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At our core, each of us finds what truly matters. At Urban Financial Group, our path 

to success boils down to six unwavering principles: Client Focus, Integrity, Teamwork, 

Respect for Each Individual, Innovation and Responsible Citizenship. These values are 

woven into the DNA of our entire staff and embedded in our culture. These six principles 

guide our behavior and set the bar higher for each of us every day.

So in a world where people and businesses are faced with and tempted by shortcuts, 

we at Urban resolve to take the right path – every time. It’s this determination to do the 

right thing that has made us a leader in Reverse Mortgage lending. When you let your 

values guide you, the right path becomes clear. Goals are reached. Business grows. 

Find out how we can partner with you. Email us today.

sandy@urbanfinancialgroup.com

* According to RMI measuring number of endorsed wholesale units January – December 2011

CLIENT FOCUS       INTEGRITY       TEAMWORK        INNOVATION

RESPECT FOR EACH INDIVIDUAL       RESPONSIBLE CITIZENSHIP
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THE THREE-LEGGED STOOL FOR REVERSE MORTGAGES
includes the participants in the reverse mortgage industry,
government and Wall Street. Without any of these three
communities, the HECM program topples.  

We are looking forward to bringing the three commu-
nities together at the Grand Hyatt in New York City later
this month. And we touch on all three of them in this month’s
issue of Reverse Mortgage Magazine.

Given the peculiarities of the reverse mortgage prod-
ucts, it was not a slam dunk that they could be securitized
in a way that could satisfy obligations to both investors and
borrowers. In Financial Ingenuity: A Guide to the HMBS
Program and the Secondary Market (p. 10), we take you on
the journey through the creation of the HMBS program
by Ginnie Mae and look at the creative thinking by both
the government agency and the Wall Street community that
solved the inherent problems. We also look at the short pro-
duction history of the program now only in its fourth year
as well as at its future potential.

In considering this program and preparing for NRMLA’s
Reverse Mortgage Securitization Forum, President and
CEO Peter Bell focuses his Balanced Viewpoint (p. 5) col-
umn on things we need government to do for this industry
that we cannot do for ourselves.

At our Annual Meeting last October, we had two 
excellent presentations by some of you on marketing tech-
niques that are working for your companies in the current
market. We wanted to share it with those of you who did
not attend as well as provide the content to those who did.
Freelance writer Joe Poduska pulls that all together in 
Successful Marketing Tools (p. 21).

At our 2010 Annual Meeting in New Orleans, many of
you joined Rhiannon Behnke of Security One to help locals
clean up the Gulf following the tragic oil spill. That was
just a small example of the good work Rhiannon is doing
for her company’s Community One outreach program.
The program’s other accomplishments are featured in 

Shannon Hicks’ Innovations column. At the upcoming con-
ference we are going to present a session on the real benefits
to your company of social responsibility.

And, on another note, if you have not yet stopped by
our new NRMLA blog at nrmla.blogspot.com, please do.
Along with this magazine, the Weekly Report, Members
Alerts and conferences, the blog is an additional tool to help
us help you stay informed on breaking events in an ever
changing industry.

Hope to see you all in New York.
Marty Bell, Editor 

In Reverse
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For business and professional use only. Not for consumer distribution
All loans are subject to approval. Certain conditions and fees apply. Mortgage financing  
provided by MetLife Home Loans, a division of MetLife Bank, N.A., Equal Housing Lender.  
© 2012 METLIFE, INC. 1202-0584 R0212237844[exp0213][All States][DC]  © 2011 PNTS

It’s what we  
achieve together  
that sets us  
apart.

We’re committed to helping you build your reverse mortgage business.  
At MetLife Home Loans, we provide third-party originators like you with industry-leading practices, products, 

and pricing. You’ll also have the support of knowledgeable professionals behind you every step of the way.  

We’re a division of MetLife Bank, a MetLife company—and MetLife has been a trusted name for more than  

140 years. So you can count on us to help you succeed. After all, that’s what working together is all about.

Start building a successful reverse mortgage business by calling us today at 1-866-359-3817.
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I GREW UP AN HOUR’S DRIVE FROM NEW YORK CITY
and any day on which my dad piled our family into the car
to head to what we referred to simply as “The City” was an
exciting one. Just seeing the throng of towers across the
river as we approached was enough to make your heart beat
a little faster. As an adult, I still feel that way whenever I
visit Manhattan.

This month we are gathering our membership in “The
City” for an Eastern Regional Meeting, which we wanted
to make sure reflects the excitement of the setting. And so,
for the first time, in addition to sessions on the latest critical
developments on the origination side of the business, we
are presenting a Reverse Mortgage Securitization Forum,
which gives us the opportunity to meet and hear from the
Wall Street contingent that provides fluidity and continuity
to our business. We look forward to viewing the reverse
mortgage business from the perspective of the issuers, the
broker-dealers and the investors.

Of course, all of this is only possible now because of the
existence of Ginnie Mae’s HECM Mortgage Backed 
Securities (HMBS) program to provide, in their words, an
“efficient government-guaranteed secondary market vehicle
linking the global capital markets to American homebuy-
ers.” A division of the Department of Housing and Urban
Development, GNMA guarantees investors the timely 
payment of principal and interest on securities backed by
government-insured mortgages. 

There are two anchors to the HECM program: Ginnie
Mae’s guarantee to investors on HMBS and FHA’s guaran-
tee to borrowers via the Mutual Mortgage Insurance fund
(MMI). Without them our business would be adrift and
perhaps even lost at sea. 

We live at a time when complaining about government

has become an American national pas-
time. I sometimes hear myself com-
plaining about how long it takes to get
even the simplest things done or how
serpentine the bureaucratic process
can be. But then you look at a pro-
gram like HMBS and you have to be
impressed with the ingenuity and sta-
bility government can provide and grateful for its support.  

Barney Frank, who is about to retire from government
but has consistently been the most knowledgeable and 
supportive Congressperson on our topic, likes to say that
government exists to do the things that no one else will do.
In this particular case. Ginnie Mae is providing investors
in reverse mortgage securities with a level of confidence they
need to be interested. In the 20 year history of the HECM
program and the 14 year history of NRMLA, we have all
watched many companies including financial giants enter
and then exit the business. This is not meant as a criticism
of those companies. Any private business has the right to
choose and then rearrange its priorities to meet its own goals.
But for an industry to survive and have the chance to thrive,
there needs to be a bedrock that provides certainty that there
is a future whatever the choices of individual companies. 

GNMA and FHA are those bedrocks for the reverse
mortgage industry. We may disagree with them on occasion
about the direction of policy. But that’s okay. At both agen-
cies, we have always found the staffs, including the current
staffs at FHA under Commissioner Carol Galante and at
GNMA under President Ted Tozer, open to discussion and
input. We here at NRMLA feel–and you should all
feel–that we have a solid public sector/private sector work-
ing partnerships with FHA and GNMA.  

Balanced
Viewpoint

By Peter Bell, President of NRMLA

Invest with Confidence

Peter Bell

RM



Financial Assessment and the Future
Pete Engelken, Genworth Financial

WHEN I FIRST MET PETE ENGELKEN IN 2005, HE 
struck me as quiet and unassuming compared to other
chief executives I knew. But one thing I learned over
the years was never to underestimate his strong lead-
ership, his ideas and his extensive knowledge of the
reverse mortgage business. 

Engelken is a proven thought leader who has vol-
unteered his time on numerous committees to help
resolve legal, regulatory and compliance issues impact-
ing our business. Most recently, he co-chaired the task
force that developed the voluntary guidance on lim-
ited underwriting for property charges. 

Engelken currently serves as President and CEO
of Genworth Financial Home Equity Access, Inc. and
before that its predecessor Liberty Reverse Mortgage.
Last year, he was elected to NRMLA’s Board of Direc-
tors. He has more than 20 years of management and
executive management experience in the functional
areas of business leadership, financial management
and business development in the mortgage, financial
services, and technology industries. 

We are fortunate that he was able to take time to
sit down with Reverse Mortgage magazine to share his
thoughts on the state of the industry, where it is
headed and what challenges lie ahead. 

Reverse Mortgage: Let’s get to know Peter Engelken.
Tell us about yourself away from your job. What things
are you passionate about in addition to your work?

Engelken: I grew up in a small northern California
foothills town spending most of my spare time as a

kid playing sports including a lot of
skiing in the winter.  I earned my
undergraduate degree in finance at
Cal State Sacramento where I tried
to balance school, collegiate ski rac-
ing, teaching skiing, and some
triathlons in the warmer months.
One of the most important things
I learned in undergraduate school was that a profes-
sional skiing career did not pay well, and a real job
was essential. I worked as an accountant for a couple
years and then went back to graduate school. Over the
next several years I picked up an MBA, a CPA certifi-
cation, a wife, and two boys. During that time I
worked in financial management and business devel-
opment roles for technology and financial services
companies before taking the CEO role at a startup
mortgage brokerage company, Liberty Reverse Mort-
gage, Inc. Today, my wife Lisa, our two boys Matt (15)
and Jake (11), and I live not too far from where I grew
up. A lot of my time away from the office is spent at
youth sporting events. I’ve happily logged thousands
of hours over the past 10 years coaching the kids’ 
baseball, football, skiing, and soccer teams. In my
spare time, I try to squeeze in some golf, skiing,
mountain biking, a few minutes at the gym, and a
good book to put me to sleep at night. 

Reverse Mortgage: As a global provider of financial
services products, how is the reverse mortgage viewed
within the corporate culture at Genworth?

Talking Heads continued on page 7

Talking 
Heads
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Pete Engelken

By Darryl Hicks



Engelken: Genworth is dedicated to helping people
secure their financial lives, families and futures through
financial security solutions. Genworth provides reverse
mortgages through its subsidiary Genworth Financial
Home Equity Access Inc (GFHEA) as an option 
for seniors to consider in their retirement planning.
Reverse mortgages are safe, secure products that help
seniors improve the quality of their lives and play a
positive role in maximizing retirement savings.    

Reverse Mortgage: What percentage of your exist-
ing customer base is 62 or older? How do you market
reverse mortgages to them?

Engelken: We do not directly market reverse mort-
gages to any other existing Genworth customers as part
of our marketing strategy. Customers can get informa-
tion about all of Genworth’s products, including 
reverse mortgages, on our corporate website.

Reverse Mortgage: Do you believe that reverse
mortgages can be successfully cross-sold with other 
financial products offered by Genworth? 

Engelken: As a policy, we do not cross-sell reverse
mortgages across Genworth’s distribution channels.
GFHEA adheres to all state and federal laws governing
reverse mortgages which include the prohibition of 
the origination of a reverse mortgage if it is “tied to”
or conditioned upon obtaining another financial 
services product. We also do not originate reverse
mortgages where we know that proceeds will be used
to purchase a deferred annuity. 

I do believe that reverse mortgages may be consid-
ered as a part of a comprehensive financial plan. And
I also believe that properly trained and licensed finan-
cial planning professionals are well positioned to offer
consumers advice in this area once they are properly
educated on the HECM product.

There is a role for the financial planning professional
to review a client’s situation and provide responsible
advice on how they may incorporate home equity to
help improve cash flow, reduce retirement risk, and
help achieve their financial goals. If the financial plan-
ning professional believes a reverse mortgage may help

their client achieve their financial goals, they should
be able to help their client identify high quality and
properly licensed providers of reverse mortgages. 

It is critical for financial planning professionals and
reverse mortgage originators to be aware of the state
and federal laws related to offering advice in this area
which includes having adequate safeguards and fire-
walls to prevent any conflicts of interest.  

Reverse Mortgage: We all sell the same product.
What is Genworth’s brand that distinguishes it from
other brands? Why should a borrower come to 
Genworth? Why should a broker?

Engelken: Tracing its roots to 1871, Genworth is a
leading Fortune 500 insurance holding company that
is dedicated to helping people secure their financial lives,
families and futures by delivering on our promises.
Through our various companies, we’ve helped people
build financial security, and we are one of a few pub-
lically traded companies to offer reverse mortgages. In-
tegrity is the foundation for all things we do. Openness
and honesty are the foundations of our business and
we maintain high ethical standards that are reflected in
everything we do. Our retail customers and wholesale
business partners trust us to deliver on our promises.

Reverse Mortgage: What do you think needs to
happen for this product to see significant and sustain-
able growth?

Engelken: First, demographics are on our side with
about 10,000 people turning 62 everyday. I believe the
primary key to sustainable growth is that we need to
see continued broad based improvement in the hous-
ing market recovery.  Three things should follow which
will help drive growth:

a. As home equity continues to grow, more 
people will take steps forward to use home eq-
uity as a part of their retirement plan.  

b. A healthier housing market will help fuel the
reintroduction of proprietary products and re-
lated investor interest.

c. More financial planning professionals will 

Talking Heads continued from page 6

Talking
Heads
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recognize that home equity is a large asset and
should be considered as part of a financial plan
and this will help drive growth in a newer mar-
ket segment.

Reverse Mortgage: What plans do you as chief ex-
ecutive have in 2012 to grow Genworth’s reverse
mortgage business? Is building Genworth’s wholesale
business a priority or do you see future growth coming
mostly from Genworth Financial’s existing client base?

Engelken: We will continue to grow the Genworth
Home Equity Access business in 2012 by focusing 
on building our national retail direct channel, our
wholesale, and our correspondent channels. Given the
market exits last year, we see great opportunities to
continue growing the business.

Reverse Mortgage: You co-chaired the task force
that developed the NRMLA Guidance on Limited
Underwriting For Property Charges. What are your
personal feelings on financial assessment? 

Engelken:: In this environment we are clearly seeing
more elevated technical defaults driven by more borrow-
ers not paying their property taxes and or homeowners’
insurance policies on time. As an industry we had a 
responsibility to drill into the issue, identify key drivers,
and offer guidance about ways to minimize the risk 
of default while working within the existing FHA
framework. To help wrestle this problem, we were very
fortunate to have a smart and dedicated group of peo-
ple with diverse views helping to scope the problem
and find reasonable interim solutions while FHA com-
pletes their proposed new regulations in this area. My
view is that implementing limited underwriting for
property charges may reduce volume a little in the
short run, but it is an essential step to help improve
the long-term integrity of the HECM program. 

Reverse Mortgage: Why do you think only one
company has so far implemented the NRMLA 
guidance? Is Genworth going to require a financial 
assessment anytime soon?

Engelken: I can’t comment on what is happening at
other companies, but I will share that Genworth 
Financial Home Equity Access is aggressively working
on implementing limited underwriting guidelines for
property charges. We’re planning to launch in Q1
which will include three phases.

Phase 1 is designed to get feedback from customers
through our retail channel and brokers / correspon-
dents through our indirect channels. We will publish
the guidelines and introduce a new integrated 
calculator technology and ask people to review and
comment.

Phase 2 is designed to test the program in produc-
tion with our own retail channel and make adjust-
ments as appropriate. The idea here is that we can
carefully watch the entire process and quickly make
improvements in real time.

Phase 3 will be a full rollout to include our whole-
sale and correspondent sales channels.

We placed a lot of emphasis on making the new
process simple for everyone involved including 
customers, originators, and operations people. We’re
integrating the new rules in our Reverse Mortgage
Calculator and Application Generation Internet Portal
which will simplify the process for everyone.

Reverse Mortgage: Why did you choose the re-
verse mortgage business?

Engelken: I was attracted to the business in 2004 
because I saw an innovative product that had a lot of
potential. Too many people did not really understand
the facts around how this product worked. I knew that
we could find scalable ways to reach many more cus-
tomers and show them how this product could help
them. I also believed that this product would become
more mainstream in the future, touching a whole new
market segment, as the wave of retiring Baby Boomers
would be looking for new ways to fund their retire-
ment needs over the next 30 years. Home equity is an
obvious source to consider, and the reverse mortgage
product is a safe and efficient way to withdraw home
equity.

Talking Heads continued from page 7

RM
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Members On the Move
Urban Adds to Key Staff

Since the beginning of the year, Urban Financial Group, has
bulked up its key staff, adding Steven R. McClellan as Managing
Director, Sherry Apanay to lead retail and wholesale sales, 
Kristen N. Sieffert to direct corporate wide project management
and coordinate call center operations and Ryan P. Menerey as
part of its wholesale sales team.

Urban will be making appropriate filings with regulators to
name Mr. McClellan as President and Head of Urban Financial
Group. Mr. McClellan, 56, joined Urban from Generation Mort-
gage Company where he served as Chief Financial Officer. Pre-
viously, he held senior positions at HomeBanc Mortgage
Corporation, First Union/Wachovia and Bank of America. In
more than 10 years at Bank of America, Steven worked primarily
in credit policy and risk management roles. He will report to
Robert K. Lyons and Alan Lhota, Senior Managing Directors,
Co-Heads of Fixed Income at Knight Capital Group, the parent
company of Urban.

Ms. Apanay is a former Executive Vice President at Generation
Mortgage Company and currently serves on the Board of Directors
of the National Reverse Mortgage Lenders Association (NRMLA).

Ms. Sieffert was previously the Acting President at EquiPoint
Financial Network.

Mr. Menerey is a former Regional Account Manager for Gen-
worth Financial. 

Former Great Oak Exec Joins Maverick Funding
Josh Shein, the former chief executive at Top 20 producer

Great Oak Lending Partners, has been hired by Maverick Fund-
ing Corp’s division, Reverse Mortgage Network, to head its new
branch office location in Owings Mills, MD.

Over the coming weeks, Shein will be filling 62 job positions,
including loan officers, call center staff and back-office personnel.
The branch office will focus exclusively on reverse mortgages. 

Maverick entered the reverse mortgage business last year
when it hired a group of loan officers who had recently been let
go by Wells Fargo. A separate division was soon formed called
Reverse Mortgage Network managed by Vice President Dino
Guadagnino. 

New President at Landmark
Landmark Network of Los Angeles has announced that

Hunter Gorog has been named President & Chief Operating
Officer, a new position, reporting to Erik Richard, Chief Execu-
tive Officer. 

Gorog joins Landmark from a management consulting back-
ground, where he held business strategy positions with both IBM
and Deloitte. Landmark Network is a premier provider of na-
tional appraisal management services for the forward and reverse
mortgage markets and specializes in advanced and alternative 
valuation products. RM

The Sky Is The Limit!

Call: J. Sanders @ 1-888-267-7900 ext. 123 
or email: jsanders@seniorsecurity.com

Receive daily qualified leads from an extensive 
marketing program on TV and Radio
In-house processing and underwriting
Base salary
Generous commission structure
Medical benefits and 401k plan
Sales assistance and workshops

Join the winning team at Senior Security Home Advantage!  We are looking 
for licensed reverse mortgage originators to grow with us.  Be a part of a 

growing company celebrating a stable 33 year history.

United Northern Mortgage Bankers, Ltd. | DBA: Senior Security Home Advantage | 3601 Hempstead Turnpike, Suite 300, Levittown, NY 11756
Corporate NMLS ID #7230 • New York State Department of Financial Services. | Licensed Mortgage Banker license # B500040

New Jersey Dept. of Banking and Insurance | Mortgage Lender license #L0046623 � Pennsylvania Dept. of Banking | Mortgage Lender license #20887
 Connecticut Dept. of Banking | Mortgage Lender license #20372 • South Carolina State Board of Financial Institutions | Mortgage Lender license #MLS7230  

Massachusetts Div. of Banks and Loan Agencies | Mortgage Lender | Mortgage Broker license #MC7230
North Carolina Commissioner of Banks | Mortgage Lender license #L140365  • Florida Dept. of Financial Institutions | Mortgage Lender license #MLD273

Direct Endorsed FHA Lender
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Wall Street, Washington and 
the reverse mortgage industry 

come together as the 
legs of one industry’s stool.



GINNIE MAE’S HECM MORTGAGE BACKED SECURITIES
program is the ocean that feeds the rivers that feeds the
streams. By enabling the pooling of  government-insured
reverse mortgages into securities that attract investment and
create a secondary market, HMBS provides the money for
lending that broadens the availability of loans to seniors.  

Though the FHA’s HECM program is now over twenty
years old, we still often characterize it as a fairly new finan-
cial product that is still finding its shape. The HMBS pro-
gram, by comparison, has just completed only its fourth
year of existence. In that short time, it has seen the investor
appetite vary.  The first pool was issued by Goldman Sachs
in August 2007. In 2010, volume dropped 35 per cent. In
2011, volume increased 27 per cent. Issuers and broker-dealers
attribute the inconsistency to changes in
the product—a 10% haircut to the prin-
cipal limit in the fall of 2009, a reevalu-
ation of the Mutual Mortgage Fund
insurance premium in the fall of 2010—
that gave investors temporary pause.

But currently, the market appears to
be in an extended upswing. “I do think
we have turned a positive corner in
building the market demand from an investor standpoint,”
Jeff Traister, managing director and head of reverse mort-
gage trading at Cantor Fitzgerald told Reverse Mortgage
Daily last year. 

“With three plus years of performance we now have a
good story to tell,” says David Fontanilla, Managing Part-
ner of Pioneer Analytics and Consulting group and a mem-
ber of NRMLA’s Board of Directors.  “We offer a good
alternative to other high grade government insured invest-
ments and the appetite has been pretty solid.”

Reverse mortgages, including HECMs, are a somewhat
peculiar product which made securitization complex, par-
ticularly compared to forward mortgages.  While forward
mortgages are funded in full at closing and thereafter have
a steady stream of payments of principal and interest which
can be passed through to investors, reverse mortgages can
be paid out over time and lack payments of principal and
interest until they reach a maturity event or termination.
Securitization of  HECMs required a method to satisfy ob-
ligations to both the borrowers and the investors. As accrual
pass-through securities with no scheduled payments of
principal or interest, they also needed the means to pique
the interest of investor pioneers who were accustomed to
and had shown a long-time liking for current pay securities.

Government at its best assumes a role that no one else
can play.  To create a secondary market for reverse mortgage
products, what was needed was financial ingenuity and re-
search. In this case Ginnie Mae and the FHA proved up to
the task and found the mechanisms to make an unusual
product securitable.

Creation
The Great Depression saw banks fail and brought lend-

REVERSE MORTGAGE / MARCH-APRIL 2012 11

HMBS continued on page 12

Financial Ingenuity 
A Guide to the Creation of HMBS and a Secondary Market By Marty Bell

By enabling the pooling of  government-insured 
reverse mortgages into securities that attract 
investment and create a secondary market, HMBS
provides the money for lending that broadens the
availability of loans to seniors. 
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ing to a near standstill. How could a private banking insti-
tution depend on anyone to live up to their obligations? In
1934, first term President Franklin D. Roosevelt oversaw the
creation of  the Federal Housing Administration designed to
insure private lenders against the risk of mortgage default.

Four years later, the Federal National Mortgage Associ-
ation, better known as Fannie Mae, was established to pro-
vide local banks with money to finance home mortgages.
To broaden its base, Fannie Mae created a secondary mar-
ket in which pools of mortgages would be sold to investors
thus providing capital for more mortgages. The attraction
to investor was that the Fannie Mae mortgages were insured
by a fund created by another new agency, the Federal Hous-
ing Administration (FHA), an element of a restructuring
of the national banking system.

Over the next 30 years, Fannie Mae went through
changes, first becoming a mixed-ownership entity shared
by both the Federal government and private investors in
order to remove its debt from the Federal budget. And then
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with the Housing and Urban Development Act of 1968,
it was divided into a totally privately owned Government
Sponsored Enterprise (GSE) and the new Government Na-
tional Mortgage Association (Ginnie Mae), owned by the
United States government and located in the nascent cab-
inet department known as HUD.  (In 1970, another GSE,
Freddie Mac, was created to promote competition with
Fannie Mae and maintain favorable mortgage rates.)

Ginnie Mae’s mission was to make housing more af-
fordable and increase home ownership in the country by
attracting global capital. Ginnie Mae would not originate,
fund or securitize mortgages—but it would offer a govern-
ment guarantee to investors from around the world on the
payment of principal and interest, thus creating more com-
petition, allowing security issuers to get better prices, which
would then encourage them to purchase more loans and
thus lower loan pricing.

In 2006, Ginnie Mae announced they would implement
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a program to securitize government-in-
sured HECMs. In order to address the
problems created by the peculiarities
of this mortgage in reverse and with-
out scheduled payments, research was
needed to build a case that would in-
terest potential investors. So Ed Szy-
manoski and his staff at FHA, who in
1989 had originally constructed the
formula that determines principal lim-
its based on age and interest rates and
that made HECM lending viable,
went back to work and provided Gin-
nie Mae with an analysis of all the
HECM loans made to date called
“Home Equity Conversions Mortgage
Terminations: Information to En-
hance the Developing Secondary Mar-
ket.” In this early conceptual stage of
HMBS, the approach was that HMBS security issuers
would be responsible for both pass-throughs of loan pay-
ments and interest to investors and additional cash ad-
vances to borrowers.   

The key risk factors for investors would be mortality
rates and voluntary loan terminations; change in interest
rates; and change in home values.  

Szymanoski’s research looked at hazard and survival tables
for single females, single males, couples and all borrowers
and then at loan history thus far.  It showed that on average
58% of the loans’ principal limits were paid out in the first
year, 7% the second year and that the demand for additional
advances continued to decline thereafter, reaching just 2%
by year 15. It also showed the average life of a loan before
termination was seven to eight years. The results indicated
that lump sum repayments in each discrete time period ex-
ceeded the sum of cash advances plus required pass-throughs.  

Though the loans were non-recourse, investors would
not be affected by a rise in interest rates or a dip in home
values because the borrowers would pay premiums into the
FHA insurance fund which would be responsible for any
shortfall upon sale of the home or other termination of the
loan. Since bond ratings done by independent agencies and
which investors depend upon, are based on the stress level
on the loan, excising any potential threat from interest rate

or home price variation would make these securities rela-
tively stress free and therefore eligible for higher ratings.

Then Ginnie Mae came up with another policy proce-
dure to ameliorate the risk that might be imposed by the 
issuers being responsible for both pass-through and cash
advances: Instead of securitizing all of a loan at once, it
would only securitize that part of it that had been paid out
plus the interest attached to that amount thus far. These
divisions of a loan would be known as participations. And
so a single HECM loan could be broken into participations
in many different pools. This eliminated the need for pool
investors to take the brunt of additional cash advances. In-
stead, they would receive unscheduled payments of princi-
pal and interest when either a full or partial payment is
made on a HECM loan or upon the purchase of all 
participations in the HECM loan from the pool by an is-
suer, which would be required when the available principal
balance reached 98% of the maximum claim amount. The
98% rule would be implemented to increase the liquidity
of loans with no stated term of maturity as well as to pro-
vide lenders with full insurance coverage from losses due to
non-payment. 

Loans would have to be pooled with other loans of the
same type—fixed rate with fixed rate, LIBOR-adjustable

Annual Issuances by Issuer  
Issuer                              Percentage of              2011                             2010                             2009

Total Volume          
CYTD

Reverse Mortgage Solutions, Inc 8.77% $870,964,221 $1,230,487,411 $370,025,400

Financial Freedom Senior Funding 0.00% $ -        $ - $22,836,839

Sunwest Mortgage Company 3.57% $354,481,667 $324,465,782 $236,339,325

Lehman Brothers Holdings Inc 0.00% $ -        $ - $-

Generation Mortgage Company 10.53% $1,045,751,986 $1,205,822,959 $604,845,312

World Alliance Financial Corp 0.00% $ -        $ - $498,095,071

Bank of America, N.A. 11.03% $1,095,245,797 $3,758,638,651 $3,751,025,186

MetLife Home Loans 26.95% $2,676,423,666 $1,916,581,699 $2,096,553,382

Wells Fargo Bank, N.A 22.18% $2,202,412,397 $2,042,016,742 $939,366,823

Financial Freedom Senior Funding 1.10% $109,717,662 $311,826,597 $13,315,756

Urban Finacncial Group Inc 15.67% $1,556,278,826 $ - $-

One West Bank, FSB 0.19% $19,048,823 $ - $-

Total 100.0% $9,930,325,045 $10,789,839,045 $8,532,403,094

Source: Ginnie Mae



market. Issuer approval has been difficult in the past. In fact,
Ginnie Mae suspended approval for a period in 2010 to eval-
uate risk in the market. All the active issuers offering new 
securities are also lenders, though that has not always been
the case. “When you have a product,” says David Fontanilla,
“you don’t want to just manufacture and finance it and then
depend on someone else to distribute it. You want to have
control of the manufacturing and distribution process. Being
a Ginnie Mae issuer completes the process.”  

A loan that is originated by an issuer or acquired by them
from an aggregator or broker is sent to a secondary market
custodian (Wells Fargo, Deutsche Bank, Bank of New York)
to be pre-screened to make sure it conforms to Ginnie Mae
requirements. At the same time, the documents of a loan in
play are sent to the Ginnie Mae certified custodian for 
registration. At that point, a pool of no less than $1 million
and three participations is assembled and goes to Ginnie Mae
for approval. 

It usually takes about 30 days for a closed HECM loan
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rate with LIBOR-adjustable rate, etc.  
So Ginnie Mae had taken a peculiar product with unique

features and found the policy approaches to make it an at-
tractive option to investors.

The Market
From the program’s inception in August 2008 through

the end of 2011, 1,106 GNMA/HMBS investor pools have
been offered with a total value of $27.7 billion. Of those,
58% or $19 billion were fixed rate mortgage pools. And 42%
or $8.6 billion were adjustable rate mortgage pools. 

The pools are issued by companies approved by Ginnie
Mae that must prove they have organizational, financial, pro-
cedural, quality control and other characteristics and give
GNMA the confidence they can pay security holders on time
whether they receive mortgage payments on time or not at all.

There are currently a dozen approved HMBS issuers, but
only nine were active in 2011 and only five appear to be cur-
rently active. (See chart, HMBS Issuers.) Live Well Financial
is the most recently approved and is gearing up to enter the
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C R E D I T   C O U N S E L I N G   S O L U T I O N S

www.ClearPointFS.org

Call 866-786-9268

HECM Counseling Certif icates 

      ...without the Headaches

Easy – Clients call a dedicated 1-800 number designed to 
quickly get them with a real person to schedule their appointment. 
We provide nationwide telephone counseling or face-to-face 
counseling in 17 markets, and can provide the counseling in English 
and Spanish and Tagalog.

Quick and Consistent!



to make its way into a pool. The pools are marketed by bro-
ker-dealers and serviced either in-house by the issuer (RMS)
or by a contracted vendor (Urban uses RMS, MetLife uses
Celink). The bonds representing interest in the pools are
then traded on a daily basis.

A trader spends his average work day monitoring bond
prices, setting rate sheets for brokers based on current
prices, trying to maintain the spread by buying and selling
securities (both their own company’s and others) as effi-
ciently as possible. 

The Future
HMBS volume has now reached a steady $800 million

to a billion a month and, according to Ginnie Mae reports,
has surged since last September. HECM-REMICS (Real
Estate Mortgage Investment Conduits) are also starting to
catch on with investors. (There have been about 50 H-
REMIC pools thus far compared to over 1,000 HMBS.)
The largest investors, according to a report by Daniel Licht-
enberg of Bank of America Merrill Lynch, are domestic
banks who are attracted to the safety of the government
guarantee; money managers overseeing stable value funds,
insurance companies and pension funds that are typically
attracted by yield; and more recently hedge funds and Real
Estate Investment Trusts (REITs). In the program’s short
life, investors have had a history of coming and going, but
improvement in the tools available to model HECM
backed securities and more transparency in pricing (largely
provided by Bloomberg) seem to be attracting new investors.   

Pricing for HMBS has been fairly cheap and players in
the market are looking to more investors to increase liquid-
ity and raise pricing. Prolonged stability in the HECM
product, without further changes in, for example, loan lim-
its would be a boost to the market.  In a market where in-
terest rates are near zero and where the principal on many
forward mortgages may be reduced, HECM-backed secu-
rities, with a low price and a good yield, are attractive. 

One change dealers are anticipating is a form of finan-
cial assessment for potential borrowers that they hope will
cut down on tax and insurance defaults. “For the industry
to gain momentum and for us to have more institutions
enter the space, having a financial assessment of borrowers
is imperative,” says David Peskin, an equity consultant. In
his presentation at NRMLA’s Annual Meeting in October,

Peskin said the assessment is essential because, “issuers need
the ability to lower their own exposure, to reduce the risk
on HUD so they can continue to grow and support the pro-
gram, and to reduce any headline risk of seniors being fore-
closed upon.”

But, like originators, securitizers are counting on the
coming demographic changes as more Boomers reach qual-
ifying age to build volume.

“Issuing has risk attached to it and companies need to
evaluate their own capacity,” says Fontanilla. “But there is
more room for additional issuers in the market.”    

HMBS continued from page 14
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HMBS 2011 Active Issuers & Contacts
Bank of America Merrill Lynch
Daniel Lichtenberg
daniel.s.lichtenberg@baml.com  |  646-855-8841

Financial Freedom Senior Lending
Note: Financial Freedom no longer issues HMBS backed by 
participations from new originations, but does continue to issue
HMBS backed by Other Interests (additional draws, MIP, 
servicing fees on existing loans). Financial Freedom, which 
previously was a subsidiary of One West Bank, FSB (see below),
became a division of the bank in July 2011. Since then, the 
issuances are done under the bank.

Generation Mortgage
Andrew Wessling
andrew.wessling @generationmortgage.com
404-884-5739

MetLife
Craig Corn
ccorn@metlife.com  |  973-795-1213

One West Bank, FSB
Tom Anderson
tom.anderson@owb.com  |  949-923-4182

Reverse Mortgage Solutions, Inc.
Michael Kent
mkent@rmsnav.com  |  281-404-7987

SunWest Mortgage Corp.
Pavan Agarwal
pavan@swmc.com  |  562-824-4273

Urban Financial Group/Knight Capital
Darren Stumberger
dstumberger@knight.com  |  212-479-7406

Wells Fargo Bank, N.A.
Note: Wells Fargo is no longer originating reverse mortgages but 
can still issue HMBS participations in the future.
Alton Porter
Alton.porter@wellsfargo.com  |  612-312-4550







On February 13, the White House issued President Obama’s

proposed budget for Fiscal Year 2013, which runs from October 1,

2012 through September 30, 2013. The results were favorable

for the HECM program – HUD counseling funds are increased

22% over FY 2012 and there is no call for an appropriation to

support the MMI fund which means the Office of Manage-

ment and Budget projects it will pay for itself.  

But this is just the beginning. The Republican-controlled

House of Representatives is in the midst of planning its own 

FY 2013 budget. And who knows at this point if the Senate will

offer a version of its own? Glenn Petherick walks you through

the traditional budgetary approval process. –The Editors.

Early February: The President submits to Congress his
proposed budget for the entire federal government for the
coming fiscal year, which begins October 1. The budget in-
cludes proposed levels of spending and new budget author-
ity for federal departments, agencies, and their programs;

proposed outlays; and proposed legislative or policy
changes to direct spending programs or tax programs/laws.
Budget authority is the dollar amount of new funds that
Congress allows a federal agency to commit to spend for a
specific program during the fiscal year. “Outlays” are the ac-
tual amount of federal expenditures for the program 
during the fiscal year.

Late Winter, Early Spring Hearings. Congressional
committees and subcommittees, especially Appropriations
panels, hold hearings on the Administration’s proposed
budget for departments, agencies, and programs within
their jurisdiction, usually taking testimony from and asking
questions of Administration officials.

The Budget Resolution. Simultaneously, the House
and Senate Budget Committees hold hearings and each
craft a budget resolution – a blueprint that spells out spe-
cific dollar limits for the upcoming fiscal year for 19 broad

Budget Process continued on page 19

18 REVERSE MORTGAGE / MARCH -APR I L 2 012

The President’s Budget 
is Just the Beginning By Glenn Petherick



federal spending categories (functions), and how much rev-
enue the federal government is expected to collect over at
least the next five years. The budget resolution can also
make temporary or permanent changes to the rules for the
budget process, such as requiring that any newly approved
spending increases or tax expenditures be paid for by off-
setting spending or tax cuts. Congress is supposed to pass
the budget resolution by April 15, but frequently takes
longer or doesn’t pass one at all.

302(a) and (b) Allocations. A report accompanying
the budget resolution shows the dollar spending limit for
each of the 19 budget function areas, and distributes these
amounts – called 302(a) allocations – to the different Con-
gressional committees with jurisdiction over the particular
functions, programs, departments, and agencies. The Ap-
propriations Committee gets a single 302(a) allocation,
which it then subdivides into smaller 302(b) allocations
that it provides to each of its 12 subcommittees.

Appropriations Bills. Working within the spending lim-
its in the 302(b) allocation, and any other restrictions or
requirements imposed by the budget resolution, each Ap-
propriations subcommittee develops and approves a spend-
ing bill for the upcoming fiscal year setting out funding
levels for each federal department, agency, program, and
function under its jurisdiction, and reports the bill to the
full Appropriations Committee. The Appropriations Com-
mittee “marks up” and approves the subcommittee’s bill,
usually adopting amendments, and then forwards it to the
full House of Representatives or Senate for a floor vote on
passage. Once each chamber passes its version of the par-
ticular appropriations bill, a panel of appointed House and
Senate “conferees” meet and hammer out a compromise
final bill and conference report, which each chamber must
pass in order to forward the bill to the president for his 
signature and enactment. There are usually 13 separate 
appropriations bills covering all parts of the federal govern-

Budget Process continued from page 18
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Be sure to visit us on the web at .

Cambridge has a staff of over , including 

helping ensure quick response times and timely counseling sessions.

 for 
your clients’ convenience.

The average tenure of each of our counselors is , making 

We are approved by HUD to provide housing counseling services, and our reverse mortgage
 

We offer face-to-face counseling for clients in or around Massachusetts, while telephone counseling is offerred 

Call 1-888-764-7460  
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ment. Occasionally, two or more are bundled into one.
While usually the House approves individual appropria-
tions bills first and then sends them to the Senate to act on,
this isn’t always the case and the reverse may occur or the
two chambers may even simultaneously develop their own
versions. Sometimes appropriations bills, in addition to 
setting out funding levels, also have attached “riders” that
make substantive legislative amendments to particular 
federal programs and their rules. 

October 1st Deadline. If any of the necessary appro-
priations bills have not been passed and signed into law by
October 1st, Congress must pass and the president must
sign a “continuing resolution” to continue funding for
those parts of the federal government without an approved
appropriations for the new fiscal year. These are usually
short term, to give Congress additional time to complete
passage of the remaining regular appropriations bill. 
Sometimes, however, Congress ultimately crafts a single
consolidated or “omnibus” appropriations bill to provide
funding through the end of the new fiscal year to all parts
of the government for which a regular appropriations bill
hasn’t yet been passed.

Budget Process continued from page 19
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Since 2004, we have completed 
over 7500 transactions & insured 
over $1 Billion in mortgages.

REVERSE
MORTGAGE
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Will Congress pass any budget 
before the 2012 election?
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Marketing continued on page 22

In a market glutted with all kinds of media, which vehicle do

you turn to? All of them.

DESIGNING AN ADVERTISING CAMPAIGN THAT
harnesses the power of personal relationships, American
Advisors Group displays customer testimonials on its web-
site, in printed brochures, and in a recent TV commercial
to connect with potential customers. In addition, AAG
keeps a database of testimonials and arranges telephone
conference calls in which satisfied customers can tell other
seniors how reverse mortgages have, in many cases, changed
their lives.

Fostering personal relationships is just one strategy that
marketing directors across the country are relying on to
generate sales leads. In addition, more reverse mortgage
firms are plunging into the Internet in a big way while
those that have been active with a sponsored website have
gained sophistication in attracting and tracking their audi-
ence. Their Internet presence is often supplemented by call
centers that can be made even more cost-effective with an
understanding of the reverse mortgage sales process.

Active in 40 states, AAG has a big footprint across the

country but it operates from just two call centers in Cali-
fornia and Georgia and does not have any brick-and-mortar
offices. This lack of physical presence means that branding
has been a marketing priority, according to Teague Mc-
Grath, AAG marketing director. All of the company’s mar-
keting materials, including stationery, have been produced
with the look of a financial institution. AAG also engaged 
former Senator Fred Thompson as a celebrity spokesperson
in its TV advertising. “There’s no doubt that he provided
us with credibility and legitimacy and he gave us the op-
portunity to convey a message that we may not be able to
do otherwise,” said McGrath. “He’s been enormously suc-
cessful for us and for the industry as a whole.”

As part of its branding strategy, AAG develops personal
testimonials from borrowers. These endorsements can be
used to overcome a lack of understanding, product knowl-
edge, and a reluctance to do business with AAG,” said 
McGrath. “A happy customer is our best marketer,” he said.
“If you build a relationship early on with seniors they are
less likely to go anywhere else. And, of course, it’s the
cheapest form of marketing. It’s the most effective form you

Successful Marketing Tools
Testimonials, Internet and Call Centers By Joe Poduska



can actually have out there.” McGrath said that customers
pay attention to testimonials because they want to be assured,
they want to find out more about the product, and they
trust their peers. McGrath has also found that testimonials
can improve the conversion rate for sales leads.

Personal endorsements don’t cost much to develop or
to achieve success, and to match satisfied customers with
sales leads only involves time making phone calls, sending
letters, and setting up meetings, says McGrath. They do
not have to be used in expensive TV or radio campaigns to
be effective, he adds. But it can be used effectively in paid
advertising: AAG recently produced for TV a testimonial
from Vincent Speranza, a World War II veteran and winner
of the Purple Heart and Bronze Star medal who fought in
the Battle of the Bulge.

The best marketing happens through personal contacts
with clients, and the AAG marketing team regularly calls
borrowers after loan closing every few weeks to ask how
they are doing and calls them on their birthdays. As a result,
many agree to provide a personal endorsement. AAG has
built a testimonial library, a database with profiles on each
customer and sales lead with their name, state, age, back-
ground, what they have done with their reverse mortgage,
their hobbies, interests, personalities, and even political per-
suasion. Any potential customer who wants to talk with
another senior is matched with an AAG customer of similar
background in a telephone conference call. The loan officer
manages the meeting and makes sure it takes place but there
is no coaching and no payment required for this service.

McGrath states that AAG treats its sales leads and cus-
tomers with respect and dignity throughout the sales
process to build a relationship. As a result, there’s no need
to coach the testimonial during these calls. “They’ll do it
for you happily,” he said. “They have fun doing it and they
enjoy it. So, I can’t emphasize enough building a relation-
ship early on.”

In another marketing strategy, Genworth is among fi-
nancial firms that have focused more on Internet marketing
through its website and, to a lesser extent, Internet display
advertising. “Even though there is a bit of a learning curve
when you get into that medium, it does give the opportu-
nity to have very good results,” said Genworth’s Marketing
Director Mary Smith. “It takes a lot of time and effort to

really get your marketing programs to work” on the Net.
“But when they do work, they work well.” Genworth has
improved its “organic” search results on search engines,
tweaking content and HTML coding to get the best rank-
ing possible and thus are listed in individual search results
more frequently. This involves the assistance of an infor-
mation technology specialist, said Smith. Internet market-
ing has brought a steadier and more predictable lead flow
than direct mail. And it has driven down costs. 

The related area of e-mail marketing has brought results
for Genworth too. “E-mail marketing can be very effective
but it works best when it is personalized,” said Smith. Gen-
worth has found that personalizing its e-mail has brought
improved effectiveness. In the past, e-mail messages were
sent with a general marketing identification, but Genworth
now has the automation to send personalized e-mails from
an individual on its marketing or sales staff and return rates
have increased. 

Genworth is making progress with traditional market-
ing channels and reducing overhead costs at a time when
mailing costs continue to rise. Rather than outsource the
creative talent and campaign management for direct mail,
Genworth brought the operation in house. “We’ve seen
that our response rates are just as good but we’ve been able
to really cut down the costs and improve the return on 
investment,” Smith said. Genworth also has made use of
affinity partnerships, putting a flyer in with one of its affin-
ity partner’s quarterly membership mailings, another way
to reduce mailing costs. 

Call centers now appear to be more popular than ever
among reverse mortgage marketers. Understanding the lead
source and the conversion rate from these leads can help in
training loan officers and tracking their performance, says
Kevin Blankeney, vice president with Associated Mortgage
Bankers (AMG) of Garden City, N.Y. Different lead
sources, whether web-based, direct mail, or TV, reach the
borrower at a different stage in the sales process and result
in different conversion rates, he notes. When a manager
knows how many leads out of 50 or 100 can be converted
and how quickly it typically happens, it makes it easier to
track the performance of loan officers and can help identify
sales team members who need coaching. Training is ab-
solutely the key to operating an effective call center, he said.

Marketing continued from page 21
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Marketing continued on page 25
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Innovations continued on page 24

Innovations

The Great Intangible
Growth, success and profit. These are the focus of our

businesses providing reverse mortgages to senior homeowners.
After all, we must remain profitable to continue to serve
our market.

But beyond mere profit, total loans closed or overall 
volume lies our social responsibility. Our industry sells a 
financial product to a protected class. Home equity may be
the last source of money for many of our clients. Mortgages
are generally considered the cause of our economic reces-
sion. And that word shows up in the name of our product.

“Corporate social responsibility is one important part of
corporate strategy in sectors where inconsistencies arrive be-
tween corporate profits and social goals,” writes Geoffrey
Heal of the Sanford C. Bernstein Center for Leadership and
Ethics at Columbia University. “It can be critical to main-
taining or improving staff morale, to the stock market’s assess-
ment of a company’s risk and to negotiations with regulators.”

Community service and giving are proof of the under-
lying values of our businesses. It is in these two endeavors
that we can also retain our passion, motivation and perspective
in our professional lives while enriching the lives of others. 

While we Americans are a generous nation, having given
over $300 billion dollars annually, oftentimes corporations
are seen as profit-driven and heartless entities who will do
anything for a dollar. What many citizens are unaware of is
the fact that corporate giving represents nearly 20 percent of
total giving in America–not to mention the charitable or-
ganizations that corporations create and administer to which
individuals donate. As corporate citizens and reverse mortgage

lenders we have a social responsibility to give back to the com-
munities we work in. As Robert Allen, author of the One
Minute Millionaire asks, “If service is the rent you pay for
your existence on this earth, are you behind on your rent?”

Community One, an offshoot of reverse mortgage lender
Security One, provides us all with an admirable model.

One Employee Makes a Difference
From its modest origins of the volunteer efforts of one

employee, Community One was formed in early 2010.
Rhiannon Behnke who is Director of Reverse Mortgage
Sales for Security One Lending and serves as Community
One’s Managing Director put it this way, “Our goal is to
motivate all reverse mortgage organizations to participate
in local charities and volunteer efforts.” Rhiannon has
made community volunteer work an integral part of her
daily life long before working for Security One Lending in
San Diego. Already actively volunteering for the San Diego
chapter of the Special Olympics and the Wounded Warrior
Project, Rhiannon approached Security One CEO Torrey
Larsen and CFO Tyler Larsen with the notion of starting a
community service arm. It was a natural fit as Torrey and
his brother Tyler had long made it a practice to give a per-
centage of their personal corporate profits to charities. To
focus their efforts, Community One committed to work
with four select charities. “It’s overwhelming. There’s so
much out there,” said Behnke. Based on existing relation-
ships and experience they chose the Special Olympics,
Habitat for Humanity, The Wounded Warrior Project and

Security One Embraces 
Social Responsibility By Shannon Hicks



Good Samaritan Children’s Home.

Neighbors near and far
It has been said “love your neighbor.” One can ask “who

is my neighbor?” Living in a world community as we now
do, our neighbor may be thousands of miles away. Case in
point: Good Samaritan Children’s Home in Malawi, in south-
east Africa. The Larsen brothers have been supporting the
home that serves orphaned children typically 7 to 16 years of
age. Today 92 children live in the Good Samaritan who would
of otherwise be orphans of accident, disease or victims of
malnourishment forced to live on the streets. Community
One is currently sponsoring fundraising for this program in
which for $25 a month, the basic needs of one child are met.

Good Samaritan Children’s Home faces unique chal-
lenges that plague many African nations. Exorbitant prices
for personal goods, state-controlled fuel with shortages and
corruption by local government officials. Community One
purchased a tractor for the home to work the fertile soil
into farmland. The corn crop allowed the home not only
to meet their own needs but to sell the excess at market.
However with the government controlling 100% of the na-
tion’s fuel and the president distributing gas to 18 stations
once a day, the tractor has been idle for a year. “Fuel effects
everything,” said Behnke. “From the ability to take a crop
to market or transporting children to medical clinics for
malaria treatments, we see the consequences.”

In addition, getting aid to those who need it the most
can be expensive far beyond shipping costs. For example,
to insure that two shipping containers full of personal sup-
plies and bikes reached their intended destination it was
necessary to pay $12,000 per container for state security
otherwise the contents would likely be stolen and sold on
the black market.

But the affect of such an investment can be life changing.
As twelve year old Peace Chikujenji wrote to Community
One after the goods arrived, “When I grow up I want to
be a social worker...I want to help the needy.”.

Perspective
Despite the challenges presented by overseas philan-

thropy,  Behnke remains optimistic. “You never know how
good you have it until you work with these groups. It makes
you grateful for everything.” Often the greatest gift we can

Innovations continued from page 23

24 REVERSE MORTGAGE / MARCH -APR I L 2 012

Innovations

Innovations continued on page 25



REVERSE MORTGAGE / MARCH-APRIL 2012 25

give is ourselves and our time. Community One is actively
promoting their efforts to Security One employees and
other reverse lenders. Behnke while meeting the demands
of her job at Security One also coaches basketball for the
San Diego Special Olympics along with her teenage son
every Sunday. The San Diego Army-Navy Academy has
joined her in hosting a Special Olympics basketball clinic.

Our profession demands much from us, sometimes
more than we feel equipped to handle. Yet those actively
engaged in the practice of volunteering and giving back
find renewed strength and perspective that spills over to all
facets of life. “No matter how busy or tired I am I go to
practice. I get this surge of energy the minute I arrive,” said
Behnke. Community One is actively seeking participation
from all interested lenders and loan officers. 

Whatever our challenges as an industry, reverse mortgage
lending has blessed us with a profession of serving people —
in our case, seniors in need. In that spirit, we have the op-
portunity to serve communities and worthy charities.

Innovations continued from page 24

A portion of the sales process that has proved absolutely
crucial, Blankeney says, is having potential borrowers provide
information for a financial assessment to the loan officer
even before having to provide one later in counseling. This
was adopted as part of the AMG sales process after
Blankeney discovered that it helped clients understand the
benefits of a reverse mortgage and made them less likely to
back out of a verbal commitment to move ahead with a
loan. However, Blankeney says that AMG loan officers
never discuss numbers on the first call with a client. It’s
more important, he said, for them to understand what they
are trying to accomplish with a reverse mortgage loan.

Blankeney found that it’s important for his sales staff
to know that they are selling a benefit and are not compet-
ing with other lenders on cost. “Without that, you don’t
realize that the client short on cash flow every month, and
by how much,” he said. “That leaves the only benefit as not
having a loan payment. In today’s environment, it’s just not
enough. They have to understand the benefit.”

Marketing continued from page 22
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           We Are Certified Reverse Mortgage Professionals  and Proud of It 
Mario Martirano
Residential Home Funding Corp., located White Plains, NY

Roberto Nascimento
Arlington Financial Corp., located in Yonkers, NY 

Edward O’Connor
Generation Mortgage Company, located in West Babylon, NY 

Anissa G. Palmatier
Mortgage Services III, Inc., located in Bloomington, IL 

Daniel Porter
Mikana Financial, located Wailuku, HI 

Mark Reeve
Plaza Home Mortgage, Inc., located in San Diego, CA

Eric Rittmeyer
Fidelis Mortgage, located Baltimore, MD 

Jerry Tomlin
Atlantic Bay Mortgage Group, located Virginia Beach, VA 

Neil Sweren
Southern Trust Mortgage, located Ellicott City, MD 

Alain Valles
Direct Finance Corporation, located Hanover, MA 

Patricia Whitlock-Stephanides
GuardHill Financial Corp., 
New York, NY 

Lawrence Wolf
Franklin American 
Mortgage Company, 
located Marlton, NJ 

WHY DON’T YOU JOIN US? GO TO NRMLAONLINE.ORG

Bruce Anderson
Ameriplex Mortgage, located Albuquerque, NM

Craig Barnes
MetLife Bank, located in Newburgh, NY 

Henrietta Belcher-Stack
WSFS Bank, located in Millsboro, DE 

Madelyn “Lyn” Coffin
The Mortgage Network, Inc., located Concord, NH 

Angella Conrard
iReverse Home Loans, LLC, a subsidiary of Hopkins Federal 
Savings Bank, located in San Clemente, CA 

James Cory
Legacy Reverse Mortgage, located San Diego, CA 

David Darling
LibertyStreet Financial Group, located in San Diego, CA 

Randy Davis
Dollar Bank, FSB, located in Bethel Park, PA 

Jerry Delmato
Metlife, located in Preston, CT 

Brandy Edwards
Genworth Financial Home Equity Access, Inc., located Irvine, CA 

Nancy Everitt
Reverse Mortgage Solutions, located Mission Viejo, CA 

Carolyn Fields
First Century Bank, located in The Villages, FL 

Anthony Gatto
Morgan Hill Funding, located in Turnersville, N

Philip Goss
Generation Mortgage Company, located Glendora, CA

Jane Harrington
M&T Bank, located in Buffalo, NY  

Sue Haviland
iReverse Home Loans, LLC, a subsidiary of Hopkins Federal 
Savings Bank, located in Jarrettsville, MD 

David Heilman
Franklin Funding Reverse Mortgages, located Charleston, SC 

Teresa Herron
Sidus Financial, located Hickory, NC 

Melinda Hipp
VanDyk Mortgage, located in San Antonio, TX

Dan Hultquist
Generation Mortgage Company, located Atlanta, GA

Song Hutchins
Asian-American Homeownership Counseling, Inc., 
located in Rockville, MD  

James King, III
McGowin-King Mortgage LLC, located in Birmingham, AL 

Eric Kirschbaum
All Island Mortgage & Funding, located in Smithtown, New York 

J. Burgess Kegan
Security One Lending, located in Easton, MD 

Karen Keating
Tradition Title, Inc., located in Bay Shore, NY 

Kenneth Klawans
iReverse Home Loans, LLC, a Subsidiary of Hopkins Federal 
Savings Bank, located in Owings Mills, MD

David Levitt
Circle Mortgage Corporation, located in Hollywood, FL
    
 

WeWeWWee AArree CCeerrttiiffii

DEWSFS B k l d i Mill b
-StackHenrietta Belcher

MetLife Bank, located in Newburgh, NY 
Craig Barnes

Ameriplex Mortgage, located Albuquerque, NM
Bruce Anderson

                      

 

 

 

 

       

 

 

    
 

ii sseedd RReevveerrsseeee MMMMoorrtttt

D id H il

teSavings Bank, locate

Ameriplex Mortgage, located Albuquerque, NM

iReverse Home Loans, LLC, a subsidiary of Hopkins Federal 
Sue Haviland

M&T Bank, located in Buffalo, NY  
Jane Harrington

                      

 

 

 

 

       

 

 

    
 

eettttggggaaaaggggee PPPPrrrrooffeessssiioonn

dd in Jarrettsville, MD 
s, LLC, aLC, a subsidiary of Hopkins Federal 

M&T Bank, located in Buffalo, NY  

                      

 

 

 

 

       

 

 

    
 

nnaallss aanndd PPrroouudd oo

i M est Babylon, NY, located in WG i M C
Edward O’CoO’Connor

Arlingto onkers, NYington Financial Corp., located in YYo
RRoberto Nascimento

Residential Home Funding Corp., located White Plains, NY
Mario Martirano

                      

 

 

 

 

       

 

 

    
 

ooff IItt

est Babylon, NY

Residential Home Funding Corp., located White Plains, NY

                      

 

 

 

 

       

 

 

    
 

D id D li

Metlife, located in Preston, CT 

James Cory

erry DelmatoJ

ADollar Bank, FSB, located in Bethel Park, PPA
Randy Davis

LibertyStreet Financial Group, located in San Diego, CA 
David Darling

Legacy Reverse Mortgage, located San Diego, CA 

SaSavings Bank, located in San Clemente, CA
iReverseerse Home Loans, LLC, a subsidiary of 
Angella ConConrard

The Mortgage Netwetwork, Inc., located Conc
yn” CoffinfinMadelyn “L

boro, DE 

Ly

WSFS Bank, located in Millsboro

                      

 

 

 

 

       

 

 

    
 

S H t hi

A 

Eric Kirschbaum

ere

McGowin-King Mortgage LLC, located in Birmingham, AL 
James King, III

located in Rockville, MD  
Asian-American Homeownership Counseling, Inc., 
Song Hutchins

Generation Mortgage Company

ego, CA

Dan Hultquist

anDyk Mortgage, located in San Antonio, TXV
Melinda Hipp

Sidus Financial, located Hickory
eresa HerronTTTeTe

n Funding RevFranklin Fu
manDavid Heilman

Legacy Reverse Mortgage, located San Diego, CA 

Savings Bank, located in San Clemente, CA 

an Di

iReverse Home Loans, LLC, a subsidiary of Hopkins Federal 

The Mortgage Network, Inc., located Concord, NH 

                      

 

 

 

 

       

 

 

    
 

, located Atlanta, GA

McGowin-King Mortgage LLC, located in Birmingham, AL 

located in Rockville, MD  
Asian-American Homeownership Counseling, Inc., 

Generation Mortgage Company

anDyk Mortgage, located in San Antonio, TX

, NC Sidus Financial, located Hickory

Franklin Funding Reverse Mortgages, located Charleston, SC 

                      

 

 

 

 

       

 

 

    
 

Fid li M t l t d B lti MD

, MD 

alles

an Diego,

Alain V

russt Mortgage, located Ellicott City
n

Southern T
Neil Sweren

irginia Beach, VAtlantic Bay MMortgage Group, located V
nomlin

age, located Baltimore, MD 

Jerry TTo

Fidelis Mortga
Eric Rittmeyer

Plaza Home Mortgage, Inc., located in San Di
Mark Reeve

ailuku, HIailuMikana Financial, located WW
Daniel Porter

ices III, Inc., locateMortgage Services III, Inc., located in Bloomingto
Anissa G. PG. Palmatier

est Babylon, NYeneration Mortgag , located in WGeneration Mortgage Company

                      

 

 

 

 

       

 

 

    
 

Mortgage Services III, Inc., located in Bloomington, IL

, MD 

Plaza Home Mortgage, Inc., located in San Diego, CA

Airginia Beach, V

est Babylon, NY

                      

 

 

 

 

       

 

 

    
 

, located Glendora, CAGeneration Mortgage Company
Philip Goss

urnersville, NMorgan Hill Funding, located in T
Anthony Gatto

illages, FL First Century Bank, located in The V
Carolyn Fields

Reverse Mortgage Solutions, located Mission V
Nancy Everitt

Brandy Edwards

Metlife, located in Preston, CT 

                      

 

 

 

 

       

 

 

    
 

lendo Circle Mortgage Corporation, located in Hollywood, FL

D

David Levitt

Savings Bank, located in Owings Mills, MD
iReverse Home Loans, LLC, a Subsidiary of Hopkins Federal 
Kenneth Klawans

itle, Inc., located in Bay Shore, NY radition TT
Karen Keating

Security One Lending, located in Easton, MD 
J. Burgess Kegan

All Island Mortgage & Funding, located in Smithtown, New Y
Eric Kirschbaum

ora, CA

urnersville, N

iejo, CA

illages, FL 

sion VV

YHW

                      

 

 

 

 

       

 

 

    
 

Circle Mortgage Corporation, located in Hollywood, FL

G

Savings Bank, located in Owings Mills, MD
iReverse Home Loans, LLC, a Subsidiary of Hopkins Federal 

itle, Inc., located in Bay Shore, NY 

Security One Lending, located in Easton, MD 

ork& Funding, located in Smithtown, New YYo

?SUNIOJUOYT’NOD

                      

 

 

 

 

       

 

 

    
 

on, NJ located Marlt

ENILNOALMRNOTOG

, Mortgage Commpany
ricanFranklin Amer
olfLawrence WW

Y ork, NY
ancial Corp., 

New YYo
GuardHill Fina

itlock-StephanidesPatricia Wh

, MADirect Financee Corporation, located Hanoverr,
allesAlain V

                      

 

 

 

 

       

 

 

    
 

GRO.E

RM



26 REVERSE MORTGAGE / MARCH -APR I L 2 012

“NO GOOD DEED EVER GOES UNPUNISHED,” MY
astute friend Patrick J. Martyn, executive director of 
Minnesota Mortgage Association, is fond of saying about
Minnesota politics. Some might transfer that observation
to reverse mortgages and the media. Why do reverse mort-
gages get a bloody eye in the media? Looking at some 
common themes in a recent informal email survey we 
continue from part one. We also look at some weapons 
of persuasion HUD and industry can use to reposition re-
verse mortgages. 

Call it guilt by association. Greta Jones gets big cash from
a reverse mortgage. Sam Baku, family friend and insurance
agent, finds out, drops by to chat, and sells Jones a predatory
annuity that fattens his commission checks at her expense.
Her plight becomes news, but it is the reverse-mortgage
angle that gets attention. Forget the facts; the stereotype
will do: where there is a reverse mortgage, an insurance
agent is lurking, ready to sell seniors wolfish insurance
products. Could the presence of strong insurance brands in
the business be reinforcing this misperception in the media?

It’s a tempting stand for grandstanding. Many believe
Senator Claire McCaskill’s reverse-mortgage hearing in
2009 was classic grandstanding. Most of the issues were 
already part of federal law governing reverse mortgages.
HERA 2008 outlawed cross-selling insurance products with
reverse mortgages and capped lender fees. John Dugan, last
Comptroller of the Currency, stole headlines in 2009 by
egregiously comparing reverse mortgages with subprime
mortgages, compelling Congressman Barney Frank and
others to rebuke him.

Good fights hurt. Some believe the fight to repeal Mort-
gagee Letter 2008-38, non-borrowing spouse issue, resulting
AARP-led lawsuits added to the ugly press. They may be
right. However, product and industry are stronger today
without that painful mortgagee letter.

Beware generic personal finance gurus. Personal finance
experts used by news programs to explain reverse mortgages
to the public are major contributors to recurrent rotten
press. Today Show episode of April 28, 2011 with David
Bach and NPR’s Tell Me More of February 15, 2011 with
Alvin Hill, NPR’s ‘Money Coach,’ are two examples of 
personal finance experts opining on a subject they clearly
misunderstand. These respected news programs do their
audience grave disservice relying on generic experts for 
specialized insights and perspective.

The relentless stream of misinformed press raises a vital
question: What can HUD and industry do to counter it?  We
say bring out the big guns of AARP-sponsored national con-
sumer research on reverse mortgages and fire them at every
opportunity. These weapons are “locked” up in a 2007 report:
Reverse Mortgages: Niche Product or Mainstream Solution?

While industry leaders and commentators sporadically
quote executive-summary-type data in the report, it is un-
clear they appreciate the strategic communication value of
consumer-satisfaction intelligence in the survey. We believe
the glowing consumer valuation of product and process in
the study are the most potent weapons of persuasion HUD
and industry has to counter and to reverse the flow of foul
press if used responsibly with a little marketing imagination
as part of a total communication effort.

American consumers have spoken on reverse mortgages: 

Reverse Matters continued on page 27

Know Your Weapons II By Atare Agbamu

Reverse
Matters
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Reverse
Matters

the most well known senior support organization and a some-
time industry critic, these findings (among others in the study)
are priceless. How many products or services in the world
have these levels of consumer satisfaction? HUD and industry
should be using these potent weapons of persuasion respon-
sibly, consistently, and persistently. Know your weapons!

Reverse Matters continued from page 26

• 90 percent of homeowners express 
satisfaction with their experience
with reverse-mortgage lenders;
73 percent (3 in 4)  were “very”
satisfied; 

• Among actual borrowers, 93 per-
cent were satisfied, 78 percent
“very satisfied,” 15 percent
“somewhat satisfied;” 

• “Even homeowners who did not 
become borrowers gave lenders
positive ratings: 75 percent were
satisfied, of whom 47 were very
satisfied and 28 percent some-
what satisfied;” 

• 93 percent of borrowers said their 
loans had “mostly positive impact
on their lives;” Only 3 percent  re-
ported “mostly negative impact;”

• 94 percent of borrowers said 
reverse mortgages gave them
peace of mind;

• 89 percent got more comfortable 
lifestyle;

• 87 percent reported improved 
quality of life;

• 79 percent said it helped them 
remain at home;

• Nearly 9 in 10 (89%) borrowers 
said they would recommend 
reverse mortgages to a friend; 93
percent of borrowers expressed
satisfaction with their reverse-
mortgage lenders! 

• Only 1 in 10 borrowers (9 percent) said their lenders
recommended other financial products, and only 1.7
percent followed their lender’s recommendation.

Coming from actual borrowers in a rigorous national study,
authored in part by Ken Scholen, underwritten by AARP, RM
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American Consumer 
Credit Counseling

American Consumer Credit Counseling (ACCC) is a
non-profit (501) (c)(3) organization, offering confidential
housing counseling credit counseling, debt management,
bankruptcy counseling, and financial
education to consumers nationwide.
Founded in 1991, ACCC is a leader
in the industry and has more than
twenty years of national experience.
ACCC is approved by the U.S. Department of Housing
and Urban Development and by the Massachusetts Execu-
tive Office of Elder Affairs. ACCC is accredited by the 
Better Business Bureau, a Member of the Association of 
Independent Consumer Credit Counseling Agencies, and
is ISO 9000 certified. Since 1991 ACCC has helped 
more than 1 million consumers with financial counseling
assistance.

Housing Counseling Department: 1-866-318-7583
E-mail: HousingGroup@consumercredit.com

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

compliant reverse mortgage document packages.  We con-
tinue to be the only document preparation company in the
nation dedicated solely to the reverse mortgage industry. In
2011 we expanded our
services and introduced
Reverse ExpressTM a light-
ening fast LOS. This system is 100% online and provides
a user friendly solution for calculations, required disclo-
sures, application and closing packages as well as several
post-closing functions. Bay Docs is also integrated with
nearly every lender LOS available today. We have a highly
experienced and qualified staff providing our clients with
expertise in legal, compliance and technology. 

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

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

Cambridge Credit Counseling Corp.
Cambridge Credit Counseling is a 501(c)(3) non-profit

housing and credit counseling agency, providing financial
education and a variety of counseling services to individuals
and families across the
country. Cambridge offers
credit / debt counseling,
foreclosure intervention counseling, reverse mortgage coun-
seling, first-time homebuyer education, post-purchase, and
rental assistance counseling. The agency’s counselors are na-
tionally trained and certified and have an average tenure of
nearly a decade, making them one of the most experienced,
full-service financial counseling agencies in the country.
Cambridge’s housing counseling services are approved by
the U.S. Department of Housing and Urban Development,
and their reverse mortgage counseling services are approved
by the Massachusetts Executive Office of Elder Affairs.
Cambridge is a member of the Better Business Bureau and
currently maintains an A+ rating. The agency has been an
ISO 9000 certified agency since 2001. Since their inception
in 1996, Cambridge has provided financial counseling to
well over 1 million consumers across the country.

www.cambridgecredit.org  | www.keepyourhome.us
Housing Counseling:
Phone: 1-800-757-1788
E-mail: housing@cambridgecredit.org

Celink
Celink’s Reverse Mortgage Servicing Mission is

threefold.

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

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

Who’s Who continued on page 29

Member
Profiles
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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 know-
ing who we are and what we’re about. Your reputation and
your borrowers are safe with Celink. Visit celink.com for a
full Corporate Overview.

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

Clearpoint Credit Counseling
ClearPoint Credit Counseling Solutions is one of the

nation’s largest 501(c)(3) nonprofit credit counseling or-
ganizations, and has the third
largest capacity for reverse mort-
gage counseling. We provide
counseling nationwide, and offer
face-to-face appointments in 17
markets. As a national HUD approved intermediary, we
follow all of the newest HUD requirements.

Phone: 866-786-9268
www.ClearPointCCS.org/ ReverseMortgage
Director of Housing: 
Martha.Viramontes@ClearPointCCS.org

Genworth
Genworth Financial Home Equity Access, Inc.

(GFHEA) is one of the largest reverse mortgage lenders and
is a subsidiary of Genworth Finan-
cial, Inc. For more than 137 years,
the Genworth Financial companies
have helped seniors achieve financial
security with innovative products and retirement income
strategies.

We are customer-focused and dedicated to helping sen-
iors meet their financial goals in retirement. When you

Member
Profiles

work with us, you get superior customer service with the
flexibility and expertise that only an exclusive reverse mort-
gage partner can deliver.

GFHEA is a proud member of the National Reverse
Mortgage Lenders Association (NRMLA) and committed
to the advancement of reverse mortgages.

www.genworthreversemortgage.com
For career opportunities call 916.384.1853
For wholesale opportunities call 866.871.1353

James B. Nutter & Company
Known as America’s First FHA Reverse Mortgage

Lender, James B. Nutter & Company is a national mort-
gage banking firm li-
censed in 50 states,
the District of Co-
lumbia and the Commonwealth of Puerto Rico. Founded
in 1951, the company’s headquarters are located in Kansas
City, Missouri where the firm specializes in originating
FHA, VA and Conventional loans. In 1989, James B. Nut-
ter & Company was honored to close the first FHA
HECM Reverse Mortgage in the nation for Ms. Marjorie
Mason of Fairway, Kansas.
www.jamesbnutter.com
Retail Division:
Chris Peters (800) 342-7334
Wholesale Division: Paul Madson (800) 798-3946

Lenders Reverse Closings
Lenders Reverse Closing Services, LLC was created in

2004 to exclusively deal with reverse mortgages. All of our
closers are specifically trained on how
to handle reverse mortgage closings
and possess the skills necessary to
work with reverse mortgage borrow-
ers. Each closer understands the intri-
cacies of the reverse mortgage documents. We are an affiliate
of Title Alliance, LTD a company with roots dating back to
1948 providing full title insurance
services. Since 2004, we have completed over 7500 trans-

Who’s Who continued from page 28

Who’s Who continued on page 30
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Who’s Who continued from page 29

actions and insured over $1 Billion in mortgages.
Lenders Reverse utilizes an online software platform

providing online ordering; password protected document
repositories; 24/7 online access to files for lenders and their
customers; and a real time file status. Lenders Reverse also
offers 24/7 access to an instant online rate quoter, providing
pre-HUD information, including title charges and record-
ing fees, which are all guaranteed by Lenders Reverse as-
suming that the loan amount doesn’t change.

The Lenders Reverse staff can be contacted at 
866-857-9100 or online at www.lendersreverse.com.

For more information, contact:
Patti DeGennaro, President, pdegennaro@lendersreverse.com
Lori Burnisky, Manager, lburnisky@lendersreverse.com
Gregg Hill, National Sales Manager, ghill@lendersreverse.com

MetLife Bank
MetLife Bank N.A., a MetLife company, is a federally

chartered bank offering deposit products and a nationwide
retail and wholesale provider of home financing. With a
dedication to responsible reverse
mortgage lending, MetLife Bank
is committed to helping older
Americans make the most out of this important mortgage
option. The Bank offers a wide range of federally-insured
HECM loan options, as well as skilled, straightforward
guidance that simplifies the loan process and helps cus-
tomers make informed decisions.

MetLife Bank is a member of the National Reverse
Mortgage Lenders Association (NRMLA), and we  adhere
to the highest ethical standards in the industry.

Career opportunities:
Call 1-866-951-4777 or visit www.metlifebank.com/careers
Wholesale division: Call 1-866-359-3817 or
email Mike Mooney at mmooney1@metlife.com

MetLife Bank, N.A. is an Equal Opportunity/Affirmative Action Employer.

Mortgage financing provided by MetLife Home Loans, a division of
MetLife Bank, N.A., Equal Housing Lender. © 2010 METLIFE, INC.

R0511183309[exp0612][All States][DC]

Premiere Reverse Closings
Premier Reverse Closings is a nationwide full-service

title and settlement company that focuses on smooth clos-
ing of reverse mortgage loans. PRC’s staff has made their
mark over the past 15 years
in the reverse mortgage
title and settlement indus-
try by offering a consistent
combination of professionalism, experience, diligence and
customer care. It is this combination that has helped
lenders and brokers successfully close over 140,000 reverse
mortgage transactions with our team.

At PRC you will find innovative customer service re-
sources, experienced Settlement Officers, knowledgeable
legal departments and Title Officers well versed in reverse
mortgage and backed by the strongest group of underwrit-
ers in the industry. We process efficiently and effectively so
that you can be rest assured that your transaction will close
on time, be handled with care and most importantly…we
take pride in what we do and it shows. 

Contact us at 800-542-4113
You can also find us on the web at www.PRClosings.com

Reverse Mortgage Solutions
When your experience was built on servicing reverse

mortgages, you have a unique lending perspective: the 
quality of the loans originated. This translates into RMS 
becoming an industry leader in reverse
mortgage lending and loan servicing.
We are the largest privately held 
mortgage servicer in the US and a full
service independent mortgage banking company. Our well-
seasoned staff will provide you exceptional level of services
with market leading pricing. To accelerate your growth, go
here: www.RMPath.com

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

Phone: Direct: 281-404-7970
E-mail: RRosynek@rmsnav.com

Who’s Who continued on page 31
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Reverse Vision
ReverseVision is a leading technology company in the 

reverse mortgage industry. 10,000 users in 1000 companies
rely on ReverseVision to originate reverse mortgages. Loan
officers like the sim-
plicity of ReverseVision
and the powerful
graphical representation of reverse mortgages. Lenders rely
on ReverseVision for RESPA compliance and use Reverse-
Vision’s reporting features to manage their operation. 
ReverseVision is privately owned and independent and fo-
cuses on reverse mortgages exclusively. The company is lo-
cated in North Carolina and employs a team of leading
software engineers and reverse mortgage specialists with a
combined experience of over 50 years.

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

UFG/Reverse it!
Urban Financial Group & Reverse it! offer a complete

line of products and services in the retail and wholesale re-
verse mortgage industry, respectively. Consistently ranked
among the top ten lenders in
the nation, Urban Financial
Group and Reverse it! have
built their success using a turn-key, streamlined approach
for their clients to assure all loans are closed accurately,
quickly, and above all — ethically. As a pioneer in the re-
verse mortgage industry, Urban Financial Group also uses
its strength, experience, and proud NRMLA affiliation to
lobby for fair laws that protect seniors from abusive and
predatory practices. 

Visit us at www.reverseit.com
Career opportunities: Call 888-777-3311 or
email us: sandy@urbanfinancialgroup.com

Who’s Who continued from page 30
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The Nation’s Top 100 HECM Lenders
January - December 2011

Loans        Y-o-Y             Maximum    Market-
Lender                                              Issued    % Change       Claim Amts.*    share

1 Wells Fargo Bank NA 14,661 1.90% $3,840,890,847 22.90%

2 MetLife Bank 6,570 105.70% $1,708,702,226 10.30%

3 One Reverse Mortgage LLC 4,200 46.10% $707,917,500 6.60%

4 Bank of America NA Charlotte 3,469 -43.80% $941,059,563 5.40%

5 American Advisors Group 1,632 149.90% $307,868,251 2.60%

6 Urban Financial Group 1,530 -10.40% $258,014,368 2.40%

7 Generation Mortgage Company 1,392 16.30% $307,801,659 2.20%

8 Genworth Financial HM Equity 964 39.10% $220,189,357 1.50%

9 Reverse Mortgage USA Inc 866 -17.00% $127,903,828 1.40%

10 Security One Lending 815 52.30% $235,218,144 1.30%

11 New Day Financial LLC 689 30.50% $139,865,800 1.10%

12 The First National Bank Layton 686 336.90% $220,831,650 1.10%

13 Senior Mortgage Bankers Inc 544 2.80% $83,809,550 0.90%

14 M and T Bank 511 1.60% $91,597,440 0.80%

15 Net Equity Financial Inc 499 -27.20% $134,328,000 0.80%

16 iRevrese Home Loans LLC 444 51.00% $109,306,093 0.70%

17 PNC Reverse Mortgage 437 8.40% $99,209,550 0.70%

18 Unknown TPO Lender 434 $126,544,450 0.70%

19 Great Oak Lending 428 -17.90% $94,568,800 0.70%

20 Money House Inc 419 -25.20% $70,474,300 0.70%

21 Suntrust Mortgage Inc 400 25.80% $81,927,610 0.60%

22 Royal United Mortgage LLC 356 85.40% $74,106,500 0.60%

23 All Financial Services 340 269.60% $41,832,180 0.50%

24 Equipoint Financial Network Inc 328 -19.80% $88,471,200 0.50%

25 Financial Freedom Acquisition 300 -68.20% $88,814,925 0.50%

26 Aspire Financial Inc 295 5.00% $44,381,150 0.50%

27 United Southwest Mortgage Group 261 20.80% $90,017,682 0.40%

28 MAS Associates 240 -4.40% $55,314,335 0.40%

29 Primelending A Plains Capital 239 86.70% $57,757,800 0.40%

30 Mortgageshop 215 -5.70% $43,041,600 0.30%

31 Midcontinent Financial Center 212 -1.90% $50,330,314 0.30%

32 Senior American Funding 200 -28.30% $66,784,440 0.30%

33 Cherry Creek Mortgage Co Inc 192 54.80% $53,075,526 0.30%

34 Integrity 1st Mortgage 160 -37.70% $20,195,950 0.30%

35 Open Mortgage LLC 159 8.20% $53,450,750 0.20%

36 Reverse Mortgage Solutions Inc 143 4666.70% $28,151,450 0.20%

36 Trinity Reverse Mortgage 143 58.90% $63,736,000 0.20%

38 Nationwide Equities Corporation 136 28.30% $53,047,500 0.20%

39 GMFS LLC 135 -4.30% $24,309,500 0.20%

40 Network Funding LP 132 28.20% $27,325,670 0.20%

41 Sidus Financial LLC 130 11.10% $23,665,500 0.20%

42 American Pacific Mortgage 129 -4.40% $40,403,250 0.20%

43 Sun American Mortgage Co 126 20.00% $29,731,370 0.20%

44 Harvard Home Mortgage Inc 122 -34.80% $20,585,400 0.20%

44 Tripoint Mortgage Group 122 29.80% $60,361,000 0.20%

46 Associated Mortgage Bankers 121 3933.30% $42,839,500 0.20%

47 M and I Marshall and Ilsley Bank 120 -31.00% $21,871,600 0.20%

47 Envoy Mortgage Ltd 120 -17.20% $25,033,890 0.20%

49 Home Savings of America 119 46.90% $31,584,400 0.20%

50 West Town Savings Bank 116 866.70% $24,190,300 0.20%

Loans        Y-o-Y             Maximum      Market-
Lender                                              Issued    % Change       Claim Amts.*     share

50 Montgomery Mortgage 116 -33.30% $18,787,670 0.20%

52 Academy Mortgage 108 -37.90% $28,142,500 0.20%

53 Webster Bank 107 -34.00% $26,335,000 0.20%

54 Primary Residential Mortgage 104 -5.50% $23,627,600 0.20%

54 Vig Mortgage Corp 104 845.50% $18,781,500 0.20%

56 Priority Mortgage Corp (Florida) 102 -54.10% $17,790,500 0.20%

57 Stay in Home Mortgage 97 -61.50% $19,668,640 0.20%

58 Metro Island Mortgage Inc 96 23.10% $17,225,300 0.20%

58 New Castle Mortgage 96 4.30% $16,922,278 0.20%

60 East Cast Capital Corp 95 -6.90% $39,081,500 0.10%

60 Fulton Bank National Association 95 21.80% $18,719,250 0.10%

62 Universal Lending Corporation 93 -17.70% $25,948,348 0.10%

62 Christensen Financial Inc 93 9.40% $19,266,400 0.10%

64 Approval First Home Loans 88 3.50% $25,870,500 0.10%

64 United Northern Mortgage Bankers 88 35.40% $35,121,900 0.10%

66 Brian A Cole & Associates Ltd 87 -63.10% $9,469,635 0.10%

67 Gateway Funding Diversified MT 86 -11.30% $21,905,400 0.10%

68 Aramco Mortgage 85 70.00% $39,240,400 0.10%

69 Allied Home Mortgage Corporation 84 $22,264,500 0.10%

70 The Senior Equity Group 83 40.70% $37,513,500 0.10%

71 Rockland Trust Co 82 -5.70% $24,726,000 0.10%

72 First Mariner Bank 81 -77.10% $19,617,020 0.10%

72 American Senior Lending 81 2.50% $14,049,400 0.10%

74 First Mortgage Corp/Health One 80 $26,674,500 0.10%

74 LibertyStreet Financial Group 80 -9.10% $35,304,000 0.10%

76 High Tech Lending Inc 79 79.50% $27,088,200 0.10%

77 Amtec Funding Group 78 -47.30% $23,245,200 0.10%

77 Sterling Savings Bank 787700.00% $16,489,500 0.10%

77 Value Financial Mortgage Services 78 -31.00% $15,438,130 0.10%

80 James B Nutter and Company 75 25.00% $13,475,250 0.10%

81 American Nationwide Mortgage Co 74 -14.00% $16,810,600 0.10%

81 Axis Financial Group 74 111.40% $8,215,600 0.10%

83 Axia Financial LLC 73 563.60% $21,377,450 0.10%

83 Upstate Capital 73 -60.80% $14,578,600 0.10%

85 Sovereign Lending Group 72 100.00% $31,422,000 0.10%

86 Legacy Home Financing 69 97.10% $27,924,500 0.10%

87 Oceanfirst Bank 68 30.80% $14,047,500 0.10%

87 McGowin-King Mortgage 68 -19.00% $11,392,700 0.10%

89 America First Federal Credit Union 67 -1.50% $13,772,100 0.10%

89 Atlantic Bay Mortgage Group LL 67 28.80% $13,552,529 0.10%

89 Advanced Funding Solutions Inc 67 1.50% $27,189,500 0.10%

92 The Money Source Inc 66 $14,724,500 0.10%

92 AA Mortgage Group 66 -39.40% $11,901,000 0.10%

94 Urban Housing Mortgage & Realty 65 $8,290,500 0.10%

95 Guaranteed Home Mtg Co Inc 63 57.50% $25,283,900 0.10%

95 Pinnacle Capital Mortgage Corp 63 34.00% $17,702,650 0.10%

97 Accutrust Mortgage 62 37.80% $19,343,000 0.10%

98 Traditional Home Mortgage 61 -65.70% $16,593,800 0.10%

98 Southwest Funding LP 61 -35.80% $9,953,000 0.10%

100 Retirement Life Funding 60 5.30% $19,673,910 0.10%

* In millions     |     Source: Reverse Mortgage Insight (www.rminsight.net)
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ReverseVision Suite is the leading reverse mortgage 
origination solution for mid to large sized organizations. 
It covers all aspects of the origination process from 
prospect to closing and shipping. 

Complete integration from origination to processing, underwriting, closing and shipping.
Highly scalable from small entities to enterprises with correspondents and branches.
Sales oriented graphical interface integrates directly with Microsoft Word and Outlook.
Direct interface or export for Celink, RMS, Fannie Mae, UBS, Goldman Sachs...
Business process driven workflow for best practices in the reverse mortgage industry.

Over the past 12 months more than 100 companies with over 2000 users 
switched to ReverseVision.
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www.reversevision.com    (919) 834 0070    info@reversevision.com
ReverseVision Inc.    3310 Pollock Place    Raleigh, NC 27607-7006

Companies switching to ReverseVision 
experience an immediate increase in their 

productivity.
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Business process driven workflow for best practices in the reverse mortgage industry
Direct interface or export for Celink, RMS, Fannie Mae, UBS, Goldman Sachs...
Sales oriented graphical interface integrates directly with Microsoft W
Highly scalable from small entities to enterprises with correspondents and branches.
Complete integration from origination to processing, underwriting, closing and shipping.
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Reverse mortgages give borrowers
the comfort and assurance of this truth: 

Borrow with confidence.

There's no place
like home.

Servicing that Honors a Lifet imeTM

REVERSE MORTGAGE SERVICER - CELINK.COM

Borrow with confidence.BBBBorrow with confidence.
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