. Borrowers in need of assistance can contact Housing
Counseling Services to set up an appointment by calling 202-2652255. For additional information or questions about the program,
homeowners may visit DCHFA.org or email remit@dchfa.org.
Twenty Percent of Americans Age 65+ Haven’t
Retired
For the first time in 57 years, the participation rate in the labor
force of retirement-age workers has cracked the 20 percent mark,
according to a new report from money manager United Income
that was reported on by Bloomberg reporter Suzanne Woolley.
The Bureau of Labor Statistics (BLS) expects this upward
trend to continue in the near term, estimating that 13 million
Americans aged 65+ will be in the labor force by 2024.
Improved health has been a key driver of this increase in labor
force participation, said United Income, which analyzed data from
the Census Bureau, BLS and Centers for Disease Control (CDC).
More than three out of four Americans aged 65+ report being in
good, very good or excellent health, and this proportion has grown
steadily over the past 35 years. This improved health means that
retirement-age Americans experience fewer limitations in what
they can do: 67 percent experience no limitations in any sort of
activity—up from 60 percent in 1997.

The Press is talking about…
Can You Refinance a Reverse Mortgage?
https://loans.usnews.com/can-you-refinance-a-reverse-mortgage
U.S. News and World Report
Contributing writer Rebecca Lake discusses the reasons why
someone might refinance a reverse mortgage, explains the steps
involved, advises homeowners to follow ethical guidelines established by NRMLA (i.e., the “5-5 rule”) to determine whether
refinancing would be beneficial and offers alternative options.
Refinancing a reverse mortgage is like refinancing a conventional
mortgage, said Chris Downey, president of Harbor Mortgage
Solutions, a NRMLA member based in Braintree, MA. “There
would need to be a very clear, defined benefit for a lender to justify
refinancing a customer’s reverse mortgage,” said Downey.

Everything You Need to Know About
Reverse Mortgages
https://www.bankrate.com/mortgage/reverse-mortgage-guide/
Bankrate.com
Bankrate.com contributing writer Holly Johnson published a
comprehensive overview of reverse mortgages – how they work,
who is eligible, the costs, pros and cons and other home equity
extraction options. According to Steve Irwin, executive vice
president of the National Reverse Mortgage Lenders Association,
nobody gets up in the morning and thinks about getting a reverse
mortgage. “Instead, they think how they are going to pay for
healthcare, fix the roof, pay the property taxes or have enough
money to outlive their retirement,” he says. “A reverse mortgage
provides solutions to these issues and many others, so that people
can live more financially secure lives as they age.”
The Biz continued on page 12

LET US KNOW WHAT YOU’RE TALKING ABOUT.
This new forum is the place for readers to share their opinions with fellow colleagues about the direction of the reverse mortgage
business and other retirement trends. Submissions should be limited to 100 words or less and submitted to Associate Editor
Darryl Hicks, at dhicks@dworbell.com.
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The mission of the National Aging in Place Council (NAIPC) is to make Aging in Place a universally known and widely
utilized lifestyle option for older American adults via education, collaboration, advocacy and accessibility to services.
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The Biz continued from page 9

The reverse mortgage statistic was provided during a Q&A
session by senior policy analysts Naomi Karp and Hector Ortiz.
The pair conducted a webinar on their recent report—titled
Suspicious Activity Reports on Elder Financial Exploitation: Issues
and Trends —which explores SARs filed with the federal government by financial institutions, such as banks and money services
businesses (MSBs) that process wire transfers. No further details
were provided on these cases.
Other webinar highlights:
•
•

In Washington
they’re talking about…
FHA Proposes New Lender
Certification Requirements
Senior officials at the Federal Housing Administration discussed a proposal to significantly change the agency’s loan-level
and annual lender-level certifications to provide more precision
and needed clarity to compliance documents for forward and
reverse mortgage cases.
Specifically, FHA is proposing revisions to its Addendum to
Uniform Residential Loan Application (Form 92900-A) and to its
annual lender certification form. In addition, FHA is revising its
‘defect taxonomy’ to clarify the various loan defect categories and
how the agency weighs the severity of each defect.
FHA’s announcement was couched as a response to a recent
Presidential Memorandum, which instructed HUD to find
ways to get more depository institutions back into FHA lending.
During a call with reporters, Acting Deputy HUD Secretary/FHA
Commissioner Brian Montgomery referenced the lack of clarity
and inability to manage unknown risks posed by the False Claims
Act as a factor for why participation by depository institutions has
plummeted from 44 percent of FHA originations in 2010 to
13 percent today.
CFPB: Less Than One Percent of SARs Involve
Reverse Mortgages
Officials from the Consumer Financial Protection Bureau’s
Office of Older Americans reported that less than one percent of
all Suspicious Activity Reports (SARs) reviewed by the CFPB from
2013 to 2017 involved reverse mortgage borrowers.
A Suspicious Activity Report (SAR) is a document that financial institutions must file with the Financial Crimes Enforcement
Network (FinCEN) following a suspected incident of money
laundering or fraud. These reports are required under the United
States Bank Secrecy Act (BSA) of 1970.

12
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•

•

SAR filings on elder financial exploitation (EFE) quadrupled
from 2013 to 2017, including 63,500 in 2017;
Financial institutions reported a total of $1.7 billion in
suspicious activities in 2017, including actual losses and
attempts to steal the older adults’ funds;
Nearly 80 percent of SARs involved a monetary loss to
older adults and/or filers (i.e. financial institutions). The
average amount lost was $34,200. In seven percent of these
cases, the loss exceeded $100,000; and
The most common EFE SARS involved “romance scams”
where an older person is enticed to wire large sums of money
to a person they met online living outside the United States.
The victim explains to the MSB that he is sending money to
his fiancée, so she can visit him.

Ginnie Mae Launches HMBS Platinum Product
Ginnie Mae announced that investors of Home Equity Conversion Mortgages can now take advantage of a new Platinum
securities execution – the HECM Mortgage-Backed Security
(HMBS) Platinum securitization channel.
According to a press release issued by Ginnie Mae, the
Platinum HMBS option eases the administrative costs of holding
multiple (and typically smaller) HMBS securities and, in doing
so, enhances the liquidity of the overall market for Ginnie Mae
HMBS. It is the latest evolution in the modernization of Ginnie
Mae’s Platinum securities program, which has been adding investor-focused functionality since 2017.
CFPB to Review Impact of Its Regulations on
Small Businesses
The Consumer Financial Protection Bureau published a
notice announcing plans to periodically review regulations that it
enforces and request public feedback on the impact they have
on small businesses.
The Regulatory Flexibility Act (RFA) requires federal
agencies to review certain rules within ten years of their publication. The purpose of the review is to minimize any significant
economic impact of the rules upon a substantial number of
small entities, consistent with the stated objectives of applicable
statutes. At the end of each review, the Bureau will determine
whether the rule should be continued without change or should
be amended or rescinded.

And now you’re up to date.

Talking
Heads

Joe Morris

Senior Vice President, Open Mortgage Corporation
By Darryl Hicks
IF I HAD TO NAME THE FOUNDING FATHERS OF THE

reverse mortgage industry, Joe Morris would be on that list.
Morris is a quiet, genteel Southern gentleman who recently
celebrated his 50th year in the residential mortgage business and 28 years in reverse. On the advice of his friend and
business associate Jeff Taylor—also a Founding Father who
would later serve as NRMLA’s first chairman in 1997—
Morris’ company, Atlanta-based Unity Mortgage, originated its first Home Equity Conversion Mortgage in 1991 and
by the end of the decade would be the largest producer and
second largest servicer in the country with a 28 percent
market share.
In November 1999, Unity merged with Irvine, CAbased Financial Freedom Senior Funding Corporation and
Morris was made Chief Operating Officer, a post he held
until December 2002. Many people who got their start at
Unity or Financial Freedom and are still active in the reverse
mortgage sector owe their careers to Morris.
After leaving Financial Freedom, Morris founded Generation Mortgage in June 2006 and built that company
into the fifth largest originator in the country. Today, Morris is the senior vice president of reverse mortgage lending
at Open Mortgage Corporation, which made headlines in
June when it hired Live Well Financial’s executive management team, along with 50 former sales and operations staff,
after the Richmond, VA-based company suddenly ceased
operations the previous month.
Reverse Mortgage Magazine sat down with Morris to
get the inside scoop on that effort, learn more about Open
Mortgage and where he sees the company headed, and get

his historical perspectives
on the past 28 years in the
reverse mortgage business.
Reverse Mortgage: Let’s
begin with the Live Well
hirings. How’s that effort
coming along and what
are you hoping to achieve?
Joe Morris: We are so
Joe Morris
excited about the caliber
of the team joining Open
Mortgage and what great attitudes they have. We certainly
believe that they will help us grow our total production,
both forward and reverse.
RM: Can you share with our readers how it all came about?
JM: We initially reached out to friends out of concern.
That led to discussions about working together some day,
and then bringing over some of their team now. Then we
had to work through discussions of the right size team
and who was available. Everything just fell into place from
there. We are still working on fine details where our operations and policies were not identical, and vendor details.
The whole process will take more time, but we know the
upside is worth the effort.
Talking Heads continued on page 14
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Talking Heads continued from page 13

RM: Since Live Well had the larger lending footprint
does this mean you will be expanding into more states?
JM: Actually, Open Mortgage is approved to do business
in 46 states already. We will certainly be doing more business in these states, in both the reverse and forward spaces.
RM: Besides increasing sales volume, what is your strategic vision for Open Mortgage for the balance of 2019
and looking ahead to 2020?
JM: The exciting thing about this team is how their technology plan mirrors our own. Scott Gordon and all of us
on the Open’s executive team believe that working together,
we will be able to leap frog to a new level. The focus for
the next 16 months will be on consumer-centric platforms
that we can use to help our partners grow their businesses.
RM: Open Mortgage originated $640 million in “forward”
mortgages last year. How are you leveraging your forward
loan officers to increase reverse mortgages sales?
JM: Our next platform is forward/reverse agnostic, allowing our loan officers and our partners more flexibility in
originating both types of loan families.
RM: Looking back at 1991, what convinced you to start
offering HECM reverse mortgages?
JM: It was Jeff Taylor, whose company was servicing our
conventional loans, who encouraged me to try reverse
mortgages in 1991. Unity, my company, was the largest
FHA lender in Georgia at the time, so the HECM was
a natural product for us to attempt to add to our business strategy. Our very first loan closing, which was for
an 82-year-old African American widow in a wheelchair,
convinced me. At the closing, she cried the entire time and
held our loan officer’s hand. After it was over, she hugged
the LO and said, ‘I know that you are an angel sent here
to help me.’ When I experienced this, I knew that I wanted
to be involved in reverse mortgages for the rest of my career.
After that, I had my “why” to the question of “Why I do
what I do.” I immediately created a national strategy for
the reverse mortgage. Eight years later, I sold Unity to Lehman
Brothers. They merged us with Financial Freedom, which

14
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they had purchased three weeks earlier in November 1999.
I’ve been blessed to be part of tens of thousands of seniors’
lives who received the benefit of a reverse mortgage.
RM: The two companies you founded—Unity Mortgage
and Generation Mortgage—played important roles in
the evolution of the reverse mortgage industry. What
distinguishes Open Mortgage from these companies and
from your present-day competitors?
JM: I would say it’s a new era and amazing technology is possible now. Open Mortgage is going to push the tech envelope.
RM: What technological innovations do you see coming
to the reverse mortgage market?
JM: There is a lot of room for automation and streamlining
of lending processes inside our shop and with our partners.
RM: You have devoted almost 30 years of your professional career to reverse mortgages. What changes in the
industry have had the most significant impact on where
we are today?
JM: The changes that have been the most significant include:
1. When HUD changed the reverse mortgage program
from where you had to submit to FHA the appraisal,
then the credit package, and finally the conditions to
clear the loan for closing to a Direct Endorsement program in the 1990s;
2. The founding of NRMLA in 1997. We badly needed
a single, professional and knowledgeable voice to speak
to the press, FHA and Congress on behalf of the industry.
Peter Bell and NRMLA have filled this role admirably
over the years;
3. When Fannie Mae departed the industry and Ginnie
Mae came right in behind to fill the investor void,
making higher premiums available;
4. The departure of the big banks (Wells and Bank of
America) from the reverse space;
5. The October 2, 2017 FHA change that lowered the
principal limit factors significantly and at the same time,
for all intents and purposes, removed the floor; and

Talking
Heads

6. Lastly, the emergence of multiple proprietary lenders
with multiple investors wanting to get behind the reverse
product.
RM: What additional HECM reforms would you like to
see enacted by FHA in the next five years?
JM: The most important one that I see is fixing the
back-end of the way HUD disposes of the properties it
owns from the reverse portfolio at a fire sale price. I personally heard of four properties that took four years for
FHA to sell. You can imagine the deterioration that happened to these houses. I would like to see the issuers
continue with their servicing responsibilities for a much
longer period, well beyond the 98 percent of value point.
RM: We’re operating in a challenging time right now with
falling volumes and companies leaving the business. Why

is now a good time for banks and forward mortgage companies to add reverse mortgages to their product lines?
JM: Now is a great time for the banks and larger forward
lenders to jump into the reverse space. Having the reverse is
a great way to not only help existing clients, but it can attract
more and better loan officer talent and additional customers.
RM: You have played an active role on NRMLA’s Board
of Directors since the association was founded in 1997.
What are you most proud of in terms of NRMLA’s
achievements?
JM: I truly believe that if we had not founded NRMLA
when we did that we would not be having this conversation
because of all the challenges that we faced over the years,
from the negative press to the ever-changing FHA guidelines
to the Congress that needed education on such a unique,
sometimes misunderstood and necessary loan product. RM
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Save the Date

NRMLA’s
2019 Annual Meeting
November 18-20
Nashville, TN
More info at:
www.nrmlaonline.org/events
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The Impact of Proprietary Reverse Mortgages
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Opening the Door to the
Condo Market
Proprietary products attract a broader consumer audience
THE TREND TO PROPRIETARY REVERSE MORTGAGE

By Mark Fogarty

been active in Florida, Colorado, Virginia, Illinois, Michigan,
Oregon and others.
lending is opening up the higher reaches of the condominiVolume has come in from both above and below the
um market to lenders, giving them new purchase into some
limit for FHA-approved reverse mortgages. “Originators are
of the priciest real estate markets in the country. In addition,
not just using the higher-balance loans,” Sciandra said.
proprietary condos are not just a big dollar play, but are also
Sciandra “absolutely” thinks the share of proprietary
competing with Federal Housing Administration-approved
condos may grow for Longbridge as it enters other states.
Home Equity Conversion Mortgages, resulting in increThe firm has just rolled out a second iteration of the promental business.
prietary loans, Platinum 2.0. In addition, he thinks the
Peter Sciandra, vice president and wholesale channel
proprietary condo has resemblances to the forward mortleader at Longbridge Financial, told the Eastern Regional
gage market, which may attract forward lenders to join
meeting of the National Reverse Mortgage Lenders AssociaLongbridge’s wholesale channel.
tion, “Condos play a major part in our program. It’s a huge
“Absolutely” the product is a sweet spot for Longbridge,
opportunity. You’re missing the boat if you’re not offering
Sciandra said.
proprietary products.”
According to Longbridge, the Platinum program “allows
Condos constitute a full 30 percent of Longbridge’s proclients to access more available cash as compared to a traprietary program, which is called Longbridge Platinum, he
ditional HECM—with a full upfront draw
at a low, fixed-rate.” It is also more flexible
Condos play a major part in our program. It’s a huge
than a HECM.
opportunity. You’re missing the boat if you’re not
Industrywide, the proprietary programs
of industry lenders, which have loan limits
offering proprietary product.
as high as $4 million, have created a “jumbo”
HECM market and have started to target higher-end condo
said in an interview after the New York City meeting, as
business above the FHA limit.
opposed to just five percent of its HECM program. Loans
average $400,000 at the Mahwah, NJ lender, with average
condo values at $925,000.
Borrowers in HECM Range
“We offer not only FHA-approved, but also Fannie
But jumbos are not the only opportunity the proprietary
Mae-approved or warrantable, and site condos as well,”
programs offer condominium lenders. Firms can also target
said Sciandra.
borrowers in the HECM range that aren’t eligible for those
Loans have ranged from $350,000 to $1 million plus, with
loans or who like the proprietary terms better.
the highest property value above $2 million. At the lower
Reverse Mortgage Funding is starting to see large volumes
end, the loan is competing with the HECM product, and
of proprietary reverses, and it definitely is targeting more
approvals are much quicker than the FHA-approved loan.
than the jumbo market, with borrowers responding to
“It’s very simple to originate a condo in the program,”
cheaper costs to close.
said Sciandra. “The HOA submits the Fannie Mae ques“Cost is definitely a factor,” according to Mark O’Neil,
tionnaire.”
head of third-party production at RMF, Boston. “Cost is a
“Our originators have taken off with the program,”
bar to entry for some” for FHA HECM lending.
he said. “We did not foresee the levels the program has
Many borrowers would like to skip the two percent
achieved.” California, with its high real estate values, has
upfront FHA mortgage insurance premium, he said, and
been the biggest market to date, but Longbridge has also
he knows of FHA-eligible borrowers “who won’t do it
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Equity Elite Borrower Characteristics
because of cost.” In other cases, loans are in the FHA range
but not FHA eligible.
Has proprietary reverse condo lending helped RMF?
“That’s an easy one,” said O’Neil. “It’s really exceeded our
expectations,” helped by costs as low as $125 for an Equity
Elite condo loan (that’s the amount that has to be paid for
reverse mortgage counseling).
RMF does more proprietary condo loans in the FHA
range than above it, he asserted. There is a wide range of
eligible loans, from as low as a $50,000 loan amount to the
multi-million dollar jumbos (minimum unpaid principal
balance is $100,000, lower, upon exception, to $50,000).
The sweet spot, potentially, is the low $200,000s to several
million dollars. (The firm is even willing to make exceptions
above its $4 million limit.)
O’Neil said condo loans made up 18 percent of business
for RMF’s Equity Elite proprietary loan, twice the rate of
condos in its HECM line. “We were expecting to do well
with condos, just because of some of the structural limitations with the HECM program, but I don’t know if we were
expecting those kinds of numbers.”
One factor, obviously, is price. “We’ve seen multi-million
dollar condominiums,” he said.
RMF’s biggest market, by far, is California, O’Neil said,
but RMF also does business in Florida, New Jersey, Oregon
and Colorado, Arizona, Utah, Connecticut, Illinois, South

• Average Age of Borrower: 78
• Average Home Value: $1.45 MM
• Average UPB: $620,162
• Average Mortgage Debt Payoff: $175,663
• Average Credit Card Debt Payoff: $20,395
• Highest Loan Amount Closed: $4 MM
• Lowest Loan Amount Closed: $63,363
• Average Credit Score: 743
• Average Loan-to-Value (LTV) Ratio: 0.407
Source: Equity Elite, as of 5/6/19. Note: These averages apply to
all Equity Elite borrowers, not just condo owners.

Carolina, Washington, Ohio, Texas, Georgia, Virginia and
Washington, DC. Hot metros it is operating in include
Miami, Los Angeles and Denver.

Three to Four Times FHA Eligibility
O’Neil estimates 30 to 40 percent of all condo developments are eligible for Equity Elite, as opposed to ten percent
eligible for the FHA product. “We’re broadening that market.
We’re giving those borrowers in more typical average home
value ranges an option they simply haven’t had because the
Condo Market continued on page 20

we're
hiring

Branch Partners

$20,000 Signing Bonus (call for details)

Reverse Wholesale AE

$15,000 Signing Bonus (call for details)
reverse experience required

VP of Operations
reverse experience required

come join the elite
Adrian Prieto
(917)617-9022
aprieto@hightechlending.com
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Condo Market continued from page 19

FHA product wasn’t eligible in their development.
“We know there are hundreds of thousands of potential senior home owners living in condos that are not FHA
approved,” he said, and tens of thousands of them might
be eligible for Equity Elite.
About 125 developments currently are approved for
Equity Elite, O’Neil said, and are listed on the RMF website. “Any of our partners can go into that list and see if
there’s a development they’d like to target. Once we approve
a development, anyone can go and write loans.”
The company will accept FHA-approved or Fannie
Mae-approved developments for Equity Elite, but also “we
have our own internal approval process that’s very simple.
We approve the development typically in two days.” That’s
a lot quicker than an FHA approval, and the chance of FHA
approval is a lot lower, O’Neil said.
What about marketing? “That’s where our brokers and
lenders come in,” he said. “We do offer market support.”
Marketing tends to be “old fashioned,” finding out demographics and putting together a campaign.

“The big takeaway here,” he said, “is it isn’t just a jumbo.
There’s a lot more opportunity out there than just the jumbo
market. This is a product that should be looked at side-byside with the HECM.”
Reverse condos are turning out to be incremental business for RMF, O’Neil said. “We’ve tapped into an additional
market the HECM is just not reaching. We think the market for condos in this country is enormous, and we’ve just
scratched the surface.” RM
STORY CONTACTS:

Peter Sciandra
Vice President and Wholesale Channel Leader
LongBridge Financial, Mahwah, NJ
psciandra@longbridge-financial.com
Mark O’Neil
Head of third-party production at
Reverse Mortgage Funding, Boston
moneil@reversefunding.com
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Borrower
Chronicles

A Happy Condo Owner with a
Proprietary Reverse Mortgage
By Jessica Hoefer
REALTOR DANEEN MILLS OF HOLLYWOOD, FL IS

living proof of the benefits of proprietary reverse mortgages.
As a condo owner, Daneen knew her $575,000 beachfront
condo didn’t qualify for the FHA HECM program, so she
Googled non-FHA reverse mortgages and found Longbridge Financial’s Platinum program.
Being in the title business for 35 years, attaining her
insurance license and then becoming a realtor, Daneen, a
planner by nature, is acutely aware of the advantages provided by reverse mortgages. “A lot of people are apprehensive
because they don’t understand, but it’s a great product for
people with equity in their home. No one wants to think
about getting older. But you have to. When you’re young
you think retirement is so far away, but it really comes
fast,” says Daneen.
Though not yet retired, once her son and daughter
moved out on their own, 62-year old Daneen sold the big
house in which she raised them and bought a condo on the
beach. Nestled between the shore and a Margaritaville resort,
Daneen is surrounded by what she loves most: the beach,
live music and the simple life. She admits that as someone
who works from home part-time, living next door to Margaritaville can be distracting. It’s always five o’clock there,
as Jimmy Buffet sings. But deciding to make the move was
an easy one. Daneen wanted a place to grow old in. With
two bedrooms and two bathrooms, balconies and ocean
views from each room, the fully-renovated, 1,400 square
foot white-washed condo is age-friendly with wide doorways, a walk-in shower, wood floors and hurricane-safe
windows and doors.

Goodbye Debt
Several years ago, Daneen found herself with some
costly expenses when her A/C and water heater conked
out simultaneously. She ran up her credit cards and was
paying a high interest rate. She wanted to pay off her debt,
avoid a mortgage payment on her new condo, have funds
in case of an emergency, and travel while still in good
health. And since she’d tapped into her retirement money
to buy the condo, Daneen knew her best choice was a pro-

Daneen Mills

prietary reverse mortgage. Denny Williams, a reverse mortgage specialist at Longbridge Financial, recognizes that no
two borrowers’ needs are alike. And by listening to Daneen,
he was able to put together a loan that catered specifically
to her wants and needs. Like many proprietary products on
the market, the Platinum product has a minimum property value set at $350,000. And much like the HECM, it
lends based on three factors: age, rate and home value. It
also has three variations of the product (interest rates) with
each rate driving a different loan-to-value ratio. Though
Daneen had the option to draw up to $172,500, she only
drew what she needed to pay off her debt and have a little
extra cash flow, which was $125,500.
Were it not for the availability of proprietary products,
Daneen’s only option would have been a home equity loan,
which would have rendered similar results but left her with
a mortgage payment. Fortunately, proprietary products are
making it easier for the niche markets, like condo owners,
to obtain a reverse mortgage. Thus, allowing borrowers,
like Daneen, to live without credit card payments, the burden
Borrower Chronicles continued on page 22
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of debt, having to tap into other assets—401(k)s and Social
Security—and to have the peace of mind an emergency
backup provides.
From a consumer standpoint, Denny was able to provide
Daneen with an appealing and competitive product that
was designed specifically for her needs as a borrower with a
higher home value. And, as a borrower with some industry
knowledge, Daneen knew exactly what she wanted, making
the whole process seamless. Denny’s team told Daneen that
she’d, “go down in Longbridge history as the easiest customer.”
It was a comfortable relationship from the start. Daneen
even wants to discuss with Denny the possibility of the two
speaking to her neighbors about the advantages of getting a
proprietary reverse mortgage. “They’re older and some don’t
even know that it is available to them,” says Daneen.
The move to the condo was specifically for easing her burdens as she grows older. As she ages, Daneen plans to remain
by the sea, in her age-friendly home, in a safe community
where she can walk for groceries for as long as she possibly
can. Home equity is her retirement planning tool. RM

Daneen’s balcony and ocean view.
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At Longbridge Financial, our innovations
benefit borrowers and your business:

Your loans get the undivided
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the status of your loans from start
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mobile or web
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wholesale team:
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CRMP:

Across the
Kitchen Table

Pitching Proprietary
IS THERE A DIFFERENT APPROACH TO SELLING A

By Ellen Skaggs

a HECM. Prior to this product becoming available, some
of these clients could not take advantage of reverse mortgage
products because their existing mortgage loan balances
were too high to extinguish with the HECM. Now they
too can be helped. This has created a greater variety in
retirement planning.
So I believe it is important for any loan officer—even
if your focus until now has been on the HECM—to thoroughly understand proprietary products. There are guideline differences between the two products. The borrower
may have to make choices regarding the loan amount and/
or interest rate. As an industry, we have for so long focused
on one product. But we now need to expand our knowledge to help more seniors.
There are going to be cases where the proprietary loan
works better for your borrower, others where its features
are simply preferable. They may want or need more cash
than the HECM would provide upfront. They may need

proprietary reverse mortgage versus selling the HECM?
I approach each potential borrower with the same two
questions: What are your immediate needs? And, what are
your long-term plans?
Each customer is unique and has various needs and
wants. In some cases, the customer can only qualify for
a proprietary. In others, the needs can be costly and the
value of the home so great that only a proprietary makes
sense. But most of our customers will have the option of
going with whichever product is best for them. But the sales
approach never differs. Putting a plan together to address
each customer’s unique situation is vital to determing the
right option.
No one knows what goes on behind the closed doors
of anyone’s home or what unexpected life events may have
caused financial stress for a homeowner. The proprietary
loan customer can have the same questions and needs as
a HECM customer. The most important
part of the conversation with the potential borrower is not what you have to I approach each potential borrower with the same two
say, but listening to the things that they questions: What are your immediate needs? And, what
say. Only then are we able to construct
are your long-term plans?
the loan to fit their needs. Some clients
have short-term needs and some have a
the cash all upfront at close versus waiting 12 months for
solid retirement plan in their minds. Only after listening
the second release of the funds from a HECM line of credit.
and coming up with a plan to address those needs can you
With a proprietary loan, instead of receiving two payments
determine if HECM might be the best option and or if the
12 months apart they can receive one larger disbursement
proprietary loan is a better fit.
at the close of escrow. Upfront mortgage insurance required
The proprietary product offers a reverse mortgage
with HECMs is costly. Sometimes this option is a potential
solution for homes of higher value and now allows these
homeowners the same benefits as those who are eligible for
CRMP continued on page 24
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CRMP:

Across the
Kitchen Table
CRMP continued from page 23

borrower’s main objection to taking a reverse mortgage.
To avoid the upfront payment, a borrower can choose the
lowest rate proprietary loan product available and accept
a similar, if not slightly higher, interest rate. For the higherend homeowner this is a very positive value add.
Some recent examples of people who benefitted from
the availability of proprietary loans:
This past year I had one customer with a home value
of $5.5 million, which he owned free and clear. He wanted
to borrow $1.6 million of his home equity. Before the proprietary loan came along, accessing this much money was
not an option for him. In the past, he would have had to
settle for less cash with a HECM or obtained a traditional
forward mortgage loan and taken on monthly payments.
With the new tax laws, the payments for the interest on a
forward loan would no longer become deductions for him,

since his property taxes were the total write-off he would
be allowed. Using his retirement funds would also have tax
ramifications under current tax law. The proprietary loan
product was obviously the right choice for him.
Other customers, a writer and a musician, purchased a
home 20 years ago in Culver City, CA for $240,000.
Today, their home is worth $1.2 million. Now retired, and
not sure how long they would last, they wanted to take
advantage of and enjoy the benefits of the great growth in
their home equity. They compared the proprietary and the
HECM and selected proprietary due to greater availability
of funds.
As a loan officer sitting in a room with potential borrowers, I feel more comfortable with this larger menu of
options. It makes me feel as if I can help more people plan
a better later life. RM

Be part of the
national conversation
Reverse mortgage professionals,
financial advisors, Capitol Hill staff
and reporters in all media
follow our industry in
Reverse Mortgage Magazine.
To advertise in Reverse Mortgage Magazine
contact Sarah Aaronson at sarah@irmevents.com
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Equity Release Alternatives
Are they competition for reverse mortgages or complementary?
OUR INDUSTRY IS ESSENTIALLY BUILT AROUND ONE

product concept, the reverse mortgage: the HECM or any
of the proprietary offerings that are assuming a progressively significant place in the market. But as NRMLA’s
co-general counsels explained in May at the Eastern Regional
Meeting in New York, the reverse mortgage represents only
one part of the increasingly diverse and creative means for
releasing and utilizing home equity.

Loans vs. Investments
“There are two broad categories of equity release products,” explains Jim Brodsky, a founding partner at the
Weiner Brodsky Kider PC law firm
and a former HUD deputy assistant
secretary. “The difference is between
loans, which is what reverse mortgages
are, and these products, which are investments.”
The distinction, states Brodsky’s
Jim Brodsky
partner and NRMLA co-counsel Jim
Milano, is that, “These are equity-based products, not
debt-based. There is no age limit for these investment
contracts, and they are not looking to compete with reverse
mortgages. There are no monthly loan payments or payouts. Someone going into this is investing for a share of
appreciation in the home.”
While some people may feel these investment vehicles
are competing with reverse mortgages, they can actually be
complementary and additional funding options particularly in situations where a consumer might not qualify for
a HECM, given the more stringent HUD guidelines.
“Loans and investments are regulated differently,”
Brodsky points out. “In legal, compliance and regulatory
terms, [the distinction] matters lots!”
This would seem a natural avenue for investors with
what Unison co-founder and co-CEO Thomas Sponholtz
describes as “long-term patient capital.” Unison is a San

By Mark Olshaker

Francisco-based company that is pioneering new ways to
buy and invest in homes and residential real estate. Because,
as Sponholtz notes, “Residential real estate is the largest
asset class, both globally and in the U.S.” With interest
rates staying low for years, it is also a vehicle for investment managers to connect to a consistent means of outperforming the traditional inflation
index since home prices tend to rise
faster than inflation.
“In this environment, return of
capital is as important as return on
capital,” Milano comments. “If you just
sit in cash forever, inflation is going to
Jim Milano
erode your money.”
Of the $30 or so trillion in home value, it has been
estimated that one third is mortgaged and two thirds comprises homeowner equity.

Variations on the Theme
There are several variations on the home equity investment contract, the basics of which Brodsky defines through
the questions, “Does the consumer own the home, or does
the consumer not own a home but needs to acquire one?
That is the dividing line, but in both cases, we’re talking
about liberating the equity.
“If he or she already owns a home, they can sell to an
investor but remain in the home as tenants, then participate in a very creative set of lease arrangements, sometimes
including a later right to buy back.”
In another scenario, “The consumer doesn’t sell the
home, but is paid cash by the investor, unlocking a portion of
its equity. The exchange with the investor is for a share of the
home’s appreciation—if it occurs—when the home is sold.”
This aspect of the transaction is an important consideration because unlike a home equity-based loan, the investor and the homeowner essentially become partners in risk
or benefit, based on the property’s eventual appreciation
Equity Release continued on page 26
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Equity Release continued from page 25

in value or lack thereof. And on a day-to-day basis, the
experience of being a homeowner is not affected.
“If the consumer doesn’t own a home,” Brodsky continues, “he can lease back from the investor and pay a
monthly rent, a portion of which the investor credits as
equity. The consumer can later buy the house using accumulated equity as part of the purchase price.
“Or, the consumer and investor coinvest in the home,
and the investor is repaid a specified portion of the increased
value—if it occurs—at time of sale.”

The “Boxes”
Milano defines these equity-release arrangements as
“boxes” corresponding to their legal structures: loans,
basically reverse mortgages; securities governed by investment contracts; purchases; and leases or sales with leaseback provisions.
“With an option to purchase, the investor makes an
investment in the consumer’s home or augments the purchase price with a tax-deferred investment of cash in exchange
for the home’s appreciation. It almost acts like down payment assistance with credit enhancement. There are no
monthly payments and it doesn’t count against the homeowner’s debt-to-income (DTI) ratio or debt load. The
investor, in this case, gets shared appreciation on the back
end, subordinate to the Fannie Mae or Freddie Mac loan.”
He notes that some of these programs have dollar limits
and/or administrative fees attached.
“The investor uses a deed of trust but is typically not
added to the title at inception, but has rights at defined
triggering events, such as the owner wanting to sell.” The
difference in value from the original sale price represents
the investment. “There is an early termination formula for
contracts paid off in three-to-five years. If the home does
not appreciate, the investor does not make any money.”
One reason for the investor not taking part in the title is
to avoid real estate transfer taxes at closing. Shared appreciation for the investor generally ranges from about 30 to
40 percent. If the homeowner remodels or enhances the
home’s value—usually within set contractually-defined
limits—the equity shares are adjusted accordingly.
The investment route can also work for a consumer
who has picked out a home but doesn’t qualify for the
needed mortgage amount. In this case, a lease with an
option to purchase might be the solution. If the investor
takes out a fixed loan for the property, the consumer can
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later assume that loan and take over the monthly payments
when he qualifies.
In one such program, Milano explains, “The provider
approves payments to a maximum of 50 percent of the
consumer’s gross household income, less other debt obligations. There is no down payment, with a charge of one
percent over the home’s cost, plus an underwriting fee.
The consumer pays for the home inspection, appraisal and
other closing costs, but his monthly payment is fixed and
only goes up if property taxes, homeowner’s insurance or
association fees increase.”
In another program, “The provider credits a portion of
the homeowner’s monthly payments toward the ultimate
assumption of the loan and the corresponding purchase of
the home, which the purchaser can buy at any time he or
she is financially able.”
Milano also says that reverse mortgage counselors are
required to tell consumers about the availability of other
options including sales leaseback programs. In most such
leasebacks, the lease automatically renews, as long as the
homeowner remains in good standing. Even in some situations where landlord-tenant laws allow the consumer to be
evicted for lack of payment, a certain portion of the equity
is retained by the consumer.
In a shared appreciation contract, the investor usually
takes up to 20 percent of the home’s equity in return for
that portion of the appreciation at time of sale, without
actually purchasing an interest in the home.
One normal requirement in the investment sphere is
that the property has to be typical for the neighborhood or
area so that its value can be determined with some precision. Also, it would be expected to appreciate at the same
rate as other comparables, rather than being an outlier.
Again, legal considerations must be kept in mind and
often addressed. Because of usury laws in most states, the
rates of return accruing to the investor must be defined as
appreciation of an investment rather than the interest rate
of a loan. “Retention of possession [of the home] usually
signifies a loan,” Milano says. “But if the parties’ clear intention is investment, courts generally rely on that.”
And echoing Thomas Sponholtz, Milano says, “There
is a huge investment appetite out there.”

A Rising Tide
Equity investing and sharing on an individual home
level is one of the models that is a good application for
blockchain technology, which has received so much attention
in the crypto-currency realm but has many other practical

uses. According to insiders with knowledge of the field,
adoption could take place in the near future.
For the present, among the currently marketed equityrelease products are the shared equity investment from
Point, EasyKnock’s sale leaseback and Figure Home’s leaseback and HELOC alternatives. (See Chart)
“The situation is quite turbulent and choppy now, with
both opportunities and risks,” Jim Brodsky states. “There
are two parting thoughts. How you describe and market the
transaction is key to which box you are put into. And can
you effectively answer the question: What is this? Any con-

Company

Location

Product Features

fusion is an invitation to ambiguity in an emerging market
of creative, challenging and broader equity products.”
“This is still a niche market,” says Milano. “If there are
50,000 contracts nationally, that will be a huge success.
But this is a different, innovative way to access home equity
without having to move. If it expands the market, it may
spur on even more product innovation and that will rise
the tide for all boats. We do a lot of good things helping
seniors age in place. By increasing the principal limit factor
and offering more options and flexibility, this could be one
of them.” RM

Chief Executive

States Licensed

Unison Home
San Francisco
Ownership Investors		
		
		
		
		
		

Convert up to 17.5 percent of your home’s Thomas Sponholtz AZ, CA, CO, CT, DC,
value to cash. After 30 years, the deal 		
DE, FL, GA, IL, MA,
reaches maturity and Unison takes its cut 		
MD, MI, MN, MO, NC
of the home’s appreciation – typically 35 			NJ, NV, NY, OH, OR
percent. Or, homeowners can repay Unison’s 		
PA, VA, WA
investment after three years, sell or apply
for an extension. 		

HomeTap
Boston
		
		
		

HomeTap offers access up to 20 percent of Jeffrey Glass
a client’s equity in cash for a ten-year term 		
in exchange for the chance to share in
their home’s appreciation.		

CA, FL, MA, NC, NY,
VA

Patch Homes
San Francisco
		
		

Customers can access around ten percent to 15 Sahil Gupta
percent of their home’s value up to a maximum
of 75 percent lien to value (LTV) or $150,000.		

CA, WA

Equifi
San Jose, CA
		
		
		
		
		
		
		

Equifi’s Equity Funding Instrument was set David Shapiro
to launch in California in December 2018
and rollout to 16 states, giving homeowners
access to their equity in cash in exchange
for a portion of the home’s value when they
sell, decide to prepay or pass away. After
reviewing the company’s website, it does
not appear that the rollout has occurred.		

N/A

EasyKnock
New York
		
		
		
		
		
		

EasyKnock will buy your house, hand you Jarred Kessler
that equity in cash and then rent it back 		
to you for as long as you like. It’s called a 		
Sale Lease Back. You can renew your lease		
annually for as long as you like, then buy 		
the house back when you’re ready or		
decide to move on.		

EasyKnock does not
appear to offer its
product in its home
state of NY, or in CT,
MA, MD, ME, ND, NV,
OR, PA, SD, UT, VA,
VT and WY.

Figure Technologies San Francisco Figure introduced the Figure Home
Mike Cagney
		
Advantage, which is billed as a less expensive 		
		
option to reverse mortgages. The sale 		
		
lease-back solution allows homeowners to 		
		
convert their home equity into cash, freeing 		
		
them from the burden of property taxes, 		
		
repairs and maintenance. The minimum 		
		
credit score is 620. The financials tend to 		
		
work best for those homeowners with little 		
		
mortgage debt (zero to 30 percent). 		
				

Figure Home Lease Back
is available in 12 markets:
Atlanta, GA; Cincinnati,
OH; Cleveland, OH;
Dallas, TX; Houston, TX;
Jacksonville, FL;
Philadelphia, PA; Phoenix,
AZ; Pittsburgh, PA;
Reno, NV; San Antonio,
TX; and Tampa, FL, but
are expanding quickly.
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California’s Unique
Consumer Privacy Act
A sea change in protecting personal information
Introduction
On June 28, 2018, the California Consumer Privacy Act, Cal. Civ. Code §§ 1798.100 et seq. (“CCPA”), was
passed and signed and became the nation’s toughest consumer-privacy protection law. The new law, not effective until
January 1, 2020, gives Californians enhanced privacy rights,
including the right to know what personal information businesses collect about them, whether that information is sold
and to whom, the right to be forgotten and the right to
access and obtain a copy of all their personal information.
In the process of originating and servicing reverse mortgages, you are collecting information people may not be
comfortable sharing with others. And so it behooves you all
to understand just what this law is and how it works.
What is the scope of this privacy law? What are its
requirements? And, perhaps most urgently, what can and
should you do now to prepare for it?

Scope
The CCPA applies to “businesses” that collect “personal
information” regarding “consumers.”
How are these terms defined?
A “consumer” is a California resident. While “residency”
is undefined, it is broadly construed.
A “business” is a for-profit legal entity, together with its
affiliates, doing business in California that collects or uses
a consumer’s personal information, and
(1)		 Has annual gross revenues in excess of $25 million
		 (from any source or location);
(2)		 Either alone or in combination, annually buys,
receives for the business’ commercial purposes,
sells, or shares for commercial purposes, alone
or in combination, the personal information of
50,000 or more California consumers, households, or internet-connected devices; or
(3)		 Derives 50 percent or more of its annual revenues
from selling the personal information of California consumers.
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By Sanford Shatz

“Personal information” is broadly defined and means
information that identifies, relates to, describes, is capable
of being associated with, or could reasonably be linked,
directly or indirectly, with a particular consumer or household. It includes, but is not limited to, 11 broad categories:
(1) Identifiers, such as a real name, alias, postal
address, unique personal identifier, online identifier IP address, email address, account name,
social security number, driver’s license number,
passport number, or other similar identifiers;
(2)		 Any information that identifies, relates to,
describes, or is capable of being associated with a
particular individual;
(3)		 Characteristics of protected classifications under
		 California or federal law;
(4)		 Commercial information, including property
		records;
(5)		 Biometric information;
(6)		 Internet or other electronic network activity
information, including, but not limited to,
browsing history, search history, and information regarding a consumer’s interaction with an
Internet website, application, or advertisement;
(7)		 Geolocation data;
(8)		 Audio, electronic, visual, thermal, olfactory, or
		 similar information;
(9)		 Professional or employment-related information;
(10) Education information; and
(11) Inferences drawn from any of the information
		 identified above to create a profile about a consumer.
In short, personal information is any information
about a consumer.

CCPA Exemptions and Exclusions
The CCPA has several important exclusions and exemptions. A business must still comply with federal, state or
local laws, legal actions, regulatory agencies and defending
and bringing legal claims. A business may also use de-identified or aggregated consumer information or act wholly
outside of California.

In addition to exemptions for certain medical information, and sharing information with consumer reporting
agencies, the CCPA does not apply to “personal information collected, processed, sold or disclosed” pursuant to
the federal Gramm-Leach-Bliley Act (“GLBA”), or the
California Financial Information Privacy Act. The scope
of the GLBA exemption is undefined and may not apply
to the use of that consumer information or the retention
of that information if the loan is transferred or sold.

CCPA’s New Consumer Rights and Business
Requirements
The CCPA gives California residents strong privacy
rights and new protections for their personal information,
including (1) the right to know what personal information
is being collected, whether it is sold or disclosed, and to
whom; (2) the right to “opt-out” of sale of certain personal
information; (3) the right “to be forgotten;” and (4) the
right to equal service and price. These rights impose significant obligations on businesses.
The CCPA gives consumers the right to request that a
business that collects their personal information disclose to
them both the categories and specific pieces of personal
information the business has collected. In response to a

proper request, a business must promptly disclose within 45
days, by mail or electronically, in a form that the consumer
can share with others, and at no charge, the categories of
personal information it has collected about that consumer;
the sources of that information; the business or commercial
purpose for collecting or selling personal information; the
categories of third parties with whom the business shares
personal information; and the specific pieces of personal
information it has collected about that consumer. A business
must provide at least two methods by which a consumer
can request the personal information, including, a toll-free
telephone number and a web site address.
This requirement imposes an enormous burden on
businesses to identify what information it has collected
about a consumer, the purpose for the collection, the source
of the information, and the location where that information
is stored. A business must develop a means to produce that
information to a consumer upon request.
A business must also disclose to the consumer, at or before
the point of collection, the categories of personal information it collects and the purposes for which the categories
of personal information will be used. A business may not
collect additional categories of personal information or
California Privacy continued on page 30

Check us out!

See for yourself why PRC is one of the most trusted and well-respected
partners in the reverse mortgage industry. We have been in the industry
for 10 years and counting, with most of our core staff having been in the
reverse mortgage space close to 20 years. We have the experience and
knowledge to close your transactions quickly, efficiently and most
importantly, correctly. In addition to having one of the most experienced
teams in the industry, some of the resources we offer include:
TitlePro247
CRMP Credit Course
H4P in AZ, CA & TX
Fully integrated with Bay Docs

(800) 542-4113 • PRClosings.com
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California Privacy continued from page 29

use personal information collected for additional purposes
without notice.
The CCPA gives California residents a right “to opt-out”
at any time by directing a business not to sell the consumer’s
personal information to third parties.
California residents also have the right “to be forgotten”
and request that a business delete any personal information
about the consumer, which the business has collected from
the consumer. Subject to certain limitations, a business
must delete the consumer’s personal information from
its records and direct its service providers to delete the
consumer’s personal information from their records. The
business does not need to delete the personal information
if, among other reasons, it is necessary for the on-going
business relationship,
The CCPA prohibits businesses from discriminating
against consumers that exercise their rights under the
CCPA, by refusing to do business with the consumer, or
charging a higher price or offering lower quality.

Liability Under the CCPA
Under the current version of the law, a business is liable
to a consumer for certain data breaches. Consumers do
not otherwise have a private right of action for a violation.
California’s attorney general may also bring a civil enforcement action against any business the violates the CCPA.

Implementing the CCPA
The California legislature is considering at least 19 bills
to amend the CCPA and provide clarity and enhanced
consumer protection. The proposed bills would expand
the private right of action from a data breach to any violation of the Act, remove employees from the definition of
“consumer,” increase civil penalties for violations, remove
the 30-day safe harbor period and change and enlarge the
definition of personal information.
The California attorney general will issue regulations
by July 1, 2020, to implement the CCPA and provide
guidance on its provisions. The proposed rules are expected
in the fall, with the final rules to follow several months
later. We hope that the rules will provide clarity and guidance on numerous issues, including: (1) the definition
of a consumer (whether a consumer must be a full- or
part-time California resident and whether the consumer
purchased the product or service in California for use in
California); (2) the definition of a business, (whether the
$25 million must be earned in California and whether a
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business is subject to the Act if the consumer moves to
California after the purchase); (3) the scope and extent of
the GLBA exemption (all financial information; financial
information used in the transaction; financial information
retained under the law after transfer or sale of the loan);
(4) additional exceptions to the CCPA; (5) notices and the
opt-out button; and (6) consumer requests.
Note that similar privacy laws are pending in at least ten
other states. It is likely that these laws will extend California-style protection around the country.

What Businesses Can Do To Prepare?
Businesses should identify the specific data points of
personal information that they collect, store, use, share or
sell. The business should map the personal information to
a specific category, the location where it is stored, including back-up media, the date of data collection, its specific business or commercial purpose and how long it is or
needs to be retained. In addition, if the personal information data is stored, managed or accessed by third-party
vendors, the business will need to work with those entities.
Businesses should review and update their contracts
with third-party vendors and their “service providers.”
Businesses will also need to update their privacy rights
notices and websites.
If a business sells consumers’ personal information, it
will need to prepare a link to its “Do Not Sell My Personal
Information” web-based opt-out feature on both its privacy
notice and internet home page. If a business sets up an
“Information for California Consumers” web-based page,
the link may be on that page rather than the main internet
home page.
Businesses will need to provide consumers with two or
more methods for requesting information, such as a toll-free
telephone number or website link, including requesting an
identification of the categories of personal information collected and the specific data points collected in the previous
12 months, and requesting that its personal information not
be shared (opt-out provision), or that it be deleted.
A business will need to update its internal testing, verification, training and monitoring practices to ensure compliance
with the CCPA.
NRMLA has formed a working group comprised of
members of its Risk and Compliance Committee that is
reviewing the implementation issues. Members with suggestions to the California legislature and the attorney general as
they consider amending the CCPA and enacting implementation regulations that make it easier for mortgage lenders to
comply can submit them to the committee. RM

Member
Profiles

Who’s Who in Reverse Mortgages
Member News
Cambridge Credit Counseling Receives Award
Cambridge Credit Counseling, based in
Agawam, MA, was awarded the Marketplace
Excellence Award of 2019 as the Non-Profit
of the Year by the Better Business Bureau of
Central New England. The award recognized
Cambridge for promoting the highest ethical
business practices throughout its organization
and for its focus on customer satisfaction.
“Honesty, transparency, compassion and a focus on helping consumers understand how to create effective financial strategies. Those
aren’t just words or phrases. Those are the hallmarks of good counseling, and we’ve done our best to embed them in the culture of our
agency,” says President and CEO Christopher Viale.
Former NRMLA Board Member Joins Access
Reverse Mortgage
Former NRMLA Board of Directors
member Robert Wyatt, CRMP, and his team
at Reverse Mortgage Advisors joined Access
Reverse Mortgage Corp. of Clearwater, FL.
Wyatt has been a prominent figure in the
reverse mortgage industry in The Villages,
FL, and nationally for more than 20 years.
With this move, four of Florida’s 14 Certified Reverse Mortgage Professionals are employed at Access Reverse

Mortgage, including Wyatt, Access co-founders Malcolm and Pamela
Tennant and Todd Woodcock. Wyatt served on NRMLA’s Board of
Directors from 2001 to 2012.
1st Reverse Mortgage USA Partners With Baseline Reverse
1st Reverse Mortgage USA, of Lakewood, CO, partnered with
technology provider Baseline Reverse, of St. Johns, FL, to develop
and implement a new pricing engine into its platform. “Together we
embarked on a project to develop and implement a powerful new
reverse mortgage pricing engine utilizing real time capital markets
data into the 1st Reverse Mortgage USA mortgage loan origination
platform,” says Dan Harder, senior vice president, 1st Reverse Mortgage USA.
Arvielo and Hutchins Appointed to Counseling
Advisory Committee
Patricia Arvielo, president and co-founder of New American
Funding, based in Tustin, CA, and Song Hutchins, founder, president and CEO of Asian-American Homeownership Counseling,
Inc., based in Rockville, MD, were appointed to HUD’s Housing
Counseling Federal Advisory Committee (HCFAC). Established in
2015, the HCFAC advises HUD’s Office of Housing Counseling
on meeting its mission to provide individuals and families with the
knowledge they need to obtain and improve their housing through
HUD’s strong national network of HUD-approved housing counseling agencies and HUD certified counselors. RM

Profiles of Member Companies
American Advisors Group (AAG)

American Advisors Group (AAG) is the nation’s
leader in reverse mortgage lending, licensed in 49
states. The company, founded in 2004 by CEO
Reza Jahangiri, is headquartered in Orange,
CA. We are dedicated to helping American homeowners leverage their
home equity as an asset to help fund retirement.
AAG is accredited by the Better Business Bureau, has a 97 percent
customer satisfaction rating and is a proud member of the National
Reverse Mortgage Lenders Association (NRMLA). Jahangiri serves as
the association’s co-chairman and co-chairs NRMLA’s Policy Committee.

Fraser Tod, ftod@aag.com
866-964-1109 • Please visit AAG.com/Wholesale

Celink

People – We are a team of committed and
ethical reverse mortgage servicing professionals
and subject matter experts.
Platform – ReverseServ™ is Celink’s proprietary reverse mortgage
servicing platform.
Process – Celink manages thousands of line of credit requests, files
hundreds of claims to HUD, and may process between two to 5,000
monthly prepayments, foreclosures, due & payables, and T&I defaults.
Partners – Celink has long-term and mutually profitable relationships
with very reputable names in the reverse mortgage industry.
Passion – Celink is dedicated to its clients, their borrowers, and the
reverse mortgage industry-at-large.

Contact: Katie Rizzo, Director of Client Relations
517-703-1857 • www.celink.com
Member Profiles continued on page 32
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Finance of America Reverse LLC

FAR is the nation’s #1 Wholesale Reverse
Mortgage Lender and oneof the largest issuers
of GNMA securities. FAR’s commitment to
customer service is more than “just business.”
We strive to foster a personal rapport as our
staff treats you and your customers as one of the family.
From our exclusive HomeSafe® jumbo to HECM products, you’ll
receive the tools and exceptional service to help you grow your business.
Join the FAR family where you can expect best-in-class training,
competitive pricing and a variety of lending platforms.

Jonathan Scarpati, VP
516-445-9465 • jscarpati@fareverse.com • www.farwholesale.com

HighTechLending

HighTechLending, dba
American-Senior, is a FHA,
Full Eagle Mortgage Bank,
holding GNMA and FNMA approvals and specializing in retail,
reverse and wholesale platforms. Based in Irvine, CA, we have over 50
branches and are licensed in 19 states nationwide. Since its founding
by Don Currie and Erika Macias-White in 2007, HighTechLending
has become a Top 10 HECM lender nationwide, and the second largest
in California. With over 35 years in the mortgage industry, Don Currie’s
vision is continuing to expand its national reverse footprint with
confidence and integrity and always maintaining the perfect branch
platform thanks to its exceptional staff, efficient operations and commitment to seniors.

This allows you to originate low-draw loans that might otherwise be
uneconomical, expanding your market and better serving the needs of
your customers.

Peter Sciandra, 214-701-0973 • www.longbridge-financial.com

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 specialize in helping our clients
effectively manage compliance and financial risks associated with valuation matters. We are the preeminent valuations provider for the Reverse
Mortgage industry and deliver peerless service as we strive to be your
business partner of choice. LRES has experienced significant 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: Adrian Prieto, VP Wholesale and Branching
888-369-1573 • www.HTLWholesale.com

Contact: Margie Schagen, mschagen@nfroline.com
Tel: 800-639-2151 x2220 • www.NFROnline.com

Liberty Home Equity Solutions

PRC

For over a decade, Liberty Home Equity
Solutions, Inc. (Liberty) has been committed
to helping seniors gain financial independence
and security through Home Equity Conversion
Mortgage (HECM) loans. Based in Sacramento,
CA, 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
51,500 clients, and have provided education and lending solutions to
over 1,000 business partners across the U.S.

Premier Reverse Closings (PRC)
is a national, full-service, reverse
mortgage title and settlement
company that has closed more
than 187,000 reverse mortgage transactions. PRC is experienced in all
facets of the reverse business, ranging from teaching CRMP courses to
closing and notary initiatives. PRC is a well-respected industry partner
committed to our clients, our industry and senior borrowers.

www.libertyhomeequity.com
For career opportunities call 916-589-1853
For wholesale opportunities call 866-871-1353

Reverse Mortgage Funding LLC (RMF)

© 2017 Liberty Home Equity Solutions, Inc.
NMLS # 3313 www.nmlsconsumeraccess.org. For a complete list of licenses,
visit https://libertyhomeequity.com/licensesnmls/.

Longbridge Financial, LLC

When you partner with Longbridge, your
firm will be part of an exclusive group of
high-quality lenders that do business with us.
Our approach to the business is different; our
Gold Program includes an industry-leading pricing plan that pays for
both the drawn and the undrawn portions of the HECM ARM loan.
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Angel Booth, Toll-free: 800-542-4113 • abooth@prclosings.com

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 reverse mortgages
better, in a proactive and nimble way that benefits everyone. Known
for product innovation, exceptional service and unparalleled secondary
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

Serving America’s Seniors with Care
Don't miss out on the business advantages of being a CRMP.
Harlan Accola, Fairway Independent Mortgage
Bruce Anderson, Legacy Mortgage
Mehran Aram, ARAMCO Mortgage
Janine Atamian, Premier Title & Escrow
Craig Barnes, Reverse Mortgage Funding LLC
Clayton Behm, Retirement Funding Solutions
Brian Belluomini, Acrobat Mortgage
Fernande Marie Bencze, American Advisors Group
Douglas Bertsch, American Pacific Reverse Mortgage Group
Pamela Boyer, Reverse Mortgage Funding LLC
Jesse Brewer, Fairway Independent Mortgage
Christopher Bruser, Retirement Funding Solutions
Kyle Buck, Retirement Funding Solutions
Randall Buffam, Arrowhead Capital Mortgage
Susan Caffine, Reverse Mortgage Funding LLC
Alison Calamia, America's Mortgage Resource
Galen Call, American Pacific Reverse Mortgage Group
Tammy Campanella, Finance of America Reverse
Lance Canada, Victorian Finance, LLC
David Carter, Reverse Mortgage Funding LLC
James Peter Christopoulos, Silex Financial Group
Lyn Coffin, The Mortgage Network, Inc.
Eric Colburn, Alpha Mortgage Corp.
Ellen Connors, Shamrock Financial Corp.
Launi Cooper, Retirement Funding Solutions
John Correll, Lineage Lending
Jim Cory, Open Mortgage
Jeff Cota, HomeBridge Financial
Roberto Crespo, PS Financial Services
David Darling, Lineage Lending
Phil Dixon, PS Financial Services
George Downey, Harbor Mortgage Solutions
Jacob Droge, Open Mortgage
Rex Avery Duffin, Sun American Mortgage
Brandy Edwards, Reverse Mortgage Funding LLC
Kristofer Erickson, Alpha Mortgage Corp.
Leonard (Pudge) Erskine, Ocean Lending Home Loans
Mark Anthony Erskine, Commerce Home Mortgage
Matthew Evans, Certified Reverse Mortgage
Nancy Everitt, ReverseAmerica Advisors Incorporated
Richard Fitzpatrick, American Financial Network, Inc.
Jeff Flanery, Cambria Mortgage
Cesar Flores, Reverse Mortgage Funding LLC
Nancy Foster, The Mortgage House, Inc.
Marshall Clayton Gallop, Reverse Mortgage Funding LLC
Christina Ghiorse, Reverse Mortgage Funding LLC
Greg Gianoplus, Alpha Mortgage Corp.
Jaime Girard, Reverse Mortgage Funding LLC
Dave Gomer, Senior Funding Associates

Phil Goss, Churchill Mortgage Corp.
Jill Gromm, Alliance Reverse Mortgage
David Guelff, American Capital Corporation
Tony Guillen, Liberty Home Equity Solutions
Chris Handy, Geneva Financial, LLC
Christina Harmes, C2 Financial Corporation
Scott Harmes, C2 Financial Corporation
Jane Harrington, M&T Bank
David Heilman, Homegroup Financial, LLC
Melinda Hipp, Open Mortgage
Dan Hultquist, Finance of America Reverse
Robert Charles Jayne, Nationwide Mortgage Bankers
Christine Jensen, Fairway Independent Mortgage
Dean Jones, Senior Funding Associates
Karen Keating, Tradition Title
J. Burgess Kegan, Retirement Funding Solutions
Tim Kennedy, US Mortgage Corp.
Laura Kiel, Mortgage Master Service Corp. dba Kiel Mortgage
Jim King, McGowin-King Mortgage LLC
Brett Kirkpatrick, Harbor Mortgage Solutions
Mace Kochenderfer, New Mexico Reverse Mortgage
Rebecca Koontz, Senior Reverse Mortgage
Kent Kopen, United American Mortgage Corporation
John Paul Leer, Mid West One Bank
Shane Lester, Reverse Mortgages of Arkansas
Laurie Libby, American Advisors Group
Tim Linger, HECM Senior Home Financing
Jamie Longe, Liberty Home Equity Solutions
Robin Loomis, Bay Equity LLC
Teresa Maines, First National Bank of PA
Jon Maiolatesi, Longbridge Financial, LLC
Hernando Manzano, The Reverse Mortgage Group
Michael Markoff, Aspire Home Mortgage
Daniel Matthews, American Nationwide Mortgage Company
Barbara McIntyre, Reverse Mortgage Funding LLC
Cindy Ann McKearney, Fairway Independent Mortgage
Michel McKnight, American Pacific Reverse Mortgage Group
Joe McParland, Helping Hands Community Partners
Bruce McPherson, Retirement Funding Solutions
Edward Mendenhall, The Federal Savings Bank
Sue Milligan, First Choice Loan Services
Christopher Mollison, New American Funding.
Colleen Moore, Golden Equity Mortgage
Lisa Moriello, loanDepot
Bill Nass, Gershman Mortgage
Lisa Nass, Gershman Mortgage
Mary Nelson, V.I.P. Mortgage
Tim Nelson, V.I.P. Mortgage
Greg Newman, Aspire Home Mortgage

Wendy Oshiro, American Advisors Group
Anissa Palmatier, Reverse Mortgage Funding LLC
Alina Passarelli, Retirement Funding Solutions
Beth Paterson, Reverse Mortgages SIDAC, LLC
Nina Penny, Malibu Funding
Susan Perry, Capital Funding
Richard Pinnell, Guild Mortgage Company
Daniel Porter, Mikana Financial
Karen Rayfield, Retirement Funding Solutions
Loren James Riddick, Thrive Mortgage LLC
Eric Rittmeyer, Fidelis Mortgage
Rick Rodriguez, Fairway Independent Mortgage
Castulo Romero, Lazerus Properties
Teresa Rose, Senior Security Funding
Paul Scheper, Loangevity Mortgage
Kelly Sclafani, American Advisors Group
Clay Selland, Signet Reverse Mortgage
Bruce Simmons, American Liberty Mortgage, Inc.
Richard Simpao, Lineage Lending
Ellen Skaggs, New American Funding
Sean Skaggs, New American Funding
Glen Smart, Bay Equity LLC
Phil Stevenson, PS Financial Services
Rick Sweeney, Open Mortgage
Neil Sweren, Atlantic Coast Mortgage
Susan Tamashiro, Platinum Financial, LLC
Malcolm Tennant, Access Reverse Mortgage Corp.
Pamela Tennant, Access Reverse Mortgage Corp.
Peter Tentler, Liberty Home Equity Solutions
John Michael Thompson, C2 Financial Corp.
Robert Tollin, Nationwide Mortgage Bankers, Inc.
David Tourtillott, Homestead Mortgage, LLC
Parker Turk, Sun American Mortgage
Alain Valles, Helping Hands Community Partners
George Vrban, Fairway Independent Mortgage
Minh Vu, Golden Equity Mortgage
Barbara A. Welsh, APEX Mortgage LLC
Lynn Wertzler, Greenleaf Financial, LLC
Peggy Whalen, Helping Hands Community Partners
Patricia Whitlock, Quontic Bank
Ken Wieland, TNBANK
Cory Williams, Springwater Capital
Rick Williams, All Reverse Mortgage
Patty Wills, Open Mortgage
Josh Wilson, GoodLife Home Loans
Todd Woodcock, Access Reverse Mortgage
Rob Wyatt, Access Reverse Mortgage Corp.
Jay Zayer, ARAMCO Mortgage
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Why don’t you join us? Go to nrmlaonline.org
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Succeed
with FAR, call

FAR leading the charge
through innovation.

(858) 778-7226

or visit

FARwholesale.com

today!

With Finance of America Reverse (FAR)’s
HomeSafe® suite of products, you have
more ways to grow your business than
with any other lender.

Multiple low-cost or max-proceed variations to meet
your borrower’s unique needs.

Best for borrowers who are looking for a line of credit.

Best for those who want to keep their first mortgage.

HomeSafe® products are not available in all states.
For business and professional use only. Not for consumer distribution.
Oregon Only:
·When the loan is due and payable, some or all of the equity in the property that is the subject of the reverse mortgage no longer belongs to borrowers,
who may need to sell the home or otherwise repay the loan with interest from other proceeds. FAR may charge an origination fee, mortgage insurance premium,
closing costs and servicing fees (added to the balance of the loan).
·The balance of the loan grows over time and FAR charges interest on the balance.
·Borrowers are responsible for paying property taxes, homeowner’s insurance, maintenance, and related taxes (which may be substantial). We do not establish an
escrow account for disbursements of these payments. A set-aside account can be set up to pay taxes and insurance and may be required in some cases. Borrowers
must occupy home as their primary residence and pay for ongoing maintenance; otherwise the loan becomes due and payable. The loan also becomes due and payable
(and the property may be subject to a tax lien, other encumbrance, or foreclosure) when the last borrower, or eligible non-borrowing surviving spouse, dies, sells the home,
permanently moves out, defaults on taxes, insurance payments, or maintenance, or does not otherwise comply with the loan terms.
·Interest is not tax-deductible until the loan is partially or fully repaid.
This material is not from HUD or FHA and has not been approved by HUD or any government agency.
©2019 Finance of America Reverse LLC is licensed in 50 states and D.C. | Equal Housing Opportunity | NMLS ID # 2285 | www.nmls.consumeraccess.org | 8023 East 63rd Place,
Suite 700 | Tulsa, OK 74133 | Not all products and options are available in all states | Terms subject to change without notice | AZ Mortgage Banker License #0921300 | Licensed
by the Department of Business Oversight under the California Residential Mortgage Lending Act | Georgia Residential Mortgage Licensee | Illinois Residential Mortgage Licensee
| Kansas Licensed Mortgage Company | Licensed by the Mississippi Department of Banking and Consumer Finance | Licensed by the New Hampshire Banking Department
| Licensed by the N.J. Department of Banking and Insurance | Licensed Mortgage Banker -- NYS Banking Department where Finance of America Reverse is known as FAReverse
LLC in lieu of true name Finance of America Reverse LLC | Rhode Island Licensed Lender | HUD HECMS REQUIRE PAYMENT OF INITIAL AND PERIODIC MORTGAGE INSURANCE PREMIUM.
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