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Reverse mortgages were designed to be a valuable financial tool for seniors, allowing them to age-in-place. The 

nu62SM app makes it easy to explain how a reverse mortgage, tailored to their specific needs, can be used as 

a financial planning tool. This app will open up the reverse mortgage market to a whole new audience, as the 

benefits can be quickly and easily demonstrated on the spot.

A STAR IS BORNIt’s all in the performance.
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AGING IN PLACE IS A SIMPLE TERM, BUT A BIG IDEA.
At its simplest, aging in place is a choice made by aging per-
sons to remain in their homes for as long as they possibly can
because the care and support they need – once only available
in health and aging facilities – is now available at home.

The term aging in place is somewhat familiar today in
America. But if you ask people just what it entails, I am not
sure they can tell you.

To me, aging in place is the great American Kumbaya;
an acknowledgement that we can’t do it on our own and
we need each other.

Aging in place is cooperative service supporting inde-
pendent living. As a Geriatric Care Manager, Home Mod-
ifier or Reverse Mortgage Originator, you think—and rightly
so—that you can make someone’s life a little better. That is
why you do this. But think of the monumental difference
you can make together.

Aging in Place is the coming together of businesses, fed-
eral government, local government, the for profit sector, the
not for profit sector to provide a better life for more people.

It is an acknowledgment that by ourselves we cannot
make as much of a difference in anyone’s life as we can make
together.

It involves housing, healthcare, finance, transportation,
food, entertainment as well as the organization of one’s every
day affairs. It includes advice, support, education, empathy
and love for your fellow persons.

Aging in place is both as modern as today’s new tech-
nology and as old fashioned as the days when all doctors
made house calls.

It brings a community closer together. It brings busi-
nesses together beyond the walls of their own offices. It
brings business together with government. It saves govern-
ment programs money. And it provides security to citizens

in a vulnerable time in life.
All of this is a large menu. Perhaps too large a menu for

everyone to be aware of. So our job together is to cut it
down, to find its essence, to communicate the availability
of aging in place and inspire all aging persons to begin to
embrace the process.

In June, the National Aging in Place Council brought
people from many different states, many different profes-
sions and many different companies (including many
NRMLA member companies) together in Washington to
discuss formulating aging in place policies. Among the
questions we asked ourselves were:

What is the clearest, simplest structure for a family’s 
approach to aging in place?

What is the clearest, simplest structure for a 
community’s approach to aging in place?

What is the clearest, simplest structure for a 
nation’s approach to aging in place?

And what is the best structure for an NAIPC local 
chapter to serve the seniors in its community and
build awareness of the services and advantages 
offered by Aging in Place?

Our task as an industry is to answer these questions, to
create these structures for a family, a community, a nation,
a chapter, to make Aging in Place clear, to make it obvious.

There is no reason, given the demographics of our
country, why aging in place should not be as familiar a part
of the national conversation as Facebook and football.

In this issue, you can read more about the Aging in
Place conference on page 14.   

Marty Bell, Editor 

In Reverse

Cooperative Service, Independent Living
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James Brodsky 
(Attracting Capital, p. 18)

James A. Brodsky is a founding member of the Washing-

ton, D.C. law firm of Weiner, Brodsky, Kider, P.C. where he

concentrates on mortgage and real estate finance issues; 

federal compliance matters; secondary market transactions;

asset purchases and sales; mergers and acquisitions; and strate-

gic business initiatives. Mr. Brodsky, who serves as NRMLA’s

legal counsel, received his law degree from the Georgetown

University Law Center, where he was an Editor of the Law Journal, and received

graduate and undergraduate degrees from Columbia University and Cornell Uni-

versity.

Scribes
Meet This Month’s Contributors

National Aging in Place Council    
(Making Aging in Place an American Priority, p. 14)

The National Aging in Place Council is a not-for-

profit senior support network. NAIPC was founded

on the belief that an overwhelming majority of older

Americans want to remain in their homes for as 

long as possible, but lack awareness of home and community-based 

services that make independent living possible. Our members are

experts in healthcare, financial services, elder law, design

and home remodeling, to name a few. We are dedicated 

to helping meet the needs of our aging population 

and assist them so that they can remain independent 

in the housing of their choice.

James Brodsky

Ken Keranen   
(Winning Over Builders, p. 20)

Ken began his reverse mortgage career in the spring of

1993 as a full time loan officer in Seattle, Washington with a

Bank of New York subsidiary. In January of 1995, Seattle

Mortgage Company hired Ken to establish and run its newly

created reverse mortgage division which eventually was sold

to the Bank of America. While with Seattle Mortgage Com-

pany, Ken became a founding member of NRMLA’s Board

of Directors and served in that capacity for 7 years. Ken left management posi-

tions and went back into the “field” as a loan officer in May of 2001. Currently, 

Ken originates loans throughout California, Oregon and Washington for Legacy

Reverse Mortgage, an independent reverse mortgage broker. 

Aldys London  
(Attracting Capital, p. 18)

Aldys is an attorney

with the Washington,

D.C. law firm of Weiner

Brodsky Kider where she

advises clients on state 

licensing; state laws and

regulations concerning

fees, disclosures and loan documentation, 

interest rates, high cost loans, privacy, adver-

tising and telemarketing; federal laws govern-

ing real estate settlement procedures and

consumer protections; and fair lending laws. 

Mark Browning   
(The Originator’s Page, p. 22)

Mark  is President of

Home Equity Conversion

Corp., based in Rochester,

New York. Prior to be-

coming an entrepreneur

he was CEO of the U.S.

mortgage banking busi-

ness of a multinatuional bank and has a

background in structured mortgage finance.

He has been a NRMLA Board Member

since 2005. 

Mark Browning

Ken Keranen Aldys London
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SOMETIMES YOU WANT TO BE ON THE OTHER SIDE    
of the table. When I have the honor of serving as a witness
at Congressional hearings, as I listen to the testimonies of
the other witnesses, I sometimes have an urge to jump up
and relocate beside the elected officials seated at the raised
horseshoe-shaped table in front who have the privilege of
questioning us.

This was certainly the case at the June 18th hearing 
held by the Senate Banking Committee’s subcommittee 
on Insurance, Housing and Community Development 
entitled “Long Term Suitability for Reverse Mortgages:
HECMs Impact on the Mutual Mortgage Insurance
Fund.” As the representative of NRMLA and the reverse
mortgage industry, I longed for the opportunity to dig fur-
ther into some of the things being said before chairman
Robert Menendez (D-NJ) and ranking member Jerry
Moran (R-KS) by the representatives of consumer groups
sitting to my right: Dr. Lori Trawinski, Senior Strategic Pol-
icy Advisor in AARP’s Public Policy Institute; Odette
Williamson, Staff Attorney at the National Consumer Law
Center; and Ramsey Alwin, Senior Director, Economic 
Security, National Council on Aging.

If I had that opportunity, here are some of the questions
I would have asked:

Dr. Trawinski, the House of Representatives has passed
a Reverse Mortgage Stabilization Bill to provide the 
Department of Housing and Urban Development the leg-
islative authority it needs to make program changes and 
secure the MMI fund. A similar bill is now before the Sen-
ate. In your testimony on behalf of AARP, while you agree
with the need for changes, you are dismissing these bills
and calling instead for changes to be made through the
rulemaking process, which everyone agrees would take a
minimum of 18 months and perhaps much longer. Given

the impressive experience of HUD
Secretary Shaun Donovan, FHA Com-
missioner Carol Galante and their
staff, a very strong bench indeed, what
grounds does AARP have to question
their assessment of the program’s needs?

— You have testified that HUD
has failed to act to improve the HECM program
when problems have been identified. In my 15 years
working with HUD on the HECM program, I have
seen unusually keen responsiveness: improvements
in counseling to include the Financial Interview
Tool and Benefits Checkup; adjustments to the in-
surance premium; adjustments to Principal Limits;
looking at solutions to the tax and insurance default
problem, and on and on. And today as we sit here
HUD is in the process of discussing significant
changes to highlighted issues to strengthen the
MMI fund. When have they ever failed to respond?

— You have testified that HECM for Purchase pro-
vides opportunities for fraudsters. We know of a few
cases of property flipping schemes years ago, before
the HECM for Purchase was even implemented.
Do you have any evidence to justify your claim?

— You have questioned the validity of research by
academics and financial planners, such as Harold
Evensky and John Salter of Texas Tech, that younger
borrowers can extend the life of their available cash
by using a reverse mortgage as part of a retirement
plan. You have challenged the concepts of using a
reverse mortgage as a Financial Planning Tool, or to

Balanced
Viewpoint

Peter Bell

By Peter Bell, President of NRMLA

Questions for Advocates

Balanced Viewpoint continued on page 7
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delay filing for Social Security until a senior can col-
lect more monthly. Does AARP have research of its
own challenging these ideas?

Ms. Williamson, on behalf of NCLC, you have testified
that reverse mortgages are expensive when compared to
other options. But what other options? Our information is
that the costs are comparable to other mortgage products.

— You testified that seniors do not understand how
reverse mortgages are priced or how the loan balance
grows over time.  You have testified that the costs and
terms are not commonly understood by homeown-
ers.  You verify this with a survey NCLC conducted

Balanced Viewpoint continued from page 6

in which you received 65 responses from counselors,
elder advocates, legal service attorneys and housing
advocates. You also testified that homeowners do not
understand that they have to pay taxes and insurance,
quoting a report issued by the Consumer Financial
Protection Bureau that was based on 32 interviews
with industry participants. At the same time the
NCLC survey was conducted, ORC, an accomplished
research firm, surveyed 500 HECM borrowers and
found that they said they had a rich understanding
of the product and that most consulted not only a
counselor and a lender but also other trusted advisors
such as financial planners, attorneys and bankers. Do

Balanced Viewpoint continued on page 11



To be successful, you need more than a partner; you need an ally. Moneyhouse is 

committed to growing your reverse mortgage business.  We offer actual people to 

assist you (not automated phone menus). We are developing new marketing tools 

you can customize to help you secure borrowers. We also provide efficient services 

to close loans fast to make you and your clients happy. 

Did we mention we have some of the industry’s pioneers working at Moneyhouse, too?

ONE HOUSE.

Sandy Tennekoon
Senior Vice President, Head of US Expansion

Gloria Betencourt
Account Executive

ONE TEAM.

ONE GOAL.



An Urge to Update Technology 
John Button, ReverseVision

WHILE THE REVERSE MORTGAGE BUSINESS IS
becoming more automated, the software used by loan orig-
inators, processors, underwriters and other support staff is
still light-years behind where it needs to be.  

John Button, President & CEO of ReverseVision – 
perhaps the most prominent technology vendor in the 
business – wants to change that. 

TVC Capital, LLC, acquired ReverseVision in Novem-
ber 2012 and replaced its founder and chief executive,
Thomas Martignoni, with Button. Two months later, Jeff
Birdsell, who entered the reverse mortgage business in 1993
and later wrote the first software application for Financial
Freedom Senior Funding Corporation (“Reverse Mortgage
Analyzer”), was hired as lead product manager. 

They have spent the past couple months crisscrossing
the country, visiting clients and digesting new ideas from
lenders and loan officers on what they want to see in the
next generation of their software. 

Like many of his generation, John Button’s future was
shaped during his youth, having lived through the excite-
ment of the space race, and by a father who worked in data
processing. 

By the time he graduated from high school, Button
wanted to be an engineer. He spent two years at New York’s
Rensselaer Polytechnic Institute and another four years at
Drexel University. His first job out of college was working
as a systems engineer for the U.S. Navy designing aircraft
and weapons systems. 

He worked at IBM for 10 years – first as an engineer
and later in sales – before entering the “forward” mortgage
industry in the mid-Nineties, just as lenders were beginning
to automate. 

The reverse mortgage sector is nowhere
near as technologically sophisticated as
the forward mortgage industry and
Button sees great potential for ad-
vancements. He recently sat down with
Reverse Mortgage magazine to discuss
the future of technology.

Reverse Mortgage: What did you
do in the mortgage business prior to ReverseVision?

John Button: My mortgage background was primarily
in two technology companies. I was President at RF/Spec-
trum, which helped companies manage servicing rights and
at its peak tracked 55 percent of the mortgages in the United
States. After that, I served as Chief Operating Officer at Del
Mar Database, which sold loan origination software. 

RM: Why, at this particular time, did you decide to get
into reverse mortgages? 

JB: In one word, demographics. It’s pretty clear that the
aging population will be driving this business for many
years to come. My involvement comes with TVC Capital’s
acquisition of ReverseVision. I have a successful history
with the firm and they brought ReverseVision to my atten-
tion inviting me to participate in the acquisition. It seemed
like an interesting market space from a technology stand-
point. The reverse mortgage industry is still young. There’s
a lot of opportunities to innovate and grow the industry. I
see many ways to use new software tools to help lenders
grow revenue, bring more dollars to the bottom line and

Talking Heads continued on page 10

By Darryl Hicks

Talking
Heads
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John Button



Talking
Heads
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be more efficient. I’d like to make that happen and fill a
need that is not currently being met.  

RM: In what areas would you like to improve technology?

JB: I spent my first few months visiting clients and asking
them what technological improvements they wanted to see.
A large list of ideas was created, but it boiled down to two
areas, sales enhancement and operating efficiency. 

On the sales side, there are opportunities for innovation
and education. As the industry grows, and there’s more reg-
ulations to comply with, there will be a bigger need to help
new lenders get into the game more efficiently. At the same
time, we’d like to provide better tools to all our customers
that help them generate and manage leads, then bring them
through the application process more efficiently. We should
incorporate more visual technology for consumers like the
interactive pie chart already in ReverseVision.   

As for operational efficiency, that breaks down into two
areas, integration and document management. By integra-
tion, we have no interconnectivity between the various 
industry technologies. We see a lot of room to integrate
services directly into the origination platform, which speeds
the loan process. With document management, it’s not just
the disclosures and closing documents, which we already
do, but bringing all the documents required to do a loan
into the environment. We can then manage the documents
as an electronic package that saves a lot of time and cost,
enabling lenders to do parallel processing, innovative work-
flows, and more advanced investor delivery. 

RM: You briefly mentioned that there may be a way to
use technology to improve education. Can you elaborate?

JB: I see a growing opportunity for providing tools to help
loan officers understand the business, understand execu-
tion, and understand best practices getting to, then dealing
with borrowers within the changing regulatory framework.
It’s going to be hard to grow the industry and bring more
people on board with only person-to-person training and
development. There is considerable room, I think, for tech-
nology to play a role in making all that happen. Moving
beyond the educational piece, we want to help loan officers
collect and manage leads, deal with people, and move

clients through the application process in a crisper, and
more efficient manner. 

RM: So what you’re saying is that there are opportunities
to develop better technology that improves workflow,
from the set-up of the loan, the ordering of counseling,
the obtaining of the counseling certificate, all the way
through processing and underwriting?

JB: Yes, especially when you compare what’s available
today to other similar industries and software I’ve worked
on.  There isn’t enough interconnectivity that brings all the
pieces together, from origination to processing, moving
data back and forth without much reentry or manual labor.
This not only saves time, but reduces the chance for error. 

RM: Why, after 20 years, hasn’t this technology been 
developed? 

JB: The financial services industry in general was relatively
underserved by technology until 10 to 15 years ago. Things
started to change rather quickly in that sector, but the 
reverse market is still young and the cost to develop world-
class technology isn’t cheap. It takes a lot of time and the
industry has changed, and continues to change, rapidly.
That change takes time to be reflected in the technology.
Now, I believe we’ve reached the point where development
will come at an even quicker pace. In the future, I think
technology will be more flexible and smarter. The result
will be that lenders will focus less on base technology, either
developing it or investing in it, and they will spend more
time on exploiting technology to differentiate themselves.
We’re just coming out of that phase where we have enough
base technology to do the entire loan process and we’re
heading into the next phase of development where the tech-
nology will get much smarter and more flexible.

RM: What do you like to do for fun when you’re not fo-
cusing on building new technology?

JB: I haven’t had a lot of free time lately, but when I’m not
working, I’m an avid motorcyclist. I’ve rode through places
like Alaska and the Yukon; Baja, California; and Nova 
Scotia. On my next trip I’d like to ride through Central and
South America.  

Talking Heads continued from page 9

Talking Heads continued on page 11
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Talking
Heads

RM: Since 2007, I see you’ve owned a company called
Rocky Mountain Chocolate Factory? How did you get
into making chocolate?

JB: Yes, a very different business and my first experience
at retail. I purchased the business as part of moving from
San Francisco to Paso Robles, California. Buying it gave
me an opportunity to be a contributing part of a small
growing community. And, it’s fun! It is very uplifting, 
particularly after a difficult day, to stop by and see all the
smiling faces. Everyone’s happy when they are watching the
goodies being made or tasting the chocolates, fudges and
ice creams.

Talking Heads continued from page 10

RM

you have any evidence from borrowers to verify 
your statements?

— You stated that thousands of homeowners have
been victims of fraud in the origination process. Your
testimony says that lenders and brokers often mislead
or outright lie to consumers regarding the conse-
quences of leaving a spouse off a deed. This is a severe
criticism aimed at an entire profession. Do you have
any information to substantiate such a claim?

Ms. Alwin, as a counseling intermediary for six years
your organization is the only one represented here today
that communicates directly with seniors as part of the
HECM process. You have testified that NCOA endorses
the shift from product-focused solutions to comprehensive
financial plans that include reverse mortgages as an integral
part of retirement security. You advocate the use of home
equity as more than a tool for crisis management. This is
in direct conflict with some of the testimony presented by
the representative from AARP. Who is right? 

Balanced Viewpoint (cont.)
from page 7

RM
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I Outlived My Retirement Plan
By Marty Bell

Borrower
Chronicles

LARRY AND HELEN DRISCOLL TOOK A RESPONSIBLE
approach to planning their retirement. Both Larry’s older and
younger brothers died prior to 50 and so Larry decided he
was going to retire from his sales manager position at Riviana
Foods as soon as he could collect Social Security at the early
retirement age of 62 and not miss the enjoyment of relaxation.

Larry had put some of his earnings into a 401-K and 
Riviana, a producer of rice, “provided well for its employees,”
Larry says.  In 1995, he retired into the large home in which
he and Helen had raised their 4 children in St. Tammany Par-
rish, on the north shore of Lake Ponchartrain, a short drive
from New Orleans. Ten years later, with their children now
grown, Larry and Helen felt their two-story house was not
convenient for aging people and that it was senseless paying
utilities for all the rooms that went unused now that the chil-
dren had moved on. And so they downsized to a 
3 bedroom, 2 bath garden home that they paid for in cash.  

But about two years ago, as he faced approaching 80,
Larry became concerned that he did not have enough cash
flow to live out his life. For 20 years, in addition to their
own expenses, the Driscolls supported their son Lawrence,
Jr., who, despite learning disabilities, held a job at a car deal-
ership but did not make enough to cover his monthly ex-
penses. Even with Larry retired, they could afford to support
Lawrence, Jr. with the help of Helen’s teaching salary. But

then Helen was confronted with treatment for breast cancer
and forced to give up her teaching position.

A friend recommended a reverse mortgage. “I had never
heard of it,” Larry says. “I told him, I don’t even have a
mortgage, how can I get one in reverse.”  

But on the internet Larry found his way to loan origi-
nator Angella Conrard of iReverse Home Loans, who lives
in San Clemente, CA and who patiently educated the
Driscoll’s and led them through the HECM process. Larry
was thoughtful and deliberate in his approach, researched
the financial product, discussed it with his adult children,
then in January of this year closed on a variable rate loan.  

The Driscoll’s garden home was appraised at $175,000.
The principal limit available to the Driscolls was $128,500.
From that, they paid under $10,000 in total closing costs,
put $26,000 into a line of credit and now receive a monthly
tenured payment of $1000.  

“The reverse mortgage put us back on an even keel,”
Larry Driscoll says. “Helen is now cancer free and we both
feel we can rely on this, which makes us quite a bit more
secure. We’re glad we’re helping ourselves instead of depend-
ing on our children. 

“But this is farther reaching than just fulfilling our 
immediate needs. It is also helping keep our handicapped
son independent.” RM
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Making Aging in Place 
an American Priority
An Industry Comes Together to Formulate Policy
By Marty Bell

“IT’S NOT ABOUT WHAT YOU ARE SELLING. It’s about, how will you be 
involved in an aging person’s well being,” said Marianna Blagburn, Executive Di-

rector of the Northwest Neighbors Village in Washington, DC to the 90 people
gathered for the first Annual Meeting of the National Aging in Place Council.  

The two-day conference on June 13 and 14 devoted to Making Aging
in Place an American Priority was a head-spinner of innovative and creative ideas including speakers from
the Village-to-Village Network, senior housing facilities, National Council on Aging, the Maryland

Department on Aging, the District of Columbia Office on Aging, the Council of Academic Social 
Work, NAIPC and the National Reverse Mortgage Lenders Association along with aging in place

thought-leaders Laurie Orlov (Tcchnology), Louis Tenenbaum (universal design) and Bob Blancato 
(director of the first White House Conference on Aging). They spoke to an audience comprised

of in-home service providers from all around the country, representatives from government
agencies and organizations, such as AARP and 25 attendees from NRMLA member com-
panies all focused on approaches to policy and structure needed to kick the aging in place
movement up a notch by creating plans for a national approach, a community approach,
a family approach and the function of a local NAIPC chapter.  

Sessions dealt with housing and home modification, healthcare and the new oppor-
tunities offered by the Affordable Care Act, in-home technology, transportation, sources

of retirement funding, and the role of federal, state and city governments in the  
aging in place process.

14 REVERSE MORTGAGE / JULY-AUGUST  2013

Aging in Place continued on page 15

NAIPC president Peter Bell introduces Brandy Bauer of NCOA, Barbara Franklin
of Franklin Associates and Colin Cushman, CEO of Generation Mortgage, 

for discussion of sources of funding for retirees.



Aging in Place continued from page 14
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Takeaways for future discussion included:

• We need to motivate Americans to plan to 
age in place instead of only considering it
for crisis management;

• We need to emphasize embracing the 
dividend of longevity as opposed to 
denying the process of aging;

• Housing needs to be the platform for the 
delivery of all services and service coordination pro-
vided by housing management is a primary and vital
resident attraction;

• As an industry we need to use data and technology to 
learn more about aging persons’ needs in their homes;

• Technology is an underpinning of in-home care. Create
“electronic villages” to provide access and safety;

• All Americans need greater knowledge of and access 
to information about sources of funding, including
available benefits, for retirement.  We need to train
sources, including social workers, to disseminate this
information;

• Health transition and the ability to remain at home 
after a hospital stay must be explained, coordinated
and serviced;

• The Villages are a model for a community approach 
to aging in place;

• Maryland is a model for a state’s approach to aging 
in place;

Bring Aging in Place
to Your Community

The National Aging in Place Council (NAIPC)
currently has active or forming chapters in 25 
American cities. But there are many cities in which
we are looking for senior service providers to come
together and build a local chapter to support the
aging persons in your community.

NAIPC will provide you with a structure for a
chapter, a mission statement, materials to recruit
members, background checks, outlines for meetings,
methods for forming ongoing relationships with
local senior housing communities,  policy agendas
for  your city, your state and the nation.

NAIPC coordinates all registration and renewal
of memberships, finances and tax preparation. 

If you are interested in helping to organize a 
chapter in your hometown, contact Ashley Krapacs.
akrapcs@dworbell.com.

• Aging in place needs vocal support from the bully pulpit;

• Widespread embrace of Aging in Place is a solution 
to benefit programs’ long term solvency. 

Next step: The National Aging in Place Council will
convene an Aging in Place Summit from 9 AM to 5 PM
on October 16 in Washington, DC where invited thought
leaders in all the key areas (housing, health, caregiving,
transportation, communication, technology, finance, insur-
ance, law, benefits, private business, not for profit, support
groups, government and more) will convene to review take-
aways from this conference and more clearly outline policy
approaches for families, communities and the nation.

Southern California NRMLA members Colleen Moore, Ellen Skaggs and Brandy Edwards
came east to participate in discussion of aging in place policy moderated by

NAIPC Executive Director Marty Bell.

NAIPC’s Darryl Hicks talks with aging in place specialist 
Sandra Timmermann.
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Attracting Capital
Everything (Well, almost) State Regulators Need and Want to Know 
About Those Who Invest in Reverse Mortgage Companies
By James Brodsky and Aldys London
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Attracting Capital continued on page 19

AS WE ALL KNOW SO WELL, THE RESIDENTIAL
mortgage lending and servicing business has long been an
increasingly regulated business, and that also has been the
case, from inception, for those who originate and service
FHA-insured HECM loans. With the passage of the
Dodd-Frank Act and the establishment of the Consumer
Financial Protection Bureau (CFPB), that trend—at the
federal regulatory level—has advanced and is proceeding
at warp speed. 

Perhaps with less fanfare, but also with far reaching import
for those investing in such mortgage lenders and servicers,

is the increasingly significant role that state mortgage lending
and servicing regulators play and have played particularly
since the passage, in 2008, of the Secure and Fair Enforce-
ment for Mortgage Licensing Act (the SAFE Act).

Pursuant to the SAFE Act, the states established (and
enforce) minimum standards for the state licensing of
mortgage originators and have organized the Nationwide
Mortgage Licensing System and Registry (the NMLS), op-
erated by the State Regulatory Registry LLC (SRR), which
was established by the Conference of State Bank Supervi-
sors (CSBS) in cooperation with the American Association
of Residential Mortgage Regulators (AARMR).  

For those in the reverse mortgage industry seeking to



attract new capital, and those with such capital seeking 
to make strategic and other investments in that industry,
the recent state regulatory developments have had a major
impact in the licensing, disclosure and approval areas.  

Armed with the authority provided to them by the
SAFE Act and their own legislatures, state mortgage lend-
ing and servicing regulators now require those investing in
reverse mortgage companies (among others), and the 
companies themselves, to provide a slew of details about:
(1) the companies that originate and service such loans (the
licensees); (2) the owners of such companies; and (3) those
who control and direct such companies. And, in many
cases, state regulators require that they be informed about,
and approve, any changes in those details (any such
“changes of control”) prior to their taking effect. 

In imposing these requirements, state regulators make
important and sometimes subtle distinctions between those
who are the “direct” owners of such licensed companies,
those who are their “indirect” owners (who own an entity
that directly or indirectly owns the licensee), and those 
individuals who control or direct the licensee and also 
individuals who control the licensee’s parent companies.
However, such state regulators generally are looking to be
informed about: (1) direct owners (whether an entity or 
individual) and all natural person individuals that are direct
and indirect owners of 10% or more of a licensed reverse
mortgage lender or servicer (the “10% Licensee Owner
Disclosure Rule”); (2) all direct and indirect owners of 25%
or more of the owner of a licensee (the “25% Indirect
Owner Disclosure Rule”); and (3) all individuals who have
the power, directly or indirectly, to direct the management
or policies of the licensee (the “Control Person Disclosure
Rule”), including, for example, and not limited to, the 
licensee’s (and, in certain states, the licensee’s direct and 
indirect owners’) CEO, CFO, COO, Board Directors
and/or General Partner.

What needs to be disclosed to such state regulators
about such entities and individuals?  For entities, disclosure
is required generally of their financial statements, formation
and organizational documents, and information about their
ownership and/or management and control. For individu-
als, disclosure is required generally of their personal finan-
cial statements, biographical information, fingerprints,

criminal background, and credit history.  
And, individual state regulators can and often do 

require the disclosure to them of a lot “more” concerning
such entities and individuals or of additional individuals.  

As a result, a relatively new and now often intense, 
detailed and relatively sophisticated step has been added to
the process of attracting and documenting investments in
reverse mortgage companies.  In our firm, as we advise both
such investors (and particularly private equity investors) as
well as licensed mortgage company lenders and servicers in
which they are contemplating such investments, we call
that the “structuring the investment” step.   

In structuring such investments, decisions that 
heretofore had turned primarily on “business” and tax con-
siderations now increasingly also and directly involve the
careful contemplation of: (1) the appropriate form of such
investments, given the various implications for the required 
disclosure of details about those making the investment;
(2) the nature and degree of the “control” such investors
need or want over the decisions of the reverse mortgage
company and the related implications for the required 
disclosure of those making such decisions; and (3) the 
necessity to receive the affirmative prior approval of state
regulators to make the investment, or effect the change of
control, in the first place.  

For these reasons, among others, in making such 
structuring decisions, investors and the licensed mortgage
companies in which they invest are paying particular atten-
tion to alternative, creative and compliant approaches often 
involving, for example: (1) purchasing preferred non-voting
convertible stock in the licensee; (2) extending convertible
debt to the licensee (after taking into consideration the 
licensee’s obligations to meet ongoing minimum net worth
requirements); and (3) other forms of investments keeping
firmly in mind the 10%/25% Owner and Control Person
Disclosure Rules briefly noted above.   

Throughout the industry, experienced investors and
mortgage company players in this space (and their advisors)
appreciate—more so now than ever— the increasingly 
important role that state mortgage lending and servicing
regulators play as such investment decisions are made and
the re-capitalization and growth of the reverse mortgage
marketplace proceeds apace.  

Attracting Capital continued from page 18
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UPON AGREEING TO WRITE THIS ARTICLE, I WAS 
curious to see how many of the largest home builders in
the country are promoting reverse mortgages for home pur-
chase. After all, the program has been around since January
1st 2009. So I headed to the internet to find the answer.
While searching for builders catering to seniors, I came
upon a site entitled www.bestguide-retirementcommuni-
ties.com. I went through each of the listed lender sites 
starting with Del-Webb/Pulte, the country’s highest volume
builder, and have come to the conclusion that large senior
home community builders in the country have simply not
embraced the Reverse Mortgage for Home Purchase Pro-
gram individually or collectively. Not a single one of the
builders listed HECMs or reverse mortgages as an option
under their “financing” tab.  

From my own experience in the business and in
talking with other originators and branch managers, we
have all come to the conclusion that there is a complete
lack of understanding and trust among the builders, their

Winning Over Builders
Expanding Our HECM for Home Purchase Business
By Ken Keranen

Winning Over Builders continued on page 21
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in-house real estate agents and their loan officers. The referrals
that I have personally received for a reverse mortgage for 
home purchase have come from traditional loan officers
whose clients, while having cash for a down payment, did not
otherwise qualify.  

I’m now wondering if reverse mortgage loan officers
have been asking some of the following questions to those real
estate agents or in-house loan officers manning model homes;

Have any of your home purchases in the past year been
financed with a reverse mortgage?

Has any client asked you about reverse 
mortgage financing?

Has the builder or developer you represent brought up
the subject?

Do you understand how a reverse mortgage for 
purchase works?

Do you think that this is a mortgage that would help
you and your builder increase sales?

I would imagine that asking these questions would 
probably induce a blank stare much like the one I get when
speaking to Realtors at their weekly sales meeting. A few grasp
the subject, but the majority have a very limited, often inac-
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curate knowledge of how the reverse mortgage for purchase
truly works.

So how do we crack this market and make this unique
program a mainstream option for seniors? The first fear for
the home builder is that the financing will fall apart before
it closes. The second big obstacle is that there can be no
purchase and sale agreement until the home has been com-
pleted and there’s a certificate of occupancy issued. Third,
for some builders, they simply don’t want to get involved
in the process as they’ve turned it over to their finance arm
or a trusted lender.

If a realtor brings in an offer to the builder that includes
financing utilizing a reverse mortgage, the gatekeeper or in-
house lender may do everything in her or his power to try
and talk the client out of it and go with a conventional “for-
ward mortgage”. Is partnering with the in-house lender a
viable option?

On June 6, 2013, Reverse Mortgage Daily reported that
Jennifer Kimball, formerly with Lennar, a major senior com-
munity home builder, had joined 1st Reverse Mortgage USA
to work with builders to encourage them to include the 
reverse mortgage for home purchase as a financing option.
1st Reverse is a division of the full mortgage banking entity
Cherry Creek Mortgage Company. I spoke with their VP of
Business Development, Tim Harder about the program. He
told me that the company has had a good deal of success
working with a few senior community home builders. It has
been enough of a positive movement that they have set up a
program within the company entitled the “Builder Initiative
Program”. To the best of my knowledge, no other reverse
mortgage company is dedicating the time, personnel and
other resources to concentrate on this segment.

Harder said the main emphasis will continue to be on
the education of the builders and their teams. He also 
said that no small part of their decision is based on the
tremendous expansion of the number of baby boomers now
turning 65. The most common number quoted is that
10,000 of us are reaching that milestone each day. Over the
next 20 years, somewhere in the neighborhood of 75 mil-
lion American seniors will retire or semi-retire.    

AARP, in one of their studies of seniors, has been
quoted as saying that 9 out of 10 seniors would prefer to

live independently in their own home. This is not to be 
interpreted as saying that they will wish to stay in place in
the community like their parents or grandparents did.
They are more willing to move to areas conducive to a 
life-style they like whether it is the beaches, the mountains
or a sunny locale. This is one reason why some of the
biggest senior home builders are building communities in
states where the sun is out much of the time such as 
California, Arizona, Texas, and Florida.  

I remember some 18 years ago when I started the 
Reverse Mortgage Division at Seattle Mortgage Company
sitting down with the senior management and talking with
them about what it is going to take to have reverse mort-
gages become a mainstream mortgage product. It was 
Seattle Mortgage Company’s President, Randy Weber who
expressed the opinion that it would take a large national
bank to embrace and promote it. When Well Fargo got into
the business in a big way, the path was then widened and
we eventually saw explosive growth. The credibility that
Wells Fargo gave the industry helped tremendously in our
initial growth.

It will take one or more of the major builders to fully
embrace reverse mortgages in order for this market to 
expand. When they promote it on their web pages, in their
print advertising, at their open houses and on their litera-
ture racks in their model homes, then we’ll have the 
credibility we need. I can envision a day when a client walks
into a Del Webb, a Lennar or a Shea Community, and the
realtor talks about their financing options and as a matter
of course the Reverse Mortgage for Home Purchase is part
of that discussion.

In that scenario, the number of homes sold would
increase and the comfort level of the client would go up
dramatically for those using this financing option. I per-
sonally took out a reverse mortgage on my retirement home
almost two years ago and take great comfort in knowing
that I would not have to make principal and interest pay-
ments. The additional freedom and peace of mind that I
have gleaned from that decision is indescribable. It is im-
portant for all seniors to be educated enough to explore this
option when looking to purchase their new retirement
home; it simply makes a lot of common sense.

Winning Over Builders continued from page 20
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NEARLY ALL NRMLA MEMBERS ARE SMALL BUSINESSES, MOST WITH
a main business function of loan origination. In June of this year, the Gallup
News Service released the results of its annual “Confidence in Institutions”
survey. Not surprising for those that operate small businesses, small businesses
ranked very high. Relative to its peer group, the position is noteworthy. Small
business ranks second in earning the public confidence in institutions of U.S.
society. Second, only to the military. The police ranked third. Small business
has held this very high position of public confidence ever since Gallup intro-
duced small business as a consistent category in 2007. The experience of the
American public has been, and continues to be, that small businesses are
among the most highly trusted and valued of all institutions. This confidence
comes through the hands on experiences of consumers.

On June 1-4, 2013, Gallup asked 1,529 randomly selected adults in all
50 states and the District of Columbia the following question; with the 
responses provided next.

“Now I am going to read you a list of institutions in American
society. Please tell me how much confidence you, yourself, have
in each one – a great deal, quite a lot, some, or very little?”

The Originator’s Page
Small Businesses Rank Second in 
American Confidence Survey
By Mark Browning

Originator’s Page continued on page 23
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It is interesting to consider the lofty position of small
business relative to other institutions of government and
business. It is no surprise that the combined House and
Senate ranked dead last for the fourth year in a row, with
just 10% of respondents reporting that they had a “great
deal” or “quite a lot” of confidence in Congress. However,
small business significantly outperformed every govern-
mental category except the military. Small business similarly
contrasts with the rankings of banks and big business.
Banks ranked 10 out of 16, with 26% of respondents 
reporting the two highest levels of confidence. This marked
the first improvement for banks in 5 years;
earlier they were closer to the basement.
Big business was forth from the bottom,
with just 21% reporting a “great deal” or
“quite a lot” of confidence. On the other
hand, small business scored 66% in the
top two categories of confidence.

This is especially noteworthy when the actions of reg-
ulators appear to be continually tilting the playing field
against small businesses, particularly in the mortgage sector.
Regulation after regulation seems to favor big banks and
big business – most with no data to support such disparate
treatment of small business. Consumers like working with
small businesses. Consumers trust small businesses. Con-
sumers perceive real advantages to working with small 
business. These positive impressions are created through
actual business experiences. The value relationship between
consumers and small businesses has been a success. This
should be a good thing.

The cover story for Reverse Mortgage Magazine the 
November-December 2012 issue was “An Ode to Small
Business.” The article discussed the crucial role that small
businesses play in American society and the economy as a
whole. Small business accounts for two thirds of all net new
jobs. It also discussed the pivotal role that small business
has performed in the evolution of the reverse mortgage 
industry. Small business can be more responsive to con-
sumers. Small business with its low overhead often provides
the lowest cost to the consumer. Small business is up close
and personal. These things all benefit consumers.

And yet regulatory disparity and disincentives for 

small business in the mortgage sector are mounting. In 
particular, Regulation Z: Loan Originator Compensation
Rule prohibits certain small companies in the business 
of originating mortgages from offering consumers price 
discounts in a similar fashion to their larger industry com-
petition. Now the CFPB final Qualified Mortgage rule
under the Truth in Lending Act mandates that certain small
businesses account for mortgage cash flows in a distinctly
disadvantaged and disparate manner to their larger industry
peers. Loan applications providing consumers loans with
exactly identical rates, terms, costs, fees, documents, spon-

sors and servicers must be treated entirely different under
the Qualified Mortgage rule exclusively dependent on
whether the business is a “broker” (read small) or not. This
produces a grossly biased situation where virtually identical
mortgage offerings to consumers are defined as qualifying
or not qualifying under the Dodd-Frank legislation render-
ing the loan through the “broker” business non-viable.  

It is politically easy to place small business at disadvan-
tage – no matter the sector. It is politically easy because of
the very nature of being small and functionally diverse. 
Individually, small businesses possess little political power.
Collectively, they have diminished political power because
they tend to group by industry issues and within those
groups the businesses are both big and small. While it is a
convenient red herring to assign blame for the housing 
crisis to the smallest and less organized, the public doesn’t
sign up. The Gallup survey underscores proves that; for the
sixth year in a row.

It is important to have political voice. For the Reverse
Mortgage industry, that voice is NRMLA. Small businesses
must commit to be active and participate in NRMLA. 
Not just for the technical business matters of dealing with
a government program but for gaining the respect that an
industry dominated by small business deserves.   

Originator’s Page continued from page 22
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Consumers like working with small businesses.
Consumers trust small businesses. Consumers 
perceive real advantages to working with 
small businesses.
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Reverse
Matters

DEEP CHANGES ARE COMING TO HECM AND THE 
multi-billion-dollars reverse mortgage industry it has
hatched in almost a quarter century. So what would reverse
mortgages look like as HECM evolves forward? With the
aid of our imagination, let’s consider this question.

That HECM and the industry have been sailing against
the wind is no secret. Above-ten-percent tax and insurance
defaults have raised serious questions about the program’s
viability. The defaults and lower home values (until 
recently) soaked the HECM portion of the MMI Fund in
actuarial red ink. These factors coupled with relentless 
negative press have taken its toll on the industry. But
HECM is about hope.  And there is new hope.

Drs. Carol Galante and Charles Coulter and their team
of financial doctors at FHA Hospital are determined to fight
the HECM-default virus, as are industry leaders. Mean-
while, she is asking for clinical flexibility from higher med-
ical authorities in Congress to apply three strong medicines. 

The triple therapy includes financial assessment of
HECM loan prospects (or ability-to-stay-at-home [ATSAH]
underwriting), limitation on upfront cash draws based on
loan prospects’ debt, and set-asides for tax and insurance
for high-risk prospects. 

Some big-brain analysts believe these medicines could
wipe out the HECM-default virus. Michael McCully, part-
ner at New View Advisors, one of Wall Street’s leading 
reverse-mortgage brain trusts, says the HUD doctors have
the right medicines.

“Financial assessment is in the industry's long-term 
interest as defaults hurt FHA, therefore the taxpayer, 

putting the entire program in jeopardy,” he said.
On the second medicine, McCully agrees that loan 

defaults have a “high positive correlation to LTV [loan-to-
value].” Therefore, holding initial cash draws to loan
prospects’ debt “may have a modest positive impact on
FHA exposure.”

The third medication (tax and insurance set-asides)
gives issuers-servicers “additional advance protection,” the
Wall Street reverse-mortgage pioneer said. 

Jeff Taylor, president of Wendover Consulting and
NRMLA’s founding chairman, puts it more bluntly:
“Without these changes to the program, the program and
the seniors it has helped and can help the most could be
without a program.”

As the three powerful policy cocktails work their ther-
apeutic magic through patient HECM’s vital organs, a
more resilient HECM and industry would emerge, analysts
predict. That is good news for America’s growing senior
consumers and retirees who may have paltry savings and
abundant home equity.

But for many seniors on the financial margins, home
equity alone may not be enough. Let’s not kid ourselves:
these changes would bring short-term pain. Originators
may have to tell many seniors that reverse mortgages or
HECMs are not for them. Originators may have to work 
a little harder to help seniors qualify for HECM, using
community resources to stretch their borrowed dollars. 

HECM originators would have to become competent
in finding and recommending cash-saving community 

Reverse Matters continued on page 25

Doctoring the HECM
By Atare Agbamu
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HECM and the industry’s reputation could look up as
defaults come down to acceptable levels after legacy defaults
are cleared. With, say, one-to-two-percent default rates,
many critics and consumer advocates could see their talking
points disappear. 

Lower defaults rates could boost profitability for
lenders, FHA (taxpayers), and investors. Strong profits
could lead to investment in marketing and production, to
more HECM loans, and to more HECM mortgage-backed
securities (HMBS) for investors. 

A default-proof HECM could encourage the big banks
to re-enter the business. With their deeper pockets, their
return could galvanize marketing and production and 
restore luster to HECM and the industry. 

Yes, legacy issues such as the non-borrowing spouse
dilemma could temper these upbeat scenarios. Perhaps, just
perhaps, somewhere in the HUD doctors’ Reverse Mort-
gage Stabilization (Act) kit, a powerful drug exists that
could knock off that stubborn bug, too.

resources for their HECM prospects. Those who know how
to use resources, such as BenefitsCheckUp (BCU), to get
extra dollars from benefits programs for their prospects
would have a competitive advantage. 

Built by the National Council on Aging (NCOA), BCU
is an online platform for finding private and public benefits
programs across the country. Seniors can find help with food,
medicines, utilities, and others. A $90 savings on drugs a
month could mean an extra $1,080 a year or $10,800 over
ten years. Similar savings on food brings it to $21,600. That
could support a prospect’s ability-to-stay-at-home (ATSAH),
turning a potential loan denial into an approval.

So we return to the question we started with: what
would reverse mortgages in America look like as HECM
leaps forward?

While the HUD doctors’ triple therapy would sharply
reduce consumer defaults, it could also help industry in
three ways: improved product reputation, better profitabil-
ity, and possible return of big banks to the business.

Reverse Matters continued from page 24
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THE ENGLISH NOVELIST E.M. FORSTER SAID “HOW
do I know what I think until I see what I say?” The same
applies to today’s retirees seeking answers to fund their 
retirement. We must show them what their situation tells
us. Such wide ranging advice was scant for years and reverse
mortgages were often left out of what was available. Today
that has changed. 

Last October at the National Reverse Mortgage Lenders
Association’s Annual Meeting in San Antonio an idea was
born. A partnership between New Retirement and Dr. John
Salter of Texas Tech University’s Division of Financial Plan-
ning has made retirement advice that factors in a reverse
mortgage a reality. Typical consumer calculators in our 
industry have focused on giving consumers an approxima-
tion of what they may qualify for with a federally insured
reverse mortgage. What was lacking was a comprehensive
tool set which considered a consumer’s savings, investments
and home equity providing a holistic approach. Frequent 
consumer questions like “when should I begin taking social
security?” and “what is the best way to take my pension?”
are now joined by “Is a reverse mortgage a suitable tool.”

The Origins of a New Approach
New Retirement’s calculator was expanded in 2012 in

partnership with Texas Tech connecting individuals with 
financial and reverse mortgage experts. Site visitors are 
encouraged to ask questions which connects them with an
advisor. Even better, such advice is free of charge and users
are notified by email once their question is answered. 
“Financial advisors get the opportunity to work with inter-
ested individuals and consumers have free access to financial
professionals,” said New Retirement CEO Stephen Chen.

Some of the financial advice is being provided by students
of Texas Tech’s renowned Financial Planning school. “The
students benefit by answering real life questions they 
may encounter down the road and the school receives a PR 
benefit as well,” said Salter, who serves as the school’s 
Associate Professor. “Student answers are reviewed by an
alumni from the program who is a CFP practitioner.” Both
Chen and Salter share the vision of a holistic retirement
planning approach but also see the challenge in reaching
both the financial professional and retiree. The online tool
is part of an effort to reach an estimated 68,000 Certified
Financial Planners and 75 million baby boomers, 35 mil-
lion of which are active retirees. “We needed a scalable 
solution. One which automates and delivers while captur-
ing best practices and knowledge,” said Chen. 

The Big Gamble
While retirees and those nearing retirement may seek

advice, until now they have not been getting the full spec-
trum of options or been informed about all the assets they
could utilize in funding their retirement. Such incomplete
information can have devastating consequences. It’s not un-
like a patient with a life-threatening condition not having
every option presented to them. The good news is that
more financial professionals are aware of the unique role
home equity can provide in retirement planning. Rather
than only considering assets under management and 
savings, advisors can now run “what if ” scenarios which 
include the use of a reverse mortgage. “We are looking hard
at how to use the HECM Saver and line of credit as a way
to integrate into a financial plan,” said Chen.

Innovations

Calculating Retirement By Shannon Hicks

Innovations continued on page 27
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professional who can then walk them through the finer
points of the HECM loan. 

We are entering the new age of the reverse mortgage
borrower. While the traditional borrower in years past was
enlightened to the reverse mortgage through television ads
or direct mail, today’s borrowers look online. Consumers
often research a product’s ratings and price before ever step-
ping foot in a store. Many baby boomers are taking the
same approach for reverse mortgages. With the increased
online presence of those 50 and older our proposal must
give them options. This is the true beauty of a holistic 
calculator that explores several aspects in retirement open-
ing the door to considering the use of one’s home. This
strategy will capture the attention of those who would have
never considered a reverse mortgage and encourage them
to seek advice. The reverse mortgage industry is evolving
from a product-centric model to a solution centered one
that makes our product an integral consideration for any
retirement plan. 

Bringing the Picture Into Focus
Visitors can enter their overall monthly income, social

security and pension payouts and overall expenses into the
New Retirement calculator. The results consider these 
factors along with other savings calculating when their
money is projected to run out. But most importantly those
using the site are given the opportunity to explore how they
can improve their retirement scenario. Possible solutions 
include delaying retirement, consulting with an advisor,
buying long term care insurance or considering their
biggest asset and expense--their home. Those who are 62
and older are shown reverse mortgages with both a lump
sum and monthly tenure payments that could improve
their retirement. The home has now become part of the
planning equation. Using this information, consumers can
have a meaningful discussion with an advisor on how the
prudent use of their home’s value can help them be better
prepared for their non-working years. At this point, they
can choose to connect with a pre-screened reverse mortgage

Innovations continued from page 26

RM

Innovations



28 REVERSE MORTGAGE / JULY-AUGUST  2013

Bay Docs, Inc.
Since 1994, Bay Docs’ core focus has been providing compliant

reverse mortgage document packages. We continue to be the only doc-

ument preparation company in the

nation dedicated solely to the re-

verse mortgage industry. In 2011

we expanded our services and introduced Reverse ExpressTM a light-

ening fast LOS. This system is 100% online and provides a user

friendly solution for calculations, required disclosures, application and

closing packages as well as several post-closing functions. Bay Docs is

also integrated with nearly every lender LOS available today. We have

a highly experienced and qualified staff providing our clients with ex-

pertise in legal, compliance and technology. 

Discover what nearly 18 years of industry experience can do for you!

Call (888) 297-3627 for a free demo of our software … 
or check us out at www.baydocs.net. Contact: Megen Lawler 
(415) 209-9424 or email mlawler@baydocs.net

Celink
Celink’s Reverse Mortgage Servicing 

Mission is threefold.

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

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

We Innovate — We explore and uncover new and cost-effective 
ways to increase our value to our clients and their borrowers.

We meet every industry challenge and every client and borrower

need with the confidence that comes from knowing who we are and

what we’re about. Your reputation and your borrowers are safe with

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

John LaRose, CEO: john@celink.com (517) 321-9002
Ryan LaRose, President &COO: ryan@celink.com  (517) 321-5491

Debthelper
With locations in Florida, Nevada and Massachusetts, Credit

Card Management Services, Inc. doing business as Debthelper.com is

a HUD Approved 501c3 Non-Profit ISO 9001 Multi-State Agency.

Debthelper focuses on individualized counseling and education, while

stressing the importance of excellent customer service. Debthelper is

notably utilized by more clients because of its availability of counseling

sessions in multiple languages, with a fast turnaround.

Debthelper.com is a member of the Association of Independent

Credit Counseling Agencies (AICCCA), the Association of Credit

Counseling Professionals

(ACCPros) and its Coun-

selors adopt the National

Industry Standards for Homeownership Education and Counseling

(NISHEC). Debthelper.com has an A+ Rating with the Better Busi-

ness Bureau (BBB).

Debthelper.com has served over 190,000 clients since 1996 for

the services of money and debt management; reverse mortgage coun-

seling to both new and current borrowers, bankruptcy counseling,

foreclosure prevention and home buying counseling and education.

Phone 1-800-920-2262 Fax: 1-866-561-2622
Email: hecmeducation@debthelper.com 
Website: www.debthelper.com

Generation Mortgage Company
Generation Mortgage Company (GMC) was founded by assem-

bling a national team of professionals with extensive experience in all

areas of the reverse mortgage industry. Our passion to offer the best

customer service enables us to be

in the reverse mortgage business

for the right reason – to enrich the

lives of seniors by helping them age-in-place with grace and dignity. 

At GMC, we love what we do, but more importantly, we care

about our partners and their customers. There is no greater satisfaction

than knowing we have made a positive difference in the life of a senior;

that through a reverse mortgage, we helped him or her maintain self-

reliance. We respect our seniors and partners, listen to their needs,

and will work to help them reach a decision that is right for them. 

GMC offers competitive reverse mortgage products with various

payment and pricing options to fit the borrowers’ needs, including

the proprietary product, Generation Plus® for higher valued homes.

For more information on GMC and the services we offer, contact

Laura Troy at 866-790-6151, or laura.troy@generationmortgage.com.

James B. Nutter & Company
Known as America’s

First FHA Reverse Mort-

gage Lender, James B.

Nutter & Company is a national mortgage banking firm licensed in

50 states, the District of Columbia and the Commonwealth of Puerto

Who’s Who in Reverse Mortgages
Profiles of NRMLA Member Companies

Who’s Who continued on page 29

Member
Profiles



REVERSE MORTGAGE / JULY-AUGUST 2013 29

Member
Profiles

Rico. Founded in 1951, the company’s headquarters are located in

Kansas City, Missouri where the firm specializes in originating FHA,

VA and Conventional loans. In 1989, James B. Nutter & Company

was honored to close the first FHA HECM Reverse Mortgage in the

nation for Ms. Marjorie Mason of Fairway, Kansas.

www.jamesbnutter.com
Retail Division: Chris Peters (800) 342-7334
Wholesale Division: Paul Madson (800) 798-3946

Liberty Home Equity Solustions
For nearly a decade, Liberty Home Equity Solutions, Inc. (for-

merly known as Genworth Financial Home Equity Access, Inc.) has

been committed to helping seniors gain finan-

cial independence and security through Home

Equity Conversion Mortgages (HECMs).

Based in Sacramento, California, Liberty

is one of the nation’s largest and most expe-

rienced lenders, focusing exclusively on providing HECM loans to

senior clients and wholesale business partners. We have helped change

the lives of over 25,000 clients since 2003 while providing education

and lending solutions to over 1,000 business partners across the U.S.

www.libertyhomeequity.com
For career opportunities call (916) 384-1853
For wholesale opportunities call (866) 871-1353

© 2013 Liberty Home Equity Solutions, Inc. 
NMLS # 3313 www.nmlsconsumeracces.org.  For a complete list of licenses,
visit www.libertyhomeequity.com/licensesnmls

Moneyhouse
Moneyhouse is a family-owned company that focuses on provid-

ing distinguished, personalized service to each and every one of our

clients. Our mission is simple:

Help seniors and their families

continue to live safely and 

financially secure in their homes through the benefits of a reverse

mortgage. Moneyhouse is a proud member and of supporter of

NRMLA.  One House, One Team One Goal…Moneyhouse

Visit us at: www.moneyhouseus.com
Email us at: sandy@moneyhouseus.com
Or call: Sandy Tennekoon 918-340-4398

Reverse Mortgage Solutions
When your experience was built on servicing reverse mortgages,

you have a unique lending perspective: the

quality of the loans originated. This translates

into RMS becoming an industry leader in re-

verse mortgage lending and loan servicing.

We are the largest privately held mortgage servicer in the US and a

full service independent mortgage banking company. Our well-sea-

soned staff will provide you exceptional level of services with market

leading pricing. To accelerate your growth, go here: www.RMPath.com

Contact: Ralph E. Rosynek, Jr. / VP National – 
Wholesale and Correspondent Production Manager

Phone: (281) 404-7970 • E-mail: RRosynek@rmsnav.com

Reverse Vision
ReverseVision is a leading technology company in the reverse mort-

gage industry. 10,000 users in 1000 companies rely on ReverseVision

to originate reverse mort-

gages. Loan officers like

the simplicity of Reverse-

Vision and the powerful graphical representation of reverse mort-

gages. Lenders rely on ReverseVision for RESPA compliance and use

ReverseVision’s reporting features to manage their operation. Rever-

seVision is privately owned and independent and focuses on reverse

mortgages exclusively. The company is located in North Carolina

and employs a team of leading software engineers and reverse mort-

gage specialists with a combined experience of over 50 years.

www.reversevision.com
(919) 834-0070 • info@reversevision.com

Urban Financial
Urban Financial Group (UFG) is a lender specializing in reverse

mortgages and ranks among the top originators in the United States.

Our retail division is licensed in 42 states,

and our wholesale operation (ReverseIt!)

is licensed in 41 states and Puerto Rico.

UFG acts as a direct originator, purchaser

of whole loans through our third-party originator channel, and is

one of the largest issuers of GNMA securities.  

Every day, we find innovative ways to serve our clients through

the insight of our people and the strength of our technology. We 

consistently refine our process to ensure that all loans are closed 

accurately, quickly and above all – ethically. Fundamental values

guide our business practices: commitment, motivation, integrity, sim-

plicity, flexibility, focus and versatility. Through these values we earn

and keep the trust of our clients.

To learn more about UFG and ReverseIt, call 888-777-3311 
www.urbanfinancialgroup.com
www.reverseit.com

Contact: Sherry Apanay
E-mail: sapanay@urbanfinancialgroup.com

Who’s Who continued from page 28
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M A R K  Y O U R  C A L E N D A R S  F O R  O U R

15th Annual Meeting 
& Expo

November 4-6, 2013

The Roosevelt New Orleans

New Orleans, LA

Registration information
will be made available at 

www.nrmlaonline.org



Are You Reaching 
Your Potential Customers?

With 10,000 Baby Boomers in the United States turning 65 EVERY DAY over the next 20 years, the 
Reverse Mortgage Market has become a tremendous marketing opportunity. Let Resource Solutions 
Direct Mail Marketing help get you in front of them.

We offer a variety of effective marketing strategies:
Seminar Mailings • 
One-on-One Appointment Setting Programs• 
Business Reply Mailer• 

As a leader in Reverse Mortgage Marketing, we know what it takes to create a successful marketing 
campaign! Our refined list data, combined with exceptional print quality and superb customer support, 
allow us to provide you with the most effective direct mail marketing services available in the industry. 

Let us help set you apart from other Mortgage Professionals!

Call us at (866) 855-3710 To Get Started Today!
500 FREE MAILERS WITH YOUR FIRST ORDER
Resource Solutions is Reverse Mortgage Marketing done right!

www.resourceforsolutions.com
PO BOX 1689   |   OLDSMAR, FLORIDA 34677
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Numbers

Aging in Place

85+  

25,000,000
Households with Americans over 65

$83,900 
Annual cost of 
Nursing Home care

5%

Older Americans
who own homes

Older Americans 
in nursing homes

$51,000
Annual cost of Assisted Living

81%

$26,000
Annual cost of Aging in Place Fastest growing 

demographic 
in America



Whatever you need to provide exceptional service to your clients, Urban Financial Group is right 

here for you. Your Account Executive opens the door to all our corporate resources including sales 

and marketing support, underwriting tools and secondary market expertise. Your Sales Support 

Representative gives you access to our vast training and technology resources. And your Loan 

Account Manager helps close all the loans in your pipeline as quickly as possible. 

» Put the power of our wholesale lending division behind you. 888-777-3311  |  www.reverseit.com

NMLS ID# 2285   For mortgage professional use only, not to distributed to the general public. Urban Financial Group Corporate Office: 8909 South Yale Avenue, 
Tulsa, OK 74137; Urban Financial Group, Inc. may do business under the name REVERSE IT!, which is a DBA, or division of Urban Financial Group, Inc. Copyright 2013 
Urban Financial Group, Inc. All Rights Reserved.

You’re not alone.



REVERSEVISION  
is trusted by brokers, lenders,  
principal agents and investors  

to automate their lending process. 

Do you know why? 

919.834.0070 || www.reversevision.com || info@reversevision.com 


