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Innovative. Intelligent. Instantaneous. 
   Introducing LQ 
The industry’s first reverse mortgage loan qualification engine. 
Available exclusively within our Tango Reverse™ loan origination system, this highly  
intelligent yet easy-to-use tool helps brokers close more loans by giving you the power to 
do an instant preliminary assessment of a customer’s eligibility for a reverse mortgage.

n  Conditions fire as data is entered

n   Automatically and intuitively applies  
compensating factors 

n  Helps reduce loan cycle times 

n   User-friendly dashboard, optimized  
for multiple devices
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TPO_PrintAd_LQ_RM_L1080-Exp062018.indd   1 6/21/17   9:56 AM



Sales & Training 
10 Talking Heads
 Scott Harmes, CRMP
 Reverse Mortgage Division Manager, C2 Financial:
 Training Forward Originators in Reverse
  By Darryl Hicks 

14 Wholesale or Retail?
 What factors influence a reverse mortgage professional to 
 pursue one over the other?
 By Jessica Guerin

21 The Bridge from Forward to Reverse 
 HighTechLending’s Star Producer Club
 By Mark Olshaker

24 It’s a Swiss Army Knife, Not a Hammer
 Responding to client’s various needs
 By John Luddy

Columns
3 In Reverse 
 March of the scammers
 By Marty Bell

5 Peter Bell: Balanced Viewpoint
 It’s the constituents! 

Monthly Features  2 Scribes
 Meet this month’s contributors

6 The Biz
 Get up to date on the industry, the press 
 and Washington, DC

29 Member News

30 Who’s Who in Reverse

PUBLISHER
Peter Bell

pbell@dworbell.com

EDITOR
Marty Bell

mbell@dworbell.com

ASSOCIATE EDITOR
Darryl Hicks

dhicks@dworbell.com

COMMUNICATIONS COORDINATOR
Jessica Hoefer

STAFF WRITER
Mark Olshaker

EXECUTIVE VICE PRESIDENT
Stephen Irwin

DIRECTOR OF PUBLIC RELATIONS
Jenny Werwa

NRMLA EXECUTIVE
COMMITTEE CO-CHAIRS

Joe DeMarkey, Reverse Mortgage Funding
Reza Jahangiri, AAG

DESIGNER
Lisa Toji-Blank, Toji Design

ADVERTISING SALES
Sarah Aaronson

Sarah@IRMEvents.com 

Reverse Mortgage is the official
publication of the National Reverse

Mortgage Lenders Association.
The magazine is published every 

two months. For inquiries regarding 
association membership and/or 

magazine subscriptions, please call
Linda Latimore at 202-939-1793.
Advertising and editorial inquiries

should be directed to 202-939-1745 or
mbell@dworbell.com.

Association & Subscription Contact:
National Reverse Mortgage

Lenders Association
1400 16th St., NW, Suite 420

Washington, DC 20036
202-939-1760

llatimore@dworbell.com
Industry: www.nrmlaonline.org

Consumers: www.reversemortgage.org

Advertising & Editorial Contact:
National Reverse Mortgage

Lenders Association
1400 16th St., NW, Suite 420

Washington, DC 20036
202-939-1760

mbell@dworbell.com

©2018 National Reverse Mortgage
Lenders Association

HECM as a Solution
Painting the picture 
for borrowers
By Craig Barnes

17

Borrower Chronicles
Continuing the adventure
By Mark Olshaker

26

C o n t e n t s

May-June 2018
Volume 11, No. 3

Numbers
Retirement statistics

32



Scribes
              Meet This Month’s Contributors

Craig Barnes (HECM as a Solution, p. 17) is responsible for training
all associates and business partners in his role as national training 
leader at Reverse Mortgage Funding LLC. Barnes is a regular speaker 
at National Reverse Mortgage Lenders Association events and has 
been a Certified Reverse Mortgage Professional since 2010. He 
serves on the Independent Certification Committee, which oversees 
the CRMP designation, and on NRMLA’s Education Committee. 
Barnes is a DDI Certified Master Trainer and holds a BS in 
Business Education.

Marty Bell (In Reverse, p. 3) is the editor of Reverse Mortgage and Tax 
Credit Advisor magazines, the senior vice president, Communications 
& Marketing at National Reverse Mortgage Lenders Association and 
the executive director of the National Aging in Place Council. 

Peter Bell (Balanced Viewpoint, p. 5) has a 42-year background as a 
housing policy analyst and advocate in Washington, DC. Mr. Bell 
founded and serves as president & CEO of the National Reverse Mortgage
Lenders Association. In addition to NRMLA, Bell also serves as the 
CEO of two other national trade associations, National Aging in Place 
Council and the National Housing & Rehabilitation Association.

Jessica Guerin (Wholesale or Retail?, p. 14) has been reporting on 
the reverse mortgage market for six years. A frequent contributor to 
Reverse Mortgage Daily, Guerin is a freelance writer and editor who 
worked as the editor-in-chief of The Reverse Review. 

Darryl Hicks (Talking Heads, p. 10) is the vice president, Communi-
cations for National Reverse Mortgage Lenders Association, where he 
writes our Weekly Report and administers our CRMP program. 

John Luddy (It’s a Swiss Army Knife, Not a Hammer,  p. 24) is VP 
of reverse mortgage lending at Norcom Mortgage and has served on 
many advisory boards and commissions throughout central Connecticut, 
including the investment committee at the Hospital of Central 
Connecticut, the investment committee of the New Britain Senior 
High School Scholarship Fund and is a past director of the Mattabasset 
Regional District. Luddy has also served on the State of Connecticut’s 
reverse mortgage task force.

Mark Olshaker (The Bridge from Forward to Reverse, p. 21 and 
Borrower Chronicles, p. 26), our staff writer, is a best-selling author of 
fiction and non-fiction and an accomplished researcher in the areas 
of crime and medicine. Olshaker has written 15 books, including the 
New York Times Number 1 bestseller Mindhunter—inspiration for the 
new Netflix series of the same name—and Law & Disorder, both with 
former FBI Agent John Douglas. His latest book is Deadliest Enemy: 
Our War Against Killer Germs, with Dr. Michael Osterholm.

American Advisors Group, NMLS #9392, headquartered at 3800 W. 
Chapman Ave., 3rd & 7th floors, Orange, CA 92868. For industry pro-

fessionals only – not intended for distribution to the general public. This 
material is not from HUD or the FHA and was not approved by HUD 
or a government agency. License information can be viewed on: http://
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In Reverse

“Detective McLeish speaking.”
 “Yes, my 93-year-old friend has been robbed,” I said.
 And he immediately responded, “The gift card thing?”
 “Exactly,” I said.

 Your phone rings and you are told you have software 
issues and if you don’t fix them, you are going to lose your 
history online. But they will be happy to fix it. They can’t 
accept credit cards. Just go over to CVS or Walgreen’s, pur-
chase $2,000 in gift cards, bring them home and the callers 
will photograph the cards and redeem them. A neighbor 
told me recently she discovered her mother driving to the 
supermarket with paper bags filled with cash.
 Once they get you, the calls don’t stop. The software 
problem is more serious, and they need $2,000 more in 
gift cards. If you catch on and tell them not to call ever 
again, they go to the sympathy routine. “My boss says if
I don’t finish this job they’re going to fire me.” It can
sometimes seem as if there is an International Scammers 
Association that has conferences and provides training 
since they all share techniques.
 Smart phone and internet scamming of older Americans 
is a growth industry. Sit with almost anyone you know in 
their 80s for a few hours and you can witness the daily 
avalanche of unsolicited calls and emails. Visit the AARP 
website and look at their Scam Tracking Map. The scams 
are indicated by red dots. They cover the entire country, 
like ketchup on a burger. Scams not only rob older adults of 
money they need but also of self-confidence and dignity. 
They create fear and isolation. Local police departments 
and regional FBI offices are kind and sympathetic and help 
you file a report. But let’s face it, small-time perpetrators are 
not their priority.
 At National Reverse Mortgage Lenders Association, 
we wonder, frequently, why a service as vital to retirement
support as a reverse mortgage does not significantly increase
in annual volume. As an industry, we batter ourselves with 

questions about this financial vehicle’s misconceptions 
and tainted reputation. We ask ourselves, are we doing
something wrong? Can we do this better? We make sug-
gestions to improve the product and better practices. HUD 
mandates counseling, makes policy adjustments and monitors 
impacts. But skepticism remains. And it’s no wonder when 
you look at the vast scam environment in which we live. The 
Russians run ads on American media lying about candidates. 
Mark Zuckerberg admits Facebook has not been sensitive 
enough to user privacy. Seniors with cognitive issues get calls 
offering the moon in exchange for gift cards. And, amidst it 
all, we are trying to provide a financial solution to aging that 
many people say sounds too good to be true.
 So, what do we do about this? How do we separate 
ourselves from the fray? How do we create the trust we 
need when mistrust is rampant and even justifiable? I’m 
not sure I have the answer except to say that we all need 
to have this problem in our minds at every turn, in every 
industry conversation, in every sales conversation.
 This issue is devoted to sales training and strategy. But 
maybe sales is an inappropriate characterization of what 
we do. Maybe “product” is another misrepresentative word 
when connected to a reverse mortgage.
 For the past few months, we have presented a course 
that our sister organization, the National in Aging in Place 
Council, created with the School of Social Welfare at Stony 
Brook University to train social work graduates to be Aging
in Place Coordinators. The focus of the curriculum is
providing service to aging adults and their families. These 
services may include caregiving, home modification, benefits, 
transportation, as well as advice on everything from private 
and public health insurance to how to assess if you are in the 
right home. Language matters. Words conjure up images 
in our minds. Service is a key word here. It provokes good 
feelings. Scammers don’t provide services. But we do.
      
Marty Bell, Editor

March of the Scammers



N R M L A  E A S T
The Business of Reverse: From Markets to Marketing

NRMLA 2018 Eastern Regional Meeting

May 21–22, 2018

InterContinental New York Times Square

New York, NY

R e g i s t e r  a t  N R M L A o n l i n e . o r g

National Reverse Mortgage Lenders Association
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 Balanced
Viewpoint

AS THE REVERSE MORTGAGE INDUSTRY ADAPTS TO 
new realities and re-thinks our approach to communicating 
and educating consumers, there is one additional audience 
that needs to be addressed – elected officials at all levels of 
government, federal, state and local.
 With so many longtime members of the House of Rep-
resentatives retiring from elected office, there will be many 
newcomers who do not know the legislative history, social 
background and intended objectives of the HECM program. 
Many will simply look at recent reports that the program is
a drag on the Federal Housing Administration’s insurance
fund, side with those who blieve the federal government 
ought to reduce its role in housing and eliminate niche pro-
grams, like HECM.
 How do we overcome this?
 Education is the key, but educating politicians requires a 
different approach than consumers. With consumers, an astute 
originator will discuss a prospective client’s needs and concerns 
and draw a picture of how a HECM can provide a useful solu-
tion. The most effective educational method is a consultative 
approach in which the loan officer earns trust and respect for 
their knowledge by helping a consumer recognize their own 
issues and think through various options available to them.
 With politicians, on the other hand, the opportunity to 
discuss in detail how HECMs are used will be somewhat 
limited. Elected officials manage their time judiciously and 
don’t spend an inordinate amount of time on any one subject
or with any one particular constituent – unless they are a 
substantial donor, as Office of Management and Budget/
Consumer Financial Protection Bureau Director and former 
Congressman Mick Mulvaney made clear in his remarks 
to the American Bankers Association recently. Elected
officials do, however, like to meet ordinary constituents, 
hear what’s on their minds and get a photo op out of the 
encounter if it might cast them in a favorable light.

 So, if we want to educate our 
legislators on the value of what we 
do, we need to get them before our 
customers, their constituents, who 
are managing a more comfortable
retirement because of their HECM. I 
know this is not an easy task; many of 
our borrowers don’t like to talk about 
their personal finance matters. But, if we are to be successful 
in converting those government officials who are likely to 
be skeptics into supporters, we must make sure they hear 
from the beneficiaries themselves, our borrowers, and not 
just from the industry professionals.
 How can this be done?
 A two-pronged effort is required. First of all, a small 
group of borrowers, perhaps five or six, who are willing to 
attend a coffee klatch or meeting with their House member 
need to be identified and recruited into the effort. It might be 
useful for originators in a geographical area to work together 
on this. While you may be competitors, it’s important to 
band together for this kind of political effort.
 While recruiting reverse mortgage borrowers for this 
exercise, efforts should be made to initiate and cultivate
a relationship with the elected official and, equally as
important, her or his district staff. Begin by arranging an 
appointment to meet with the district staff director to get 
acquainted. Nothing to ask for yet, just go in and establish 
that you are a concerned constituent yourself, a supporter 
of their boss, and engaged in a business that helps retirees 
live more financially secure lives.
 Tell the staff that you’d like to meet their boss and to 
alert you to any opportunities to do so, whether it be at
an upcoming town hall meeting, community forum or a 
political (which means fundraising) event. Attend, intro-

It’s the Constituents! By Peter Bell, President & CEO of NRMLA

Peter Bell

Balanced Viewpoint continued on page 16
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The Biz
EVERYTHING NEW YOU NEED TO KNOW

People are talking about…
Mulvaney: No Regulation By Enforcement
 Testifying before the Financial Services 
Committee in the House of Representatives 
on April 11, Acting Director of the 
Consumer Financial Protection Bureau 
Mick Mulvaney informed his former 
House colleagues that the practice of 
“regulation by enforcement” has ceased.  
 “The Bureau will continue to enforce the law. That is our 
job, and we take it seriously. However, people will know what the 
rules are before the Bureau accuses them of breaking those rules,” 
said Mulvaney, who was elected to Congress from South Carolina 
in 2010 and served on the Financial Services Committee before 
he was confirmed by the Senate as director of the Office of Man-
agement and Budget in February 2017 and later appointed acting 
director of the CFPB in November that same year. 
 Mulvaney said he is committed to ensuring the Bureau’s 
regulations work not only for those who use consumer financial 
products and services but also for those who provide them. 
“This means clear rules that, where appropriate, can be tailored 
to the business models of the companies subject to these rules,” 
he said. “For instance, the Bureau is here to help protect people 
who use credit, but we’re also here to establish clear guidelines 
for those who provide that credit because it is an important 
service for consumers and central to our capitalist system.”
 A week prior to testifying, the CFPB released its semi-annual
report to Congress, in which Mulvaney made a series of recommen-
dations to lawmakers that would further diminish the Bureau’s 
power and independence, including a proposal that lawmakers 
be given the authority to approve all major rules. Additional
recommendations included funding the Bureau through 
congressional appropriations; ensuring that the CFPB director 
answers to the president in the exercise of executive authority; 
and creating an independent inspector general for the Bureau.

Reverse Mortgage Education Week 
Held From April 23-27
 Over 2,000 older homeowners, their loved ones and the 
professionals who serve them participated in a series of live 
webinars during NRMLA’s Reverse Mortgage Education Week, 
April 23-27, to learn about the versatility of reverse mortgages as a 
retirement planning tool.
 Highlights included:

• A discussion about HECM for Purchase with the online real 
 estate community ActiveRain; 

• A live Q&A with consumers co-hosted with Next Avenue, the 
public media website for America’s booming older popu-
lation, about using home equity to supplement retirement 
savings and support aging in place; 

• A collaboration with the American Society on Aging that 
educated professionals who work with older adults about the 
financial tools and resources their clients can use to pay for 
in-home care;

• A conversation about wealth management and the role of 
reverse mortgages featuring renowned retirement expert and 
frequent Forbes.com contributor Jamie Hopkins; 

• A conversation about strategies for managing the costs  
 of in-home care; and 

• A members-only webinar for NRMLA members with
Servicing Committee leaders who walked participants through 
the Due and Payable timeline and process and explained the 
rights and eligibility rules for non-borrowing spouses.

 Listen to the recordings on NRMLAOnline.org. 

RMMI: Senior Home Equity Increases 
$149 Billion in Q4
 Housing wealth for homeowners 62 and older grew to $6.6 
trillion in Q4 2017, an increase of $149 billion in senior home 
equity over Q3, according to the latest quarterly NRMLA/
RiskSpan Reverse Mortgage Market Index (RMMI).
 The RMMI rose to 238.11 in Q4, another all-time high 
since the index was first published in 2000. Driven by an 
estimated two percent, or $163 billion, increase in home values, 
gains in senior housing wealth were offset by a 0.9 percent, or 
$13.4 billion increase, in senior-held mortgage debt. On an 
annual basis, the RMMI increased by 8.3 percent in 2017, 
compared to an annual increase of eight percent in 2016 and 
8.5 percent in 2015.
 “Today’s retirees are more likely to leave the workforce with 
a mortgage and other debts that can put stress on monthly cash 
flow,” said NRMLA President and CEO Peter Bell. “In these 
situations, financial products that convert home equity to cash 
could be used to pay off revolving debt from credit cards and 
reduce or defer monthly mortgage payments. It’s worth doing 
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The Biz continued on page 8

the math to find out if a mortgage refinance, home equity line of 
credit or reverse mortgage loan can help increase financial security 
during retirement.”
 The Q4 news release and links to RiskSpan’s data analysis are 
posted to the NRMLA Press Room on NRMLAonline.org.

FHA Extends Puerto Rico Foreclosure Moratorium 
to HECM Borrowers 
 In response to NRMLA’s request for clarification, officials 
at the Federal Housing Administration confirmed in FHA 
Info #18-12 that the moratorium extension on foreclosures in 
Presidentially-Declared Disaster Areas of Puerto Rico applies to 
HECM borrowers.
 NRMLA Executive Vice President Steve Irwin made the 
announcement at NRMLA’s Western Regional Meeting moments 
after speaking with FHA officials. 
 In a letter submitted to General Deputy Assistant Secretary
for Housing and Acting FHA Commissioner Dana Wade, and 
Gisele Roget, deputy assistant secretary for Single Family Hous-
ing, NRMLA raised concerns that Mortgagee Letter 2018-02 did 
not expressly include HECM borrowers in the foreclosure mora-
torium that was extended through May 18. “We believe this was 
a drafting oversight and are concerned that an interpretation that 

narrows the policy of providing foreclosure moratoria to exclude 
seniors under FHA-insured HECM loans creates disparate 
treatment,” wrote Irwin on behalf of the association. 
 NRMLA further commented that seniors endured, and 
continue to recover from, the same natural disaster as forward 
mortgage borrowers. They are “bearing the same burdens in 
piecing their lives back together after these natural disasters.” 
Download NRMLA’s letter from NRMLAonline.org.

New NRMLA Toolkit Helps Seniors
Choose the Right Home Environment
 In conjunction with the 
Western Regional Meeting 
in Huntington Beach, CA, 
NRMLA published a new 
consumer booklet, titled 
Should I Stay or Should I Go?, 
to help older homeowners 
consider whether their current 
home environment will best 
serve their needs as they age.
 “You will talk to people 
who don’t qualify for reverse 
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The Biz continued from page 7

The Press is talking about…
Reverse mortgages, once risky, have grown safer 
in recent years
http://www.chicagotribune.com/classified/realestate/
sc-housing-0412-benny-kass-20180410-story.html  
Chicago Tribune

 Reverse mortgages should no longer be considered a last 
resort option, but consumers should investigate all possible 
retirement options, such as refinancing, selling your present 
home and downsizing or getting loans or gifts from relatives, 
according to syndicated columnist and attorney Benny Kass. 
 Kass informed a reader, who wanted to know whether a 
reverse mortgage might help his friend, that there have been 
significant changes to the product in recent years. 
 “First, in order to get a reverse mortgage, you now have to 
demonstrate you have the ability to pay your real estate taxes 
and maintain adequate homeowners insurance,” commented 
Kass. “Second, before you can get such a loan, you must talk 
with a professional housing counselor. You have to know the 
facts before you can get this kind of loan.” 

Real Time Economics: America is Getting Older
https://blogs.wsj.com/economics/2018/03/14/america-is-
getting-older-ceos-and-small-businesses-are-ecstatic-about-the-
economy-trade-policy-casts-a-shadow/ 
Wall Street Journal

 The Wall Street Journal’s daily economic blog, “Real Time 
Economics,” highlighted an article written by Paul Overberg 
and Janet Adamy that people over 65 years old are expected 
to outnumber children within the next two decades, a first in 
U.S. history.
 “The shift deepens challenges for the overall economy,” the
article noted. “Economic growth is a function of an expanding
labor force and rising productivity. Now, the prime-age work-
force—ages 25 to 54—isn’t growing as fast as expected just 
three years ago. Productivity has been in a rut.”
 The growing elderly population will also put pressure on 
the budget and on lawmakers to shift funding toward programs, 
such as Medicare and Social Security, particularly because elderly 
Americans vote at high rates.

LET US KNOW WHAT YOU’RE TALKING ABOUT.

This new forum is the place for readers to share their 

opinions with fellow colleagues about the direction of 

the reverse mortgage business and other retirement 

trends. Submissions should be limited to 100 words or 

less and submitted to Associate Editor Darryl Hicks,

at dhicks@dworbell.com. 

mortgages,” said NRMLA Senior Vice President Marty Bell, who 
conducted a presentation on key aspects of the toolkit at NRMLA 
West. “You can provide tremendous value to these people by direct-
ing them to other options.” 
 Where older adults choose to age requires consideration of 
functionality, location, availability of services and affordability. 
 The toolkit provides valuable information on single-family 
housing, home modifications, multifamily housing, senior rental 
housing, continuing care retirement communities, affordable senior 
housing, assisted living, nursing homes, veterans housing, special 
needs: mental health housing, granny housing and microunits, 
shared housing and other creative solutions. 
 Copies of the toolkit can be downloaded from NRMLAonline.org
or ReverseMortgage.org, NRMLA’s consumer web site. 

NRMLA Launches New Consumer Blog on 
ReverseMortgage.org

 A new “blog and news” page was added to NRMLA’s consumer 
education website, ReverseMortgage.org, featuring articles on reverse 
mortgages and other fun and informative age-related topics. Visit 
frequently and share our posts with your social media followers.  
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Bipartisan Think Tank, Funding Longevity Taskforce 
Co-Host Housing Wealth in Retirement Symposium 
 On March 23, over 100 financial services professionals, acade-
micians and policymakers met in Washington, DC for the first-ever 
Housing Wealth in Retirement Symposium to share research and 
opinions on the role of home equity in retirement planning.
 The event was co-hosted by the Funding Longevity Task Force, 
founded six years ago by former Wells Fargo executive and longtime 
NRMLA member delegate Shelley Giordano, along with The Amer-
ican College of Financial Services and the Bipartisan Policy Center.
 “We wanted to achieve maximum cross-pollination of ideas and 
so we set up the room so that people faced one another,” Giordano 
told Reverse Mortgage magazine in an interview after the event.
 “We wanted a frank discussion. Laurie Goodman, founder and 
co-director of the Housing Finance Policy Center at the Urban 
Institute, talked about why retirees don’t extract home equity when 
it can help them so much. Lori Trawinski, director of banking and 
finance at the AARP Public Policy Institute, reminded everyone 
that we shouldn’t focus just on helping people who are well-off, 
but also the most vulnerable people approaching or in retirement. 
We ended the symposium with some exciting remarks by independent 
researcher and actuary Pete Neuwirth, who recently collaborated 
with the University of California-Santa Barbara on a study about the 
MMI Fund. This study provided some encouraging news about its 
future stability,” said Giordano.
 Panelists Chris Mayer, CEO of Longbridge Financial and 
Paul Milstein professor of Real Estate, Finance & Economics at 
Columbia Business School (currently on leave); Stephanie Moulton
of Ohio State University; and Wade Pfau of the American College 
presented their own research findings on the performance of 
HECM reverse mortgages, credit profiles of HECM borrowers 
and refinancing traditional mortgages with reverse mortgages.

HUD Responds to NRMLA’s Questions on 
Treatment of IMIP Miscalculations
 The Department of Housing and Urban Development provided 
written responses to questions submitted by NRMLA regarding the 
treatment of miscalculated initial mortgage insurance premiums on 
HECM to HECM refinances.  
 Read the responses by logging into NRMLAOnline.org. 

In Washington
they’re talking about…

CFPB Seeks Feedback On Consumer Complaints
 The Consumer Financial Protection Bureau issued a request 
for information (RFI) on its handling of consumer complaints 
and inquiries. The Bureau is seeking comments and information 
from interested parties to assist in assessing its handling of con-
sumer complaints and consumer inquiries and, consistent with law, 
considering whether changes to its processes would be appropriate. 
 To date, the Bureau has received 1.5 million consumer complaints. 
This is the 12th in a series of RFIs announced as part of Acting 
Director Mick Mulvaney’s call for evidence to ensure the Bureau is 
fulfilling its proper and appropriate functions. This RFI will provide 
an opportunity for the public to submit feedback and suggest ways 
to improve outcomes for both consumers and covered entities. 
Other RFIs sought feedback on new and existing rules, the CFPB’s 
rulemaking process, the overall efficiency and effectiveness of the 
Bureau’s consumer financial education programs, and civil investi-
gative demands issued during enforcement investigations.

HUD Releases New Calculation Software
 A new version of the HECM Calculation Software that 
includes an updated Initial Mortgage Insurance Premium formula 
for HECM refinance cases was released on the Federal Housing 
Administration’s HECM Lenders webpage under “Software.” 
 On December 29, 2017, FHA announced in FHA Info #17-59, 
the posting of the FHA Connection (FHAC) Release Notes, which 
outline the changes and processing instructions for lenders to 
calculate IMIP for HECM refinances. Version 2.5 of the Calculator 
conforms with requirements set forth in the Federal Register Final 
Rule FR-5353-F-03, Federal Housing Administration: Strengthening 
the Home Equity Conversion Mortgage Program.

Senior Scam Book Unveiled By Senate Aging Committee
 The Senate Special Committee on Aging released its 2018 
Fraud Book at a public hearing detailing the Top 10 scams reported 
to the committee’s Fraud Hotline last year. In 2017, the Committee’s 
Fraud Hotline (1-855-303-9470) received more than 1,400 complaints
of frauds targeting seniors around the country.
 Committee Chairman Senator Susan Collins (R-ME) and 
Ranking Member Senator Bob Casey (D-PA), shared the committee’s 
efforts to combat scams targeting older Americans at a hearing 
titled, “Stopping Senior Scams.” 
 According to the Government Accountability Office, financial 
fraud targeting older Americans is a growing epidemic that costs 
seniors an estimated $2.9 billion annually. The top complaint, the 
focus of more than twice as many calls to the hotline as any other 
scam, involves seniors who receive phone calls from fraudsters posing 
as agents of the Internal Revenue Service (IRS). These criminals 
falsely accuse seniors of owing back taxes and other penalties that 
must be paid to avoid prosecution.
 Combatting senior scams has been a top priority for the 
committee. Although it does not draft legislation, the Senate 
Special Committee on Aging can recommend new policies that are 
referred to other committees for debate and consideration.  

And now you’re up to date.
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THE REVERSE MORTGAGE BUSINESS HAS ALWAYS 
attracted “forward” mortgage companies looking for new 
business opportunities. Many, however, exit within a year 
or two because they never invested the resources needed 
for success.  
 San Diego-based C2 Financial—the largest mortgage 
broker in California—has taken a different approach. Assisted
by some of the industry’s top trainers, C2 has created 
an elaborate training program for its forward mortgage
loan officers.  
 Candidates must complete online training courses and 
pass an exam to become C2 Reverse Certified. There will 
soon be ongoing continuing education requirements for 
loan officers who want to maintain their certified status. 
The results have been encouraging thus far.  Approximately 
110 people—or 25 percent of the companies’ sales force—
have become C2 Reverse Certified. More importantly, C2 
Financial has quadrupled its HECM production since the 
program was initiated two years ago.  
 Reverse Mortgage magazine sat down with Scott Harmes, 
CRMP, C2’s Reverse Mortgage Division Manager, and the 
primary architect behind the training and certification 
program, to learn more. 

Reverse Mortgage: Aside from the demographics and 
growing Baby Boomer population, why is now the perfect 
time for “forward” mortgage companies to be getting 
into the reverse mortgage space?

Scott Harmes: The decision to offer reverse mortgages 
should not be based solely on demographics, but on a 

company’s structure and 
overall business plan. Tap-
ping into the reverse mort-
gage market is more 
complicated than making 
a simple marketing deci-
sion. You need to analyze 
home values in your tar-
get markets, as well as 
home appreciation rates 
now, historically and what 
they are projected to be 
in the future. You should also find out what the current 
penetration rates are for reverse mortgages in your target 
markets, so that you know whether it’s worth the investment. 

RM: What initial steps should a lender take when creating 
a reverse mortgage division (i.e. due diligence), and who 
should be overseeing these efforts? 

SH: The person best qualified to develop and implement 
your company’s business plan is  a committed professional 
with reverse mortgage knowledge and experience, such as 
someone who has earned the Certified Reverse Mortgage 
Professional (CRMP) designation. It’s dangerous to rely 
on somebody from the forward mortgage business—even 
if that person has managerial experience—to be the primary 
lead in developing a separate reverse mortgage division. 
If you look at the sales cycle and sales approach, a reverse 
mortgage has more in common with an insurance product 

Scott Harmes, CRMP
Reverse Mortgage Division Manager, C2 Financial
Training Forward Originators in Reverse By Darryl Hicks

Talking Heads continued on page 12

Scott Harmes

Talking
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than it does a traditional mortgage. The differences between 
the compliance requirements and the considerations of 
serving a protected class of senior borrowers means that 
management, operations and sales teams need significant 
education on reverse mortgage products and markets and a 
commitment to the ethics of serving those markets, which 
is best achieved by following NRMLA’s Code of Ethics 
and Professional Responsibility. This is why the training 
offered by wholesale lenders and NRMLA is so critical.

RM: What is the first thing you tell a forward loan officer 
about reverse mortgages?

SH: Effective origination requires a recognition that reverse 
mortgages have a significantly different sales cycle, which 
requires a different sales approach. A reverse mortgage 
will likely be the last mortgage-related transaction on the
borrower’s property. Therefore, it tends to be a more emo-
tional decision compared to someone who refinances
because rates have fallen from 4.75 percent to 4.25 percent 
on a traditional mortgage. Reverse borrowers typically enlist 
advisors in the decision-making process, such as a child, 
a family attorney or a financial planner. The discussions 
with a trusted advisor can be just as important as develop-
ing credibility with the borrowers themselves. Originating 
reverse mortgages is not a sales job as much as a search for 
a sustainable solution for older adults. It’s important for 
loan officers to be well-connected with other professionals 
that service the same community. Those connections can 
be made through joining a local chapter of the National 
Aging in Place Council. 

RM: Please describe the training program that you oversee 
at C2. 

SH: C2 Reverse’s Training and Certification Program is 
built around variables that are favorable to reverse origi-
nation. The average C2 loan officer has originated forward 
mortgages for 15 years or longer, which means they have 
large spheres of influence with people who trust them 
as a financial professional. C2 is licensed in ten western 
states, including Hawaii and Florida, which have favorable 
characteristics for reverse mortgages, including high home
appreciation rates and values. So our forward loan officers 
see reverse mortgages as an attractive tool to add to their 
product portfolio. We have worked with sales trainers 

Talking Heads continued from page 10

from the industry’s best lenders in developing a step-by-
step reverse training program that begins with the basics 
and continues through advanced nuts and bolts. Once a 
candidate completes the training and passes the certifica-
tion examination, he or she becomes a C2 Reverse Certified
Loan Officer, who is prepared to consult not just with
prospective borrowers but also with their financial planners 
and trusted advisors. 

RM: How many people have taken the training?
SH: About 25 percent of C2’s loan officers have invested 
the time and effort to become C2 Reverse Certified. We’re 
the largest mortgage broker in the western United States 
with $2.4 billion in forward originations last year. Our 
loan officers have a huge sphere of influence and the C2 
Reverse Training and Certification program equips them 
to grow and penetrate that sphere of influence with a
reverse mortgage. 

RM: How long does the training last?
SH: Training, studying and testing lasts about 30 hours. 
The training is online, on-demand and provided at no 
cost. If a loan officer doesn’t wish to go through the 30 
hours of training and testing, they can still refer loans
to the C2 Reverse Division; they just can’t originate 
reverse mortgages

RM: Are there ongoing continuing education requirements?

SH: After passing the certification exam, our loan officers 
can enroll in training courses on grassroots marketing, 
identifying prospects and converting prospects where a
reverse mortgage is appropriate as a sustainable solution. 
We follow the technical training with effective marketing
and then effective consultative sales training. Ongoing
continuing education is something we’re working on and 
will be modeled, to a degree, after what NRMLA requires 
of its CRMPs, which is eight hours of continuing educa-
tion annually. 

RM: Once someone passes the exam and completes the sales 
training, what happens next?

SH: A C2 Reverse Certified Loan Officer has access to pass 
through what we call the “Blue Door”—an icon we created
on our corporate web site—which gives them access to a 
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suite of tools to help them originate reverse mortgages. 
Once they pass through the Blue Door, a loan officer can 
access marketing tools and participate in weekly webinars 
every Monday at 10 AM with other C2 Reverse Certified
Loan Officers. To date, 110 people have become C2 Reverse 
Certified and we have more signing up for training every week. 

RM: So someone who is C2 Reverse Certified can originate 
both forward mortgages and reverse mortgages? 

SH: Yes, we encourage them to do both. In the 37 years 
that I have been originating mortgages, I’ve originated 
more than 5,000 forward mortgages in San Diego County.
I have a huge sphere of influence that I market reverse 
mortgages to. Over the past six years, I have put no money
or effort into marketing forward mortgages. My phone 
rings because of that sphere of influence, and it’s through 
this group of people that I’ve grown my reverse mortgage 
business. Once someone passes through the Blue Door, 
they are given access to a series of letters that they can dis-
tribute to their sphere of influence announcing that they 
are C2 Reverse Certified, why they became certified, how 
a reverse mortgage can help older homeowners and who 
might benefit from a reverse mortgage. They are essentially 
turning their sphere of influence into a referral network 
for reverses.

RM: Who is included in the sphere of influence?
SH: Consumers mostly. The average C2 forward loan officer 
has been selling mortgages for 15 years. If you assume they 
are closing four to five loans a month, or 60 loans a year 
for 15 years, that’s 900 loans at least over their career. I 
have distributed a newsletter to around 600 people every 
month for 20 years. Marketing reverses to that same group 
of people who already look at me as a trusted financial 
professional, to me over half the battle is won. Marketing 
reverse mortgages is all about trusted relationships. 

RM: I would imagine the sphere of influence also includes 
realtors, builders and other professionals?

SH: Absolutely, although the builder opportunity in a 
lot of our markets is not that great because we have a lot 
of national builders with in-house mortgage companies. 
But referral relationships with realtors, financial planners, 

attorneys, accountants, those are all very strong rela-
tionships that our loan officers have already and can
grow those relationships further because of the type of 
financial tool that a reverse mortgage is. Our certification 
training program places heavy emphasis on preparing
loan officers to build those relationships with other
financial professionals. 

RM: How successful has your certification training 
program been? 

SH: The bulk of our business comes from C2 Reverse 
Certified Loan Officers. Over the last two years, we have 
quadrupled our loan volume, so we are definitely headed 
in the right direction. We are trying to get away from 
the episodic loan originator—someone who originates a
reverse mortgage here and there but never consistently—
and the training is really oriented that way. By the time 
they become certified, our loan officers have the knowl-
edge and tools to make the reverse an active part of their 
marketing and sales effort. That said, we still hire people 
who already have experience originating reverse mortgages. 
The real key is we don’t beg any of our forward loan officers 
to get involved in reverse. It’s 100 percent motivational. If 
they are motivated to do reverse, we welcome them, get 
them into training, and get them certified. We crossed a 
point in the company some time ago where it became a 
real opportunity that people didn’t want to miss. Based on 
discussions I had with other managers, like myself, who
I met through NRMLA, I was told to expect about ten 
percent of our forward loan officers to get involved in
reverse. We are at 25 percent. I think that success comes 
from several variables. We are in the best markets in the 
country for reverse based on home values, appreciation 
rates and market penetration. That’s a real advantage for 
us because our forward loan officers can see what the value 
is. We are a virtual company but we convene our forward 
loan officers on a quarterly basis for meetings in northern 
California and southern California. Many of them come 
from out of state. C2 is a very collaborative environment 
and there is a real buzz around the C2 Reverse Division. 
It’s truly viewed as an additional opportunity and benefit 
to our existing loan officers and as a recruiting tool at a 
corporate level. RM
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Wholesale or Retail?
What factors influence a reverse mortgage professional
to pursue one over the other?  By Jessica Guerin

THE REVERSE MORTGAGE INDUSTRY MAY BE JUST 
a small slice of the mortgage pie, but it still has many layers. 
Despite its size, there are different ways professionals in 
the space provide this niche product to clients. 
 Some work through wholesale channels as brokers, 
connecting with clients to find a lender’s offering that 
meets their needs. Others take the retail route, working 
with the products provided by a single lender to help a client 
improve their financial situation. And of course, some 
HECM professionals move from one side of the business 
to the other, pursuing opportunities based on what best 
suits their current needs and skill set. 
 When examining the differences between the two 
channels, three important considerations come to light: 
marketing strategies, product offerings and one’s desire for 
support versus freedom. But while the methods of both 
may be different, the objectives are the same, and selecting 
one career path over the other may simply be a matter 
of personal taste. Certainly, the industry needs successful 
originators on both sides of the fence to meet the diverse 
needs of today’s senior consumer.

Marketing Strategies
     As a broker, you’re on your own 
when it comes to marketing, and in 
today’s climate, it’s more important 
than ever to keep marketing costs 
low. In contrast, many of those work-
ing for large retail shops have resources 
from dedicated marketing teams at 
their disposal.
   Jim Cory, CRMP, is a 20-year

industry veteran who has worked as a broker and in retail 
before becoming a wholesale account executive at Live Well
Financial. As someone who has worked in nearly every 
facet of the business, Cory is acutely aware of the pros 
and cons of both channels. He says marketing is a major 
differentiating factor.

 “I think in general, big retail shops will end up spend-
ing a lot more per funded loan on marketing, so there’s
a wider variety of lead sources for those originators,” 
says Cory. 
 Alternatively, Cory says brokers tend to find a niche and 
work that angle. “A broker will probably stick to one or 
two types of lead sources, maybe the radio or buying leads. 
Or maybe they have a lead network they’ve developed with 
banks or financial planners.”
 Because brokers don’t have the benefit of a marketing 
machine behind them, Cory says many of them rely on
relationships to build their businesses, especially with 
HUD’s October 2 changes in effect. “They are going to 
end up doing a lot more marketing with their feet. They’re 
going to get out on the street and meet folks and have a 
better and bigger local presence.”
 Mario Martirano, CRMP, an area 
sales manager with AAG, recently 
moved over to retail after owning 
his own brokerage for 20 years. He 
says marketing challenges played a 
major role in his decision to join 
AAG.
 “Marketing has gotten tougher 
for small companies, because you’re not even sure if you’re 
going to get a return on your investment. Referrals and 
leads have gotten expensive and hard to come by,” he says. 
“Marketing can be a black hole sometimes.”
 Martirano says that at a bigger retail shop, like AAG, 
he has inroads to numerous groups, like health insurance 
companies and financial planners, providing him with
opportunities that are hard for a small broker to land.
 “There are so many tools and resources at AAG compared 
with a smaller company,” he says. “That’s the difference—
the power of a bigger company.”
 Brett Kirkpatrick, CRMP, a broker with Harbor Mort-
gage based in Boston, who has been originating reverses 
for 17 years, says his company has found momentum by 

Jim Cory

Mario Martirano
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building up its local presence. 
     “I think our distinct advantage 
over the retail side is that we present 
ourselves and are known as a local 
trusted resource,” Kirkpatrick says. 
    For many brokers, the key to 
success is establishing roots in their 
communities and building a strong 
network of professional partners. By 

working the local angle, many find a way to compete with 
the marketing machines supporting originators on the 
retail side.

Product Offerings
 Whether they’re working in a call center or pounding 
the pavement in their local markets, retail originators offer 
clients one menu of product options. Brokers, on the other 
hand, have a broader list of offerings. 
 For Kirkpatrick, the ability to work with multiple 
lenders, and therefore offer clients a wider array of options, 
is a major bonus.

 “We have access to all of those different menus,” he 
says. “Sure, everyone is singing from the same songbook, 
which is the Federal Housing Administration guidelines, 
but there are still some differences between rate sheets as 
to how high or how low a particular lender in a particular 
week is willing to go in terms of their margins on the ad-
justable- and fixed-rate products.”
 Kirkpatrick says he sometimes matches borrowers with a 
particular lender depending on the product and their situation.
 “There are subtle nuances, and after you get to know 
people, you can tell the temperament of the underwriter,” 
he says. “You tend to look to this lender for this product 
and another lender for another product. You tend to have a 
gut feel for what will work.”
 Most brokers work with two to three lenders, and Cory 
says many of them will shop around to get their client the 
best deal. “Some of the more experienced brokers get really 
detailed about which lenders do what and who does certain 
things better. When I was a broker, I knew where I wanted 
to put my HECM for Purchases, I knew where I wanted to 

Wholesale-Retail continued on page 16
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put my manufactured homes and my condos. Diversifica-
tion of product offerings is important. You pick a lender 
that you know is going to deliver the strongest hand.”
 Kirkpatrick says the ability to shop a loan means your 
client can sometimes get a second chance.
 “Another advantage of working with wholesale is that 
you get more than one chance. If you’re retail and your 
underwriting department turns down your proposed loan, 
that’s the final answer. But on the wholesale side, you can 
try again with a second lender. That happens all the time.”

Wholesale-Retail continued from page 15  On the flip side, Cory says offering one suite of products 
also has its benefits. “The bonus is that because it’s your 
own product, your company is making revenue on more 
parts of the process,” he says, referring to the fact that lenders
will use their in-house teams to process and underwrite 
loans, and some of them also issue loans themselves on 
the secondary market. “So in retail, you generally can spend 
more on marketing because of the higher revenue per loan.”

Support Versus Freedom
 When it comes to working in a retail shop versus working 
at a brokerage, a preference for one over the other may simply 
come down to a need for support or a desire for freedom. 
 For Kirkpatrick, the freedom of working for a small 
brokerage is preferable to the restraints of working for a 
large retail shop. 
 “I think a wholesale loan officer going into retail will 
almost universally be surprised and constrained by the 
compliance environment they are in. They’ve never had
restrictions on what kinds of subjects they could discuss. 
Their email has never been scoured by the company’s
encryption system. All marketing materials need to be
approved by the company and anything that is outside the 
box will have to go to the legal department,” he says. “There’s 
a whole new level of compliance rigidity and enforcement.”
 But while brokers might be free of corporate red tape, 
they also have to shoulder a lot of responsibility. As Cory 
points out, brokers are running their own show, and that 
takes a lot of hard work.
 “You’ve got everything to do from accounting and 
bookkeeping to vendor management,” he says. “So as much 
as it’s rewarding, there’s an awful lot that goes into that. If 
you’re on the lender side, you don’t have to do any of that, 
you don’t have to manage all those pieces of the company.” 
 And of course, there’s a great deal of overhead involved 
when you’re managing your own business, and shouldering 
expenses before seeing a return requires a certain entrepre-
neurial spirit.
 But Cory also says that when you join a retail oper-
ation, you’re relinquishing some control. “You’re putting 
your ability to earn a living in someone else’s hands, and 
sometimes it works and sometimes it doesn’t.”
 For Martirano, giving up the worries that come with 
running a small business was a welcome change. 
 “I don’t have to worry about compliance; I don’t have 
to worry about regulations; I don’t have to worry about 
getting the word out, because they do all of that for you,” 
Martirano says. “It has lightened my load of work, so I can 
concentrate on getting more business.”

Balanced Viewpoint (cont.)
from page 5

duce yourself to the elected official, seek out the staffer(s) 
you met previously and chat them up. 
 Send a letter afterwards proposing an opportunity for 
the Representative to meet with several senior voters who 
are managing their financial challenges with the use of a 
HECM. Start calling the staffer to follow-up a week or so 
after sending the letter. Look for opportunities to see the 
elected official again. Be persistent and remain respectful.
 I know for a fact that this approach—letting a poli-
tician see how a program benefits their constituents and 
hearing from those voters directly—truly works. 
 In the affordable housing field, in which I am also in-
volved, we recently faced major threats. Affordable hous-
ing depends upon a number of federal programs and tax 
incentives. Most of the tax incentives were rumored to be 
eliminated by the recent tax reform bill.
 The affordable housing industry reached out with a 
“full court press.” Industry participants in every corner of 
the country arranged for their Congressional representatives 
to visit affordable housing properties, see projects devel-
oped with the federal tools and, most importantly, meet 
with the community’s residents. The elected officials were 
impressed with what they saw and the stories they heard, as 
evidenced by the fact that, in the end, all of the affordable 
housing tools remained intact in the tax bill enacted.
 Success came not just from the industry professionals 
telling their stories. It was from the combined effort of cul-
tivating the relationships with elected officials and utilizing 
those relationships to bring them together with constituents, 
who showed them how they benefited from the programs. RM RM
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HECM as a Solution 
Painting the picture for borrowers  By Craig Barnes

MANY OF TODAY’S OLDER AMERICANS HAVE CREDIT   
card debt, mortgages and also may have HELOCs. They 
can’t retire even if they want to because of these monthly 
obligations. That’s where you come in as a reverse mortgage
professional. You can provide them with the solution
– a HECM. You can work with them to develop a plan 
that specifically addresses their needs and might include 
cash-out for consolidating their credit cards or car loans; 
monthly advances to increase their cash flow; a credit line 
for a rainy-day fund; or even a Life Expectancy Set-Aside 
(LESA) so they don’t have to worry about property taxes 
and insurance.
 It’s easy to say, “we’ll pay off your mortgage and give 
you some cash-out too.” But that doesn’t always paint 
the picture for a potential borrower. They need to envision 
the possible results, understand what it can do for them, 
and look at how much extra money they might have
each month. Your job is to tailor a solution that provides 
evidence that a HECM can be the solution for them.
And then to paint the picture and illustrate how their life 
will improve.

  So let’s look at tailored solutions and painting pictures:

Consolidating Debt
 The first step in tailoring a solution is getting to know 
your client, their needs and wants – but also their credit. 
Many originators shy away from running credit early, but 
today’s clients are changing from earlier generations who 
considered debt a four-letter word. They expect that if they 
are mortgaging their home their credit will be reviewed. 
Many Baby Boomers (the early Boomer will be 72 this 
year) have likely refinanced homes, had car loans/leases and 
all types of credit cards. They may have applied for credit 
to get zero percent financing or even to get a free umbrella 
when it was raining. They understand credit, and they use 
credit – so run their credit early to help you paint a picture 
for them. 
 For example: if a borrower has nearly $30,000 in revolv-
ing and car loans, when you run credit early, you can see 
that right away, and the picture you paint for them begins 
to take shape. Instead of speaking generally and asking, “Do 
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you want money at closing?” you could say instead, “Can 
I show you how you can consolidate your debt and free up 
nearly $1,200 per month?” The more specific you can be, the 
clearer the picture will be in the client’s mind.
 We often hear that HECMs are expensive solutions. 
But many older Americans are using their credit cards with, 
according to Nerd Wallet, average interest rates of 14.78
percent to meet daily living expenses.  Or they are taking
cash advances, transferring balances and paying over-their-
limit fees on top of the high interest rates they are already
paying. You can show them that at HECM interest rates, 
even with the ongoing MIP, a reverse mortgage may still 
be a better solution.

HELOC vs. a HECM LOC
 We all remember the misery of 2008; your borrowers
do, too. Homeowners defaulting, banks 
under stress and, as a result, lines of credit 
being frozen or called due completely. 
That can happen with a HELOC, but not 
with a HECM line of credit. As long as 
the borrower meets their obligations and 
has funds available in their line, they can 
draw those funds – and not just for the five 
or ten years before a HELOC resets and 
is cut off. When that event occurs with a 
HELOC, the borrower has no more access 
to a credit line, and has to start making
principal and interest payments that might 
be three to five times what they are paying 
in interest each month. It’s important to 
point out the following regarding a HELOC: 
• Can a HELOC grow? No.
• Does a HELOC require monthly payments? 
 Yes – interest for a period, then principal plus interest.
• Can a HELOC be frozen or called due? Yes.
 So try to understand the borrower’s plans for the 
HELOC they are considering. How much do they think 
they will need in the five- or ten-year draw period? Then 
show them the math.
 When their HELOC resets, will they be able to afford 
the monthly payments? A $30,000 balance paid back in 
five years with a five percent interest rate (5.125 percent 
APR) requires a principal and interest (P&I) payment of 
$566 per month. Will that be a stretch? What if they retire 
between now and then and their income decreases? Con-
versely, a $30,000 draw from their HECM LOC would 

have $0 monthly loan payments from day one, and they 
can draw for as long as they have available credit. 

HECM vs. Traditional Refinance 
 When your 62-plus clients walk into your office to
refinance their existing mortgage, get cash-out or lower 
their interest rate to lower their monthly payment, you 
can show them how a reverse mortgage might be the better
option. As you can see in the following charts, this
borrower can save $65 per month by refinancing into 
another traditional loan for 15 years. Will 65 bucks change 
her life? But a HECM will free up nearly $1,500 in cash 
flow per month! What does $1,500 mean to her? More 
money in her pocket, the means to make updates to her 
home or perhaps less time at work and more time with the 
grandkids. Paint the picture.  

The Complete Picture 
 A new client calls and tells you he is interested in a 
reverse mortgage just to refinance his home to eliminate 
monthly mortgage payments. (As with any home-secured 
loan, the borrower will still have to meet their loan obligations: 
keeping current with property taxes, insurance, mainte-
nance and any homeowner’s association fees.) After a few 
minutes and some probing questions, it sounds like he 
really has a cash flow problem beyond just his mortgage 
payments. You run credit to begin building on his request. 
Credit doesn’t look too bad; say he has around $8,000 in 
credit card debt and owes about $50,000 on a first and 
second mortgage. You run the numbers and you show him 
the picture with a HECM: he can have $1,200 more in 
cash flow each and every month—$700 is freed up by pay-
ing off the first and second mortgages, $300 in a tenure 
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payment, and taking $8,000 cash-out 
to pay off his credit cards will free up 
another $200 per month. And the 
big surprise – a $26,000 LOC that 
grows each month, giving him more 
available funds in the future.  

Living off the Growth 
 From time to time you may hear 
an older American say, “I live off 
my investment income.” Have you 
ever thought of applying the same 
concept to a HECM LOC? As an 
industry, we do a great job showing 
borrowers what “could” happen to 
their LOC over time if they never
use it; the fact is most borrowers 
do tap into the LOC now and then. So why not show
them that picture? What a LOC can do if they use it on a 
regular basis. For example: A 65-year-old with a $300,000 

home with no mortgage could take out about $6,000 per 
year and after ten years still have more than the beginning 
LOC balance.

HECM continued on page 20

We Make It Easy!
  World-Class Service
  Dedicated Scenario Desk
  On-Demand Processing
  Same Day Decisions
  Training and Marketing 

Learn more, call 866.871.1353
LibertyHomeEquity.com/Partner

Grow Your Reverse Mortgage Business
With Liberty Home Equity Solutions

© 2018 Liberty Home Equity Solutions, Inc. All Rights Reserved. 10951 White Rock Road, Suite 200,  
Rancho Cordova, CA 95670. NMLS # 3313 (www.nmlsconsumeraccess.org),  (800) 218-1415.  
               Complete list of licenses, listed on www.libertyhomeequity.com/licensesnmls  
               LIB-W-020618-A

Information shown for illustrative purposes only. Assumptions are: (1) 65-year-old borrower; (2) New 
Jersey home valued at $300,000; (3) LOC will grow at .5 percent above the Adjustable Rate Mortgage 
(ARM), which uses the 1-Year LIBOR plus a margin of 1.75 percent. Initial interest rate is 4.481
percent (APR 4.609 percent) as of 04/08/2018, which can change annually. Two percent annual interest 
cap, and five percent lifetime interest cap over the initial interest rate. Maximum interest rate is 9.481 
percent; (4) the rate remains at 4.481 percent; (5) no draws by borrower. Rates and funds available may 
change daily without notice. 

LOC Growth – 4.56% Expected Rate
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HECM continued from page 19

 More Equity — 
The October Silver Lining 
 Everyone has had a client who 
wants to leave the house to their kids. 
Post October 2, 2017, that proposi-
tion improved for HECM borrowers.
With lower beginning loan balances 
and lower ongoing MIP, the even-
tual balance due will be lower.
Heirs may inherit the family home 
with more equity, making it easier 
for them to keep the home if they 
wish, or getting more money from 
the home if they sell. And just like a 
traditional mortgage, equity still goes 
to the borrowers or their heirs. The 
following chart shows remaining 
equity for a hypothetical 65-year-
old borrower with a $300,000 home 
with no mortgage; it compares the 
equity if the property appreciates at four percent annually 
(HUD standard) and two percent annually as a more likely 
amount of appreciation.

Want even more equity? Make Payments
 No one ever said that you can’t make monthly principal 
and interest payments; just that they aren’t required. Making 
payments has three major benefits:

1. It lowers the loan balance.

2. It builds a higher LOC (ARMs only).

3. It reduces ongoing MIP and interest.

 Making payments may maintain equity for a time in 
the future when the borrower decides to sell or passes away 
and leaves the home to their kids or other heirs. 

A LESA is a Good Thing
 Do you have a boomer who has never paid their taxes and 
insurance directly? Do they have HECM proceeds to fund a 
LESA? Why not explain how they can set aside proceeds 
and let their lender pay their taxes and insurance just like 
they do with their existing mortgage? And the funds that 
are set aside grow at the same rate as the LOC. 

 You might also show the comparison of a borrower setting 
aside money to pay taxes and insurance versus setting up 
a fully-funded LESA. Due to the current rate of growth 
of the LESA compared to current savings account interest 
rates, the money in the LESA will likely last longer. And 
the borrower doesn’t have to worry about paying taxes and 
insurance directly.   

Conclusion
 When you paint the picture and a borrower can “see” 
what their life could look like after closing on their HECM, 
they are more likely to go to application. Paint the picture 
that is best for the borrower based on their specific situation 
and needs, whether it’s freeing up the most money each 
month, helping fund retirement, as an alternative to a 
HELOC, or preserving equity for their kids. You’ll only be 
able to paint the right picture if you “know your customer.” 
Getting to know your customers’ needs and wants will not 
only allow you to paint the best picture for them but will 
likely help you get more referrals from them too.

This material has not been reviewed, approved or issued by HUD, FHA 
or any government agency. The company is not affiliated with or acting on 
behalf of or at the direction of HUD/FHA or any other government agency. 

RM

Information shown for illustrative purposes only. Assumptions are: (1) 65-year-old borrower; (2) New 
Jersey home valued at $300,000; (3) LOC will grow at .5 percent above the Adjustable Rate Mortgage 
(ARM), which uses the 1-Year LIBOR plus a margin of 1.75 percent. Initial interest rate is 4.481 percent 
(APR 4.609 percent) as of 04/08/2018, which can change annually. Two percent annual interest cap, and 
five percent lifetime interest cap over the initial interest rate. Maximum interest rate is 9.481 percent; 
(4) the rate remains at 9.481 percent; (5) no draws by borrower. Interest rates and funds available may 
change daily without notice.

Remaining Equity – 4.56% Expected Rate
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The Bridge from Forward
to Reverse 
HighTechLending’s Star Producer Club  By Mark Olshaker

HIGHTECHLENDING’S INNOVATIVE NEW APPROACH  
to reverse mortgage marketing actually traces its origins 
back to one of the industry’s lowest points – the mortgage 
crisis and resulting great recession a decade ago.
 “We opened our doors in January
2007, with the aim of providing a 
faster and more efficient way to close 
loans,” says company Founder and 
President Don Currie. “In 2008, 
HighTechLending decided to go 
after reverse mortgages. Everyone at 
that time was looking for the ‘next 
best thing,’ and I, being a forward 
mortgage lender, realized there was a huge chasm between 
forward and reverse. Some brokers are not going to change 
their stripes. Some will embrace reverse and want to take it 
to the next level and excel. We wanted to build the bridge 
for those individuals.”
   Currie recognized that to make originators in the
forward space effective with HECMs, they needed to have 
the knowledge, tools, marketing and procedural guidance 
to succeed with what is admittedly a complex product and 
process. “We discovered there were certain assets a broker 
would need. What it really starts with is knowledge and 
operational support. We can essentially make our [loan 
originators] into mortgage bankers, giving them access to 
Fannie Mae, Ginnie Mae, jumbos, warehouse lines, with 
great efficiency, for both our branches and brokers.” That 
strategy has led the Irvine, CA-based HTL to 50 branches 
and a network of brokers in 19 states, and a position as 
Number Two reverse mortgage generator in California.
In fact, HTL bills itself as The New World of Mortgage 
Banking.
 
Dabble No More
 As a central part of its strategic growth plan for 2018, 
HTL launched its Star Producer Club, a unique relation-
ship and suite of services for brokers who fund at least 

three reverse mortgages per month (or nine over a 90-day 
period) through the company. “A majority of the industry 
produces less than three a month,” Currie notes. “They like 
to dabble. But with the changes in the industry,” he predicts, 
“they will dabble no more!
 “Over the last ten years, we’ve developed a group of 
people who have dedicated a portion of their efforts to the 
reverse business. They became star producers in our eyes. 
We want to reward those committed to reverse mortgages 
and help them to succeed.”
 The services HTL is providing to its star producers
includes marketing assistance, digital and social media con-
sultation, preferred pricing and fast-track decision making 
and loan processing.
 “We provide them with immediate access to senior 
reverse mortgage people to help with processing, under-
writing, documents and funding,” says Currie, who has 
been striving for years to streamline the entire loan process. 
“We’re a small, family-owned mortgage company. We consider 
ourselves more of a cigarette boat than a barge, so we can 
adjust quicker than many of our friends. We can take advan-
tage of the marketplace as it is at any given time, and we see 
a lot of positive advantages in that.”
 As Currie sees it, that translates into: “Number One: 
having a team that supports you on a first-name basis. 
Number Two: aggressive turn times to fast-track loans to 
the closing table.”
 Judging from the company website and conversations 
with some of its principals, HTL has organized its business 
around providing individual solutions for both its loan 
originators and customers, depending on their specific situa-
tions. It offers an “equity management strategy to help you 
achieve your long-term goals and objectives. And efficiency 
is always paramount.” For example, the company strives to 
deliver virtually instant loan decisions. “We are quick and 
nimble,” says one executive. “I prefer a quick ‘yes’ or ‘no’ to 
a long ‘maybe.’”

The Bridge continued on page 23

Don Currie
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Helping Rookies
 “What sets us apart from the 
rest of the reverse mortgage industry 
is our hands-on approach,” states 
Adrian Prieto, an industry veteran, 
formerly a senior vice president at 
AAG, who has come on board as 
vice president of sales – wholesale and 
retail branching. “We are a boutique 
lender helping boutique brokers
become bigger. We have a reputation for helping the rookie 
or novice stepping into the space. If we can get them to 
that three-to-five fundings per month, that’s our wheel-
house and we can encourage them to do more. It goes
beyond having a great income and helping seniors. We 
want our partners to say, ‘That was a really great experi-
ence and I’m willing to commit more time.’”

 In addition to Prieto, Currie 
has also lured Nancy Davidson into 
his shop as vice president of reverse 
operations. She has nearly 30 years of 
forward and reverse mortgage experi-
ence, most recently with South Pacific 
Financial. “Both Adrian and Nancy are 
seasoned reverse mortgage individuals,” 
Currie comments. “We see an oppor-

tunity to expand our platform, and having this kind of 
upper management, I feel, is going to help us get there.”
 Impressively, HighTechLending’s strides forward have 
been set against what many see as a contracting reverse 
mortgage market, due to HUD changes, such as stricter 
financial assessment of applicants and reduced principal 
limits. “The changes have affected seniors and principal 
limits have encumbered what for many is their main asset,” 
Currie says. “It is a smaller marketplace, and we can cater 
to the people who still qualify.”
 Prieto characterizes HTL’s focus as “the second, or 
mid-tier – a huge market, underserved and hugely under-
appreciated. As far as I know, in the last 15 years on the 
wholesale side, I don’t think anyone else has reached out 
as we have. We’re transparent about this. We have existing 
‘anchor tenants,’ and they are precious business assets to 
us. So, we ask, how is it cost-effective to get them leads?” 
HTL’s focus is to allow small and midsize brokers to compete 
effectively against larger originators.

The Bridge continued from page 21

 “Reverse mortgage leads are the most elusive entities in 
this business,” says Currie. “And we’re really committed to 
teaching our branches and brokers how to generate them.”
 “Technology, e-commerce, digital marketing can make 
your head spin,” Prieto concedes. “But we are converting 
brokers to high tech, and our star producers can lean on 
us to provide that service. For example, we can provide a 
marketing guru for social and digital media, as much sup-
port as you need to give more lift to your business, as long 
as your producing with HTL. Our bread and butter is our 
retail branches, but we are providing the same value-added 
services, uniform, across the board, to our internal and
external partners.”
 The marketing assistance involves both coaching and 
an audit of an originator’s website, content generation, 
branding and mobile adaptability. Prieto says he wants 
loan producing partners to know the company can fill in 
wherever they feel they need help.

Support When Challenges Arise
 One of the most valuable resources provided to the star 
producers is when challenges arise, and, in this business, 
Currie acknowledges, “There will be problems from time 
to time. When a deal goes sideways, you need access to
senior management, whether it’s in processing, underwriting 
or funding. When seniors have an issue, whatever it is, we 
have to band together very quickly to solve it.”
 “If there’s an issue with a file, they’re going to come to 
me and we’re going to zero in on the problem and work 
it out,” says Prieto. “The broker is not just a number to us. 
Our account executives know all of our producing brokers by 
name. We say, ‘Hey, pick up the phone and talk to us anytime 
about sales or marketing.’” This accessibility is borne out 
by Currie’s email address and direct phone number being 
published on HTL’s website.
 “In conclusion,” Currie asserts, “success is not just about 
doing one thing. It’s about experience and efficiency in 
processing, underwriting, document production and flow; 
accessibility of senior management; turn time; enhanced 
pricing to be able to compete with any lender; the ability to 
convert forward brokers to the reverse side; assistance, guid-
ance and mentoring to our brokers and branches about how 
to access and utilize reverse mortgage leads; and aggressively 
growing our digital marketing medium. That’s really where 
we’re hanging our hat the next couple of years.” RM

Adrian Prieto

Nancy Davidson
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I WAS REFLECTING THE OTHER DAY ON THE OLD  
saying, “if the only tool in your toolbox is a hammer, then 
every problem looks like a nail,” and specifically, how it 
applies to a reverse mortgage. Reverse mortgages are the 
Swiss army knife of the lending industry. They provide 
a multitude of solutions to our clients. I have found that 
many sales professionals sabotage the viability of the reverse 
mortgage by not taking the time to understand the specific 
needs of the client. In doing so, they limit themselves to a 
singular sales method that simply will not work, essentially 
relying on that one hammer instead of diversifying their 
approach and expanding their tool box. 

Establishing Proper Communication
 Establishing clear communication with your client is 
key to success. You will have to assess the client’s ability to 
comprehend the features of a reverse mortgage and establish 
the clearest method of communication. I find the most useful 
question you can ask is, “What did you do for a living?” 
Not only are you showing interest in their story, but you are 
gaining access to exactly how this individual processes infor-
mation. For example, a retired art teacher is going to expect 
a very different level of explanation than a retired engineer. 
The teacher wants broad concepts, whereas the engineer 
will want to get into the nitty gritty of the program. 
 Similarly, how are these clients speaking to you? Are they 
slow in their delivery and talking softly? Chances are they 
process at the same rate and will need you to speak in a 
similar manner. You can identify these qualities from the initial 
phone conversation and prepare for your meeting, setting 
aside a generous block of time free from the interruptions of 
your cell phone or the next lingering appointment.
 During your meeting, pay attention to their body language. 
As you explain a benefit of the reverse mortgage, are they 
retracting? If so, then they are resistant to what you’ve just 
said. Take time to stop and provide further explanation.

It’s a Swiss Army Knife, 
Not a Hammer  
Responding to client’s various needs
By John Luddy

Clients cannot be beaten over the head by somebody armed 
with product knowledge and a lack of interest in their personal 
story. It pays exponentially to invest in these borrowers as 
individuals, and demonstrate a level of respect and patience 
you might not typically need if you were selling a different 
product. A friend of mine told me that he never bought 
anything from a salesman he did not like. 

Cost vs. Benefits vs. Needs
 Most reverse mortgage clients want to start the conver-
sation with an explanation of the cost. If you talk about 
cost before you explain the benefit, you will not do the 
deal. If you talk about the benefits before you uncover 
their needs, you will not do the deal. Explaining cost at the
beginning, when a client is still a low information borrower, 
is a disaster. You need to find out which tooth hurts before 
you drill. Where does the shoe pinch?

Identifying the Benefits
 Every client has unique needs. So it is imperative to find 
out their financial situation and use the “tool” on the Swiss 
army knife that works for them. As sales professionals, we are 
not in the business of convincing the client, or changing 
their mind. Instead, we are there to provide the necessary 
information to confirm their choice and help them move 
forward. To truly understand the client’s financial needs you 
must ask the right questions. I usually ask, “What  causes you 
to struggle financially?” Then I sit back and truly listen. 
Remember that many of these clients have a diminished 
ability to comprehend complex financial transactions. Do 
not explain benefits the client cannot avail themselves of.  
For example, if the home is worth $200,000 and we are 
going to lend them, $100,000, based on their age and they 
have a $100,000 mortgage, then the borrower is going to 
use all the principal limit at closing. In this case, do not talk 
to them about monthly disbursement of cash. If you do, 
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It’s a Swiss Army Knife, 
Not a Hammer  
Responding to client’s various needs
By John Luddy

you’ve just opened the door for them to say “Well, if I were 
able to get monthly checks I would have gone forward,” 
and the deal is doomed.

Closing the Deal
 I truly believe the best thing you can do in this business 
is to always assume the sale. Personally, I never go into a 
meeting with a client thinking there is a possibility that 
they will not be signing with me. When dealing with couples 
or multiple decision makers, you can assume that prior 
to your arrival they have agreed amongst 
themselves they will not commit to moving 
forward initially. Nothing is worse than 
reaching the end of a great conversation, 
having identified the perfect borrower
that you know will benefit from this 
product, and hearing, “We’ll get back to you.” 
 When faced with this scenario, I ask to excuse myself, 
go out to my car to get them a brochure. By allowing the 
clients time alone, you give them the opportunity to reach 

a new decision to move forward. Once I go back in the 
room, I explain the program one more time. You would be 
surprised how often they decide to get started immediately. 
 When it comes to reverse mortgage sales these borrowers
have called you into their home because they know in their 
heart of hearts they need to do something to rectify their 
financial situation. A successful sales professional will not 
sell them on what they can’t buy or what they cannot avail 
themselves of. Instead, they will listen intently to each
individual, determine their need, explain features that will 

benefit them and leave with the sale. Remember that the 
reverse mortgage is the Swiss army knife of loan products 
and requires a professional with the same diversity of tools 
to sell it. RM

Every client has unique needs. So it is imperative to find 
out their financial situation and use the “tool” on the 
Swiss army knife that works for them.
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Continuing the adventure
By Mark Olshaker

RICH CRIPE WILL TELL YOU THAT WHERE HE AND   
his wife Diane live in Valley Center, CA, is the gateway 
between the San Diego beaches and the tree-covered 
mountains of the Cleveland National Forest. But where 
this adventuresome couple met was in the sandy dunes.
 “A mutual friend introduced us,” Rich recalls. “He said 
he knew a woman in his dune buggy club that I ought to 
meet. We met, drove around, and started our relationship.”
 That was 15 years ago. Both Rich and Diane are native 
Golden Staters – he from the San Diego area and she from 
Mission Hills in the San Fernando Valley. Both had been 
previously married and had grown children when they 
met. Rich has been in the flooring business for nearly half 
a century. After 27 years as a carpet installer in Los Angeles, 
he moved down to this area in North San Diego County 
almost 20 years ago and bought a three-bedroom, two-
bath, country-style stucco house that a friend had built.
 “It’s a fairly small house on a tight lot,” he says. “But 
we have two and a half acres and nice views. It’s a nice, 
quiet spot. But when my friend offered it to me, I told him 
it had to have a three-car garage!”
 The reason soon becomes clear. In addition to their car 
and trailer, the Cripes have five motorcycles between them 
—Yamahas, Suzukis and a BMW—and all the equipment 
that goes with horseback trail riding, scuba diving and the 
other pursuits that keep the two of them active. Securing 
a reverse mortgage on the property provided them the 
“cushion” they needed to live their lives the way they wanted 

to. Just speaking to this couple conveys an unmistakable 
zest for living life to the fullest. When the pet cat makes 
itself known, Rich explains, “We just got back from Mexico 
and it wants our attention.”
 When they met, Diane had worked for 30 years in the 
radiology department of the University of California Irvine 
Medical Center. “I retired when I met Rich,” she says. “It 
was just too far to drive.” Now she raises horses in addition 
to their other interesting and engaging forms of transporta-
tion. “We do trail rides, we go camping. . .”
 “And she got me into scuba diving,” Rich adds. He 
is still employed at age 69, though he says he is trying to 
“back off. I don’t do installations anymore. I’m strictly in 
sales now. But people keep calling, so I still have work.”
 Rich became aware of reverse mortgages through a pro-
fessional connection. “I was in a BNI [Business Network 

Borrower
Chronicles

Rich and Diane Cripe
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International] networking group, where 
we meet, discuss business and give each 
other referrals. I met Christina Harmes, 
who works with her father Scott at C2 Financial Cor-
poration. After talking to her about reverse mortgages, I 
became interested in the program. I was a bit skeptical 
about it; it seemed too good to be true.”
 But with Christina’s help and guidance, Rich researched 
HECMs and decided it was the right course for him and 
Diane. “It’s leading me into retirement,” he says, “allowing 
me to wind down and not be concerned or stressed out to 
meet a mortgage. I like the equity line. We are planning to 
do deck work and some planting around the property.”
 He has high praise for Christina and the way she kept 
on top of the HECM process every step of the way. “She 

is very dedicated to what she’s 
doing. She handled everything 
– all the details. And then Scott 
delivered the paperwork.”
      The HECM has contributed 
to the Cripes’ sense of freedom. 
“We like our vacation lives,” 
Rich comments. While not part 
of a motorcycle club, they often 

ride with two or three friends at a time, and sometimes put 
the bikes on the trailer and take a destination drive.
 “We’ve been to Sturges [site of the huge annual motor-
cycle rally in South Dakota] but we were there about a 
month before the million people showed up. It’s a great 
place to visit and the Black Hills are beautiful.”
 When they’re not motorcycling, trail riding on horse-
back, diving or involved with any of the other pursuits 
that make up their active lifestyle, Rich says that he and 
Diane are content to come back to base. “I do like to do 
yard work, and our property is not high maintenance. And 
it’s always nice to be home.” RM

Borrower
Chronicles
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Toolkits for Members to
Customize and Share with 
Your Business Partners

L E A R N  M O R E  A T
nrmlaonline.org 

NRMLA’s new customizable versions of H4P Toolkits 
that members can distribute to your business contacts.
  
Personalize the front cover with your photo and 
contact information, then add your own testimonials 
to the back page. 
 

Should I Stay Or Should I Go?
   
A consumer toolkit that will help older homeowners 
choose the right home environment as they age.

New Guides from NRMLA

Teach Real Estate Pros
How to Introduce

‘HECM for Purchase’
to Boomers and Older Buyers

Are They in the Right Home?
Help Seniors Explore

Housing Options
to Best Meet Their Needs

Download and Customize:
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Member News

ReverseVision VP Honored With Tech Award
 Wendy Peel, vice president of 

sales and marketing at Reverse-

Vision, was honored with the MBA 

Insights 2018 Tech All-Star Award. 

Peel accepted her award at the Mort-

gage Bankers Association’s Technology 

Solutions Conference & Expo 2018 

in Detroit.

 This is the seventeenth year the MBA has recognized 

outstanding leaders in mortgage technology with its Tech 

All-Star Award. Peel, who was also recently named a Hous-

ingWire Woman of Influence and one of Mortgage Profes-

sional America’s Hot 100, was recognized not only for her 

contributions to ReverseVision’s growth and success as a 

provider of HECM technology, but also for her profound 

impact on the mortgage industry as a whole as a driving 

force behind the “normalization” of HECM loans.

Congratulations New CRMPs
 NRMLA congratulates Chris 

Handy, Richard Pinnell, Christine 

Jensen, Castulo Romero and Clay 

Selland for earning the status of Cer-

tified Reverse Mortgage Professional.

     Chris Handy is a loan officer and 

branch manager with Geneva Fi-

nancial, LLC, based in Sparks, NV. 

Handy became a mortgage branch 

manager in 2002 and has originated 

reverse mortgages since 2005. While 

working for Chase Manhattan Bank, 

he obtained his business degree from Arizona State Uni-

versity and keeps his wits sharp as an active member of 

MENSA.

   Richard Pinnell originates reverse mortgages for Vitek 

Mortgage Group, based in Redding, CA. He became a loan 

Who’s Who in Reverse Mortgages

officer in 2013 after decades in print-

ing, business ownership, sales train-

ing and consulting. In his spare time, 

Pinnell has spent more than 40 years 

volunteering in youth soccer leagues, 

starting as a coach and moving to local 

and state league management.

     Castulo Romero is a sales man-

ager with HomeBridge Financial Ser-

vices, Inc., based in West Hills, CA. 

Before joining Wells Fargo as a reverse 

mortgage area sales manager in 2003, 

Romero served nine years in the U.S. 

Marine Corp Reserves, earned a degree 

in International Law, and later joined the U.S. Army Judge 

Advocate General’s Corps. 

 Based in Arvada, CO, Christine 

Jensen originates reverse mortgages 

for Fairway Independent Mortgage 

and has spent more than 35 years 

in banking and finance, specializing 

in mortgage lending for the past 25 

years. In addition to being a CRMP, 

Jensen is a Certified Mortgage Planning Specialist and a 

Producing Branch Manager.

    A licensed real estate broker and 

Certified Public Accountant, Clay 

Selland founded Signet Mortgage 

Corporation in 2002, where he spe-

cializes in reverse mortgages, home 

renovation loans and traditional 

mortgages. Selland began his financial 

career as a CPA with Arthur Andersen, and he has held senior 

finance and strategy roles with Longs Drug Stores, Cost 

Plus: World Market and several other start-up retailers.

 You can view all 155 CRMPs on NRMLA’s consumer 

site, ReverseMortgage.org, and visit NRMLAonline.org to 

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

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

Celink
People – We are a team of committed and 
ethical reverse mortgage servicing profes-
sionals and subject matter experts.  

Platform – ReverseServ™ is Celink’s proprietary reverse mort-
gage servicing platform.

Process – Celink manages thousands of line of credit requests, 
files hundreds of claims to HUD, and may process between two 
to 5,000 monthly prepayments, foreclosures, due & payables, 
and T&I defaults.

Partners – Celink has long-term and mutually profitable relation-
ships with very reputable names in the reverse mortgage industry.

Passion – Celink is dedicated to its clients, their borrowers, and 
the reverse mortgage industry-at-large.

Contact: Katie Rizzo, Director of Client Relations
517-703-1857 
www.celink.com

Member
Profiles

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

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

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

Contact: Adrian Prieto, VP Wholesale and Branching
888-369-1573 • www.HTLWholesale.com

Profiles of Member Companies

Who’s Who in Reverse Mortgages
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Member
Profiles

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

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

PRC
 Premier Reverse Closings 
(PRC) is a national, full-service, 
reverse mortgage title and 
settlement company that has 
closed more than 175,000
reverse mortgage transactions. PRC is experienced in all facets 
of the reverse business; ranging from teaching CRMP courses
to closing and notary initiatives. PRC is a well-respected
industry partner committed to our clients, our industry and
senior borrowers. 

Yolanda Hensley, Toll-free: 800-542-4113
yhensley@prclosings.com

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

For wholesale opportunities: 
Call 877-820.5314 or visit partners.reversefunding.com
For career opportunities: Email careers@reversefunding.com

Liberty Home Equity Solutions
 For over a decade, Liberty Home 
Equity Solutions, Inc. (Liberty) has been 
committed to helping seniors gain financial 
independence and security through Home 
Equity Conversion Mortgage (HECM) 
loans. Based in Sacramento, CA, Liberty is one of the nation’s 
largest and most experienced lenders, focusing exclusively on 
providing HECM loans to senior clients and wholesale business 
partners. We have helped change the lives of over 51,500 clients, 
and have provided education and lending solutions to over 1,000 
business partners across the U.S.

www.libertyhomeequity.com
For career opportunities call 916-589-1853
For wholesale opportunities call 866-871-1353
   
© 2017 Liberty Home Equity Solutions, Inc.
NMLS # 3313 www.nmlsconsumeraccess.org. For a complete list of licenses, 
visit https://libertyhomeequity.com/licensesnmls/.

Longbridge Financial, LLC
 When you partner with Longbridge, 
your firm will be part of an exclusive 
group of high-quality lenders that do 
business with us. Our approach to the 
business is different; our Gold Program 
includes an industry-leading pricing plan 
that pays for both the drawn and the undrawn portions of the 
HECM ARM loan. This allows you to originate low-draw loans 
that might otherwise be uneconomical, expanding your market 
and better serving the needs of your customers.

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

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

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

Retirement Statistics

$10.6 
In 2016, 55+ residential equity

(primary residence only), accounting for 
67 percent of the $15.8 trillion total equity in

primary residences for all U.S. households.
(Source: Federal Reserve Survey of Consumer Finances)

tr
ill

io
n

45%
of American adults say their savings 

would last three months or less.
(Source: Neighborworks)

22%  
By 2024, the percentage of 

civilians over 55 expected to be
participating in the labor force,

nearly double what the
participation rate was in 1994.

(Source: Bureau of Labor Statistics)

39.2%  
Housing as a share

of annual expenditures (32.9 percent) 
for older households. 
(Source: Bureau of Labor Statistics)

28%
of adult Americans have no 

emergency savings.
(Source: Neighborworks)

$17,000 
Median Social Security income

that provides the bulk (on average 61 percent)
of household income for those 75 and older.

The median income for households
age 75 and older is about $27,000.

(Source: Government Accountability Office)



Serving America’s Seniors with Care Serving America’s Seniors with Care 

Why don’t you join us? Go to nrmlaonline.org

Harlan Accola, Fairway Independent Mortgage
Bruce Anderson, Legacy Mortgage
Mehran Aram, ARAMCO Mortgage
Janine Atamian, Premier Title & Escrow
Craig Barnes, Reverse Mortgage Funding LLC
Clayton Behm, Retirement Funding Solutions
Henrietta, Belcher-Stack, WSFS Bank
Brian Belluomini, Acrobat Mortgage
Fernande Marie Bencze, Alliance Reverse Mortgage
Douglas Bertsch, American Pacific Reverse Mortgage Group
Pamela Boyer, Reverse Mortgage Funding LLC
Jesse Brewer, Resolute Bank
Christopher Bruser, Retirement Funding Solutions
Kyle Buck, American Pacific Reverse Mortgage Group
Randall Buffam, Arrowhead Capital Mortgage
Susan Caffine, Reverse Mortgage Funding LLC
Galen Call, American Pacific Reverse Mortgage Group
Tammy Campanella, Reverse Mortgage Funding LLC
Lance Canada, Victorian Finance, LLC
David Carter, Reverse Mortgage Funding LLC
Robert Paul Charles, The Federal Savings Bank
James Peter Christopoulos, Silex Financial Group
Lyn Coffin, The Mortgage Network, Inc.
Eric Colburn, Alpha Mortgage
Ellen Connors, Shamrock Financial Corp.
Launi Cooper, Retirement Funding Solutions
John Correll, Lineage Lending
Jim Cory, Live Well Financial, Inc.
Jeff Cota, CrossCountry Mortgage, Inc.
Roberto Crespo, Columbus Capital Lending, LLC
David Darling, Premier Home Equity
Randy Davis, Dollar Bank
Jerry Delmato, Retirement Funding Solutions
Phil Dixon, Columbus Capital Lending, LLC
George Downey, Harbor Mortgage Solutions
Jacob Droge, Open Mortgage
Rex Avery Duffin, Sun American Mortgage
Brandy Edwards, Reverse Mortgage Funding LLC
Leonard (Pudge) Erskine, Reverse Mortgage Works
Mark Anthony Erskine, Reverse Mortgage Works
Matthew Evans, Certified Reverse Mortgage
Nancy Everitt, Finance of America Holdings
Richard Fitzpatrick, American Financial Network, Inc.
Jeff Flanery, Cambria Mortgage
Cesar Flores, Reverse Mortgage Funding LLC
Nancy Foster, The Mortgage House, Inc.
Marshall Clayton Gallop, Reverse Mortgage Funding LLC
Greg Gianoplus, Alpha Mortgage Corp.
Jaime Girard, Reverse Mortgage Funding LLC
Dave Gomer, Senior Funding Associates
Phil Goss, Senior Funding Associates

Jill Gromm, Alliance Reverse Mortgage
Michael Gruley, 1st Nations Reverse Mortgage
David Guelff, American Capital Corporation
Tony Guillen, Liberty Home Equity Solutions
Chris Handy, Geneva Financial, LLC
Larry Hanover, Millennium Mortgage Services
Christina Harmes, C2 Financial Corporation
Scott Harmes, C2 Financial Corporation
Jane Harrington, M&T Bank
Susan Haviland, TowneBank Mortgage
David Heilman, Success Mortgage Partners
Melinda Hipp, Open Mortgage
Robert Hogg, Fairway Independent Mortgage
Dan Hultquist, Live Well Financial, Inc.
Robert Charles Jayne, InterContinental Capital Group
Christine Jensen, Fairway Independent Mortgage
Dean Jones, Senior Funding Associates
Karen Keating, Tradition Title
J. Burgess Kegan, Retirement Funding Solutions
Jim King, McGowin-King Mortgage LLC
Brett Kirkpatrick, Harbor Mortgage Solutions
Mace Kochenderfer, New Mexico Reverse Mortgage
Rebecca Koontz, Senior Reverse Mortgage
Kent Kopen, United American Mortgage Corporation
Pat Kubert
John Paul Leer, KleinBank
Shane Lester, Reverse Mortgages of Arkansas
David Levitt, 1st Reverse Mortgage USA
Laurie Libby, American Advisors Group
Tim Linger, HECM Senior Home Financing
Jamie Longe, Liberty Home Equity Solutions
Robin Loomis, NOVA Home Loans
Teresa Maines, CoastalStates Reverse Mortgage
Jon Maiolatesi, Success Mortgage Partners
Hernando Manzano, The Reverse Mortgage Group
Michael Markoff, Nations Lending Corporation
Mario Martirano, American Advisors Group
Daniel Matthews, American Nationwide Mortgage Company
Barbara McIntyre, Reverse Mortgage Funding LLC
Cindy Ann McKeannery, Fairway Independent Mortgage
Michel McKnight, American Pacific Reverse Mortgage Group
Joe McParland, Helping Hands Community Partners
Bruce McPherson, Retirement Funding Solutions
Edward Mendenhall, The Federal Savings Bank
Sue Milligan
Robert Mills, Greenleaf Financial, LLC
Christopher Mollison, On Q Financial, Inc.
Colleen Moore, Golden Equity Mortgage
Lisa Moriello, loanDepot
Bill Nass, Gershman Mortgage
Lisa Nass, Gershman Mortgage

Mary Nelson, V.I.P. Mortgage
Tim Nelson, V.I.P. Mortgage
Greg Newman, Nations Lending Corporation
Vickie Nguyen, Guild Mortgage
Edward O’Connor, FirstBank
Anissa Palmatier, Reverse Mortgage Funding LLC
Alina Passarelli, People’s Home Equity
Beth Paterson, Greenleaf Financial, LLC
Nina Penny, Mohave State Bank
Susan Perry, Capital Funding
Richard Pinnell, Vitek Mortgage Group
Daniel Porter, Mikana Financial
Karen Rayfield, Retirement Funding Solutions
Loren James Riddick, People’s Home Equity
Eric Rittmeyer, Fidelis Mortgage
Rick Rodriguez, Resolute Bank
Teresa Rose, Senior Security Funding
Paul Scheper, Loangevity Mortgage
Jim Schwegman, Liberty Home Equity Solutions
Ken Seal, Neighborhood Mortgage, LLC
Clay Selland, Signet Reverse Mortgage
Bruce Simmons, American Liberty Mortgage, Inc.
Richard Simpao, Lineage Lending
Ellen Skaggs, New American Funding
Sean Skaggs, New American Funding
Glen Smart, NOVA Home Loans
Phil Stevenson, Columbus Capital Lending, LLC
Rick Sweeney, Open Mortgage
Neil Sweren, Atlantic Coast Mortgage
Susan Tamashiro, Platinum Financial, LLC
Malcolm Tennant, Access Reverse Mortgage Corp.
Pamela Tennant, Access Reverse Mortgage Corp.
Peter Tentler, Liberty Home Equity Solutions
David Tourtillott, Homestead Mortgage, LLC
Parker Turk, Sun American Mortgage
Christina Uva, Reverse Mortgage Funding LLC
Alain Valles, Helping Hands Community Partners
George Vrban, Columbus Capital Lending, LLC
Minh Vu, Golden Equity Mortgage
Bonnie Wallace, Citywide Home Loans
Lynn Wertzler, Greenleaf Financial, LLC
Peggy Whalen, Helping Hands Community Partners
Patricia Whitlock, FirstBank
Ken Wieland, TNBANK
Cory Williams, Springwater Capital
Rick Williams, All Reverse Mortgage
Patty Wills, Open Mortgage
Josh Wilson, Senior Mortgage Advisors
Todd Woodcock, Access Reverse Mortgage
Rob Wyatt, Reverse Mortgage Advisors
Jay Zayer, ARAMCO Mortgage

Don't miss out on the business advantages of being a CRMP.
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