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In Reverse

Get Happy
“Clap along if you feel like
happiness is the truth.”
– Pharrell Williams, Happy

YOU MAY BE SURPRISED BY THE COVER FOR THIS

month’s issue. It is not like anything we have ever run before.
The painting was submitted to us by a reverse mortgage borrower. It is a symbol of his new life.
Reading Mark Olshaker’s story about Andy (whose
painting adorns our cover) and Beatrice Hollimon (Borrower
Profiles, p.10) flicked on a lightbulb in my cluttered attic of
a mind: All the talk about “loan of last resort” and “desperation” borrowers over the 27-year history of our product has
tainted reverse mortgages with sadness. I’m sure many people don’t want to be one of those people.
But when you read about the Hollimon’s life journey
(and look at Andy’s other paintings), you can’t help but feel
that the truth about reverse mortgages is they are a product
that creates happiness. Our industry theme song going forward should be Pharrell Williams’ smash hit.
Other things that will make you smile in this issue include Darryl Hicks’ Talking Heads interview ( p. 7) with industry pioneer, Jeff Taylor, who brings a wide historical
perspective to our pages. Jeff has been battling health issues
recently, but we were all happy to see how strong and vibrant
he looked at our recent Eastern Regional meeting.
In this month’s Retirement Prep section, you will also

be delighted with Britany Luth’s lucid step-by-step walk
through of the Credit Report process (p. 21), that is part of
a Financial Assessment presentation made at both of this year’s
regional conferences. And also by Alina Passarelli’s survey of
how CRMPs are preparing clients for Financial Assessment.
And then there’s staff writer Mark Olshaker’s piece,
Truth or Consequences (p. 13), that might temporarily take
some air out of your balloon. Though we would love for
an association magazine to be an upbeat report on good
news, it doesn’t help any of us to keep our heads in the
sand on the not so good. As a crime writer with a deep
understanding of circumventing legality, we asked Mark
to report on two cases brought by the CFPB (and reported
by NRMLA counsel Jim Brodsky at our Eastern Regional
meeting) against companies that utilized advertising
approaches that intentionally mislead consumers. When
criticism of our industry behavior appears in the press, we
receive angry emails from members insulted that we’ve been
wronged. And we consistently respond to the press on this.
But who’s really going to take us seriously if companies
like those covered here continue to lure customers with
deceptive ads?
NRMLA President and CEO Peter Bell also has some
thoughts on this issue (Balanced Viewpoint, p. 5) which he
shares with you when you turn this page.
Oh, well. Think I’ll go listen to Happy.
Marty Bell, Editor
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Scribes

Meet This Month’s Contributors

Darryl Hicks

Mark Olshaker

(Talking Heads, p. 7)
is the Vice President, Communications for

(Truth or Consequences, p. 13
and Borrower Chronicles, p. 10)

NRMLA where he writes our Weekly Report

our staff writer, is a best-selling author

and administers our CRMP program. He

of fiction and non-fiction and an accom-

roots for the Steelers and the Phillies and reads mysteries as he rides

plished researcher in the areas of crime and medicine. Ol-

the Metro to work each morning.

shaker has written 14 books in all, including the New York
Times Number 1 bestseller “Mindhunters” and most recently

Britany Luth

“Law & Disorder” both with former FBI Agent John Douglas.

(How to Review Credit Reports, p. 21)

He has also produced 12 documentary films, the latest being

is the Vice President of Operations for Urban

Who Killed the Lindbergh Baby? for NOVA on PBS. Olshaker

Financial of America overseeing wholesale op-

is a former reporter for the St. Louis Post-Dispatch, who now

erations and underwriting. She has over 10

resides in Washington and has built a large following for his

years of experience in the financial services industry and has her

MindhuntersInc.com crime blog, which argued Amanda

DE underwriting authority. Prior to joining Urban eight years ago,

Knox’s innocence from the getgo.

Luth was the director of a nationwide title company. She holds a
B.S. in business management with a minor in marketing from
Oklahoma State University. When she isn’t working, Britany serves
on the Board for Habitat for Humanity and dances West Coast
Swing competitively.

Alina Passarelli, CRMP
(Preparing Clients for Financial
Assessment, p. 18)
Alina leads the Reverse Mortgage Division at
Marketplace Home Mortgage, LLC in Edina,
MN. Her career in the mortgage industry began as a purchasedriven forward loan officer. She has dedicated the most
recent decade to reverse mortgages, collaborating with
like-minded professionals and supporting her sales
team. Alina enjoys boating and lake activities
with her children, travel and Breaking Bad.
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Balanced
Viewpoint

But it ain’t jazz
By Peter Bell, President of NRMLA
I ENJOY LISTENING TO JAZZ. IN FACT AS I WRITE

nies or individuals enter the market
when they think it’s expedient to do
so, when they think an immediate opportunity to make some loans presents itself, then move on when their
other business expands or when they
recognize that this is not an easy
business to be in. This revolving door
Peter Bell
results in some industry participants
who are not fully versed in the subject matter, not welltrained, and under-informed about the product and its appropriate applications.
What I often hear when I talk to lesser experienced loan
officers is a lot of the “folk lore” that has been passed
around the industry. I hear what I would refer to as “pop

this column, I am aboard a flight to New Orleans, on my
way to the annual Jazz and Heritage Festival down there.
One of the things that I like most about Jazz is its improvisational nature. A musician on the stage in a spotlight
is actually spontaneously creating new art, an interpretation
of a song never played quite like that before, right there in
front of the audience. It is an expression of his or her self.
Through his or her instrument, the musician’s feelings are
being shared.
Improvisation, however, doesn’t generally work in the
business world, particularly in a business that is highly regulated by the government. Improvisation doesn’t mesh well
with compliance. In fact, improvisation might represent
the antithesis of compliance.
In casual conversation with friends,
you might improvise, say what you want,
Improvisation, however, doesn’t generally work in the
say what you feel. But in a conversation
business world, particularly in a business that is highly
about a product like HECMs, you need
regulated by the government.
to control what you say. In our business,
words matter, whether it is in conversation with a prospective client or in advertising.
financial advice,” not entirely accurate information, that
In this issue you will read about actions being taken by
some L.O.s hear from others and start using themselves.
the Consumer Financial Protection Bureau (CFPB) against
Items like telling a prospective borrower that the unused
two companies that were not careful about the words they
balance on their line of credit grows because “it earns inused and now will suffer consequences. We have chosen to
terest.” Or that the heirs will have a year to sell the home
highlight these cases, because it’s useful for reverse mortgage
and repay the loan. Or that the spouse’s name can be put
participants to understand the importance of stating things
back on the title after the loan is closed. You know the type
correctly and the ramifications of failing to do so.
of things that get said. Any properly-educated, experienced
A continual challenge for the reverse mortgage business
individual in this business has heard others say these sorts
has been the easy entry (and exit) into our arena. Compaof things.
Balanced Viewpoint continued on page 9
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Talking
Heads

Founding Chair Reflects on Past 25 Years
Jeff Taylor, Wendover Consulting, Inc.
I MET JEFF TAYLOR IN 1998, AT AN ITALIAN

restaurant in Palm Springs, CA. I was a housing reporter
for National Mortgage News, assigned to cover the first annual meeting of the National Reverse Mortgage Lenders
Association.
Since I was the only reporter covering the event, I was
invited to dinner by NRMLA’s Communications Director
Glenn Petherick for a friendly chat with the association’s
founding chairman.
As Frank Sinatra crooned in the background, Taylor
gave me a crash course in reverse mortgages. He was
adamant that reverse mortgages had considerable growth
potential. Baby Boomers were on the cusp of retirement,
he said, and many of them would need a reverse mortgage
to ensure their retirement security.
Taylor has been involved in FHA’s Home Equity Conversion Mortgage (HECM) program since the very beginning. His company, Wendover Funding, was one of 50
lenders selected in 1989 to participate in the HECM
demonstration program. He would later manage Wells
Fargo’s Senior Products Group and build the bank into the
largest retail reverse mortgage originator in the country
until his retirement in August of 2009.
Taylor has consulted the past couple years but more recently has battled multiple myeloma. Thankfully he appears to be winning the battle. When I saw him in New
York City during the 2015 Eastern Regional Meeting, he
appeared just as cheerful as he did that night 18 years ago.
I sat down with Taylor to talk about the past 25 years
and where he sees the HECM program headed.

By Darryl Hicks
Reverse Mortgage: Tell us about
your earliest years, before you got into
banking.
Jeff Taylor: I grew up in Canton,
OH, served four years in the Air Force,
got married and worked my way through
six years of college as a canine police ofJeff Taylor
ficer in Lincoln, NE. I graduated with a
degree in Education, but ended up in banking. Bankers were
convinced that if you could teach, then you could sell.
RM: What did you do before reverse mortgages?
JT: My first job out of college, I drove around rural Nebraska with my pregnant wife selling the new BankAmericard® Credit Card to small banks. After that I became a sales
representative for Mortgage Guaranty Insurance Corporation, promoting the concept of mortgage insurance to banks,
credit unions, savings and loans and mortgage companies. I
later got recruited by one of the top mortgage companies in
Houston and learned the secondary market side of the business. Fast forward to 1986, that’s when I started Wendover
Funding.
RM: What motivated you to get involved in the HECM
demonstration program?
JT: In 1988-89, HUD announced its demonstration program and selected 50 lenders to make 50 loans by lottery. I
Talking Heads continued on page 8
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Talking
Heads
Talking Heads continued from page 7

brought Ken Austin, our servicing manager, into my office
and said ‘somebody needs to learn how to service these
loans.’ In those days, there was no loan origination system.
The most that people had was DOS computers. There
wasn’t even an online calculator. We came to a meeting in
Washington, D.C. and said to all of the lenders present,
‘we will sub-service your loans for you.’ And that’s how we
got into reverse mortgages. Eventually, we opened a wholesale division and that’s how we grew our portfolio.
RM: You and Jim Mahoney are the reason why NRMLA
exists. How did that come about?
JT: I was very active with the Mortgage Bankers Association in the 1990s and I kept asking them to assign a resource to build a new committee focused on the HECM
product. We knew the business was going to grow, but at
the time it was still small and the MBA had other fish to
fry. At the same time, I served on Fannie Mae’s Housing
Impact Advisory Council and one day I was talking to
Sharon Dworkin Bell, who worked at Fannie Mae. I told
her the reverse mortgage business had the potential to be
huge, but right now we have nobody telling our story. The
lenders aren’t organized and there are 50 of them. She said
my husband Peter is in the association business. She set up
a breakfast meeting the next morning and the rest is history.
I remember on the way home thinking, with the stroke of
a pen, we put a lobbyist in Washington, we have an address
in a prominent location, and our little organization has
come alive. That was exciting. Had we not organized the
lenders, looking at the challenges of the industry today, I
doubt there would be an industry.
RM: Did HUD have a servicing manual, or did you
have to create one from scratch?
JT: FHA had a servicing manual. Pat Glosson from Wendover and others wrote the servicing software in excel initially. Back then, it was pretty basic. You could do that
when there weren’t any loans to service initially. We were
neophytes. We had no idea what was going to occur 25 or
27 years later. Our message to the lenders was, ‘if you do
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everything right and HUD insures the loan, how can you
lose?’ And what we said to the borrower was, ‘this is a winwin situation. If your home goes up in value, you get the
difference between what you owe and what it is worth, and
if it goes down in value, you can walk away.’ We never
thought that they wouldn’t pay their taxes and insurance.
And we never thought there would be a major market meltdown like we had in 2008 and 2009.
RM: Looking back over the past 25 years, what one thing
would you have done differently?
JT: Had I known then what I know now, as the product
was being designed, I would have said we need a life expectancy set aside or some mandatory set-aside to pay for
taxes and insurance. I use my mother as an example. She
got a reverse mortgage through Wendover, paid off a small
mortgage balance with United Bank of Denver, and she was
able to free up $300 a month. I said ‘Mom, United Bank
of Denver has been paying your insurance and taxes, so
you’re going to have to set-aside so much a month out of
that $300 because they will come due. Five years ago, I
spoke with Ed Szymanoski, who was part of the team at
FHA who created the HECM product, and I asked him
if he for one moment thought that borrowers wouldn’t
pay their taxes and insurance. He said ‘I absolutely did
not, because my grandparents always did,’ which I think is
very telling.
RM: You were elected NRMLA’s first Chairman in 1998.
If you had the opportunity to serve again, what would
be your top priority?
JT: I’d want to make sure that everyone is pulling on the
rope at the same time and in the same direction. The message from the organization would be this is the new reverse
mortgage and not everybody can get one. I’d continue promoting the program as a retirement planning tool with financial planners. I’d also reach out to some of the larger
banks and mortgage companies on the forward side and
retell the story with a better result. There is better technolTalking Heads continued on page 9

Talking
Heads
Talking Heads continued from page 8

ogy today, there is sub-servicing, and there is an option to
sell your servicing.
RM: You’ve been a banker for 45 years. Do you think
Wells Fargo and Bank of America will ever get back into
the reverse mortgage business?
JT: Bank products come and go. When the market was
bad for home equity loans, the national banks pretty much
shut down those programs. In my opinion, Wells Fargo was
sensitive to the HECM product’s perception in the marketplace. Add to that, the consternation of trying to get answers from HUD regarding servicing questions, because
Wells Fargo was servicing a portfolio of 125,000 HECMs
at that time. It was unfortunate for our product that these
three kingpins – Wells Fargo, Bank of America and MetLife
– all went to the hinterland. But there was a perception that
the product could be aligned with the debacle of subprime
lending. There is no comparison, but some people perceived it as another subprime crisis in the making, which
ultimately led these banks to leave. There is a silver lining
because I do see a big opportunity with community banks,
and I’ll go one step further and say regional banks, because
they are focused on serving their communities and their retired customers, so this is a natural product.
RM: FHA has done a commendable job reforming the
HECM program to ensure its long-term sustainability.
If you were the FHA Commissioner are there any additional changes you would like to see implemented?
JT: Approve cooperatives for HECM financing. It would
open up a whole new market. I realize that FHA has been
looking at this off and on since 2008, and it may never happen, but that’s my response. There are a lot of cooperative
unit owners who would like to get a reverse mortgage and
can’t. Fannie Mae and Financial Freedom figured it out a
long time ago, so it can be done.
RM: I’m glad to hear that you are recovering from your
illness. How do you plan to spend your remaining years
in the reverse mortgage business?

JT: From time to time, I will be glad to help new lenders
get into the business, but primarily by being on the Board
of Directors at ReverseVision I am staying connected to the
industry through technology. If you think about financial
assessment and what needs to be added to a loan origination software system to make all that happen, it’s incredible.
This industry could never go through a financial assessment
overview without the assistance of technology, not when
you have full and partial life expectancy set-aside and principal limit factors that change constantly. Technology is
paramount and I look forward to lending my voice to that
discussion. RM

Balanced Viewpoint (cont.)
from page 5

We can’t afford this careless chat. The misinformation
or incomplete explanations provided by some industry
carpetbaggers harms us all. It leads to unfortunate results,
including distraught surviving spouses or next of kin, foreclosures, lawsuits, adverse headlines, scrutiny by regulators,
actions by lawmakers. We all pay the price for those that
don’t take the time to learn the right information.
NRMLA created the Certified Reverse Mortgage Professional (CRMP) designation to provide an opportunity
for individuals who are truly committed to this field to
develop and display their knowledge and dedication. Our
cadre of CRMPs now numbers over 100 individuals and
continues to grow every month. Our CRMPs are a front
line in helping our industry disseminate accurate information and dispense useful advice.
If you are concerned about some of the less than stellar
participants who sometimes end up in our field, take a
stand against them. Get yourself fully educated, earn your
CRMP and get out to talk to individual seniors, community groups and civic organizations, local press and opinion-makers, or anyone else who is willing to listen.
The way for us to combat misinformation is to get the
truth out there. We all must be engaged in this effort.
NRMLA is dedicated to leading the way, but your participation and support is necessary for us to succeed. RM
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Borrower
Chronicles

H4P Let Us Retire
10 Years Ahead of Our Plan
By Mark Olshaker

“FOR ABOUT 15 YEARS, WE’D BEEN DREAMING OF

someday retiring to South Florida,” states Andrew Hollimon
from the beautiful home he shares with his wife Beatrice in
Fort Lauderdale. The house has stuccoed walls, ceiling-high
arched windows that flood the interior with light and a tile
roof. It is surrounded by palm trees, evergreens and a Japan-

Beatrice and Andrew Hollimon

ese garden, and the Hollimons achieved this lifestyle they
longed for at least a decade sooner than they thought they
could—thanks to a reverse mortgage.
Andy and Beatrice are both natives of St. Louis, Missouri, where they spent their professional careers. Andy
worked for nearly 40 years in human resources management
for a variety of Fortune 250 companies, including McDonnell Douglas and Anheuser Busch – both headquartered in
St. Louis – Barnes-Jewish Hospital, Home Savings of America and Universal Foods. Always interested in sharing his
own experience and values, near the end of his HR career,
he became an adjunct college instructor at Stevens Institute
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of Business and Arts, eventually going on to head the Business Department.
Beatrice was a child support technician for the State of
Missouri, meaning she made sure that parents met their
child support payment responsibilities, and went after the
ones who didn’t.
“She’s a tough cookie,” Andy comments.
They have been married since 1974 and have a grown
daughter who works in the insurance industry.
“We lived in a small home in St. Louis and paid it off
many years ago,” Andy explains. “And we were looking to
downsize even more. Throughout the years we had grown
to love the tropical climate and environment and were tired
of the cold.” Andy also mentioned that he suffers from severe allergies and began researching areas where they might
be substantially less pronounced.
“South Florida became a major focus for us and we
wanted to be on the Atlantic side. We started vacationing
in Fort Lauderdale about six years ago and found we really
liked it.”
Having retired from teaching and found the area they
wanted to live in, Andy and Beatrice set about figuring out
how to make it happen financially. They didn’t think they
had enough to trade up to the type of house they aspired
to in a resort setting, so they figured that under present
circumstances, they would probably have to work another
10 years or so.
Andy recalls, “We were playing around with how we
were going to pay for it, when we happened to see the Fred
Thompson commercial on television. I had seen it maybe
a hundred times before, but this time we were intrigued
and I thought, ‘Why not check it out?’”
Without any expectations or preconceived notions,
Andy made the call to AAG and said he would like to
know about reverse mortgages. “One of the first things the

Borrower
Chronicles

representative asked me was whether I was considering a
HECM loan for refinancing or purchase. I asked him,
‘What’s the difference?’” When the rep explained the distinctions between a reverse mortgage that would keep the
Hollimons in their home in St. Louis and a HECM for Purchase, Andy realized that it was the latter that would work
best for them.
“As soon as we decided on that, he referred me to the
Purchase Division. There, a man named David Marshall

spent about 45 minutes on the phone educating me on
how it works. He said, ‘Go get a piece of paper and write
this down.’ Actually, I ended up taking about 10 or 11
pages of notes. He walked us through the entire process
and told us exactly what was involved and what to expect.
He went over the advantages and disadvantages. He was
quite frank about it.”
Andy notes that as they went about evaluating their opBorrower Chronicles continued on page 12
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Borrower Chronicles continued from page 11

tions, Beatrice’s “tough cookie” background in government
was put to good use. “She’s very discerning and detail-oriented,” he says. “She looks at financial situations in a very
analytical way.”
The Hollimons ended up talking to Mr. Marshall several times during their decision-making process and found
him helpful each time. “He actually guided us into a price
range we felt comfortable with, without depleting our investments.”
While Andy had already begun transitioning into retirement, Beatrice had intended to keep working. But
knowing that their retirement vision was now well within
their reach, and believing that the real estate market conditions and interest rates were at their most favorable, and
probably would not stay that way for very long, she decided
to retire as well.
Now they are settled in Fort Lauderdale, having sold
the house in St. Louis. “We’re in Palm Beach County,”

Andy notes, “above the hustle and bustle of Miami, but we
can go down there whenever we want, or up to Palm Beach.”
He spends a fair amount of time writing on the Internet and
has taken up oil painting. His canvases are both strikingly
beautiful and thought provoking, ranging in subject matter
from interiors to still lifes, to nature and surrealistic settings.
The obvious talent and professional look belie his assurance
that he has never had a single art lesson.
Beatrice is a voracious reader and finally has time to pursue that pleasure. She also crochets and does complex, thousand-piece jigsaw puzzles, some of which end up framed on
their walls. “And we live on a golf course,” adds Andy. “I
have a feeling she is going to pick up some clubs before me.”
Summing up their reverse mortgage experience, he says,
“Not only did working with AAG to obtain a HECM for
Purchase make it possible for us to retire ten years sooner
than we thought we could, it allowed us to take advantage
of a strong real estate market to buy our dream home.” RM

Searching for more information
on the recent financial assessment changes?
American Advisors Group (AAG) can
help your business stay on top of the
recent financial assessment changes.
AAG also provides marketing and
operations support, product and
sales training and access to high
quality leads.

finan

cial

asse

ssm

ent

Find all the information your business
needs regarding the recent changes
by visiting us at aagwholesale.com.

866-964-1109
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Truth or Consequences
The Cost of Non-Compliance in Advertising
By Mark Olshaker
I HAVE SPENT MUCH OF MY PROFESSIONAL LIFE

writing about criminal justice, a phrase that at first glance
may seem a contradiction in terms. Yet while the words
criminal and justice might appear to be opposites, we all understand that justice is the concept we invoke to try to right
the wrong created by the criminal act – to the extent that
we, as a society, are able.
Though my reporting concentrates on violent crime, I
have found over the years that nonviolent crime – be it an
empty house burglary, a financial swindle or a fraud based
on erroneous information – creates a sense of violation and
vulnerability that is no less acute. Annual estimates of the
monetary losses attached to so-called “white collar crime”
run into the billions of dollars.
And so it is not surprising that the Consumer Financial
Protection Bureau (CFPB) is taking an active stance in its
oversight of reverse mortgage advertising and marketing, as
represented by two recent cases. One fell under UDAAP:
Unfair, Deceptive or Abusive Acts and Practices regarding
reverse mortgage advertising. The other violated Section 8

of the Real Estate Settlement Procedures Act (RESPA).
As the Bureau’s website states: “Under the Dodd-Frank
Act, the CFPB has the authority to take action against institutions violating federal consumer financial laws, including by engaging in unfair, deceptive, or abusive acts or
practices.”
Since 2012, NRMLA has had its own well-publicized
“Dirty Dozen” list of Unethical Advertising Practices (see
sidebar, page 15), which all members are required to study
and avoid.
For more than a century, an ongoing dialogue has existed on the goals and values of penology, and the debate is
cyclical. One set of goals, clearly, relate to punishment and
deterrence. A second is rehabilitation. And a third is simply
warehousing the incorrigible so they can wreak no more
havoc on society. Based on the current societal values and
challenges at any given time, one or the other of these goals
tends to be emphasized.
Depending on the nature of the crime, deterrence and
Truth or Consequences continued on page 15
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Truth or Consequences continued from page 13

rehabilitation have met with only limited success with regard
to violent offenders. They tend not to be what we refer to as
rational actors. If your business is crime, there isn’t much you
can do to change your business model and you are therefore
unlikely to be deterred by the public punishment of one of
your associates. It is merely one of the accepted risks of the
profession.
But with potential white-collar violators, both deterrence
and rehabilitation and/or restitution can be highly effective.
For many individuals contemplating financial or business
fraud, seeing an industry associate hauled off to jail or
slapped with a hefty fine and public censure can help them
“see the light” very quickly. And unlike career criminals, if
your business is business, understanding the possible consequences of illegal practices or shortcuts can be a gamechanger. Those wearing metaphorical white collars, being
invested in the system and their place in society, are generally
considered rational actors and have a status to lose by being
identified as criminals or violators.
Let’s look at two recent examples of the Consumer
Financial Protection Bureau’s seriousness in enforcing its
standards of business practice.
On February 15, CFPB entered a complaint in the U.S.
District Court for the District of Maryland claiming that All
Financial Services, LLC, of Owings Mills, MD, “disseminated deceptive and misleading advertisements for mortgage
credit products in violation of the Mortgage Acts and Practices Rule . . . and sections. . . of the Consumer Financial
Protection Act of 2010.” As NRMLA’s attorney James A.
Brodsky of the Washington law firm Weiner Brodsky Kider
noted at the Eastern Regional Meeting in New York in
March, “An act or practice is deceptive under the CFPA if
(1) there is a misrepresentation or omission of information
that is likely to mislead consumers acting reasonably under
the circumstances, and (2) that information is material to
consumers.”
There are other rules and provisions that AFS allegedly
violated, but the statement above contains the two words that
make up a significant percentage of all case law and legal theory: reasonable and material. The resolution of countless legal
scenarios is based on what a reasonable person would assume
or be expected to do in a given situation. And the test of
whether a given action or case element is relevant and deter-

The NRMLA Dirty Dozen
Unethical Advertising Practices
1. Advertising HECM loan programs as a “Government
Loan” or “Government Benefit,” or the lender’s loan as
HUD or AARP “approved.”
2. Advertising that a failure of a senior to respond will or
may result in the loss of a consumer benefit to which
the consumer is entitled.
3. Advertising exaggerated or misleading benefits [such as
“We (the lender) pay off your loan”], particularly without fairly described related risks.
4. Advertising celebrity testimonials or endorsements
without disclosing the paid nature of the arrangement.
5. Advertising a requirement that another product or service
(such as an annuity) also must be purchased from the
lender in order to obtain a reverse mortgage loan, particularly if such other product or service also does not
provide a bona fide advantage to the consumer.
6. Advertising to a business partner unreasonably high
compensation paid to it by the consumer through
reverse mortgage loan proceeds, even if such compensation clearly and timely is disclosed to the consumer.
7. Advertising, without equally prominent and conspicuous
and accurate explanations and qualifications, that
reverse mortgage loans are “no cost,” or “no fee,” or
“no risk,” or “no expense,” or “require no payments.”
8. Advertising celebrity testimonials or endorsements
that do not reflect the honest opinions and experiences
of endorsers.
9. Advertising that consumers are “pre-approved” or
“pre-qualified” without also fully and clearly disclosing
applicable approval and qualification conditions.
10. Advertising in a misleading way that if a consumer does
not promptly respond, he or she may or will lose or
miss out on a limited opportunity.
11. Advertising using simulated checks or currency.
12. Advertising using HUD or FHA logos or names.

Truth or Consequences continued on page 16
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Following the Ethics Complaint Process

Truth or Consequences continued from page 15

minative is tested by whether it is material to the case; in
other words, would the same outcome have taken place absent that particular element?
According to the CFBP court filing, the fact pattern
was this:
Beginning some time in 2011, All Financial Services
mailed out advertising pieces prepared by its marketing
company that appeared to be official notice letters from
the United States government. In a little over a year, four
versions of these letters were sent out, totaling at least
420,917 copies disseminated.
The envelopes obscured the source of the advertisement
and return address to look like an official government notice.
Some envelopes bore the image in the upper left hand
corner of an eagle clutching a bundle of arrows, strongly
resembling – and apparently trying to seem to be – the
Great Seal of the United States. Next to the eagle, some of
the envelopes displayed the message, “IMPORTANT
DOCUMENT ENCLOSED,” followed by a citation from
the U.S. Code relating to tampering with the mail, and
then warning, “OPEN IMMEDIATELY.” One version
included the text, HECM PROGRAM ELIGIBILITY
NOTICE,” while some bore a heading that read,
“GOVERNMENT ELIGIBILITY NOTICE.”
CFBP submitted four exhibits to the federal court, corresponding to the four forms of the mailing piece. The
complaint states, “On the versions of the advertisement in
the form of Exhibits 1 and 2, the name of the lender only
appears with the preface: “Eligible Lender:” (emphasis in
original) implying that the sender is the government and
it is referring [in what is actually the return address block]
to a third party lender.”
This letter begins: “The U.S. Government has approved
a new mortgage stimulus package for senior homeowners
62 years or older as a result of the Housing & Recovery
Act of 2008 [HERA}.” The letter also tells recipients that
“[y]our assigned program officer can show you how to take
advantage of this program. . .”
Of course, HECM loans have been available since the
early 1990s and neither HUD nor any other government
agency recommends individual companies with which to
do business.
Each of the letters included a “Notice of Expiration,”
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As a NRMLA member, you are vital a participant in
policing the reverse mortgage industry and bringing to the
attention of the Standards & Ethics Committee inappropriate behavior by other reverse mortgage professionals.
Generally complaints focus on misleading advertising, either
direct mail or web site content, that mischaracterizes the
HECM program. Persons wishing to submit a complaint
must use the official complaint form, which can be downloaded from NRMLA’s member web site, nrmlaonline.org.
The complaint form, along with supplemental documentation, can be emailed to ethics@nrmlaonline.org.
All complaints are reviewed by NRMLA staff and the
Standards & Ethics Committee. If the committee agrees that
a violation of the Code of Ethics has occurred, NRMLA staff
sends a letter to the member firm explaining the nature of
the violation(s) and requesting a written response within 10
business days. Violators normally respond right away and
agree to rectify the issue(s) immediately.
The Standards and Ethics Committee has the authority
to impose penalties that include Probation, Suspension or
Termination of membership.
More serious complaints are submitted to authorities,
such as FHA, Federal Trade Commission and state attorneys
general, for further review and follow-up action.
Complaints involving non-members are still reviewed by
the Ethics Committee and if follow-up action is required, the
information is forwarded to the appropriate federal agency.
If you have any questions, please email Darryl Hicks, at
dhicks@dworbell.com.

followed by a date. Some of the versions went on to say,
“As a HUD approved lender, we are authorized to assist
seniors in gaining all the information on the new program
and to help seniors apply prior to the expiration date.”
New program? What new program? Expiration date? What
expiration date?
Each of the four examples also proclaimed, in bold
letters: “There is no monthly payment or repayment
required whatsoever for as long as you or your spouse
live in the home.” There was no mention of insurance or
real estate taxes each borrower must keep up with, nor an
explanation of non-borrowing spouse provisions.
All of these details, CFPB asserted, could lead a reasonable individual to assume or conclude that these letters
Truth or Consequences continued on page 17

Truth or Consequences continued from page 16

came from, and carried the weight of, the United States
Government. And as the complaint asserts, “Whether an
advertisement is from a government agency, and whether
the lender has a special affiliation or relationship with a government agency, is material to a consumer.”
To cap it all off, any person or entity subject to the CFPB
rules is required to keep, and submit if asked, a copy of the
advertisement. AFS stated it did not believe it kept copies.
In the complaint, CFPB is asking the court to:
a. permanently enjoin AFS from committing future
violations and the prohibition against unfair, deceptive, or abusive acts or practices;
b. order disgorgement of ill-gotten revenues by Defendant;
c. impose civil money penalties on Defendant;
d. order Defendants to pay the Bureau’s costs in
connection with prosecuting this action; and
e. award relief as the Court may determine to be just
and proper.
As we can easily see, these alleged violations pretty much
cover the waterfront of NRMLA’s “dirty” dozen prohibited
advertising practices.
The lawsuit is ongoing, and CFPB is pursuing it vigorously.
Around the same time that CFPB filed the complaint
against All Financial Services, Director Richard Cordray
signed a consent order after thoroughly reviewing the advertising practices of NewDay Financial, LLC of Fulton,
Maryland. The Bureau concluded that NewDay had engaged in deceptive acts and practices by failing to disclose
payments it had made to a veteran’s organization in return
for an enthusiastic endorsement of NewDay to its members
and a mailing list of veterans and older Americans. In addition, according to the document, NewDay made payments
to third parties in connection with the marketing of home
loans that constituted illegal payments for referrals of mortgage origination business.
These alleged deceptive acts involved more than 50 million solicitations sent by regular mail and email. NewDay was
named as the veterans’ organization’s “exclusive provider of
home loan programs based on their high standards for service
and the excellent value of their programs,” and the advertising
pieces were identified as coming directly from the organiza-

tion. One piece stated that the organization “chose NewDay
to be our exclusive Reverse Mortgage provider after spending
significant time with the company’s management team and
watching its loan professionals in action.”
Apparently, this was patently untrue.
Both the organization and the broker company NewDay used were paid a fee for each referred individual who
went forward with the loan to the point of completing
counseling. In all, NewDay made more than 3,000 payments to the veterans’ organization and the broker company. The referrals resulted in nearly 400 closed forward
and reverse mortgages.
Again, the violations asserted by CFPB could lead a reasonable person to conclude that the veterans’ organization
had chosen NewDay as its exclusive lender based on merit,
established by due diligence into the lender’s operations and
practices rather than secret payments, and that deception
was material to the individual consumer’s decision to seek
a loan from the company.
CFPB exacted stern measures to settle the case. The
consent order requires NewDay to cease deceptive marketing and endorsement relationships; enter into a compliance,
reporting, training and monitoring program and pay a
$2 million civil fine. The order lasts for five years and allows
CFPB to take additional action if it detects other violations.
As NRMLA President Peter Bell states, “We think nothing is more important for this industry than its reputation
for integrity, which is what we work for every day. That
is why we have a Code of Ethics and Professional Responsibility, a certification program, conferences where we
discuss and share best practices, and a “Dirty Dozen” list of
unethical advertising practices that must be avoided. And
so we fully support the CFPB and all other government
agencies in their monitoring functions and efforts to identify and rigorously deal with any individuals or companies
taking advantage of potential consumers and giving the industry a bad name.”
So the message is clear: Anyone considering trying to
obtain business through deception in advertising or anything
less than accepted best practices is very likely to be found
out, investigated and heavily penalized. And since anyone
who has an established business is likely to be a rational
actor, that ought to be quite sufficient deterrence. RM
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CRMP:

Across the
Kitchen Table

Preparing the HECM Borrower
for Financial Assessment
By Alina Passarelli
SIMILAR TO A PARENT PREPARING TO TRANSITION

a first child from a pacifier or removing training wheels
from their bike, we originators lament, research, learn, prepare for the worst and dread the target date of product or
guideline changes. The changes take place, we fumble
through a few weeks of loose ends and then we collectively
sigh in relief. Change wasn’t nearly as painful as we had
imagined—because we were prepared.
Remember when we braced ourselves for lending and
principle limit changes, or product additions then eliminations, new thresholds, waiting periods and now income
calculations? As Chevy Chase stated on SNL, “It was my
understanding there would be no math.” Well folks, now
we have plenty of math! And we’ll be better for it.
The reverse mortgage industry has successfully prepared
for the most monumental shift in process and qualification
we’ve experienced yet. Financial assessment is here and we
are operationally ready. We now have a safer reverse mortgage product that assures we’re setting our clients up for
success and efficient processes to accomplish that goal.
Now that the systems are in place, how do we successfully sell with this new process and best prepare potential
HECM borrowers for their financial assessment?
Paul Fiore, Executive Vice President of American Advisors Group, stresses, “Sell first, then collect data. We need to
adapt our sales conversation to incorporate the sale while
identifying potential credit challenges and setting [borrower]
expectations correctly. If we start our conversations with the
immediate goal of qualifying the borrower to FA standards,
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we miss an enormous opportunity to learn much of the
same answers through listening to their needs and goals
while building a relationship as well.” Borrower qualification
dialogue gives reverse mortgage originators added credibility
and control, but also more topics to cover. Finding balance
within that conversation to incorporate this new dynamic
will be essential to success.
What I’ve learned from years of experience is that identifying potential credit issues requires listening to the borrowers’ story. Laurie Libby, CRMP and Revere Mortgage
Specialist with Liberty Home Equity states,”This is not really about preparing our potential borrowers for financial
assessment, it’s about preparing us. We need to step up our
game! The responsibility falls on the originator to understand HUD’s goals to assure the borrower will have adequate income or resources to cover their property charges.
Ask the right questions up front during your conversations
and be an active listener. Where’s their pain? Usually you
will know immediately if qualifying will be an issue.”
Laurie also states, “I was formerly a forward loan officer.
Borrower qualification comes naturally to me. I’ve always
felt this piece should be in place to assure we are setting our
borrowers up for future success and for the continued
success of reverse mortgage.”
Until now, our preliminary conversations educated
potential clients on reverse mortgage basics, products and
allocation options. Then discussions focused primarily on
property value and calculations. Although many reverse
Preparing for FA continued on page 19

CRMP:

Across the
Kitchen Table
Preparing for FA continued from page 18

mortgage originators take the time to assess a client’s current vs. post-reverse situation, there has been very little need
for discussion on borrower qualifications. We are further
legitimizing reverse mortgages in the eyes of the borrower
with this discussion. Any homeowner who has applied for
a traditional mortgage in the last decade, is acquainted with
initial conversations surrounding their ability to pay, credit
analysis, required escrows (in our world LESA) and providing supporting documentation. The scrutiny may be
daunting, but the process feels familiar, proactive and lends
to trustworthiness of the product and the originator who’s
prequalifying them. “Prospective applicants would be best
served if they are pre-qualified prior to counseling as a cost
will incur to be counseled. They will also be well informed
of the likelihood of their application being approved,” says
Larry Lau, CRMP and Reverse Mortgage Consultant with
Security 1 Lending. “As originators, we don’t see what happens through the foreclosure process. It isn’t pretty, and we
are not doing the borrower any favors if we are just delaying
the inevitable. In addition, we are doing great harm to our-

selves when the news stories highlight us kicking grandma
out of her house because she couldn’t pay her taxes or insurance,” says Lau.
Financial assessment will further diminish the perception that reverse mortgages are a product of last resort for
only the most destitute homeowners. Until now, the first
step towards commitment has been in the homeowner’s
hands to proceed to counseling, a foreign concept to most
borrowers. To which a client would promptly reply, “Could
you just send me some information?” and often times they
would wait to apply until things were “bad enough” to need
a reverse mortgage. With the new guidelines we now know
that waiting until their financial situation worsens could
absolutely disqualify a borrower who is currently approvable. It is our responsibility to point out there is an approval
process that could knock the “tire kickers” out of the running for a reverse mortgage should they fall on hard times.
A stand-by reverse mortgage makes more sense now than
ever before. “There is a secondary value to FA for those who
Preparing for FA continued on page 20

The superheroes at LRES provide a full range of valuation and REO Asset Management
services for the Reverse Mortgage Industry. They spring into action where others drag their
feet. And behind their cool demeanor burns the ﬁre of a real estate services superhero – highly
knowledgeable, accurate, and empowered to act on your behalf with extraordinary speed.
For an unassailable real estate services partner you can count on nationwide, contact one
of the superheroes from the LRES Team: 800.531.5737 or email sales@LRES.com

800.531.LRES (5737) ext. 157 ∆ www.LRES.com
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Preparing for FA continued from page 19

feel they don’t need a reverse mortgage,” says Paul Fiore of
AAG. “By walking a borrower through their credit report,
income analysis and benefit summary—showing them
where they are today and how a reverse mortgage may have
an immediate or future impact on their future goals, you’re
empowering them to prepare for the future even if they’re
not destitute today.”
When a borrower chooses to apply for a reverse mortgage, we should already have a good idea if they’re going to
have any challenges passing financial assessment or a potential LESA. As Laurie Libby stated, “be an active listener.”
We should be prepared to collect supporting documentation and penned explanations of untimely payments or extenuating circumstances. As part of a good preparedness
plan for our borrowers, we should also be setting realistic
timelines and creating efficiency by having these items
upon initial submission to underwriting.
Last, early statistics show that most reverse mortgage
applicants will still qualify under financial assessment. But
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we’re a compassionate group who prides ourselves on doing
good things for others. Delivering news to a senior who did
not qualify for a reverse mortgage is easier if you have alternative resources or professionals for them to contact for
assistance. It’s a great time to create a list (if you haven’t already) of senior housing and financial resources within your
state and local municipalities.
Originator preparedness for a new, more intelligent and
in-depth sale will best prepare our borrowers for financial
assessment. While experiencing the evolution of reverse
mortgage, we’ve realized that some of the most dreaded
changes have led to further safety for our borrowers, viability of the product and credibility to our craft. Our willingness to support these changes, expand our knowledge and
retool our sell continues to set us apart and deepen our position as a true resource for reverse mortgage borrowers,
their families and their trusted advisors. The consensus
from this sampling of CRMPs is that our borrowers will be
prepared for financial assessment if we are. RM
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How to Review a Credit Report
A step-by-step walk through the process
By Britany Luth

FOR MOST OF US, REVIEWING A CREDIT REPORT TODAY MEANS SKIMMING THROUGH TO SEE WHAT

mortgages the borrower has outstanding and if they have any federal debts or bankruptcies that need to be addressed.
With the introduction of Financial Assessment, the way we review credit will substantially change. We now have to
review the entire report in-depth to determine the borrower’s history of paying their credit obligations in a timely
manner. In this article, we will walk you through what you need to know about reviewing a credit report under the new
Financial Assessment guidelines.

The Basics
First, the basics – confirm the borrower’s name, social security number, DOB and current address match the documentation provided in the file. If this is incorrect, make corrections to the credit report.

Confirm all three repositories were able to be pulled for the borrower under the correct social security number.

✓ The credit report must be run for all three repositories. However, only two repositories must actually report
information on the borrower.

✓ Credit scores must be included with the order, but if the borrower does not have enough credit history to be
scored, that is acceptable for traditional transactions. HECM for Purchase transactions require non-traditional
credit be developed.

Credit Report continued on page 22
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Credit Report continued from page 21

The Credit Summary
Next, skip to the credit summary section of the credit report for a quick overview of the borrower’s credit situation.
Depending on your credit provider, this section may be at the beginning or end of your credit report. It will tell you nearly
everything you need to know to determine whether the borrower has satisfactory credit.
Satisfactory credit is defined in the Financial Assessment and Property Charge Guide (“Guide”) as:
• All housing payments and installment debt have been paid on time for the past 12 months and the borrower has
not had more than 2 x 30 day late payments in the past 24 months.
• No major derogatory credit on revolving accounts in the past 12 months. Major derogatory credit is defined as more
than 1 x 90 day or 2 x 60 day late payments.
Example 1

This borrower:
• Does not have any mortgage or installment late payments.
• Has had 2 X 30 day late payments on revolving debt but no 60 or 90 day late payments.
• Has no public records, collections, charge offs or bankruptcies.
Based on the definition from the Guide, this borrower has satisfactory credit; however, you will want to review the individual
trade lines to confirm.
Example 2

This borrower:
• Has numerous 30, 60, and 90 days late payments on mortgage, installment and revolving debts.
• Has numerous collection and charge off accounts.
• Has 2 credit inquiries indicating he/she may be trying to obtain new credit.
Review these trade lines to determine how long ago these late payments were made.
Credit Report continued on page 24
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Serving America’s Seniors with Care
Harlon Accola, Fairway Independent Mortgage Corporation, Marshfield, WI
Bruce Anderson, Ameriplex Mortgage, Albuquerque, NM
Tim Anderson, Responsible Reverse Mortgage, Inc., Fernandina Beach, FL
Mehran Aram, ARAMCO Mortgage, Inc., Carlsbad, CA
Janine Atamian, Premier Title & Escrow, Providence, RI
Todd Ausherman, Live Well Financial, Inc., San Diego, CA
Craig Barnes, Reverse Mortgage Funding, New Windsor, NY
Clayton Behm, Security 1 Lending, Fullerton, CA
Henrietta Belcher-Stack, WSFS Bank, Millsboro, DE
Brian Belluomini, Acrobat Financial Group, LLC, Scottsdale, AZ
Galen Call, American Pacific Reverse Mortgage Group, Monterey, CA
Lance Canada, Homestead Funding Corp., Raleigh, NC
Eric Christensen, Access Reverse Mortgage Corporation, St. Petersburg, FL
Mark Clark, North American Savings Bank, Kansas City, MO
Madelyn “Lyn” Coffin, The Mortgage Network, Inc., Concord, NH
Ellen Connors, Direct Finance Corporation, Hanover, MA
Angella Conrard, iReverse Home Loans, LLC, San Clemente, CA
Jim Cory, Live Well Financial, Inc., San Diego, CA
Roberto Crespo, PS Financial Services, LLC, Coral Gables, FL
David Darling, Premier Home Equity, San Diego, CA
Randy Davis, Dollar Bank, FSB, Bethel Park, PA
Jerry Delmato, Security 1 Lending, serving Connecticut
George Downey, Harbor Mortgage Solutions, Braintree, MA
Brandy Edwards, Liberty Home Equity Solutions, Irvine, CA
Mark Anthony Erskine, Banc of California NA, Beverly Hills, CA
Nancy Everitt, Reverse Mortgage Solutions, Mission Viejo, CA
Carolyn Fields, 1st Financial Reverse Mortgages, The Villages, FL
Nancy Foster, The Mortgage House, Inc., San Luis Obispo, CA
Marshall Clayton Gallop, Reverse Mortgage Funding, Jacksonville Beach, FL
Pamela Gasser, Gershman Mortgage, St. Louis, MO
Jaime Girard, Reverse Mortgage Funding, Melville, NY
Dave Gomer, Senior Funding Associates, Calabasas, CA
Philip Goss, Senior Funding Associates, Glendora, CA
Mike Gruley, 1st Financial Reverse Mortgages, Plymouth, MI
Larry Hanover, Universal Lending Corp., Mt. Prospect, IL
Jane Harrington, M&T Bank, Buffalo, NY
Sue Haviland, iReverse Home Loans, LLC., Jarrettsville, MD
David Heilman, Franklin Funding Reverse Mortgages, Charleston, SC
Teresa Herron, Homeowners Reverse Mortgage Center, Hickory, NC
Melinda Hipp, VanDyk Mortgage, San Antonio, TX
Dan Hultquist, Open Mortgage, Douglasville, GA
Song Hutchins, Asian-American Homeownership Counseling, Rockville, MD
Robert Charles Jayne, Vanguard Funding LLC, Garden City, NY
Dean Jones, Senior Funding Associates, San Diego, CA
Karen Keating, Tradition Title, Inc., Bay Shore, NY
J. Burgess Kegan, Security 1 Lending, Easton, MD
James A. King, McGowin-King Mortgage LLC, Birmingham, AL
Brett Kirkpatrick, Harbor Mortgage Solutions, Braintree, MA
Mace Kochenderfer, A New Mexico Reverse Mortgage, Albuquerque, NM
Rebecca Koontz, Frost Mortgage Banking Group, Albuquerque, NM
Pat Kubert, Reverse Mortgage Solutions, Canton, MI
Larry Lau, Security 1 Lending, Honolulu, HI

Shane Lester, Reverse Mortgages of Arkansas, Little Rock, AR
David Levitt, Circle Mortgage Corporation, Hollywood, FL
Laurie Libby, Liberty Home Equity Solutions, Newport Beach, CA
Tim Linger, 1-866-REVERSE Mortgage, Orlando, FL
Jonathan Michael Maiolatesi, 1st Financial Reverse Mortgages, Plymouth, MI
Michael Markoff, Nations Lending Corporation, Marlton, N
Mario Martirano, Agency for Consumer Equity Mortgages., Elmsford, NY
Daniel Matthews, Direct Finance Corp., Norwell, MA
Michel McKnight, American Pacific Reverse Mortgage Group, Citrus Heights, CA
Joe McParland, Direct Finance Corp., Norwell, MA
Bruce McPherson, Security 1 Lending, San Diego, CA
Pete Mendenhall, North American Savings Bank, Kansas City, MO
Tony Miller, Credit Union Mortgage Association, Inc., Fairfax, VA
Sue Milligan, Alpha Mortgage, LLC, Metairie, LA
Robert Mills, Greenleaf Financial LLC, Portland, OR
Colleen Moore, Golden Equity Mortgage, San Diego, CA
Lisa Moriello, Mortgage Master, Inc., Fairfield, CT
Roberto Nascimento, Arlington Financial Corp., Yonkers, NY
Lisa Nass, Gershman Mortgage, Clayton, MO
Tim Nelson, V.I.P. Mortgage, Inc., Scottsdale, AZ
Greg Newman, Nations Lending Corporation, Marlton, NJ
Vickie Nguyen, HighTechLending, Inc., San Diego, CA
Edward O’Connor, FirstBank Mortgage Partners, West Babylon, NY
Anissa Palmatier, Liberty Home Equity Solutions, Danvers, IL
Alina Passarelli, Marketplace Home Mortgage, Edina, MN
Beth Paterson, Greenleaf Financial, St. Paul, MN
William Pisani, Jet Direct Funding Corp., Bay Shore, NY
Daniel Porter, Mikana Financial, Wailuku, HI
Karen Rayfield, Security 1 Lending, Virginia Beach, VA
Mark Reeve, Plaza Home Mortgage, Inc., San Diego, CA
Eric Rittmeyer, Fidelis Mortgage, Baltimore, MD
Teresa Rose, Senior Security Funding, Sydney, OH
Ken Seal, Neighborhood Mortgage, LLC, Bellingham, WA
Donnell Secrease, Liberty Home Equity Solutions, Sacramento, CA
Richard Simpao, Lineage Lending, Carlsbad, CA
Glen Smart, NOVA Home Loans, Tucson, AZ
Philip Stevenson, PS Financial Services, LLC, Miami, FL
Rick Sweeney, Open Mortgage, LLC, Incline Vilage, NV
Neil Sweren, Southern Trust Mortgage, Owings Mills, MD
Malcolm S. Tennant, Access Reverse Mortgage Corporation, St. Petersburg, FL
Pamela Tennant, Access Reverse Mortgage Corporation, St. Petersburg, FL
David Tourtillot, Homestead Mortgage, LLC, Hanover, MA
Parker Turk, Sun American Mortgage Company, Mesa, AZ
Alain Valles, Direct Finance Corporation, Hanover, MA
Bonnie Wallace, Citywide Home Loans, CHL Mortgage, Provo, UT
Lynn Wertzler, Greenleaf Financial, LLC, Portland, OR
Peggy Whalen, Direct Finance Corporation, Hanover, MA
Patricia Whitlock-Stephanides, GuardHill Financial Corp., New York, NY
Patricia Wills, Retirement Life Funding, Silver Spring, MD
Larry Wolf, Homestead Funding Corp., Marlton, NJ
Jay Zayer, ARAMCO Mortgage, Inc., Carlsbad, CA

Why don’t you join us? Go to nrmlaonline.org
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Credit Report continued from page 22

The Trade lines
Each trade line will report the credit limit, current balance, monthly payment amount, and payment history. You will
review the account type for each credit account to determine what the Guide allows for late payments.
Example 1

This borrower had two 30 day late payments but no 60 or 90 day late payments. Therefore, this trade line would be considered acceptable.
Example 2

This borrower had numerous 90 day late payments over the last 24 months. The payment pattern indicates they have had
a rolling 90+ day payment, the account is past due $29,406, and the credit grantor has charged off the account. This account would be considered derogatory credit. The borrower should be questioned about any extenuating circumstances
that led to these late payments; however, it is unlikely that the borrower would have extenuating circumstances that covered
this length of a period of time.

Credit Report continued on page 26
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Ask us about our new HIGHER LTVs FOR BORROWERS!

Slide into HomeSafe with the

Nation’s #1 Wholesale Lender
Hit a grand slam for your borrower with HomeSafe, a powerful jumbo reverse
mortgage, exclusively from Urban Financial of America, LLC (UFA). Urban is the
nation’s #1 Wholesale Lender for four consecutive years.
• Loan amounts up to $2.25 million
• No initial disbursement limitation
• Condos appraised at $500,000 or more do not require FHA approval
• Fixed rate, lump-sum draw
Our championship Business Development
Team is on deck to serve you!
Call 855-77-URBAN (855-778-7226)
www.ufawholesale.com/Homesafe

®

*Since December 2011. Based on trailing 12 months’ endorsement volume. Source: Reverse Market Insight.
UFA’s HomeSafe reverse mortgage is a proprietary product of Urban Financial of America, LLC, and is not affiliated with the Home Equity Conversion Mortgage (HECM) program. Currently available in AZ, CA, CO, FL, HI, NJ and TX. For
business and professional use only. Not for consumer distribution. NMLS #2285 (www.nmlsconsumeraccess.org); Corporate Office: 8909 South Yale Avenue, Tulsa, OK 74137. Not all products and options are available in all states.
Terms subject to change without notice. ©2015 Urban Financial of America, LLC. All Rights Reserved. CALIFORNIA BUSINESS NAME: URBAN FINANCIAL GROUP OF AMERICA, LLC. NEBRASKA BUSINESS NAME: REVERSE IT! LLC
UFA 185 [Exp 2/2016]
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Credit Report continued from page 24

Public Records
All credit reports should have a separate section for any public records, such as tax liens, bankruptcies, etc. Review the public
record section to determine the type of public record present and if it is still open or not. If none are indicated, nothing further
is needed:

If there are public records indicated, such as in the below example, follow the Guide to determine the requirements.

Credit Inquiries
Review the inquiries section to determine any inquiries the borrower has made in the past 90 days. The borrower will need to
provide an explanation for any reflected inquiries since they may have resulted in new credit trade lines that are not yet reflected
on the credit report.

Fraud Messages
Review the fraud section to confirm OFAC was pulled against all borrowers and there are no fraud alerts.
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This section reflects normal alerts. OFAC for the borrower is clear and the borrower’s social security number was issued in
Pennsylvania between 1958 and 1961.

Repositories
Review the repositories section to confirm that at least two repositories returned credit history on the borrower. Also confirm
that the borrower’s information is reflected correctly for each repository.
This section also shows the borrower’s prior addresses which will give an indication of where the borrower has reported their
primary address when opening prior lines of credit.

Helpful Hints
It is helpful to keep the Financial Assessment Worksheet (example provided in the Guide) when you are reviewing credit, so
that you can track any derogatory credit that might need to be explained. For any derogatory credit noted, it is best to obtain
an explanation from the borrower as soon as possible and submit that explanation and any supporting documentation to the
lender/underwriter with the file, so the underwriter has a complete picture of the borrower’s situation. Make sure that any explanations given make sense and coincide with the timeline of the derogatory credit. For example, if the borrower advises that
his or her spouse passed away last March and the derogatory credit started this year, that timeline does not coincide and likely
would not be considered extenuating.
The more information you submit with your file, the cleaner your approval will be! RM
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News from NRMLA and Beyond
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Who’s Who in Reverse Mortgages
Member News
CRMP Approved As Legal Education Resource
Ed O’Connor, CRMP, Sales and Marketing Manager in the HECM
Division of FirstBank, was approved as a continuing legal education
resource in New York. Ed received approval from New York State’s
Bar Association to offer a class on reverse mortgages for attorneys to
earn CLE (Continuing Legal Education) credits. O’Connor’s course will
grant three of these credits, helping attorneys achieve their bi-annual 24
credit requirement.
O’Connor was one of the first people to attain the Certified Reverse
Mortgage Professional designation back in 2010. Prior to FirstBank, he
was the President of Advanced Funding Solutions Inc. He has been involved in the financial services industry for over 30 years, initially starting
as a loan officer and then product manager for Chase Manhattan Bank.

ReverseVision Adds New Operations Team
ReverseVision has added a new operations team that will be focused
exclusively on product operations, system monitoring, capacity planning,
backup, recovery, hosting management and product release.
Leading the team, and joining ReverseVision, will be Tim O’Neal as
VP Operations. O’Neal’s experience includes such roles as AVP Infrastructure & Platform Operations at Bridgepoint Education, Director Operations
& Enterprise Infrastructure at Intuit and VP eCommerce at New Century
Mortgage. In these roles he dramatically increased availability of clientfacing systems to meet targets of 99.9% and higher for all key systems,
implemented cloud strategy to compliment growth and managed the
implementation of datacenters to increase capacity and provide for
24/7 operations.
ReverseVision also welcomes new-hire David Perkins, who recently

worked for Atlas REO, a repossessed property management Software as a
Service (SaaS) company. He has an extensive background in enterprise technology platforms, achieving scale and growth, implementing secure banking standards and ops procedures for 7x24 mission critical systems.

Bignell Joins Open Mortgage As VP of Recruiting
Open Mortgage recently hired JoAnna Bignell to lead its recruiting
efforts in the Retail and Reverse Mortgage space.
“JoAnna’s breadth of experience and history of recruiting top talent
for leading companies in the Reverse Retail space will add tremendous
value to Open Mortgage’s retail division,” states Vice President of
Sales Peter Kallodaychsak. Bignell brings over 20 years of expertise in
recruiting and most recently served as the National Recruiting Director at
Security 1 Lending.

Kennedy Joins RMF as Southeast Regional Manager
Reverse Mortgage Funding LLC announced that Laura Bihuniak
Kennedy has joined the company as Southeast Regional Account Manager,
a position that supports RMF’s third-party origination (TPO) sales channel. Ms. Kennedy will report to National Sales Leader Mark O’Neil.
Ms. Kennedy brings to RMF 14 years of mortgage experience, with
eight years dedicated to reverse mortgages including servicing, origination,
processing, training, and operations. Most recently, she was Regional Production Manager at Reverse Mortgage Solutions in Atlanta, where she was
responsible for new business development and for calling on existing reverse
mortgage brokers and lenders.
Prior to that, Ms. Kennedy was Wholesale National Account Manager
with Generation Mortgage Company.

Profiles of NRMLA Member Companies
American Advisors Group (AAG)

American Advisors Group
(AAG) is the nation’s leader in reverse mortgage lending, licensed to
operate in 48 states. The company,
founded in 2004 by CEO Reza Jahangiri, is headquartered in Orange, CA.
We are dedicated to helping American seniors leverage their home equity
as an asset to help fund retirement.
AAG holds an A+ rating by the Better Business Bureau, has a 96%
customer satisfaction rating and is a member of the National Reverse
Mortgage Lenders Association (NRMLA). Jahangiri serves as the association’s Vice Chairman and co-chairs NRMLA’s policy committee.

To learn more about American Advisors Group,
please visit aag.com.

Celink

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

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

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

www.libertyhomeequity.com
For career opportunities call (916) 384-1853
For wholesale opportunities call (866) 871-1353
© 2015 Liberty Home Equity Solutions, Inc.
NMLS # 3313 www.nmlsconsumeracces.org. For a complete list of licenses,
visit www.libertyhomeequity.com/licensesnmls

LRES

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

Brittany Hurd, 714-872-5872, bhurd@lres.com • www.lres.com

National Field Representatives

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

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

Reverse Mortgage Solutions, Inc. (RMS)

RMS is a full service partner offering loan
origination services, servicing, securitization and
REO asset management solutions. Since forming
in 2007, RMS has built its business through
strong partnerships with Wholesale, Correspondent and Aggregation lenders nationwide. We understand our success is
because of our valuable Partners. We’d welcome any opportunity to support your reverse mortgage lending needs.
RMS is a Walter Investment Management company, #1 in HMBS
issuance and rated “Strong” by Standard and Poor’s. We’re a proud member of NRMLA and an advocate of the reverse mortgage industry. NMLS
ID 107636.

Contact: RMS Wholesale Team • Phone: 866-571-8213
E-mail: Pat.Kubert@rmsnav.com • www.rmsnav.com

Reverse Vision

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

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

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

Urban Financial of America (UFA)

Urban Financial of America, LLC (UFA)
is a retail and wholesale lender specializing in
reverse mortgages, and ranks among the top
originators in the United States. UFA is licensed in most states and Puerto Rico. Our
company acts as a direct originator and purchaser of whole loans through our third-party originator channel, and
is one of the largest issuers of GNMA securities.
Our core values guide our business practices; client focus,
integrity, teamwork, respect for each individual, innovation and responsible citizenship. Every day, we are setting the industry standard for client
experience, company culture, and financial performance through
responsible lending.

Retail: www.ufareverse.com • Wholesale: www.ufawholesale.com
Career Opportunities: (888) 622-2073 or recruiting@ufareverse.com
Wholesale Division: Jonathan Scarpati, VP
jscarpati@ufareverse.com or 516-445-9465
Sherry Apanay, Chief Sales Officer
sapanay@ufareverse.com or (855)-77-URBAN
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HMBS Issuer Concentration
FY 2014 HMBS Issuance

FY 2015 Issuer
Concentrations
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Save the Date

NRMLA

Annual Meeting
& Expo

November 16-18, 2015
The Palace Hotel
San Francisco, CA

For more information visit nrmlaonline.org

Reverse Loans. One Platform. All Connected.
ReverseVision is the only tool you need to be successful.
Fully-integrated solution spanning loan life cycle
Financial Assessment compliant within RV Exchange
Optimized for retail, wholesale and correspondent channels
No license fee for third-party originators
Integrated workflow connects back office with originators
Compliant docs configured for your business needs
Ship and purchase closed loans collaboratively with investors

Now is the time for HECMs.
Over 25 million potential borrowers are waiting
Financial Assessment (FA) strengthens loan quality
HECMs can be used to purchase a new home
HECMs are FHA-insured loan programs
Financial Planners recognize HECMs as a viable retirement option
WWW.REVERSEVISION.COM | CONNECT@REVERSEVISION.COM | 858-433-4970

