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Scribes

Meet This Month’s Contributors

Marty Bell (In Reverse, p. 3 and Life’s Lessons p. 13) is the Editor
of Reverse Mortgage and Tax Credit Advisor magazines, the Senior
Vice President, Communications & Marketing at NRMLA and
the Executive Director of the National Aging in Place Council.
Peter Bell (Balanced Viewpoint, p. 5) has a 39-year background
as a housing policy analyst and advocate in Washington, DC.
Mr. Bell founded and serves as President & CEO of the National
Reverse Mortgage Lenders Association. In addition to NRMLA,
Bell also serves as the CEO of two other national trade associations,
National Aging in Place Council and the National Housing &
Rehabilitation Association.
Darryl Hicks (Talking Heads, p. 10 and The Evolution of the
HECM, p. 16) ) is the Vice President, Communications for
NRMLA, where he writes our Weekly Report and administers our
CRMP program. He roots for the Steelers and the Phillies and
reads mysteries as he rides the Metro to work each morning.
Jim Milano (FHA’s Revised HECM Rules, p. 22) is a member of
the law firm of Weiner Brodsky Kider PC, based in Washington,
D.C., where he practices in the areas of mortgage banking,
consumer finance, financial institutions and mortgage and secured
transactions law. Jim serves as co-general counsel to the National
Reverse Mortgage Lenders Association and is nationally recognized
as one of the leading lawyers in the area of reverse mortgage law.
A significant portion of Jim’s practice focuses on matters involving
the marketing, origination and investment in, and servicing of,
reverse mortgages.

Call now and join the AAG family today!

866-964-1109 AAG.com/Wholesale
American Advisors Group, NMLS #9392, headquartered at 3800 W.
Chapman Ave., 3rd & 7th floors, Orange, CA 92868. For industry
professionals only – not intended for distribution to the general
public. This material is not from HUD or the FHA and were not
approved by HUD or a government agency. License information can
be viewed on: http://www.nmlsconsumeraccess.org
www.nmlsconsumeraccess.org or http://www.aag.com/disclosure
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Mark Olshaker (How Much House Do Americans Really Own?,
p. 25 and Borrower Chronicles, p. 28), our staff writer, is a bestselling author of fiction and non-fiction and an accomplished
researcher in the areas of crime and medicine. Olshaker has
written 15 books in all, including the New York Times Number One
bestseller Mindhunter and most recently Law & Disorder both
with former FBI Agent John Douglas. He has also produced many
documentary films the latest being Who Killed the Lindbergh Baby?
for NOVA on PBS. Olshaker is a former reporter for the St. Louis
Post-Dispatch, who now resides in Washington and has built a
large following for his MindhuntersInc.com crime blog, which
argued Amanda Knox’s innocence from the get go. His latest
book is Deadliest Enemy: Our War Against Killer Germs, with
Dr. Michael Osterholm and recently published by Little Brown. RM

In Reverse

Transitions
TRANSITIONS ARE TIMES OF ANXIETY AND UNCER-

tainty. We know what we have, but we don’t know what
we are going to get. Patience is probably the best antidote.
It is difficult to anticipate outcomes. But that is not going
to stop us.
This month in our magazine and next month at
NRMLA’s annual Eastern Regional Meeting in New York,
entitled Reverse Mortgages in a Time of Change, we attempt
to shed just a little bit of light on how our governmental
transition may impact our industry.
We begin here with Darryl Hicks’ interview with former
Federal Housing Administration Commissioner Brian
Montgomery, who served at the end of the Bush and beginning of the Obama Administrations, and walks us through
the goings on within the Department of Housing and Urban
Development during a time of transition. (Talking Heads,
p. 10) I have always been interested in how the career
employees within government with a variety of party
loyalties find the means to collaborate with a new administration that may not share their viewpoints, and Commissioner
Montgomery tries to explain that.
We also look closely at the point by point changes in
the HECM program under the leadership of each of the
11 previous FHA commissioners since its implementation,
assuming that what has happened in the past is some indication of what may happen in the future. (The Evolution of
the HECM, p. 16)
While it may not be a surprise that Dr. Ben Carson,
with his accomplishments in medicine and education,
accepts a role in President Donald Trump’s cabinet, it is
surprising that the position is HUD Secretary. How will

the experiences and philosophies that made Carson a hero
in other fields cross over into housing policy? I take a stab
at that one. (Life’s Lessons, p. 13)
Dr. Carson will be greeted by a new HECM rule issued
by HUD on the last day of the Obama Administration.
Given President Trump’s freeze on new regulations, we are
not sure where this current rule stands. But our outside
counsel, Jim Milano, provides a snapshot of why the rule
was issued and analyzes its current provisions. (FHA’s Revised HECM Rules, p. 22)
This issue also includes new research conducted by the
Urban Institute, a DC think tank, under the leadership of
Laurie Goodman. Laurie and her colleagues investigated
why more people do not make use of their home equity
in retirement at a time when many are concerned about
being short on their savings, caregiving requires private
payment for most patients and home values have returned
to pre-recession levels in many regions of the country.
(How Much House Do Americans Really Own?, p. 25)
And this month, we begin a new front of the book regular
feature we call The Biz (p. 6) created to keep you up to
date on the conversations going on within our industry, in
the press and in Washington.
With the severe shift in philosophy between the immediately past and current administrations, the information
in this issue is only the beginning of a discussion that will
go on for some time as new HUD staff is added, the rule
is once again reviewed and we learn about the level of our
new government’s commitment to older Americans.
Marty Bell, Editor
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Balanced
Viewpoint

We have work to do
By Peter Bell, President & CEO of NRMLA
TRANSITION

FROM

ONE

ADMINISTRATION

TO

another is always an anxious time for those who work in the
policy arena. Even when the change is to a new administration from the incumbent party, personnel changes, continuity is disrupted and new directions often emerge. When
the change is from one party to the other, the disruption
is often exacerbated as a greater number of new personnel
and ideas come in. Often the newcomers have been supporters of the arriving administration’s campaign and are
placed in politically appointed jobs despite having limited
background in the field for which they are now responsible.
Like entering a dark house for the first time, they must feel
their way around the bureaucracies they are joining and
adjust to the way things are done.
A business background can be of value, but government
is different than business. Decision-making processes and
implementation of changes require much more collaboration with stakeholders. Divergent interests need to be heard
and balanced. Redirection of policy must be vetted by a
variety of interests, some with competing priorities.
This year’s transition poses a vexing situation for NRMLA
and other reverse mortgage stakeholders. As of this
writing, the HUD executive offices remain unoccupied.
The Secretary-designate awaits confirmation. The Deputy
Secretary, who is, in effect, the COO who runs the
department, is yet to be named, as are the Assistant Secretary/Federal Housing Commissioner, the Deputy Assistant
Secretary for Single Family Housing and all of the special
assistants and advisors to each of these positions. At this
particular point it might appear as if the lights are on, but
nobody’s home.
Actually, during transition, a team of temporary advisors occupied HUD, interviewing personnel and drafting
memos on programs for the incoming administration.

Their work has now been passed
along to a “beach head team” that
has landed at the department and is
getting its arms around the myriad of
issues dealt with by HUD.
At NRMLA, we spend this time
making sure that the career staff officials—the civil service employees at
Peter Bell
HUD, whom we work with day in
and day out and remain in place from one administration
to the next—have the information they need to provide
feedback to the transition and beach head teams. We prepare
background briefing papers explaining the history of the
HECM, including justification and public policy arguments for maintaining a robust reverse mortgage program, as
well as providing insight and recommendations on the various
policy issues surrounding the program. Our assumption typically in these circumstances is that the incoming team
will have little, or no familiarity, with exigencies of reverse
mortgages, other than perhaps a level of general knowledge
that exists amongst the public at large.
We always view the government officials responsible for
our program as our partners and our role is to get them up
to date on impending issues. This year, for example, our focus includes how the government accounting and actuarial
processes evaluate the program, implementation of the new
regulations, the need for resolution of the items left unaddressed in the Final Rule and steps that might be taken to
manage the program on a more cost-efficient basis so it can
operate at a financially self-sustaining level.
There’s a lot to be done and we are eager to sit down
with HUD’s new leadership to begin discussing NRMLA’s
concerns and issues. We look forward to the days ahead
when they will all be in place and ready for action. RM
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The Biz

EVERYTHING NEW YOU NEED TO KNOW

People are talking about…
The Future of HECM Final Rule
Wouldn’t you know it. The day before Donald Trump was
inaugurated as the 45th President of the United States, HUD
published a 53-page final HECM rule that codified policy
changes previously implemented by mortgagee letter and also
made additional regulatory changes. You’ll find a manageable
summary by NRMLA’s outside counsel Jim Milano in this issue
on page 22.
While the final rule has an effective date of September 19,
2017, it is unclear at this point if the new administration’s
regulatory freeze memorandum, issued on January 20, 2017,
will act to defer or delay it.
Other Pending Rules
Last year, NRMLA commented on two other proposed
rules published by the Department of Housing and Urban
Development, one that would require mandatory assignments
of HECM reverse mortgages at 98 percent of the maximum
claim amount and another that would modernize the Department’s condominium approval and recertification rules.
The future of these rules remains uncertain following the
implementation of President Trump’s regulatory freeze. Further
updates will be provided as we learn more.
Subcomm chair Sean Duffy
Former ESPN sports commentator and reality show personality Sean P. Duffy, now a four-term congressman who represents
northern Wisconsin, was appointed chairman of the Housing
and Insurance subcommittee, which has jurisdiction over policy
matters impacting the Federal Housing Administration.
Rep. Duffy has served on the House Committee on Financial Services since first winning election in 2010. He succeeded
Rep. Blaine Luetkemeyer (R-MO), who became chairman of
the Financial Institutions and Consumer Credit subcommittee.
Rep. Jeb Hensarling (R-TX) will continue serving as
chairman of the Financial Services Committee for the 115th
Congress and Rep. Maxine Waters (D-CA) as the committee’s
ranking Democrat.
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Monitoring Ethical Behavior
NRMLA created a new online form that streamlines the
process for reporting ethics violations to NRMLA’s Ethics
Committee. Information and documents can now be uploaded
for submission on NRMLAonline.org.
Anytime you see a questionable advertisement or inappropriate behavior that may violate NRMLA’s Code of Ethics, we
encourage you to submit a complaint for review by the Ethics
Committee. To help us in our investigations, we ask that you
cite the Values and/or Rules within the Code of Ethics that are
being violated.
Why Don’t (More) Small Businesses Offer
Retirement Plans?
The Pew Charitable Trusts recently surveyed more than
1,600 small and medium-sized business owners and managers
and found that employers most often cited expense, limited
administrative resources and lack of employee interest as main
reasons for not offering retirement plans, according to an article
published by the National Association of Plan Advisors.
Nearly a quarter (22 percent) of those surveyed said
they hadn’t thought about offering retirement plans. And
three-quarters of business owners who do not offer a plan
said that under current circumstances they would be no more
likely to offer one in the next two years than they are now.
As for what could lead employers to offer a plan, factors
include greater profitability, financial incentives and increased
demand from employees. To learn more, download the complete
survey, titled “Small Business Views on Retirement Savings Plans.”

NO JOB

TOO BIG

Managing Money As We Age
Americans often worry about not having enough money
in retirement, but seldom have concerns about their capacity
to manage that money. Normal cognitive aging can lead to
financial mistakes because people lose much of their “fluid”
intelligence – the capacity to process new information – by the
time they reach their 70s and 80s. And a minority develop a
cognitive impairment that severely erodes financial capacity.
That’s according to a new Issue in Brief published by
Boston College’s Center for Retirement Research, which
examines Cognitive Aging and the Capacity to Manage
Money. “Individuals who develop a cognitive impairment
may see a substantial reduction in their financial capacity and
need someone to step in for them,” says the brief ’s authors,
Anek Belbase and Geoffrey T. Sanzenbacher.

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 work was completed in a timely manner,
my clients were pleased with the
professionalism of those that came to their
home, and the final outcome was a loan that
closed with a happy customer.

Fidelity has accomplished some
miraculous results for our folks
when needed.

Rayetta M. Webb
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Joshua Shein
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The Press is talking about…
Us. From the first hour of 2017 until the time of this writing,
reverse mortgages had already been mentioned in more than
400 news stories – that’s roughly nine articles per day since
the beginning of the year. For a loan that makes up only
a small fraction of the mortgage market, it’s a remarkable
amount of coverage, made only more impressive by the fact
that the stories are positive or neutral 90 percent of the time.
Writers for national outlets, such as The Wall Street
Journal and Kiplinger Magazine, included reverse mortgages
among their lists of retirement funding strategies, and a US
News and World Report contributor considered whether senior
buyers should finance the purchase of new a home with a
Home Equity Conversion Mortgage (spoiler alert, he leans
towards yes). A financial columnist for the online financial
education site NerdWallet roused an expert from retirement
to explain the benefit of using home equity in retirement,
and a trade publication for the wealth management industry,
The Trust Advisor, published a summary of retirement
researcher Wade Pfau’s longevity funding strategies.
The positive trend in media coverage reveals a growing
acceptance for reverse mortgages as part of a homeowner’s
overall retirement funding plan. Here are some examples
from the first quarter of the year:

If You’re Behind on Retirement Savings,
Here’s How to Catch Up
(https://www.wsj.com/articles/if-youre-behind-onretirement-savings-heres-how-to-catch-up-1484908208)
Wall Street Journal, Anne Tergesen, January 20, 2017
Individuals who haven’t saved sufficiently for retirement,
yet wish to continue living in their current home, should
consider a reverse mortgage, suggested Wall Street Journal
retirement reporter Anne Tergesen. Using home equity,
delaying Social Security and contributing to health-savings
accounts are three often over-looked options that can help
people boost income or minimize costs during their golden
years, wrote Tergesen in her article, “If You’re Behind on
Retirement Savings, Here’s How to Catch Up.”

6 Steps to Retire When You Want
(http://www.kiplinger.com/article/retirement/T037-C000S002-how-to-retire-when-you-want.html)
Kiplinger Personal Finance, Jane Bennett Clark, March 2017
There’s no right time to retire for everyone, but there is a
right way to plan for it, explained Kiplinger Personal Finance
Senior Editor Joan Bennett Clark in her latest article, “6 Steps
to Retire When You Want.” Leveraging the house by tapping
home equity with a reverse mortgage is one helpful strategy,
especially as a way to access money while delaying Social
Security, suggested Clark, who briefly described the payment
options and costs.
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Should Retirees Buy a Home with a
Reverse Mortgage?
(http://money.usnews.com/investing/articles/2017-01-30/
should-retirees-buy-a-home-with-a-reverse-mortgage)
US News and World Report, Jeff Brown, January 30, 2017
HECM for Purchase, the unfairly neglected financing
option for senior homebuyers, was illuminated by freelancer
Jeff Brown’s January article for US News and World Report,
“Should Retirees Buy a Home with a Reverse mortgage?”
Brown provided readers with a thorough review of the loan’s
function and eligibility criteria along with insights from real
estate professionals who say it’s a useful option for buyers
who will be able to maintain the home and continue paying
required property charges.

Retirement advice from retired financial experts
(https://www.nerdwallet.com/blog/investing/retirementadvice-retired-planners/)
National Syndication, Liz Weston, January 20, 2017
For her nationally syndicated NerdWallet column, writer
Liz Weston spoke to retirees whose working years were spent
advising aging adults on financial management for their later
years. The January article, “Retirement Advice from Retired
Financial Experts,” includes an interview with Lewis Mandell,
emeritus professor of finance at the State University of New
York, Buffalo. The now 73-year-old author says a retiree’s
biggest asset could be a paid-off, appropriately remodeled
home that allows them to age in place. Without monthly
withdrawals from retirement accounts going towards a mortgage payment, retirees may be able to stretch their savings
longer. Mandell also notes that the built-up home equity
could be tapped down the line with a reverse mortgage.

Reverse Mortgage Part of Financial Planning
http://thetrustadvisor.com/estate-planning/reversemortgage-part-financial-planning
The Trust Advisor, Jim Doyle, February 4, 2017
Jim Doyle’s article, “Reverse Mortgage Part of Financial
Planning,” was published in Colorado’s senior newspaper and
reposted by The Trust Advisor for industry professionals to
read. Doyle highlighted key strategies from Wade Pfau’s new
book, Reverse Mortgages: How to Use Reverse Mortgages to Secure
Your Retirement, including using loan proceeds to bridge the financial gap between retiring and claiming Social Security, and
allowing retirement accounts to grow and recover by tapping
home equity instead of drawing down investment assets. Doyle
also explained how the non-recourse feature benefits borrowers
and their heirs.

In Washington they’re talking about…
The President’s Regulatory Freeze
On the first day of President Donald Trump’s term, a regulatory
freeze was issued affecting government agencies, including the
Department of Housing and Urban Development. On Monday,
January 30, the Trump Administration went one step further,
issuing an executive order that requires agencies to rescind two
regulations for every new regulation implemented. The Executive
Order also requires that the cost of any new regulation must be
offset by the rescinded regulations.
The freeze pertains to any proposed regulations, which must
now receive approval from a Trump-appointed department or
agency head. Furthermore, for regulations already published in the
Federal Register but not yet in effect, the freeze temporarily postpones
implementation for 60 days.
The final HECM rule published by FHA on January 19 has an
effective date of September 19, 2017, so it should not be affected by
the freeze. But who knows? Further updates will be provided as we
learn more.
Reassessing HECM Loan Documents
Comments were submitted to the Department of Housing and
Urban Development recommending updates to existing HECM
loan documents that take into account recent regulatory changes,
such as financial assessment and non-borrowing spouse protections.
Forms that NRMLA would like to see updated include: HUD
Form 92800.5B-Conditional Commitment; HUD 92900A-HUD
Addendum to URLA; Fannie Mae 1009; HUD-1 and the Good
Faith Estimate. Download NRMLA’s comments to view its recommendations.
NRMLA submitted its comments in response to a 60-Day Notice
of Proposed Information Collection published by HUD on November
22. NRMLA will alert members if any form changes are implemented.

NEED TRAINING?
NO PROBLEM
OUR SUPPORT
MAKES IT EASY
TO SUCCEED
Call 888.369.1573
Visit www.HighTechLending.net

EQUAL HOUSING

New Mortgagee Letter: FHA Creating Loan
Review System
The Federal Housing Administration is implementing a Loan Review System that provides an electronic
platform for FHA loan-level file reviews and other quality
control functions for Title II Single Family mortgages.
The news was announced in Mortgagee Letter 2017-03.
HUD states that as system development is ongoing, the
effective date will be confirmed in a subsequent mortgagee
letter but will be no earlier than March 1, 2017. While
HECMs are not specifically mentioned in ML 2017-03, it
states that this guidance applies to all Mortgagees approved for
FHA Title II Single Family programs. The HECM statute,
section 255 of the National Housing Act (codified at 12
USC 1715z-20), falls within Title II.
Under this initiative, HUD plans to implement a new
Loan Review System, which will be used to manage Title II
Single Family Loan Reviews, Title II Single Family Mortgagee Monitoring Reviews and Mortgagee self-reporting
of fraud, misrepresentation and other material findings.
The Loan Review System builds on recent efforts by
FHA to align the documentation of loan review results
across various divisions, and it incorporates the Single Family
Housing Loan Quality Assessment Methodology (Defect
Taxonomy), which was announced on June 18, 2015.

And now you’re up to date.

RIDE THE REVERSE MORTGAGE WAVE
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Talking
Heads

Brian Montgomery, The Collingwood Group
Former FHA Commissioner takes us inside HUD during transition
By Darryl Hicks

IMAGINE THE CONFUSION IF THE BOSSES OF THE

company you worked for changed every four to eight
years, while most of the rest of the staff remained. That’s
exactly what happens at cabinet-level departments, including
the Department of Housing and Urban Development,
when there is an administration change.
To get some insight into the transition process and
how it impacts those involved, RMM reached out to Brian
Montgomery, who served as FHA Commissioner from
2005 to 2009, during President George W. Bush’s second
term and the first six months of the Obama Administration.
Today, Montgomery is vice chairman of The Collingwood Group, a business consulting firm he co-founded in
2009 after leaving HUD that identifies and secures business
opportunities with the federal government and the GSEs;
helps financial services companies comply with, interpret
and operate effectively within the ever-changing regulatory
environment; and works directly with CEOs and boards of
directors to help increase market share and profitability.
Reverse Mortgage: Besides the HUD Secretary and
the FHA Commissioner, how many people coming to
work at HUD must be confirmed by the Senate and
how many are career staff?
Brian Montgomery: The vast majority of political appointees, maybe 75 people, do not have to be confirmed
by the Senate. That’s throughout HUD, not just in the
Office of Housing, which I oversaw. These individuals are
classified as Schedule C Appointments, which means their
duration at HUD lasts as long as the president’s term. It’s
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generally the assistant
secretaries who must be
confirmed. This includes
the Assistant Secretaries
for Community Planning and Development,
Public and Indian Housing and Policy Development and Research, in
addition to the General
Counsel, the Chief FiBrian Montgomery
nancial Officer and Ginnie Mae President. In terms of career staff, the Office of
Housing employs about 3,000 people.
RM: How does the senior leadership and staff work together?
BM: Working in the federal government, no matter whether
it’s the Department of Labor or the Department of Commerce, or in my case HUD, there’s this interesting dynamic:
when one president’s term ends, another president’s term
begins, and the executive leadership changes. Nowhere else
in America does this happen. If you’re a career staff person,
you know this comes every four years, sometimes eight
years. Even when a president is reelected, many times there
is still a change in the leadership structure. By the same token, if you’re a political appointee coming into HUD, there’s
a whole team of career folks who’ve worked there for five,
ten, 15, 20, sometimes 40 years. Let’s say you worked for
a non-profit or a mortgage lender. You may know FHA’s
programs, but not necessarily how they work within the

Talking
Heads
Department. From my experience, the synergy between the
political staff and the career staff is extremely important and
necessary for a successful relationship.
RM: How does new management, many without prior
experience working at HUD, lead individuals who know
FHA’s programs best?
BM: You have to, and should, embrace the career staff as you
would political appointees, because they more than likely have
tried and seen everything that you’re thinking about when
coming into an agency, especially the deputy assistant secretaries who’ve been there for decades. Making them part of
the team, as trusted advisors, increases your odds for success.
When I came to HUD, I came from the White House, where
we had senior staff meetings every morning at 7:30 in the
Roosevelt Room. After I got confirmed, I started doing the
same thing. It dawned on me the first day that a lot of the
deputy assistant secretaries didn’t really know one another.
Multifamily staff didn’t know the people running regulatory
affairs, or manufactured housing or healthcare facilities. It
became obvious to me that communication between the

political appointees and career staff was essential. When I
counsel someone who is going to work at HUD, I tell that
person to have an open-mind and to recognize that career
staff want the same thing they do because they believe in
HUD’s mission.
RM: How does in-house politics affect the Department?
BM: If you recall back in 2005, FHA’s market share was
almost non-existent. The typical FHA borrower was being
steered into high-cost subprime loans, many with teaser rates,
and the result was that FHA’s share of the mortgage market
shrunk to about two percent. When I got to FHA, the people
who were most upset about that were the career staff. They
said, ‘Our traditional borrowers are being taken advantage of.
It’s not right.’ I made FHA reform the centerpiece of what
I wanted to achieve during my time there to get FHA back
into the game. We succeeded because of the collaboration and
communication between the Secretary, assistant secretaries
and career staff.
Talking Heads continued on page 12
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Talking
Heads
Talking Heads continued from page 11

RM: Was communication the key to maintaining loyalty
and good morale within FHA?
BM: I never woke up in the morning and asked myself how I
was going to build morale that day. If people feel like they’re
being listened to, included in discussions and feel free to
object without fearing repercussions, it’s amazing how that
in and of itself makes them feel like they’re part of the team.
I wasn’t a perfect manager, nobody is, but I think my style,
my model, worked. It’s not rocket science. Listen to people.
Respect them. And consider their opinions. That’s the best
way to build morale.
RM: Describe the relationship between the FHA
Commissioner and the HUD Secretary. Do you work in
unison? Is the culture based on the will of the Secretary?
BM: As I noted before, we knew something wasn’t right
with the housing finance market based on FHA’s dwindling
market share. Our day-to-day job was focused on rebuilding
single-family programs, because multifamily was humming
along. So it was easy to get the Secretary and the White House
to focus on FHA reform and supporting our efforts to create
flexibility with loan limits and pricing and modernizing the
Real Estate Settlement Procedures Act (RESPA), which at
that time still fell under the jurisdiction of HUD. However,
it was Hurricane Katrina that got us all rowing in the same
direction. All of the assistant secretaries at HUD were
involved in the cleanup effort.
RM: Did you have the autonomy to run FHA as you saw
fit, or did you take instructions from the HUD Secretary?
BM: I had a strong relationship with the White House. I
knew that we could have professional, well-reasoned discussions about policy issues, such as reforming FHA. Alphonso
Jackson, the Secretary, was part of those discussions, but he
was running all of HUD. He had to worry about everything,
whether it was Public and Indian Housing, budgets, or personnel. So any HUD Secretary, whether it’s Alphonso Jackson or Henry Cisneros or Shaun Donovan, has to delegate a
fair amount of his authority to the assistant secretaries, which
is why they are there. That’s why staff meetings become
important and communication between all of the assistant
secretaries is essential. But yes, all assistant secretaries reported
to the HUD Secretary.
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RM: While serving as FHA Commissioner, you published
15 mortgagee letters that affected HECM, which is an
amazing number when you consider your predecessors
who served from 1988 to 2005 published a combined 16
HECM mortgagee letters. Please discuss what it was like
to oversee HECM during a time of unprecedented growth
followed by the collapse of the economy.
BM: Seniors were finally utilizing the program, but we later
became concerned about the survivability of the product and
its dependence on home price appreciation to sustain itself.
Nobody could have predicted in the late 80s when the program was being developed that one day there would be home
price depreciation across the entire country as we saw in
2007-2012. I can’t say enough about the career staff who kept
HECM a robust product, despite the collapse of the housing
market. People like Meg Burns and Ed Szymanoski, who sadly passed away last year and who by many accounts was the
father of the HECM program. The career staff felt like they
were on a mission to help people, in this case seniors. They
felt very strongly that we needed a product for them. There
were a few stumbles along the way, but everybody was doing
what they could to keep the product available and a viable
option. It’s not a product for every senior, but it sure is for a
lot of them. Managing the program during the housing crisis
was akin to a boxing match. You had a left uppercut, a right
hand to the chin, then a punch to the stomach. And yet the
HECM product kept getting up. It was almost like Rocky.
And it’s still out there. I’m optimistic that HECM will have
its day in the sun again.
RM: What guidance have you provided to the Trump
transition team? Do you anticipate that the nominee for
FHA Commissioner will be supportive of FHA and its
loan programs?
BM: I wasn’t officially on the transition team, but Meg Burns
(former Director of FHA’s Office of Single Family Program
Development) and I met with Dr. Carson a couple of times.
Separately, the transition team asked me to provide a list of
candidates for high-level positions at HUD and not just
within FHA. The people who I recommended very much
support HUD, FHA and its mission. Going forward, and I
understand that this administration is just getting started, but
I hope there will be greater collaborative discussions on the
roles of FHA, VA, USDA, the government-sponsored enterprises and private mortgage insurers. RM

Life’s Lessons
What can we learn from Ben Carson’s journey to Housing Secretary
ON STAGE TO DEBATE FOR THE REPUBLICAN

nomination for president were 16 people who thought they
had to outshout each other—and one who obviously wanted
to be the softest. Many needed to out-insult each other—and
one felt compelled to show respect. And, of course, there
were 15 who were white—and one who was not.
But it was not skin color that most differentiated Dr.
Ben Carson from his opponents. It was tone.
The tone may not have been a successful tool in the televised auditions for the presidential nomination, but it may
be valuable in the new role Carson will assume as Secretary
of Housing and Urban Development.
At this writing, Ben Carson has not yet been approved
as HUD secretary. But we don’t anticipate conflict there.
Before he settles into the job and selects the FHA commissioner and other key staff, it is difficult to get a handle on
what his intentions will be. Carson is, after all, a complex
man and, like most of us, full of contradictions. The biggest
one may be why an African American driven by empathy
and intensely focused on uplifting the neediest, chooses
to associate with a political party that does not emphasize
those concerns. But reviewing Carson’s life via journalism,
his statements, his writings and his Capitol Hill hearing, we
can get some sense of the man’s priorities.

Heart Department
Perhaps what we missed most in this election was
empathy, especially in the wake of a presidency that was built
on it. What empathy there was in the 2016 Republican campaign often felt limited to an aura around the lectern Carson
occupied. Empathy was also visible at Carson’s hearing for the
new job and in his previous comments and writings. In an era
of human megaphones, Carson is anything but a bloviator. In
the era of non-stop talk machines and interruptions, he is a
listener. In an era that lacks self-control, he appears eminently
patient. (You would have to be to perform 52 hours of brain
surgery, leading a staff of 55, wouldn’t you?)

By Marty Bell

The 15 cabinet departments in the Executive Branch of
government can be broken into practical categories (though
there is a good amount of crossover). There are the “Protection Departments” (State, Defense, Homeland Security,
Justice); the “Business Departments” (Labor, Agriculture,
Commerce, Transportation); the “Preservation Departments” (Interior and Energy); and the “Bank” (Treasury.)
Then there are the “Heart Departments” (Health and Human Services, Education, Veteran’s Affairs and HUD).
All the departments are involved in business in some way.
All the departments provide a certain amount of protection.
All affect the economy. But the Heart Departments are
primarily focused on the needs of Americans, particularly the
neediest Americans. Some historical developments—such as
the subprime mortgage crisis—may make HUD appear to
be business focused. But the statute that created the department as part of Lyndon Johnson’s “Great Society” in 1965
stated HUD’s mission was to “create strong, sustainable,
inclusive communities and quality affordable homes for
all. HUD is working to strengthen the housing market to
bolster the economy and protect consumers; meet the need
for quality affordable rental homes; utilize housing as a
platform for improving quality of life; build inclusive and
sustainable communities free from discrimination.”
A brain surgeon is not going to approach any effort
unprepared and try to scat sing his way through confirmation.
In his prepared remarks to open his hearing, Carson said he
challenged his students at John Hopkins not to just be doctors
and heal illness, but to be “healers of society.” Similarly, his
approach to HUD is holistic. To ensure social mobility “it’s
more than just housing,” he said. “We must include the areas
of healthcare, education, jobs and skills to do them, in addition to transportation. In order to provide access to quality
housing for the elderly, disabled and low-income, we need
to work across silos, and I intend to do that at HUD should
you confirm me.” To Carson, not leaving anyone behind is
“a moral and economic imperative.”
Life’s Lessons continued on page 14
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Life’s Lessons continued from page 13

Self control
Perhaps what is most impressive about Carson is that
his restraint and pensiveness do not appear inherent. In
fact, according to the stories of his youth, he was not born
with his current demeanor; he learned it. And frequently
the hard way.
Ben Carson was an angry young man and it is no wonder.
He said at his confirmation hearing he believes in the “social
determinants of health,” an increasingly popular term in the
physical and mental health sector, that argues life’s chances are
primarily influenced by living circumstances. Lack of decent
housing can lead to higher levels of depression and anxiety,
greater drug use, more use of emergency rooms at hospitals.
Carson saw all of this first-hand growing up.
He first lived in the tough neighborhood of Southwest
Detroit. When he was born, his mother Sonya was 13. When
he was eight, she discovered her husband had another wife
and family and divorced him. Ben was angry and discouraged
and a poor student. He tells stories of threatening his mother
with a hammer and attempting to stab a young friend,
with tragedy only stopped by a protective belt buckle. He
was scared of himself and locked himself in the bathroom
with a bible, searching for the light. Without a husband,
Sonya could no longer afford to live in a house in Detroit
and moved with her boys into a family’s home in Boston.
She was the model of a strong woman, working two or
three jobs at a time as a domestic while managing to
watch over and aggressively discipline Ben and his older
brother. But somehow, despite an education that ended
in third grade, Sonya had the wisdom to make books an
everyday part of her boys’ lives and demand to see homework before it was turned in.
The family eventually moved back to their original home
in Detroit (which was a great achievement for Sonya), and it
was likely that Ben would turn to drugs or alcohol as relief
from the difficulties that faced his family. Instead, his escape
from impoverishment was books. Sonya required her boys
to make a weekly trip to the Detroit library. She required
them to read two books a week and write book reports. Ben
was in his teens before he realized his mother couldn’t read.
By the time he was 13, he was awarded the highest academic honor in his school (only to hear his teacher bawl out
the white students in front of him for letting a black child
win the honor). Carson gained admission to Yale University,
where he majored in psychology.
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“I also came to realize that if people could make me angry,
they could control me,” Carson said. “Why should I give
someone else such power over my life?”
Carson’s views indicate he came away from his childhood experience believing that, if given his environment,
he could achieve so much, everyone could—although everyone does not have a Sonya Carson in their life. “I’m not
interested in getting rid of the safety net; I’m interested in
getting rid of dependency,” he told the Conservative Political Action Conference in 2015. “We need to understand
what true compassion is to reach out to individuals who
think that being dependent is reasonable as long as they feel
safe. It’s not compassion to pat them on the head and say,
‘There, there. I’m going to take care of all your needs, your
healthcare, your food.’ That’s the opposite of compassion.”
“To educate a man is to liberate him,” Carson has said.
When it comes to education, Carson has put his money
where his speeches are. He and his wife Candy have supported two educational initiatives: the Carson’s Scholars
Fund, which now awards $1,000 scholarships to 500 students
annually and has awarded 7,300 to date; and the Ben Carson
Reading Project, which has created 160 reading rooms in
schools across the country. One might assume that after
Health and Human Services the department Carson would
be most likely to lead would be Education. But that is not
the case.
Two other life experiences seem to have had a profound
impact on his point of view. It has been well-reported that
Carson has an unusual ability to envision a three-dimensional view of the brain and by the age of 33 had risen to
chairman of pediatric neurosurgery at Hopkins. He has
reported that this rapid rise was questioned by more experienced staff. His fame came from his reputation as daring
and willing to take on challenges others wouldn’t, such as
becoming the first neurosurgeon to separate Siamese twins
conjoined at the head. It was an amazing accomplishment,
but it did not come quickly or without prior cost. Before the
famous 1997 separation of the Banda twins from Zambia,
joined at the top of their heads, he had separated the Binder
Twins from Germany. They survived, but with significant
neurological problems. The Makwaeba twins of South Africa did not survive. These operations were incredibly brave.
The ones that failed had to be extremely disappointing to
Dr. Carson. Reading through the details of these surgeries is
not for the weak of stomach. They were followed by lots of
self-examination by an introspective man. And yet he persisted and finally succeeded.

And then, in 2002, at the age of 51, Dr. Carson himself
was diagnosed with prostate cancer. He worked closely with
the team of surgeons at Hopkins that operated on him and
reported he was within one millimeter of the malignancy
metastasizing.
These extreme life experiences, the overcoming of seemingly unsurmountable obstacles and closeness to death (both
of others and his own) seem to have made Carson a staunch
advocate of self-reliance and determination. Among the
views he’s come away with is that government does not need
to play as large a role in supporting citizens as it now does.
He wants to encourage people to have better lives, but believes that is best achieved on their own.

A transparent agenda
Unlike others selected for cabinet and various jobs in
the Trump administration, there is no glaring conflict of
interest issue with Carson. He is not someone who might
return to the private sector after his public service and in
any way benefit from his actions while serving. His conflict
is internal. His combination of empathy and self-reliance
is at loggerheads. This was evident at both his confirmation hearing and in other public speaking appearances, and
leaves a lack of clarity about what we might expect from a
HUD under his leadership.
“How would an agency with a $47 billion budget fare
under someone who thought government spending should
be cut, and that efforts to end segregation—a core HUD
mission—are akin to ‘failed socialist experiments?’” reporter
Alena Samuels wrote in the Atlantic Magazine.
“His Senate confirmation hearing did little to answer
these questions,” Samuels continued, “as Carson both
pledged to cut spending and to keep – or even expand –
programs that are the hallmark of what HUD does.”
“I do believe government can play a very important
role,” Carson said. “There are points of intervention, things
we can do to make a difference in people’s lives.”
As the senators on the committee questioned Carson
about a long list of programs they felt benefitted their
constituents, he appeared to be behind each one. In his
written statement and in his answers, he avoided being
at all critical of rental assistance, community development block grants and veterans homelessness programs,
which he contended “needs more enhancements;” even
Affirmatively Furthering Fair Housing, which he had
previously described as “social engineering” in a Washington
Post editorial.

And yet, as Samuels reported, “When New Jersey
Senator Bob Menendez asked Carson whether his ‘world
view’ fit into HUD’s core mission, Carson defended his
campaign pledges to cut back on government spending.”
On earlier occasions, Carson had argued that charities
are better at providing for the needy than the government,
expecting others to show the same generosity towards society
as Candy and he have.
“Today, the government actually competes with many of
these private-sector charities, while still offering them tax
deductions,” Carson wrote in 2012. “How does this wasteful
duplication benefit government or us, its citizens? Certainly
by creating huge government entitlement programs, the size
and power of government increases dramatically. Before long,
people generally depend on government for everything from
healthcare to education, to a comfortable retirement, instead
of looking to government for the protection of life and property, as well as providing public roads and public safety.”
Editorial writers in New York and Washington were
not swayed by Carson’s hearing. The New York Times
editorial page headline the next day was, “Ben Carson’s
Warped View of Housing.” It complained, “his comment
[on social engineering] betrayed a distressing ignorance of
HUD’s mission, the laws under which it is supposed to
operate and, more broadly, the history of housing segregation in the United States.”
The Washington Post headline read, “HUD job to pit
Carson ideology against long-standing housing policy,”
reporting the nomination “sets up what could be a collision between the nominee’s philosophical aversion to social
safety-net programs and an agency that administers some
of the government’s most expansive programs for helping
minorities and low-income people.”
Both pieces seem to focus on public statements mostly
made during the campaign and confirmation. Those may
be the most traditional methods of judging who someone is,
but maybe not the best. For now, until we learn more, I am
going to bank on Ben Carson’s demeanor, his quiet sensitivity, and his challenging life experiences to guess how he will
conduct business going forward. For those who have faced
struggle, especially those of high intelligence, it is difficult to
ignore or forget the struggle. As Carson assumes his role and
learns about the intent and results of the HUD programs, as
he hears the stories of those who have benefitted from them,
my hunch is his own struggle will be very present in his 3-D
mind. I expect he will do the right thing. I expect him to
lead with heart. RM
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The Evolution of the HECM
How 11 FHA Commissioners changed the program over 30 years
AS REVERSE MORTGAGE MAGAZINE WENT TO
press, President Donald Trump had not announced his
nominee for Assistant Secretary of Housing/Federal Housing Administration. While the Secretary of Housing and
Urban Development directs the nation’s housing policies,
it is the FHA Commissioner who oversees the day-to-day
management of single-family programs, such as the Home
Equity Conversion Mortgage. The transition from one
presidential administration to another can create a certain
level of anxiety, because one never knows what’s going to
happen when a new management team is installed. But we
thought we could learn something about what to expect
by looking at the changes made by previous federal housing commissioners.
Over its 30-year history, 11 Assistant Secretaries of
Housing/Federal Housing Commissioners have helped
shape HECM.
The groundwork began with the Housing and Community Development Act of 1987, which was sponsored
by Senate Banking Committee Chairman William Proxmire (D–WI) and signed into law by President Ronald
Reagan on February 5, 1988. The new housing law
authorized the Secretary of Housing and Urban Development to create a demonstration program for insuring up
to 2,500 Home Equity Conversion Mortgages through
September 30, 1991.
The statute required HUD to publish proposed
regulations within nine months. The Office of Policy
Development and Research was assigned this task and
Judy May was put in charge of the development team,
which included the late Edward Szymanoski, who is
widely regarded as the father of the HECM program.
Once the HECM program went live, it became the
responsibility of the FHA Commissioners to monitor its
progress, implement changes that made it more efficient
and competitive in the marketplace, while at the same time
maintaining the viability of the FHA insurance fund. We
listed all of the FHA Commissioners who served from 1988
to the present, along with some of their achievements.

By Darryl Hicks

FHA Commissioner Thomas T. Demery
(1986-1989)
• Eight months after the ’87 Housing Act became law,
and one month ahead of schedule, HUD published a
proposed rule on October 25, 1988 that outlined HECM
policies and procedures. These guidelines would become
Handbook 4235.1.
• The very first HECM mortgagee letter informed lenders
that a notice would be published in the Federal Register
the following month inviting them to participate in the
demonstration program. (Mortgagee Letter 1988- 38;
December 22, 1988)

Catherine Austin Fitts (1989-1990)
• HUD updated Handbook 4235.1,
added new mortgage documents and
provided instructions for complying
with Regulation Z (Truth-in-Lending
Act) and state laws. (Mortgagee Letter
1990-17; May 29, 1990)
• The final rule implementing the
HECM demonstration program was published on June 9,
1989 and became effective on July 24, 1989.
• The first HECM reverse mortgage closed on October 19,
1989 by James B. Nutter & Company, based in Kansas
City, MO.
Evolution of the HECM continued on page 18
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Evolution of the HECM continued from page 16

Arthur J. Hill (1990-1993)
• HUD submitted the first congressionally-mandated report
to Congress in October 1990 on the status of the HECM
demonstration program. The Department stated that
potential demand for reverse mortgages was “substantial”
and the program was growing steadily.
• The Omnibus Budget Reconciliation Act of 1990,
signed by President George H.W. Bush on November 5,
1990, increased the HECM cap to 25,000 loans and
extended the expiration date to September 30, 1995.
HUD implemented these changes two months later, and
added two new disclosures. (Mortgagee Letter 1991-1;
January 10, 1991)

Nicolas Retsinas (1993-1998)
• FHA made further changes and
clarifications to Handbook 4235.1.
For example, the portion of the loan
origination fee that could be financed
by the borrower was increased to
$1,800 and the monthly fee charged
by servicers was capped at $30 for fixed
rate and annually adjustable loans. (Mortgagee Letter
1993-22; July 19, 1993)
• FHA made HECM eligible for the Direct Endorsement
program, which allowed lenders to underwrite and
close loans on their own without prior HUD review or
approval. Lenders also had to comply with new TruthIn-Lending requirements. (Mortgagee Letter 1995-54;
November 13, 1995)
• HECM was extended through September 30, 2000,
the volume cap was increased to 50,000 loans and two to
four unit properties were added to the list of eligible property types. (Mortgagee Letter 1996-15; April 10, 1996)
• FHA capped the maximum servicing fee that could be
charged for monthly adjustable HECM reverse mortgages at
$35.00. (Mortgagee Letter 98-3; January 8, 1998)

William C. Apgar (1998-2000)
• FHA prohibited estate planners from
charging fees to consumers for information about reverse mortgages that could
be obtained free of charge. (Mortgagee
Letter 99-2; February 18, 1999)
• FHA announced it would start
insuring HECM reverse mortgages
made in Texas, however, payment options were restricted to
lump sum, monthly term and monthly tenure. (Mortgagee
Letter 00-9; March 8, 2000).
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• The HECM program was made permanent and the
loan cap raised to 150,000 loans.
• The origination fee was increased to the greater of
$2000 or 2 percent of the maximum claim amount.
(Mortgagee Letter 2000-10; March 8, 2000)
• FHA modified the HECM loan documents, so that
loans could be made in Texas. (Mortgagee Letter 200034; August 30, 2000)

John C. Weicher (2001-2005)
• FHA permitted lenders to “lock-in”
the expected interest rate for up to 60
days. (Mortgagee Letter 2003-16;
September 24, 2003)
• FHA introduced an anti-churning
disclosure, new counseling requirements, and lowered the mortgage
insurance premiums for refinance customers. (Mortgagee
Letter 2004-18; April 23, 2004)
• FHA clarified permissible activities prior to counseling
and entities eligible to provide counseling, and prohibited
steering of borrowers to specific counselors. (Mortgagee
Letter 2004-25; June 23, 2004)
• To accommodate homeowners with limited mobility
and health conditions, FHA allowed borrowers to be
counseled over the phone. FHA also reduced the number
of HUD-approved HECM counseling agencies that
had to be disclosed to borrowers, from the entire state
list down to five counseling agencies, one of them being
within easy driving distance. (Mortgagee 2004-48;
December 30, 2004)

Brian Montgomery (2005-2009)
• To meet the growing demand for
reverse mortgages, FHA created a
national telephone counseling network
that included AARP, National Foundation for Credit Counseling and Money
Management International. (Mortgagee
Letter 2005-44; November 1, 2005)
• FHA authorized the Line of Credit option for borrowers
in Texas. (Mortgagee Letter 2006-06; March 17, 2006)
• FHA doubled the expected interest rate “lock-in”
period to 120 days. (Mortgagee Letter 2006-22;
August 31, 2006)
• FHA recommended, but did not require, that
non-borrowing spouses and children who lived at home
participate in the counseling session. FHA clarified that
lenders could use automated valuation models and conduct
preliminary title searches prior to counseling. (Mortgagee
Letter 2006-25; September 28, 2006)

• Borrowers were given the option to meet with the lender
and the housing counselor by telephone. (Mortgagee
Letter 2007-08; April 27, 2007)
• FHA permitted lenders to use the 1-year LIBOR index
for calculating the interest rate adjustments on annually
adjusting HECM reverse mortgages and the 10-Year
LIBOR swap rate for calculating the expected interest
rate on LIBOR-indexed HECMs. (Mortgagee 2007-13;
October 12, 2007)
• Lenders are permitted to originate HECMs with a fixed
interest rate. (Mortgagee Letter 2008-8; March 28, 2008)
• HUD-approved HECM counselors are permitted to
charge for their services, but FHA capped the fee at $125.
(Mortgagee Letter 2008-12; May 6, 2008)
• To protect consumers, FHA prohibited lenders from
requiring clients to purchase insurance or other financial
products as a condition for getting a HECM reverse mortgage. (Mortgagee Letter 2008-24; September 16, 2008)
• To keep counseling impartial, FHA prohibited lenders
from making financial contributions to HUD-approved
counseling agencies either by lump-sum payment or on a
case-by-case basis. (Mortgagee Letter 2008-28; September 29, 2008)

• FHA implemented the HECM for Purchase program
following passage of the Housing and Economic Recovery
Act of 2008, giving consumers the option to downsize
and use a reverse mortgage to purchase better housing.
(Mortgagee Letter 2008-33; October 20, 2008)
• FHA updated origination fees by creating a tiered structure
based on the maximum claim amount. Fees are capped at
$6,000. (Mortgagee Letter 2008-34; October 31, 2008)
• Instead of having HECM loan limits vary by county, FHA
adopted a single national loan limit of $417,000. The limit was
150 percent higher in Alaska, Guam, Hawaii and the Virgin
Islands. (Mortgagee Letter 2008-35; November 6, 2008)
• FHA raised the HECM national loan limit from $417,000
to $625,500 giving homeowners living in higher-cost areas,
like California and New York, the ability to access more
equity. (Mortgagee Letter 2009-7; February 24, 2009)
• To protect consumers, FHA reiterated that borrowers
must initiate counseling, without assistance from lenders.
Counselors also had to start conducting budget analyses
so that they could evaluate and discuss appropriate alternatives to a HECM. (Mortgagee Letter 2009-10; March
27, 2009)
Evolution of the HECM continued on page 20
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David Stevens (2009-2011)
• To protect the insurance fund, FHA
updated the principal limit factors that are
used to calculate loan amounts. (Mortgagee 2009-34; September 23, 2009)
• FHA established the HECM Counselor
Roster and created an exam which all
counselors had to pass if they wished
to counsel seniors on the HECM program. (Mortgagee
Letter 2009-47; November 6, 2009)
• FHA clarified that only state and local court judgments and
judgment liens could be subordinated to a HECM reverse
mortgage. (Mortgagee 2009-49; November 18, 2009)
• FHA revised the HECM Loan Agreement and Fannie
Mae Form 1009 (Mortgagee 2010-07; March 1, 2010)
• FHA introduced the HECM Saver to give consumers a
lower-cost product option. (Mortgagee Letter 2010-34)
• The housing and economic collapse led to increased
delinquencies among HECM borrowers who could no longer
afford to pay mandatory obligations, such as property taxes
and homeowners insurance. FHA responded by creating
new loss mitigation tools that servicers could use to help cure
delinquent loans. (Mortgage 2011-1; January 3, 2011)
• Because HECM reverse mortgages are getting more complex,
counseling sessions are taking longer. In response, HUD
allowed counseling agencies to increase their fees, but stipulated
that counseling fees be waived if the prospective borrower’s
income falls below 200 percent of the federal poverty level.
(Mortgagee Letter 2011-9; February 4, 2011)

Carol Galante (2011-2014)
• FHA added ClearPoint Financial
Solutions, Neighborhood Reinvestment
Corporation and Springboard to the list
of national intermediaries that provide
telephone counseling. Lenders are
reminded that they must provide a list of
all intermediaries, plus five local agencies
(at least one within driving distance) and that they are not
permitted to steer borrowers to any specific counselors.
(Mortgagee 11-26; August 12, 2011)
• FHA launched Home Equity Reverse Mortgage
Information Technology (HERMIT) which helped automate the submission of insurance claims, assignments and
FHA insurance premiums. (Mortgagee Letter 2012-17;
September 11, 2012)
• Borrowers wanting a fixed interest rate are now limited to
the HECM Saver option. (Mortgagee Letter 2013-1;
January 30, 2013)
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• FHA took extraordinary steps to sustain the HECM
program by: 1) limiting initial loan disbursements at closing
to 60 percent of the available loan proceeds; 2) requiring
lenders to conduct financial assessments of every borrower
to ensure they have the financial capacity to pay mandatory
obligations, such as taxes and insurance;
3) recalculating insurance premiums based on upfront
disbursement levels; 4) eliminating HECM Saver and
Standard and creating one product option with principal
limit factors similar to HECM Standard. (Mortgagee
Letter 2013-27; September 3, 2013)
• FHA published the Financial Assessment and Property
Charge Guide that documented the process lenders must
use to underwrite a borrower’s income, expenses and assets
to determine whether a Life Expectancy Set-Aside was necessary (Mortgagee Letter 2013-28; September 3, 2013)
• Responding to questions raised by NRMLA following
the publication of Mortgagee Letter 2013-27, FHA
clarified the financial assessment process (Mortgage
Letter 2013-33; September 25, 2013)
• FHA implemented new consumer protections that
allowed eligible non-borrowing spouses who were underage and not on title to the property when the loan was
made to remain in the home after their spouse had passed
away. This policy change only impacted new loans made
on or after August 4, 2014. (Mortgagee Letter 2014-07;
April 25, 2014)
• FHA took steps to reduce false and misleading advertising
practices related to the offering of HECM reverse mortgages.
(Mortgagee Letter 2014-10; June 18, 2014)
• FHA responded to HECM product innovations
developed by the private sector that it felt jeopardized the
sustainability of the insurance fund. FHA clarified that it
would only insure fixed-rate HECMs that had a single,
full draw at closing and no future draws. (Mortgagee
Letter 2014-11; June 18, 2014)
• FHA published new principal limit factors that included lower
ages for non-borrowing spouses (2014-12; June 27, 2014)

Biniam Gebre (2014-2015)
• FHA consolidated and revised policies
issued in Mortgagee Letters 2013-27
and 2013-33. FHA updated Mortgagee
Letter 2014-11 by clarifying that a borrower with a fixed interest rate HECM
could be reimbursed for the costs of
materials, under certain conditions, when
repairs must be completed after loan closing. (Mortgagee
Letter 2014-21; November 10, 2014)
• FHA made further revisions to the HECM Financial
Assessment and Property Charge Guide. (Mortgagee
Letter 2014-22; November 10, 2014)

• FHA required lenders to identify at application any current
non-borrowing spouses and determine whether they are
eligible or ineligible for a deferral period once the HECM
borrower passed away. (Mortgagee Letter 2015-02;
January 9, 2015)
• FHA delayed until April 27, 2015 the effective date
that lenders must start conducting financial assessments,
in order to accommodate companies that continued
to update and adapt their loan origination systems
(Mortgagee Letter 2015-06, February 26, 2015)
• FHA established a monthly growth rate for Life
Expectancy Set Asides and clarified a discrepancy between
the HECM Financial Assessment and Property Charge
Guide and the model HECM Financial Assessment
Worksheet transmitted with Mortgagee Letter 2014-22.
(Mortgagee Letter 2015-09; March 27, 2015)

•

•

•

Edward Golding (2015-present)
• FHA updated its due and payable and
loss mitigation policies and procedures.
Both sets of policies supported the
goal of keeping HECM borrowers in
their homes whenever possible, while
protecting FHA’s Mutual Mortgage

•

Insurance Fund if a default cannot be cured. (Mortgagee
Letter 2015-10 and Mortgagee Letter 2015-11, April
23, 2015)
FHA granted protections to Eligible Non-Borrowing
Spouses for loans originated prior to August 4, 2014.
(Mortgagee Letter 2015-15; June 12, 2015)
FHA granted mortgagees multiple extensions to
identify loans in their portfolios that had to be called
due and payable, or first legal action initiated, because
they were in a technical default status and had no
way of being cured. (Mortgagee Letter 2015-26;
October 16, 2015; Mortgagee Letter 2016-01;
January 12, 2016)
FHA provided servicers with new options to cure
loans in technical default for non-payment of property
taxes and homeowners insurance in lieu of calling
them due and payable or proceeding with foreclosure.
(Mortgagee Letter 2016-07; March 30, 2016)
FHA clarified sections of the Financial Assessment and
Property Charge Guide, re-calculated the growth rate for
Servicing Fee Set-Asides to use the Note Rate and added
the Third-Party Property Tax Verification Fee to the list of
allowable fees and charges. (Mortgagee Letter 2016-10;
July 13, 2016) RM
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FHA’s Revised HECM Rules
What’s new? When do we start? And where do we go from here?
SINCE THE ENACTMENT OF THE HOUSING AND

Economic Recovery Act of 2008 (or the HERA), HUD
has made many changes to the HECM program. More
fundamental and significant changes occurred after and
pursuant to the enactment of the Reverse Mortgage Stabilization Act of 2013 (or the RMSA). These changes were
made via mortgagee letter, but with the understanding
that they would eventually be part of a new HECM rule.
On January 19, 2017, the last day of the Obama
Administration, HUD issued a final HECM rule.
The rulemaking process, which requires posting of the
proposed rule and a comment period for the public, can
take up to two years. In order to accelerate alterations to
improve the program, the RMSA as passed by Congress
permitted the HUD Secretary to make more significant
and fundamental changes to the HECM program by way
of mortgagee letters, without initially going through the
rulemaking process. Since the enactment of the RMSA,
HUD has issued over two dozen HECM-specific mortgagee letters, an average of two HECM mortgagee letters
every three months for three years running. Significant
changes made by these mortgagee letters included the advent
of financial assessment, additional non-borrowing spouse
protections, initial disbursement limits and changes to the
fixed-rate program.

What is in the rule?
In May 2016, HUD proposed to implement the
guidance from prior mortgagee letters going back to
2008 into revised HECM regulations and make additional
rule changes to the HECM program. At this point, HUD
proposed to implement and place into regulation specific
prior changes made by mortgagee letters on financial assessment, including requirements regarding life-expectancy set
aside accounts, initial disbursement limits, non-borrowing
spouse protections and requirements, converting all fixedrate HECMs to single disbursement lump sum plans,
changes to the HECM for Purchase program, specifying
allowable origination fees and clarifying the amount of
mortgage insurance premiums.
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By Jim Milano

HUD also proposed to add requirements regarding
interest rate caps on monthly adjustable rate HECMs, disclosures to seniors regarding all available HECM programs,
interest rate locks, and address issues with HOA liens,
make changes to the servicing requirements for due and
payable appraisals, limit reimbursement of property charge
advances made by servicers, provide for the inclusion of
utility expenses as property charges, allow for the heirs of
a borrower to acquire the home for less than 95 percent of
the appraised value and allow for a cash for keys program
for HECM borrowers wishing to avoid foreclosure.
Public comments were then requested. However,
HUD deferred on addressing or implementing in the final
rule many of the comments and requests raised by the
reverse mortgage industry. This may, in part, be related to
the interesting timing of the publication of the final
HECM rules (the day before President Trump took the
oath of office). The new rule has an indicated effective date
of September 19, 2017, so it remains to be seen whether
HUD will clarify before then some of the questions left
unanswered by the final rule, and whether the Trump
administration will want to re-review the new HECM rules
that HUD has put into place.
As with any new rule, for each issue addressed, typically
an equal, if not greater, number of questions are raised
regarding exactly what the rule means or how it should be
implemented operationally. This rule is no different and
has many areas where further clarification prior to implementation will be needed.
This article is not designed as a comprehensive review of
all possible questions raised by the rule, but focuses primarily
upon changes affecting the origination of HECM loans.

What’s Not in the Final Rule
HUD did not adopt all of its proposals as part of the final
rule. Proposals not adopted include: proposed limits on the
amount of rate adjustments on monthly adjustable rate HECM
loans, that a HECM lien primes HOA liens, including utility
charges in the definition of property charges, and allowing for
the issuance of a certificate of occupancy in a HECM for
Purchase transaction at closing (as opposed to at application).

Redefining Borrower and Mortgagor
In this rule, the FHA revised the definition of “borrower”
and “mortgagor” to provide that a borrower means a mortgagor who is an original borrower under the HECM Loan
Agreement and Note, and mortgagor includes each original mortgagor under a HECM mortgage and his heirs,
executors, administrators and assigns. A mortgagor is not
required to be a borrower; however, any borrower is
required to be on title to the property which serves as
collateral for the HECM, and is therefore, by definition,
also a mortgagor. HUD asserts in the preamble to the final
rule that these changes in definitions take care of the issue
of non-borrowing spouses not being able to be on title to
a property securing a HECM or being placed on title after
a HECM loan closing.
Rate Locks
HUD added to the definition of the “expected rate” to
provide that mortgagees, with the agreement of the borrower,
may simultaneously lock-in the expected rate and the
mortgagee’s margin prior to the date of loan closing or simultaneously establish the expected average mortgage interest
rate and the mortgagee’s margin on the date of loan closing.
Disclosing Product Types
Under the new rule, building upon a similar requirement under prior Mortgagee Letter 2014-10, mortgagees
must provide borrowers with disclosures of all available
HECM loan types, even if the lender does not offer all
such loans. This disclosure must be provided at the time
of the mortgagee’s initial contact with the borrower.
HUD placed a detailed overview of Financial Assessment in the regulations, however, FHA HECM underwriters will still need to refer to the Financial Assessment
Guide when underwriting HECM loans.
Initial Disbursement Limit
The Initial Disbursement Limit is now defined in the
regulations as the
• lesser of 50 percent of the principal limit; or
• sum of Mandatory Obligations and a percentage of the
principal limit established by the Commissioner through
notice which shall not be less than ten percent; or
• principal limit less the sum of the funds in a LESA for
payment beyond the first 12-Month Disbursement
Period and the Servicing Fee Set Aside.
If available, the borrower must notify the mortgagee
at loan closing of the amount of the additional percentage

of the principal limit beyond mandatory obligations that
he or she will draw or that will remain available to be drawn
during the first 12-month disbursement period. The borrower may not increase or decrease this election after closing.

HECM for Purchase
While HUD stated it will allow certain seller credits in
connection with HECM for Purchase loans, it is not yet
allowing lender credits, nor did it make a requested change
that a certificate of occupancy need only be issued by the
closing date (as opposed to the application date), but indicated it would take these latter issues under advisement for
possible future guidance.
FHA has placed limits on HECM for Purchase transactions if the re-sale date is 90 days or less following the date
of prior acquisition by the seller. In this case, the property
is not eligible for a mortgage to be insured by FHA. If
the resale date is between 91 days and 180 days following
acquisition by the seller, the property is generally eligible
for a mortgage insured by FHA, however, FHA will require
that the lender obtain additional documentation if the
re-sale price is 100 percent over the purchase price.
Pay-off of Debt Not Secured by the Home
In the future, the FHA may allow, through notice in the
Federal Register, the addition of pay-off of debt not secured
by HECM properties to Mandatory Obligations.
Non-HECM Lien Seasoning Requirements
The rule also now includes provisions that the FHA
may establish, through notice, seasoning requirements
for existing non-HECM liens. Such requirements are not
to prohibit the payoff of existing non-HECM liens using
HECM proceeds if the liens have been in place for longer
than 12 months prior to the HECM closing or if the liens
have resulted in cash to the borrower in an amount of $500
or less. Further, a HECM borrower may pay off at closing
a HELOC that does not meet seasoning requirements if
paid from borrower funds, the HECM funds, or a combination of HECM funds and borrower funds, as long as
the draw from HECM funds does not exceed the Initial
Disbursement Limit.
Alternate Contact
At the origination of a HECM loan, the lender must
request that the borrower designate an alternate individual
for the purpose of communicating with the lender if the
mortgagee is unable to reach the HECM borrower. The
Revised HUD Rule continued on page 24
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HECM borrower has the choice of whether or not to
designate an alternate individual.
Voluntary LESAs
The new rule provides FHA with the authority to
establish an incentive for a borrower to voluntarily elect a
Life Expectancy Set Aside (LESA) account and expands a
borrower’s options for electing to have the mortgagee make
property charge payments. These items may be implemented
by the FHA in the future through notice published in the
Federal Register.

Servicing Changes
The new HECM rules provide for significant changes
in HECM servicing, especially in the filing and payment of
mortgage insurance claims.
Due and payable appraisals will no longer be required
within 30 days of a mortgagee becoming aware of a borrower’s death or other due and payable event. Under the
new rules, the mortgagee must have the property appraised
no later than 30 days after receipt of the request by an
applicable party in connection with a potential property
sale. In any event, the property must be appraised before a
foreclosure sale and have an effective appraisal date that is
no more than 30 days before such sale.
Under the new rules, FHA may provide a financial
incentive (i.e., “cash for keys”) to a borrower or other party
with a legal right to deed property securing a HECM within six months of the due date, which amount is to be paid
by the mortgagee and reimbursed through a subsequent
claim. Financial incentives may also be paid to bona fide
tenants in order to avoid eviction proceedings after a foreclosure has been completed.
Under the revised rules, properties securing a HECM
may be sold for less than 95 percent of the appraised value,
with such lower amount to be set by the FHA. Also, closing costs for the sale of a HECM REO have been increased
but shall not exceed the greater of 11 percent of the sales
price, or a fixed dollar amount as determined by the FHA
through notice in the Federal Register.
The new rules allowing cash for keys, that lower the
purchase price of properties securing HECMs and increase
allowable closing costs of HECM REO sales, are designed
to shorten the time line for the liquidation of HECM reverse
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mortgages, thus lowering the carrying costs and reducing the
impact of such liquidations to the MMI Fund.
The new rule places a limit on claim reimbursements to
a mortgagee to two-thirds of the total payments for: (a) taxes,
ground rents, and water rates; (b) special assessments noted
on the application for insurance or which become liens after
FHA insures the loan; and (c) hazard insurance premiums on
the mortgaged property not in excess of a reasonable rate.

Going Forward: Regulatory Freeze
On January 20, 2017, President Trump’s Chief of Staff
Reince Priebus issued a “regulatory freeze” memorandum
directing all federal agencies not to publish new rules, or
delay the effective date of any new rules recently published
if the new rule had an effective date by or before March
20, 2017. Afterwards, President Trump declared a “two for
one” rulemaking protocol for federal agencies – i.e., for
every new rule introduced, two rules have to be repealed.
Finally, on February 3, 2017, President Trump issued an
executive order outlining core principles of regulating the
financial system in the U.S. and directed the Treasury
Secretary to consult and confer with federal agencies within
120 days in order to identify Dodd-Frank Act rules and
other regulations that impose overbearing compliance
burdens and costs on lenders and that have harmed lenders’
and banks’ lending capacity.
The new HECM rules become effective on September 19, 2017, well after March 20, 2017. And, the Treasury Department’s report on regulatory burdens on the
financial industry is not due until early June 2017. Since,
as indicated in the published final HECM rules, HUD
deferred addressing many key issues, and it provided the
FHA with authority to issue further guidance in many important areas, it remains to be seen whether and how FHA
will address these key issues or provide further guidance on
the HECM program prior to September 19, 2017. However, such guidance is needed in several areas.
Various NRMLA committees have been working
through the final rule and identifying and addressing questions, or queuing up such questions for further input from
HUD. Thus, as the reverse mortgage industry further digests and prepares for implementation, it will require and
desire further clarification and guidance from the FHA on
some portions of the final rule. NRMLA will continue to
work towards such clarification and provide communications as they are forthcoming. RM

NEW RESEARCH:

How Much House
Do Americans Really Own?
Urban Institute’s Laurie Goodman investigates reluctance to use home equity
By Mark Olshaker
“FOR RETIREMENT, THE FIRST THING YOU SHOULD
think about is your home equity. For most people, it is
the biggest source of wealth, and we should be asking ourselves, ‘How am I going to tap it?’”
This is the conclusion of Laurie Goodman, co-director
of the Housing Finance Policy Center at the Urban Institute,
at the end of an exhaustive study she headed in cooperation with Fannie Mae. The full report on the study will be
published within a few months, but Goodman presented a
preview of the findings at NRMLA’s 2016 Annual Meeting
and Expo in Chicago last November, and in a recent interview in her office at the Urban Institute’s headquarters in
Washington, DC. The focus of the study was “How Much
House Do Americans Really Own?” and why don’t more
of them use more of it to finance retirement.
Though Fannie Mae sponsored the survey and supplied
some of the data from the national housing survey it conducts each quarter, it made no stipulations about how the
data would be used or what the conclusions should focus on.

Changing thinking
Before joining the Urban Institute in 2013, Goodman
spent 30 years as an analyst and research department manager
at a number of Wall Street firms. Her last position was as a
senior managing director at Amherst Securities Group, LP,

where she became known for her strategic analysis of housing policy issues.
“The single most important element is
to think of home equity extraction as
a retirement tool, and most of us just
don’t think of it that way,” she states.
That message, and the rest of the
Laurie Goodman
institute’s findings, have profound
implications for the reverse mortgage industry, particularly
with the advent of financial assessment and the stress on using
HECMs as an integral part of a retirement strategy. “We wondered why these products weren’t being used more,” Goodman
explains. “And with home equity lines of credit [HELOCs]
sort of drying up, we want to see how the wealth locked up in
the senior population could be better used.”
The first finding, suggested by the opening headline of
Goodman’s NRMLA PowerPoint, is: “Americans have a staggering amount of untapped equity in their homes.” (See Sidebar
charts on pg. 27.) “Yet,” as the second headline proclaims, “the
vast majority are not interested in extracting equity.”
There are three key reasons for this and a number of subordinate reasons. And they lie squarely within the intersection
of finance and psychology. The most significant reason is the
senior’s perception that he or she doesn’t need the money a
New Research continued on page 26
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home equity extraction would produce. This may be true in
many cases, but there are others in which individuals simply
don’t think of retirement strategy as an integrated whole.
The second reason is not wanting the debt. This is a
natural reaction, especially for people who have been frugal
their entire working lives, but it can be shortsighted.
The third reason is wanting to leave a house or financial
legacy to heirs, though as Goodman comments, “You don’t
want people suffering through their retirement because they
want to save for their kids and are willing to forgo comfort themselves. The psychology is hard to explain because
it is so un-economic. When someone says, ‘I really want to
leave something for my kids,’ I respond, ‘I suspect your kids
would rather have you enjoy the quality of life you’ve earned,
and your kids may not be all that interested in the house
after you’re gone.’” The important thing is to have conversations across the generations about what each one wants and
expects. For example, there may be a situation where it’s a
question of whether the children should move in with you
now for a while versus leaving them money at the end.
“Perhaps you want to leave money for grandchildren to
go to college,” adds Goodman. “It’s so important to have
these conversations so that everyone involved understands the
tradeoffs. And very few families have those conversations.”

Other common anxieties
Then there are the less frequently stated but nonetheless still important reasons for not tapping into equity. The
top two on this list are “I want to save for an emergency,”
and “I’m afraid of getting scammed.”
While Goodman concedes that to some, the reverse mortgage industry has a reputation for being predatory, she thinks this
could be addressed with published and easily accessible standards.
“If you’re worried about getting scammed, CFPB [the Consumer
Financial Protection Bureau] has a forward mortgage rate
tool. HUD or CFPB could create a reverse mortgage tool that
could provide the same information and reassurance.”
Much of the anxiety has to do with a lack of consumer
education and a general lack of sophistication regarding
retirement planning. A direct question on the survey bears
this out. When asked, “What, if anything, concerns you the
most about reverse mortgages?” the most frequent responses
after the fear of being scammed were:
• “I’m not sure if I will still keep the title to my home.”
• “I’m worried that my family won’t be able to stay in
our home if I pass away.”
• “They are too costly.”
• “They are difficult to understand.”
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These responses are not in order of frequency since that
varied by age of homeowner, whether there was a mortgage
on the home or whether the home was owned outright.
The study goes on to show that “Reluctance to tapping
equity is not driven by a shortage of equity extraction
mechanisms,” and cites the various reverse mortgage products, as well as forward equity extraction options, including
HELOCs, closed-end second liens and cash-out refinancing.
The study points out that borrowers can also access home
equity by selling and downsizing or renting.
Equity extraction is adversely affected by a mix of structural and behavioral impediments, according to the data. The
strong aversion to debt among seniors, together with the
desire to leave a bequest and save for emergencies, and the fact
that many seniors continue to work into old age, has limited
the demand for home equity related financial products.
The complexity of these products, the fear of scams
and misleading advertising add up to a lack of consumer sophistication is coupled with little brand recognition
among today’s reverse mortgage lenders. And even with
the current low interest rates, high costs for HECMs relative to forward mortgages have discouraged many wouldbe borrowers. “In multiple surveys,” the report states,
“borrowers have singled out costs as a major barrier.”
Changes to HECM disbursement rules and financial
assessment requirements, and the exit of large lenders from the
reverse field, have also made credit more difficult to obtain.

The researcher’s suggestions
So, can anything substantive be done to positively
impact this situation? Laurie Goodman has several ideas.
“The biggest thing is to improve HECM and forward
mortgage financial literacy through education and outreach.”
While this is not a new concept, Goodman proposes tying the
effort to existing efforts. “For example, I’d like to see the Social
Security Administration take this on as they do with senior
healthcare.” Since Social Security already has a robust platform
that embraces Medicare and Medicaid, Goodman believes the
agency is well positioned to include related subjects. “It
makes sense to tie this in with your retirement planning.
“The biggest issue is that we don’t make retirement
planning a priority. Even relatively sophisticated people
don’t do it. And it should start much earlier in life.”
Goodman’s point is that the lack of retirement planning
has implications not only for the individual, but for the
industry as well. “To the extent that there were more general
knowledge, the reverse mortgage industry wouldn’t need to
do nearly as much marketing. Too many people think of a
HECM as a last resort option rather than part of retirement
planning. The reverse mortgage numbers are so low that
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O U TRIG H T H O MEO W NERS
55+
55-64 65-74 75+

H O MEO W NERS W ITH MO RTG A G E
55+
55-64 65-74 75+

1071
1071

427
471

356
343

288
257

569
546

185
171

214
182

170
193

502
525

242
300

142
161

118
64

19%
10%
30%
36%

19%
10%
25%
40%

19%
11%
29%
39%

19%
7%
41%
27%

19%
9%
35%
35%

18%
12%
33%
36%

20%
8%
29%
41%

19%
8%
43%
27%

19%
10%
25%
38%

19%
9%
20%
42%

18%
13%
29%
37%

20%
4%
36%
28%

7%

8%

7%

6%

5%

4%

4%

6%

9%

10%

10%

5%

5%
3%
5%

6%
2%
4%

4%
3%
6%

3%
4%
5%

3%
3%
5%

3%
3%
5%

4%
4%
4%

2%
3%
5%

6%
2%
5%

7%
1%
3%

5%
1%
8%

6%
9%
4%

55+
U nweighted Base
Base
Reverse mortgages
H ome equity loans or home equity
lines of credit
C ash-out refinancing
Selling your home and purchasing a
less expensive one
Selling your home and renting
N o ne o f the abo ve
D on’t know

A LL H O MEO W N ERS
55-64 65-74 75+

O U TRIG H T H O MEO W N ERS
55+
55-64 65-74 75+

H O MEO W N ERS W ITH MO RTG A G E
55+
55-64 65-74 75+

1071
1071
6%

427
471
5%

356
343
6%

288
257
8%

569
546
6%

185
171
4%

214
182
4%

170
193
8%

502
525
7%

242
300
6%

142
161
7%

118
64
7%

16%
4%

19%
5%

17%
6%

11%
2%

15%
2%

18%
1%

17%
4%

10%
2%

18%
6%

20%
7%

16%
7%

13%
1%

35%
12%
26%
6%

42%
11%
23%
3%

32%
10%
27%
8%

28%
15%
32%
9%

33%
11%
31%
6%

36%
9%
31%
4%

37%
8%
29%
5%

27%
15%
33%
9%

38%
12%
21%
6%

45%
12%
18%
3%

26%
11%
25%
12%

31%
17%
28%
7%

Americans have a staggering amount of
untapped equity in their homes

Source: Fannie Mae National Housing Survey

If you were going to take equity out of your home in retirement, which method or methods
would you prefer?

Source: Fannie Mae National Housing
Survey

4

Homeowners have staggering amount of untapped equity in their homes

Age group

18–29
30–39
40–49
50–59
60–64
65–69
≥70
Total
65 and Older

Wealth
Wealth
Total net
accessible upto accessible upto
housing wealth
85% CLTV
75% CLTV

$159
748
1660
2678
1428
1348
3008
$11,030
$4,356

$107
$479
$1,172
$2,051
$1,135
$1,089
$2,494
$8,527
$3,582

$83
$345
$894
$1,666
$950
$923
$2,158
$7,018
$3,080

Number of owner-occupied housing units with extractable
equity, by age group, 2015

Age group

18–29
30–39
40–49
50–59
60–64
65–69
≥70
Total
65 and Older

Units with
Units with equity
equity
Total number of
accessible upto
accessible upto
housing units
85% CLTV
75% CLTV

2,593,788
9,477,887
13,863,045
17,403,755
8,169,867
7,105,658
14,672,714
73,286,714
21,778,372

1,566,268
5,909,133
10,031,195
14,145,581
7,005,120
6,274,613
13,776,590
58,708,498
20,051,203

1,145,027
4,253,343
8,308,589
12,775,687
6,559,898
5,965,109
13,441,880
52,449,533
19,406,989

Source:: Li, Wei, and Laurie Goodman. How Much
House Do Americans Really Own?. 2016.
Washington DC: Urban Institute.

Net Housing Wealth for Owner-Occupied Housing Units, by Age
Group, 2015 (billions)

marketing raises the costs per loan because you’re spreading
tial borrowers decide which financial situation or product
fixed costs over a relatively low number of loans. According to
is best for them. “The counselor could tell the clients to
Reverse Market Insight,Source:
in 2015
there
wereGoodman.
56,000How
HECMs
protect
themselves
by getting
quotes. This could
Li, Wei,
and Laurie
Much House Do Americans
Really Own?.
2016. Washington
DC: Urbanmultiple
Institute.
spread over 2,200 lenders. If you had more volume, it would
generate more competition among lenders. And different
be a more liquid investment market. Right now, there’s not
levels of financial sophistication need different levels of
2
a lot of foreign interest. If these securities could trade better,
counseling. If your FICO score is above 780, you might be
that would also lower costs overall. Reverse mortgages should
better off with a regular line of credit. Some people might
get the same status as forward mortgages.”
be better off selling their homes, downsizing and renting.
She also believes that the counseling process could be
“It all comes down to really figuring out what you need
altered so that it comes earlier in the borrowing cycle so that
and understanding what the wealth you’ve accumulated in
it is part of the actual decision making and helps potenyour home can do for you.” RM
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World Traveler Helps Pay
for Son’s Education

By Mark Olshaker

KATHLEEN “KATHY” HUNTRESS HAS LIVED AND

taught in some of the most exotic locations on earth. But
when it came time to settle down for good, she wanted to
be nowhere else than among the giant California redwoods
she had loved at first sight.
A reverse mortgage helped make that dream possible,
along with an added benefit – one that has proved valuable
to thousands of HECM borrowers.
Kathleen lives in a beautiful two-story Victorian house
in Eureka, CA, about 70 miles from the Oregon border.
She works in an equally enchanting Victorian: the Gingerbread Mansion in the historic town of Ferndale, between
the redwood forests and the Lost Coast beaches. Born and
raised in Tulsa, Oklahoma, Kathy came out to Northern
California in 1990 and immediately fell in love with the
area, particularly the redwoods.
But before that, she was able to indulge her other love:
travel. “Foreign travel is like a drug,” she says.
Her dad was a math teacher, so she came by her teaching skills and commitment naturally. A French speaker with
a yen to see the world, in the early 1970s Kathy and a boyfriend set out for India. Their first destination was Goa, the
Portuguese-settled city on the southwestern coast, known
for its pristine beaches, tropical spice plantations and laidback fishing villages. Kathy calls it a “paradise.”
From there they planned to head overland for Europe,
seeing all the sights along the way, but got stuck in Pakistan
when the Afghan border was closed. While waiting there
for the border to reopen, she met someone who told her
of the need for teachers in Laos. That seemed like a good
idea. Though she had originally taught business subjects
back home, Kathy ended up teaching math and English as
a second language under the auspices of the United States
Agency for International Development (USAID).
“I just loved those children,” she says. “They were so precious.
Unlike so many American children, they didn’t feel at all entitled.
They made so many of their own things and shared them.”
This was a happy interlude for both teacher and students
until 1975 when the Pathet Lao Communist revolutionary force,
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backed by the Soviet Union
and aided by the Vietnam
People’s Army, overthrew
the royalist Lao government
and forced the abdication of
Savang Vatthana. The western teachers and aid workers
were forced to leave.
When she ultimately settled in the Victorian house
in Eureka, Kathy felt she
Kathy Huntress
had found another kind of
paradise. She worked for Virginia Strom-Martin, the highly
regarded First District state assemblywoman and, like Kathy,
a former teacher, as her district representative and handling
constituent issues. “It was like having a magic wand, being
able to help people like that,” Kathy recalls. She kept that job
until Strom-Martin was termed out in 2002.
“I hadn’t worked since then,” she explains. “And there
was a statewide law passed that didn’t require you to pay
property taxes after age 62. But then the legislature renewed
the requirement and I had to do something fast.”
That was when Kathy decided to look into a reverse
mortgage. “I didn’t want to worry about property taxes, I
needed some additional income, and I wanted to be able to
help my son with his education expenses.”
That added benefit was directed at her son Jonathan,
Kathy’s only child. “I never wanted to be that mother who
has to reach into the back of the car and scream at her children,” she comments. Jonathan recently received his degree
in mathematics from Humboldt State University and wants
to teach at the high school level.
Now that she is back at work, Kathy says she loves her job
as host, greeter and concierge at the Gingerbread Mansion, an
11-suite inn that continuously receives glowing testimonials
from guests and awards from AAA, the California Association
of Boutique and Breakfast Inns and TripAdvisor, among others.
“It is so beautiful,” she says. “We have a formal English
garden, a tearoom and a spa. We try to dress Victorian and

Borrower
Chronicles

pride ourselves on treating people right.” Hearkening back
to her previous global travel, Kathy particularly enjoys meeting people from all over the world who stay at the mansion.
In her leisure time, she enjoys creating stained glass artworks, playing the dulcimer and, of course, her frequent
walks among the redwoods.
“My dream is for the reverse mortgage to be paid for
with a life insurance policy and then I can leave the home
to Jonathan,” she says.
Helping one’s children or grandchildren, as Kathy has
done, especially with educational costs, has proved to be
one of the most popular and gratifying uses for HECMs.
As shown in the November/December issue of Reverse
Mortgage, the costs of higher education are rising at a
greater rate than average incomes. Yet the benefits of a
college or graduate degree are equally provable in terms
of higher lifetime earnings. So for those parents who are
concerned with providing their children the best lifestyle
possible, directing HECM funds toward education can be
a sound investment in a son or daughter’s future. RM

Kathy Huntress’ Victorian house
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Who’s Who in Reverse Mortgages
Member News
Liberty Hires Industry Veterans to Drive Retail Sales

LRES Promotes Bush to VP of Technology

Liberty Home Equity Solutions, headquartered in Rancho Cordova,
CA, hired Garrett Kolb as its new retail sales field leader; Pat Kubert,
CRMP, as a retail business development manager; and Peter Klamkin, as
division sales manager overseeing the Central-Midwest retail field region.
Kolb previously led the wholesale and retail platforms at Reverse
Mortgage Solutions. He joined Liberty as vice president of the company’s
home builder channel, and in his new role will continue to work on growing engagement with home builders across the nation.
Kubert, who formerly served as wholesale underwriting director for
RMS, also held operations roles for Finance of America Reverse and First
Financial Mortgage.
In his new role, Klamkin will be working with division sales managers Dennis Loxton and Bill Donofrio. He brings more than 22 years of
experience in financial services, including recent roles as reverse business
development director for Eagle Home Mortgage, as well as roles with
Retirement Funding Solutions, Security One Lending, Financial Freedom
and Columbian Financial Group.

Paul Bush was promoted to the position of vice president of technology at
LRES. In his new role, Bush strategizes the future direction of LRES’ proprietary
technology, as well as implements and maintains its current systems. He is also
responsible for driving growth by delivering secure applications and services and
ensuring maximum uptime and scalability within the company’s networks. Bush
has more than 15 years of experience in management, software development and
IT experience with an extensive background in .NET application development.

Kelleher Made Director of Corporate Marketing/Events
ReverseVision promoted Kelly Kelleher to director of corporate marketing and events. Since joining the company in 2013, Kelleher has helped guide
projects ranging from a full-scale corporate rebranding to targeted marketing
campaigns that drive user participation in ReverseVision’s flagship reverse mortgage loan origination system, ReverseVision Exchange (RVX). In her new role,
Kelleher will refine ReverseVision’s brand identity to ensure it resonates with an
evolving reverse mortgage marketplace that is experiencing the entry of more
traditional, or “forward,” lenders than ever before.

Profiles of NRMLA Member Companies
American Advisors Group (AAG)

Fidelity Homestead Associates, LLC

American Advisors Group (AAG)
is the nation’s leader in reverse mortgage
lending, licensed to operate in 48 states.
The company, founded in 2004 by
CEO Reza Jahangiri, is headquartered in Orange, CA. We are dedicated to helping
American seniors leverage their home equity as an asset to help fund retirement.

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

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

Celink
Celink’s Reverse Mortgage Servicing Mission
is threefold.
We Lead — Ethics, integrity, and unwavering core
values direct all of our actions.
We Support — We support our clients through new and often uncharted territory.
We Innovate — We explore and uncover new and cost-effective ways to
increase our value to our clients and their borrowers.
We meet every industry challenge and every client and borrower need
with the confidence that comes from knowing who we are and what we’re
about. Your reputation and your borrower’s are safe with Celink. Visit celink.
com for a full Corporate Overview.

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

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

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

Wholesale Division: Jonathan Scarpati, VP
jscarpati@fareverse.com or 516-445-9465
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Sherry Apanay, Chief Sales Officer
sapanay@fareverse.com or (855) 778-7226

HighTechLending
HighTechLending,
dba
AmericanSenior, 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 licensed
in states nationwide. As the Top Ten Lender nationwide including #2 in
California, HighTechLending, Inc. was founded by Don Currie and Erika
Macias-White in 2007 and celebrates its’ ten years this year of exceptional
service with A+ rating with the Better Business Bureau. 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.

http://hightechlending.net/reverse-wholesale-heros/
Contact us: 888-369-1573

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

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

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

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

LRES
LRES is a national provider of property
valuation and REO asset management services
for the real estate, capital market and finance
industries. At LRES, we 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

Member
Profiles

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

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

PRC
Premier Reverse Closings (PRC) is
a national, full-service, reverse mortgage
title and settlement company that has
closed more than 175,000 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.

Lien Largent, Toll-free: 800-542-4113, llargent@prclosings.com

Reverse Mortgage Funding LLC (RMF)
Reverse Mortgage Funding LLC (RMF) is an
independent, reverse-only company. We don’t have
competing corporate priorities or distracting lines of
business. Everything we do is focused on making 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

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

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

Transitions since the
HECM Program began

5

Presidents

9
9

Secretaries of
Housing and Urban Development

Secretaries of the Treasury

1,015,806
HECM Loans Endorsed by FHA
(through January 2017)

1.62%
to
9.40%
Range of the initial interest rate
charged to borrowers
(not including monthly MIP)**

14,278

Estimated number of HECM for Purchase loans originated since 2009**
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**Figures provided by Reverse Market Insight, Inc.

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
Tim Anderson, Responsible Reverse Mortgage
Mehran Aram, ARAMCO Mortgage
Gary Ardesson, Mojave State Bank
Janine Atamian, Premier Title & Escrow
Craig Barnes, Reverse Mortgage Funding LLC
Clayton Behm, Retirement Funding Solutions
Henrietta, Belcher-Stack, WSFS Bank
Brian Belluomini, Acrobat Mortgage
Fernande Marie Bencze, Alliance Reverse Mortgage
Douglas Bertsch, American Pacific Reverse Mortgage Group
Pamela Boyer, Reverse Mortgage Funding LLC
Judd Brown, PS Financial Services
Christopher Bruser, Retirement Funding Solutions
Craig Bryant, Banc of California NA
Kyle Buck, Affinity Mortgage
Susan Caffine, Reverse Mortgage Funding LLC
Galen Call, American Pacific Reverse Mortgage Group
Tammy Campanella, Reverse Mortgage Funding LLC
Lance Canada, FirstBank
David Carter, Reverse Mortgage Funding LLC
Robert Paul Charles, The Federal Savings Bank
Eric Christensen, HECM Senior Home Financing
James Peter Christopoulos, Silex Financial Group
Lyn Coffin, The Mortgage Network, Inc.
Ellen Connors, Shamrock Financial Corp.
Angella Conrard, iReverse Home Loans
Launi Cooper, Retirement Funding Solutions
Jim Cory, Live Well Financial, Inc.
Jeff Cota, Pure Mortgage
Roberto Crespo, PS Financial Services
David Darling, Premier Home Equity
Randy Davis, Dollar Bank
Jerry Delmato, Retirement Funding Solutions
Phil Dixon, PS Financial Services
George Downey, Harbor Mortgage Solutions
Rex Avery Duffin, Sun American Mortgage
Brandy Edwards, Reverse Mortgage Funding LLC
Leonard (Pudge) Erskine, Banc of California NA
Mark Anthony Erskine, Banc of California NA
Matthew Evans, Certified Reverse Mortgage
Nancy Everitt, Reverse Mortgage Solutions
Carolyn Fields, Liberty Home Equity Solutions
Richard Fitzpatrick, American Financial Network, Inc.
Jeff Flanery, Cambria Mortgage
Cesar Flores, Reverse Mortgage Funding LLC
Nancy Foster, The Mortgage House, Inc.
Daniel Lane Fullmer, Affinity Mortgage
Marshall Clayton Gallop, Reverse Mortgage Funding LLC

Greg Gianoplus, Alpha Mortgage Corp.
Jaime Girard, Reverse Mortgage Funding LLC
Dave Gomer, Senior Funding Associates
Phil Goss, Senior Funding Associates
Jill Gromm, Alliance Reverse Mortgage
Michael Gruley, 1st Nations Reverse Mortgage
David Guelff, American Capital Corporation
Tony Guillen, Liberty Home Equity Solutions
Larry Hanover, Reverse Mortgage Funding LLC
Jane Harrington, M&T Bank
Susan Haviland, iReverse Home Loans
David Heilman, Reverse Mortgage USA
Melinda Hipp, Open Mortgage
Robert Hogg, Fairway Independent Mortgage
Dan Hultquist, ReverseVision
Robert Charles Jayne, InterContinental Capital Group
Dean Jones, Senior Funding Associates
Karen Keating, Tradition Title
J. Burgess Kegan, Retirement Funding Solutions
Kurt Kessler, TheReverseMortgageCompany.com
James King, McGowin-King Mortgage LLC
Brett Kirkpatrick, Harbor Mortgage Solutions
Mace Kochenderfer, New Mexico Reverse Mortgage
Rebecca Koontz, Frost Mortgage Banking Group
Kent Kopen, United American Mortgage Corporation
Pat Kubert, Liberty Home Equity Solutions
John Paul Leer, KleinBank
Shane Lester, Reverse Mortgages of Arkansas
David Levitt, 1st Reverse Mortgage USA
Laurie Libby, Liberty Home Equity Solutions
Tim Linger, HECM Senior Home Financing
Jamie Longe, Liberty Home Equity Solutions
Robin Loomis, NOVA Home Loans
Dennis Loxton, Liberty Home Equity Solutions
Teresa Maines, Homeowners Reverse Mortgage Center
Jon Maiolatesi, Reverse Mortgage USA
Hernando Manzano, The Reverse Mortgage Group
Michael Markoff, Nations Lending Corporation
Mario Martirano, Agency for Consumer Equity Mortgage
Daniel Matthews, Direct Finance
Michel McKnight, American Pacific Reverse Mortgage Group
Joe McParland, Direct Finance
Bruce McPherson, Retirement Funding Solutions
Edward Mendenhall, Liberty Home Equity Solutions
Sue Milligan, CrossCountry Mortgage, LLC
Robert Mills, Greenleaf Financial, LLC
Colleen Moore, Golden Equity Mortgage
Lisa Moriello, Mortgage Master
Roberto Nascimento, Arlington Financial Corp.
Bill Nass, Gershman Mortgage

Lisa Nass, Gershman Mortgage
Mary Nelson, V.I.P. Mortgage
Tim Nelson, V.I.P. Mortgage
Greg Newman, Nations Lending Corporation
Vickie Nguyen, CrossCountry Mortgage, Inc.
Edward O’Connor, FirstBank
Anissa Palmatier, Reverse Mortgage Funding LLC
Alina Passarelli, HomeBridge Financial Services
Beth Paterson, Greenleaf Financial, LLC
Nina Penny, Arizona Wholesale Mortgage, Inc.
Susan Perry, Capital Funding
Daniel Porter, Mikana Financial
Karen Rayfield, Retirement Funding Solutions
Loren James Riddick, People’s Home Equity
Eric Rittmeyer, Fidelis Mortgage
Rick Rodriguez, Resolute Bank
Teresa Rose, Senior Security Funding
Paul Scheper, Back Bay Funding
Jim Schwegman, Liberty Home Equity Solutions
Ken Seal, Neighborhood Mortgage, LLC
Bruce Simmons, American Liberty Mortgage, Inc.
Richard Simpao, Lineage Lending
Ellen Skaggs, New American Funding
Sean Skaggs, New American Funding
Glen Smart, NOVA Home Loans
Phil Stevenson, PS Financial Services
Rick Sweeney, Open Mortgage
Neil Sweren, Southern Trust Mortgage
Susan Tamashiro, Platinum Financial, LLC
Malcolm Tennant, Access Reverse Mortgage Corp.
Pamela Tennant, Access Reverse Mortgage Corp.
Peter Tentler, Liberty Home Equity Solutions
David Tourtillott, Homestead Mortgage, LLC
Parker Turk, Sun American Mortgage
Christina Uva, Reverse Mortgage Funding LLC
Alain Valles, Direct Finance
George Vrban, PS Financial Services
Minh Vu, Golden Equity Mortgage
Bonnie Wallace, HighTechLending, Inc.
Lynn Wertzler, Greenleaf Financial, LLC
Peggy Whalen, Direct Finance
Patricia Whitlock, FirstBank
Ken Wieland, People's Home Equity
Cory Williams, Springwater Capital
Rick Williams, Banc of California NA
Patty Wills, Open Mortgage
Todd Woodcock, Responsible Reverse Mortgage
Rob Wyatt, Reverse Mortgage Advisors
Jay Zayer, ARAMCO Mortgage
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Why don’t you join us? Go to nrmlaonline.org
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Our Products—Your Ideas
PRODUCTS
RV Exchange (RVX)

The only LOS that connects you to the entire
reverse industry on one platform.

RV Doc Composer (RVDC)

Integrated, fully-compliant disclosure and
closing documents.

RV Integrated (RVI)

Connects fulfillment services throughout
the loan cycle for streamlined performance.

RV Sales Accelerator (RVSA)
The web-based sales tool to effectively
educate and qualify borrowers.

RV Database (RVDB)

Real-time access to your loan information
and quicker response times.

NEW! RV Bridge (RVB)

Keep your reverse mortgage loan pipeline up
to date inside your existing “traditional” LOS.

eSign coming in 2017!

SERVICES
RV Professional Services (RVPS)
Attain your business goals with best practices
and hands-on configuration.

RV University (RVU)

Live and online education and training for
the mortgage professional.

CONNECTING THE REVERSE MORTGAGE INDUSTRY SINCE 2007.

Reverse Loans | One Platform | All Connected
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