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do an instant preliminary assessment of a customer’s eligibility for a reverse mortgage.
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Conditions fire as data is entered
Automatically and intuitively applies
compensating factors
Helps reduce loan cycle times
User-friendly dashboard, optimized
for multiple devices

To find out how to put RMF’s proprietary cutting-edge technology
to work for your business, contact 877.820.5314
or visit Partners.Reversefunding.com/Tango
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Meet This Month’s Contributors

Marty Bell (In Reverse, p. 3) is the editor of Reverse Mortgage and
Tax Credit Advisor magazines, the senior vice president, Communications & Marketing at NRMLA and the executive director of the
National Aging in Place Council.
Jessica Guerin (A Mother-Daughter Decision, p. 13) is the editorin-chief of The Reverse Review and has written extensively about
the reverse mortgage industry for the past six years. She has a
master’s degree in journalism from Northwestern University and a
B.S. in journalism from Boston University.
Darryl Hicks (Talking Heads, p. 10) is the vice president,
Communications for NRMLA, where he writes our Weekly
Report and administers our CRMP program. He roots for the
Steelers and the Phillies and reads mysteries as he rides the
Metro to work each morning.
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Krystal Lilly (Borrower Chronicles, p. 22) is a lead settlement officer
with Allegiant Reverse Services. Lilly started her reverse mortgage
title and settlement career in April 2004 and has worked exclusively
in reverse since that time. Lilly and her team have closed over 15,000
reverse mortgage transactions over the past 13 years and consistently
closes high volume with the industry’s largest lenders.
Mark Olshaker (Lending to Women, p. 16 and Recruiting Women,
p. 20), our staff writer, is a best-selling author of fiction and nonfiction and an accomplished researcher in the areas of crime and
medicine. Olshaker has written 15 books in all, including the New
York Times Number 1 bestseller Mindhunter and most recently Law
& Disorder, both with former FBI Agent John Douglas. He has also
produced many documentary films, the latest being Who Killed the
Lindbergh Baby? for NOVA on PBS. Olshaker is a former reporter
for the St. Louis Post-Dispatch, who now resides in Washington and
has built a large following for his MindhuntersInc.com crime blog,
which argued Amanda Knox’s innocence from the get go. His latest
book is Deadliest Enemy: Our War Against Killer Germs, with
Dr. Michael Osterholm and recently published by Little Brown.
Jenny Werwa (Balanced Viewpoint, p. 5) is the director of Public
Relations for NRMLA where she works to promote the efficacy of
reverse mortgages to the media and consumers. Werwa has lived in
the DC area since the 90s and considers herself a Washingtonian,
albeit with a slight New Jersey accent. RM

In Reverse

Woke About Women
IT WAS THE LAST SESSION OF THIS YEAR’S WESTERN

Regional meeting in Huntington Beach, that point in a
conference when some attendees are thinking more about
getting home than getting HECMs. Sometimes the room is
as empty as a ballpark of cellar dwellers at this point, which
is a shame since attendees can be missing strong content.
But this room was full. Jenny Werwa, our public relations
guru, took the stage with three other women—Anneta
Pope of PRC, Renee Konstantine of C2 Financial and
Jennifer Jank, a financial planner. Their topic was Silver
Divorce, how home equity could support women who are
alone in retirement. And as they began to speak, I was
immediately captivated. This was not like any panel
discussion I had ever heard at a NRMLA conference. There
was no usual business jargon or arguments defending
reverse mortgages against the mean world. Instead, there
was a sense of honesty about facing life’s hurdles, assuming
to be on your own, planning to support yourself through
aging, making smart choices. Instead of being on the outside lookingin at borrowers, we were on the inside looking
at women’s concerns.
As a man, I often wonder about what women discuss
when they are together without men listening. As a boy,
the girls gather in one group in the schoolyard at recess
and the guys in another. As a young teenager at school
dances, the evening begins with the coeds comingling
on one side of the room and the dudes on the other. In
college, there are walls protecting the sororities from the
fraternities. We are separated by tradition, by history,
perhaps by choice.

Most men believe that women have more intimate
conversations than we do. Without macho, jockism, ego,
they can express honesty, vulnerability, fear. That’s what I
heard at this conference session. In contemporary lingo, I
was woke.
This issue of Reverse Mortgage magazine is inspired
by that panel and what I felt sitting in that room at the
Hyatt Regency. I asked myself, if women talk to each other
differently than they talk to men or than we talk to each
other, what does that mean for explaining reverse mortgages? Our product is, after all, an intimate one: it can
require a discussion of personal finances, expectations, hopes,
fears, needs. This is not like buying tonight’s dinner or a
new cell phone. And so I decided it might be of value to
our industry to look at borrowing from the point of view
of women who, by choice or by events, are forced to make
the decisions alone. What are their needs? What do they
need to hear? Who will they turn to for advice? How is this
process different from lending to a man alone or a couple?
In acknowledgement of an issue devoted to women,
Peter Bell graciously stepped aside from his column this
time out so that Jenny Werwa, our director of public
relations, could voice her “Balanced Viewpoint.”
Also, in this issue you will find a report on the National
Aging in Place Council’s 2017 annual meeting which
focused on organizing communities to make accessing
services easier for older adults and their children. Included
is a plan for creating Aging in Place Centers in communities
or what I like to describe as local “department stores” for
aging services.
Marty Bell, Editor
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When you’re looking for
the winning combination
to grow your reverse
mortgage business, bank
on Finance of America
Reverse LLC (FAR).
FAR continues to consistently
serve your needs by setting new
standards in an ever-changing
industry.
Welcome to FAR’s Improved
HomeSafe® Jumbo
» Higher LTV’s
» Lower Rate
» Flexible Options
Choose FAR as your partner
and you’ll have the resources
and support of the industry’s
constantly evolving, number one
wholesale lender.

(877) 658-7226
www.FARwholesale.com

*Since December 2011, formerly known as Urban Financial of America, LLC. Based on trailing 12 months’ endorsement volume. Source: Reverse Market Insight.
For business and professional use only. Not for consumer distribution. This material is not from HUD or FHA and has not been approved by HUD or any government agency.
HomeSafe is currently available in AZ, CA, CO, CT, DC, FL, HI, IL, LA, NJ, OR, PA, RI, SC, TX, VA, and WA.
©2017 Finance of America Reverse LLC is licensed in 49 states and D.C. not available in AK | Equal Housing Opportunity | NMLS ID # 2285 | www.nmls.consumeraccess.org) | 8023 East 63rd Place, Suite 700 Tulsa,
OK 7413 | Not all products and options are available in all states | Terms subject to change without notice | AZ Mortgage Banker License #0921300 | Licensed by the Department of Business Oversight under
the California Residential Mortgage Lending Act | Georgia Residential Mortgage Licensee | Illinois Residential Mortgage Licensee | Kansas Licensed Mortgage Company | Licensed by the Mississippi Department
of Banking and Consumer Finance | Licensed by the New Hampshire Banking Department | Licensed by the N.J. Department of Banking and Insurance | Licensed Mortgage Banker -- NYS Banking Department
where Finance of America Reverse is known as FAReverse LLC in lieu of true name Finance of America Reverse LLC | Rhode Island Licensed Lender.
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Balanced
Viewpoint

Women at Work
AS

THIS

WOMEN-CENTRIC

ISSUE

OF

REVERSE

Mortgage magazine goes to print, a disgraced entertainment
mogul is headed for a stint in an Arizona rehab to treat a sex
addiction made public by celebrities who were victims of his
harassment and assault. I don’t know Harvey Weinstein and
I’m not famous, but I have been harassed by older men who
I thought were looking out for me. And because hundreds
of thousands of women from all backgrounds are uniting to
tell their own stories with the hashtag #metoo, stories they’ve
never told a soul, I feel compelled to share mine too. Finally.
I was 23 and I was hoping to get a good reference from
my former supervisor. We met for drinks to discuss my job
search, but he didn’t want to talk about work and he made a
point of taking off his wedding ring in front of me. He told
me it was because I used exclamation points in my last email
that he knew I was interested.
A few years later, I met a lobbyist while on a work trip
to Des Moines. He had decades of experience advocating for
state policy reforms and he gave me some helpful feedback
on a presentation I’d delivered to a group of attorneys. When
he traveled to DC for a conference a few months later he
gave me a call to see if I wanted to meet up to talk about our
latest work projects. Then, he said he wanted to make me
dinner at my apartment, which seemed to me unnecessary,
but I went along with it. Stupidly.
I feel foolish even writing this. I called my mom the next
day, furious that a man who I thought was trustworthy made
a pass at me. She essentially said, “What did you expect?” As
if I should have known that when an older man offers to help
me out by inviting me outside the office, it is only code for
something else.
It is deeply embarrassing. I thought of myself as an ambitious professional, eager to advance in my career. But, those
men didn’t see a strong, independent woman when they
looked at me. They saw an opportunity for themselves.

By Jenny Werwa

I was absolutely stunned and
ashamed to have been treated this
way. I grew up at the tail end of
Generation X when the glass ceiling
was shattered and girls like me could
grow up to be whatever we wanted.
The world had seen women become
prime ministers, astronauts, CEOs,
Jenny Werwa
even slum lords like, Leona Helmsley.
It was as if I had betrayed the women who blazed the trail
for me to be a young government affairs professional in the
nation’s capital.
I was too humiliated to ever tell any of my male coworkers
about the two interactions I mentioned here. I worried they
would think I was naive, weak and incapable of doing my job.
I don’t know if the working relationship would have been different between us if I’d shared my experience with them.
In writing about it here, in this industry magazine, my
hope is that male readers will gain some perspective on
what it is sometimes like to be a woman in the workplace.
Sometimes we are intimidated, overpowered and objectified. And, for some women that can make us question our
confidence, our contributions and our merit. That’s what
happened to me.
Over the years, I’m nearly 40 now, I’ve grown as a professional and been lucky to work with inspiring leaders who have
helped me find a good balance between caution and credulity.
But, still, I think I’d be in an even better position today if I
knew in my twenties what I know now: I am not alone.
This month’s issue of Reverse Mortgage magazine is
about the relationship between our industry’s companies
and the older women we serve. I think in reading the interviews and articles ahead, it is important to also be mindful
of how our female colleagues have been treated, and are
treated, in the workplace. RM
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The Biz

EVERYTHING NEW YOU NEED TO KNOW

People are talking about…
NRMLA Responds to HUD Changes
Following the publication of Mortgagee Letter 2017-12,
NRMLA issued a statement praising HUD’s commitment to
the HECM program, but pledged to continue advocating for
policies that improve management of the HECM program
while reducing costs for consumers.
In a statement published on NRMLAonline.org and issued
to trade and consumer press, NRMLA said, “If and once our
recommended changes are adopted by FHA, we hope that future
evaluations of the program will permit HUD to restore the diminished benefits” that were announced in the mortgagee letter.
Citing its fiduciary responsibility to taxpayers and ensuring
that its mortgage insurance programs remain viable and effective in the long term, HUD made significant cuts to principal
limit factors and raised upfront mortgage insurance premiums.
Beginning on Oct. 2, 2017, borrowers now pay insurance
premiums equal to two percent of the maximum claim amount
upfront and 0.5 percent annually over the course of the loan,
regardless of how much equity they access at closing.
Housing Wealth for Older Homeowners Reaches
$6.42 Trillion in Q2 2017
U.S. homeowners aged 62 and older saw their home equity
increase by a combined 2.4 percent to $6.42 trillion in the second
quarter of 2017 from $6.27 trillion in Q1 2017, according to
the NRMLA/RiskSpan Reverse Mortgage Market Index.
The growth in housing wealth for retirement-aged homeowners was driven by an estimated 2.1 percent, or $162 billion,
improvement in senior home values, and offset by a 0.8 percent
increase of senior-held mortgage debt that equaled $12 billion.
The RMMI, a quarterly measurement of home equity held
by older homeowners, rose to 230.17 in Q2 2017, another
all-time high since the index was first published in 2000.
NRMLA President and CEO Peter Bell framed the rise in
home equity as a potential solution to help older Americans pay
for long-term health care costs.
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Helping HECM Borrowers Impacted by Hurricanes
Harvey and Irma
As Texas and Florida residents recover from Hurricanes
Harvey and Irma, we asked two knowledgeable reverse mortgage
servicers for advice that you can share with clients whose homes
were damaged.
Ryan LaRose, president and COO of Lansing, MI-based
Celink, and co-chairman of NRMLA’s Servicing Committee, and
Leslie Flynne, COO of Reverse Mortgage Servicing at Reverse
Mortgage Solutions, offer these tips:
1. Contact your insurance company right away to file a claim if
damage has occurred to your home;
2. After that, contact your loan servicer to inform them if
damage has occurred to your home;
3. Depending on the severity of the damage, and the amount of
funds issued by your insurance company, it may be necessary
for the servicer to hold the insurance funds, monitor the
progress of the repairs, and disburse out to the contractor
(similar to a repair set aside) after an inspection has been
completed on the home;
4. If you had damage and need to move out of your property,
update your contact information with your servicer and
provide an alternate contact in the event that your servicer has
difficulty reaching you; and
5. If you had no damage, but you are going to be away from your
home for a prolonged period of time, let your servicer know.
Financial Assessment Is Working (Part III)
Financial Assessment is still working. FHA’s new policy of
requiring the financial assessment (“FA”) of the borrower’s ability
to pay has cut tax and insurance defaults by nearly three quarters
and serious defaults by almost two-thirds, according to a commentary
published by consulting firm New View Advisors.
These results continue to validate the encouraging data we
shared three months and six months ago. FHA’s objective for the
new Financial Assessment regulations was to reduce the persistent
defaults, especially Tax and Insurance defaults, plaguing the
HECM program.
The data show a very strong reduction in Tax and Insurance
Defaults in the post-FA period. After 24 months, the pre-FA data
set shows a T&I default rate of 2.1 percent, and an overall serious
default rate of 2.8 percent. By contrast, the post-FA data set shows a
T&I default rate of only 0.6 percent, and an overall serious default
rate of one percent, which New View Advisors defined as T&I
defaults plus foreclosures and other “Called Due” status loans.

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.

The Press is talking about…
5 ways to turn home equity into retirement savings.
http://www.sandiegouniontribune.com/business/economy/
sd-me-successful-equity-20170901-story.html
San Diego Union-Tribune, Jennie Phipps, July 24, 2017
In addition to downsizing, renting a spare bedroom, or
obtaining a traditional home equity line of credit, reverse
mortgages should be considered as an option for homeowners
to access their home equity to supplement retirement savings,
according to San Diego Union-Tribune reporter Jennie L.
Phipps in her article, 5 ways to turn home equity into retirement savings.
“Reverse mortgage lines of credit are available to borrowers

62 and older who have equity in their homes. They can draw on
the equity when they need it, and no payback is required until
they die or move away. For these reasons, the house can be a great
resource when retirement savings runs low,” wrote Phipps.
Jamie Hopkins, Associate Professor of Taxation at The
American College of Financial Services and frequent presenter at
NRMLA events, added, “Reverse mortgages used to have a bad
reputation, but the government has shut lenders’ ability to sell
reverse mortgages to people who can’t afford them. Used strategically, it can be a very good tool.”

How to Fund a Social Security Delay
http://www.investmentnews.com/article/20170811/
FREE/170819984/how-to-fund-a-social-security-delay
Investment News, Mary Beth Franklin, August 11, 2017
Retirees can delay claiming Social Security and receive larger
payouts by tapping their home equity through a reverse mortgage
and living off the proceeds, according to nationally syndicated
retirement expert Mary Beth Franklin. In addition to reverse
mortgages, she recommended living off retirement savings or
purchasing an immediate annuity before claiming Social Security
benefits. “The bonus of reverse mortgage payouts is they are taxfree,” wrote Franklin.
The Biz continued on page 8
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The Biz continued from page 7

The U.S. Senate also confirmed President Trump’s nomination
of Pamela Patenaude to serve as Deputy Secretary of HUD. Ms.
Patenaude previously served as HUD’s Assistant Secretary for
Community Planning and Development and provided leadership
for the long-term recovery efforts necessitated by Hurricanes
Katrina and Rita.

In Washington
they’re talking about…
NRMLA to HUD: New Servicing Guidelines Should
Apply Retroactively
To help mitigate further risk to the MMI Fund, new servicing
requirements, including the “Cash for Keys” incentive, should be
applied retroactively and not just for new loans with case numbers assigned on or after Sept. 19, 2017, according to comments
submitted by NRMLA to the Department of Housing and Urban
Development.
“By allowing this incentive (Cash for Keys) across all books
of HECM loans regardless of case number assignment date, we
believe HUD would see a significant decrease in property disposition timelines, and therefore, help further mitigate risks to the
MMI Fund,” commented NRMLA.
HUD’s final HECM rule also eliminates the requirement that
an appraisal be conducted when a loan is called due and payable
(unless the borrower’s heirs request such an appraisal) and extends
the timeline for submitting insurance claims, which the industry
would like to see made retroactive as well.
Montgomery Nominated to Head FHA,
Patenaude Confirmed as HUD Deputy Secretary
President Donald Trump nominated Brian Montgomery
for the position of Assistant Secretary of the Department of
Housing and Urban Development, Federal Housing Commissioner.
NRMLA President and CEO Peter Bell responded to the news
with the following statement:
“On behalf of NRMLA, I’m pleased to congratulate Brian
Montgomery on his nomination to serve as a HUD Assistant
Secretary and FHA Commissioner. Brian has proved himself to be
a thoughtful and committed public servant who rolls up his sleeves
to get results. As FHA Commissioner during the Bush Administration, Brian showed extraordinary competence in his management
and oversight of the HECM reverse mortgage program. NRMLA
and the industry look forward to working with him upon his
return to FHA.”
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New CFPB Issue Brief Questions Social Security
Delay Strategy
The Consumer Financial Protection Bureau published a report
evaluating the financial impact of using HECM loan proceeds to
bridge the gap in income while delaying Social Security benefits
until a later age. The CFPB also released a new video and guide
explaining reverse mortgages to consumers.
“For consumers whose main asset is their home, taking out a
reverse mortgage to delay Social Security claiming may risk their
financial security because the cost of the loan will likely be more
than the benefit they gain,” said CFPB Director Richard Cordray
in a press release promoting the CFPB’s analysis, Issue Brief: The
costs and risks of using a reverse mortgage to delay collecting
Social Security.
After reviewing the findings, NRMLA commented:
“Taking a reverse mortgage, or any financial product, is a
much more complex decision than the CFPB’s narrow account
of one Social Security claiming strategy makes it out to be. We
will continue to support research and analysis of the value of
using home equity to bridge the income gap created when
Social Security claiming is delayed until Full Retirement Age
or age 70. We always encourage consumers to consider any
financial decision as part of their comprehensive retirement
financial plan and to seek guidance from qualified individuals
who are familiar with their personal situation.”

HUD Releases Updated HERMIT Software
The Department of Housing and Urban Development
released new enhancements to the Home Equity Reverse Mortgage
Information Technology (HERMIT) platform that servicers use
to collect mortgage insurance premiums, file insurance claims and
assign loans to FHA.
Of particular note, HERMIT System Changes – Release 5.4
provides access to Death Master Files (DMF) from the Social
Security Administration and updates corresponding HERMIT
“death dates,” which helps servicers mitigate debenture interest
curtailment risk.
In its release notes, HUD reminded servicers that the DMF
file is provided as an additional tool for the industry and is not
intended to replace current business processes. It is the responsibility
for mortgagees/servicers to obtain documentation of the death of
the mortgagor or eligible non-borrowing spouse for foreclosure and
claim purposes.
CFPB Temporarily Increases HMDA Reporting Threshold
The Consumer Financial Protection Bureau issued a rule

that increases the benchmark that determines whether a financial
institution must comply with new Home Mortgage Disclosure Act
(HMDA) reporting requirements. NRMLA submitted comments
to the CFPB on July 31 supporting the threshold increase.
“We are pleased with the CFPB’s decision to increase the
reporting threshold, as NRMLA supported in public comments,
and believe the increase should be made permanent after the
trial period,” said NRMLA Executive Vice President Steve Irwin.
“NRMLA will continue to work with the Bureau to clarify several
HMDA terms and fields that must be treated differently for reverse
mortgage loan reporting.“
Under rules that are scheduled to take effect in Jan. 2018,
financial institutions would have been required under the Home
Mortgage Disclosure Act to report open-end lines of credit (which
includes reverse mortgages) if they made 100 such loans in each of
the last two years. Today’s final rule increased that threshold to 500
loans through calendar years 2018 and 2019 so that the Bureau can
consider whether to make a permanent adjustment. This change
was initially proposed in July 2017.

HUD Secretary Backs Better Forecasting Tools for
HECM; Comments on Co-Ops and Recent Reg Changes
Testifying before the House Financial Services Committee,
Housing Secretary Ben Carson said he would consider adopting
better tools for FHA to assess and manage risk in the Home Equity
Conversion Mortgage program, including the creation of a separate

insurance fund just for HECMs.
“Those are things worth pursuing,” said Secretary Carson, in
response to a question raised by Rep. Dennis Heck (D-WA).
Heck’s Democratic colleague Carolyn Maloney, who represents
parts of New York City, said elderly co-op owners are unfairly excluded
from the reverse mortgage program and would Secretary Carson
consider allowing HECM reverse mortgages on co-op units.
Secretary Carson said he would enjoy having a conversation
with Rep. Maloney on the topic. “Let’s look at the numbers and see
what makes sense,” he said.
Rep. Brad Sherman (D-CA) asked how recent regulatory changes
to the HECM program would impact the Mutual Mortgage Insurance Fund and whether Secretary Carson expected further changes.
“When the reverse mortgage program was initiated, I think
it was done with very good intentions, but without really looking
down the pike, and people were taking out much larger amounts
of their equity in the beginning than was sustainable,” responded
Carson. “This was leading to a lot more problems than it was helping.
It’s also resulted in a much higher default rate, and that’s been a
big drain on the MMIF, so the changes that we’ve made will sort of
stop the bleeding in terms of new reverse mortgages.”

And now you’re up to date.
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With the Reverse Mortgage Experts
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Talking
Heads

Cindy Hounsell

President, Women’s Institute for a Secure Retirement
Helping women make wiser retirement decisions
IN 2016, THE NATIONAL INSTITUTE ON RETIREMENT

Security released a study that found across all age groups,
women have substantially less income in retirement than
men, and that once they reach age 65, women were 80 percent
more likely than men to be impoverished.
While these numbers are alarming, they could be much
worse if not for the tireless efforts of Cindy Hounsell,
an attorney and retirement expert, who runs the Women’s
Institute for a Secure Retirement (WISER), based in
Washington, DC.
Hounsell has spent almost three decades teaching women
the necessary skills to prepare themselves for retirement and
remain financially independent.
She has been widely quoted in mainstream media, testified before Congress and served as a delegate for a number
of White House Summits and conferences, including the
last two White House Conferences on Aging, the White
House Social Security Conference and each of the National
Retirement Saver Summits. Reverse Mortgage magazine
spoke with Hounsell to find out what women can do
to prepare themselves for retirement, what we can learn
from other countries, and where reverse mortgages fit into
the equation.
Reverse Mortgage: When and why was WISER founded
and what are your proudest achievements thus far?
Cindy Hounsell: WISER was started in 1996. Before that,
I was director of the Women’s Pension Project at the Pension
Rights Center for seven years. As part of the Women’s
Pension Project, a toll-free number funded by the Admin-
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By Darryl Hicks

istration on Aging and
AARP was established for
women to call with questions about retirement.
Each story was different,
but a lot of them had
common threads. Widows
were pretty much all poor
and desperate for income.
Nobody, including myself,
knew anything about
Cindy Hounsell
this issue, but we had to
start doing something to educate women. One of the first
things we did with a grant from the Heinz Foundation was
organize a campaign and have a big event at the National
Press Club that featured five women telling their stories.
USA Today published an editorial that told their stories
and shined a spotlight on retired women living in poverty.
One of our proudest achievements was getting mainstream
media to focus on this issue.
RM: What distinguishes your organization from others
that advocate for older adults, like AARP and NCOA?
CH: Size for one. We work with both organizations. Both
have supported us in many ways, but they are much bigger
than WISER. One of our first grants came from the AARP
Foundation in 1997 to provide financial education to minority women. We focus on just one issue while AARP is involved
in a lot of different things. Nevertheless, we reach thousands
of women every year and help them plan for their futures.

Talking
Heads
RM: Do you have a national hotline that consumers can
call with questions or advice?
CH: No, but people can write to us or use our web site,
WiserWomen.org. Lawyers often advise their clients to
contact us. We don’t have a large advocacy shop. I feel like
we know the issues and what people need and the public
contacts us for guidance on things like Social Security
claiming and caregiving issues. Around the time we started
WISER, the Heinz Family Foundation asked me ‘what do
you think would really help women?’ I suggested a booklet
that would go in a major woman’s magazine that explained
the retirement barriers and misunderstood issues such as
spousal benefits in the Social Security system and advising
women, for example, not to waive their survivor benefits
in the private retirement system. The Heinz Foundation
gave WISER a start-up grant and funded a project with
Good Housekeeping magazine. We developed two booklets
that went into Good Housekeeping, one in 1998 and another in 2004, which we still use. I feel we played a major role
educating women about the systems they would be relying
on to prepare for their own retirement and learn about the
retirement benefits they were entitled to.
RM: Why are women especially susceptible to becoming
impoverished after they retire?
CH: Because they live longer and many of them do things
they are not supposed to do, like dropping out of the workforce, giving away money they cannot afford to children,
or working part-time jobs that don’t have benefits. And
not planning. There’s a whole population of women who
understand that they should be planning for retirement.
The kicker is, you may be able to pay your bills today at
age 65 but what about 10 years from now? A lot of times, I
tell younger women to start thinking seriously about their
retirement. I don’t want to hear that you’re staying home
without saving in a Spousal IRA or that you have taken out
all of your retirement money to redo the kitchen. If you do
that, you’re putting yourself at a huge disadvantage.
RM: What reforms would you like to see Congress implement to help these women? Is there support for these reforms?
CH: There hasn’t been much support for several years.
Everybody should have a job that allows them to save for
retirement. The problem is nobody wants to mandate that

employers provide retirement savings accounts. The word
“mandate” is a dirty word, nobody wants to hear it. Women
earn less and it’s a big process to open an IRA. You can’t
just run down the street and open one easily. Women in
their 20s and early 30s may go to a job that enables them to
save, but then they start having children and use the money
instead of letting it grow for the rest of their lives. Research
shows that women spend that money, whereas men don’t
do that. They’re more disciplined. But if women only have
$3,000 or $5,000 saved, they’re more likely to pay off a
bill or help a child who needs money. Legislation has been
introduced over the past dozen years that would provide
a tax credit for out of pocket costs for caregiving, which
impact women more and amounts to $6,000 a year. That’s a
substantial amount of money that women could be saving
for retirement. Another bill, which has attracted even less
support, would give women a credit toward what they could
claim for Social Security if they provided caregiving services
for a certain number of years.
RM: Are you working with employers to address these
problems?
CH: Oh yes, lots. The U.S. has the most money saved in
its retirement system. We’re talking trillions of dollars.
That’s great, but everyone knows that if you don’t offer
retirement savings accounts in the workplace, it’s much
harder for someone to save. It should be automatic. Small
employers can send off the money to the financial
institution that invests the money. They do it already for
Social Security and Medicare, why not for automatic
IRAs? People need access to save.
RM: What steps can women take on their own to improve
their financial security? Do you envision a role for home
equity and reverse mortgages as a retirement funding tool?
CH: I do see a role for reverse mortgages, but it’s complicated. The only stories we hear about are the ones from
women who were not helped by a reverse mortgage. There
is information on reverse mortgages on our web site and we
have tried to get women to pay attention to having lifetime
income, some sort of annuity. But it seems the HECM
reverse mortgage program is constantly changing and the bigger organizations—NCOA and AARP—are better equipped
to educate consumers on their alterations and appropriateness.
Talking Heads continued on page 12
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Talking
Heads
Talking Heads continued from page 11

RM: What should men be doing to help women prosper in
retirement?
CH: I think making sure that when couples are planning
both people recognize that one person will outlive the other.
At a recent event, I met a woman who does retirement planning for a living. Her husband is an accountant who likes
to enter information into spreadsheets that he understands
but she does not. She had the confidence to say, ‘I am not
looking at this anymore. I need to sit down and we go over
the dollar amounts and discuss matters in a way we both
understand, so that we plan together.’ Men should include
women in the planning and the investing and make sure
they understand that there are two sides to the discussion.

RM: Are younger generations of women more financially
savvy than their parents or grandparents? Do you see the
financial challenges that women currently face going away
over time?

CH: Not from where I sit today. There are more opportunities for people. If you are fortunate enough to work
at a company that provides classes on financial education
or financial wellness, then you have no excuse not to be
saving and preparing for the future. But there are still a
lot of people who don’t have access to that information
and Millennials are struggling with college debt. There’s
always something new coming along that prevents people
from doing what is needed. The Saver Tax Credit can be a
good program for people just starting out.
A lot of people don’t know it exists, but it
I would say that retirement planning is a critical issue
was created in the early 2000s by President
for men, women and families and furthermore, most of Bush. If you have an IRA or other qualified plan you can claim half the annual
the American people rely on the Social Security system.
contributions that you’re allowed, which at
So let’s make sure that it is solvent for the long-term.
the current cap of $2,000 means you can
claim a maximum of $1,000. Your annual
income can’t exceed a certain amount, which I believe is
RM: Do women around the world face these same obstacles?
around $61,500 if you are married and filing jointly. It’s
Are there lessons we can take from other countries to help
not great, but it’s the government’s way of incentivizing
improve women’s financial security?
moderate income people to save. Unfortunately, it may be
CH: Yes, women face the same financial challenges no
eliminated through tax reform.
matter where they live. But, Australia, New Zealand and
the UK have programs that require people to be in savings
RM: If you had five minutes with the President of the
programs, which helps and they save more.
United States, what one piece of advice would you give
RM: Which reminds me that more states—California,
Illinois and Oregon to name a few—are mandating that
corporations provide automatic retirement savings plans.
Do you see this as a positive trend?
CH: Yes, and hopefully it will spur Congress to act on a
national scale. I prefer a federal automatic IRA because
there are portability issues with state plans. In other words,
if someone moves to a state that doesn’t mandate workplace
retirement plans, we don’t know what will happen to the
money they might have saved – do they cash out when they
move to an adjoining state?
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him or her on this issue?
CH: I would say that retirement planning is a critical issue
for men, women and families and furthermore, most of
the American people rely on the Social Security system.
So let’s make sure that it is solvent for the long-term. Also,
Congress should strengthen the private retirement system
and not weaken it by using revenue to offset other budget
expenditures. Additionally, let’s make sure that we protect
and enhance the use of home equity to help older people
stay in their homes. RM

A Mother-Daughter Decision
The daughters of single female borrowers offer counseling and support
during an emotional time By Jessica Guerin
FOR SINGLE WOMEN APPROACHING THEIR GOLDEN
years, the thought of financing retirement can be distressing. Many women from the Baby Boomer generation spent
their younger years caring for their families, and for those
who did work, countless statistics show they generally made
less than their male counterparts.
A recent survey by the National Institute on Retirement Security revealed that women over 65 are 80 percent
more likely than men to be impoverished. Add to this the
fact that women today are living an average of five years
longer than men—meaning that more funds might be
needed for medical and long-term care expenses—and it’s
easy to see how financing the future can lead to anxiety.
The public is becoming increasingly aware of the ways
in which a reverse mortgage can help bridge the retirement income gap, and data shows that a number of single
females have found a solution in reverse mortgages. FHA
stats from 2015 show that 39 percent of HECM borrowers were single females, compared with just 22 percent of
single males.

For many of these women, having someone to talk
to was an essential part of their decision-making process.
Without a spouse to consult, a number of HECM borrowers
turned to their daughters for support. These daughters,
some of whom have backgrounds in real estate and finance,
say their role in the reverse mortgage process was key to
helping their mother feel comfortable taking the loan. As a
daughter, these women were in a unique position to offer
the financial counseling and emotional support their moms
needed during a challenging time.

Working as the Go-Between
Kathy H., 57, helped her mother, an 86-year-old widow,
through the loan process, playing the go-between for her
mom and the loan officer.
“I spent a lot of time with the loan officer, going
through the documents, asking lots of questions. I did a
lot of due diligence to get my questions answered, so then
I was able to answer my mom’s concerns,” says Kathy. “I
have somewhat of a finance background, so she trusted that
I would ask the right questions.”
Mother-Daughter continued on page 14
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Mother-Daughter continued from page 13

Kathy says her parents purchased a retirement home in
Seal Beach, CA, to be near family members who needed
help. The move required them to take a mortgage, which
became a challenge on their limited income. When Kathy’s
father passed away and her mom’s health wavered, Kathy
and her siblings became concerned about finances.
“We wanted to keep her in the house and we wanted
to hire someone who could live with her,” Kathy says. “I
knew someone whose dad had gotten a reverse mortgage
and they were comfortable with it, so that gave me the
confidence to look into it more.”
Kathy’s willingness to jump in and help her mom determine whether or not this would be a good solution for her
situation was crucial.
“I think my mom was going through an emotional time.
She has late-onset Parkinson’s, she was balancing medications, she had a lot going on physically at the same time.”
Kathy says the loan’s flexibility provided an extra sense
of security. “Theoretically, you can pay it back any time,
so it’s not like you’re locked into it. So she was comfortable
that it was the right decision to give her—and to give us as
a family—some breathing room for the next few years. It
made a lot of sense.”
Kathy says her mom has lived with her reverse mortgage
for a year and a half and has no regrets. “You don’t want to
be in a nursing home before your time,” she says. “I think
it’s a fabulous option to keep seniors and single women in
their homes.”

Finding a Flexible Payment Option
Piera Fico, 53, of Reading, MA, helped her widowed
mother obtain a reverse mortgage at age 80. Piera says her
mom’s house was nearly paid off, but her finances were
tight because she lent money to a family member who has
been unable to repay her.
A Realtor, Piera says she had taken several classes on
HECMs and knew that the loan’s flexible payment option
could be a great fit for her mom.
“You can pay it down if you want to. You can treat this
as a conventional loan, and that’s what made her ultimately
say okay,” Piera says. “She still wanted to make payments.
But now, she has a choice. So if she doesn’t want to pay the
mortgage one month, if she wants to put some money aside,
that’s okay to do.”
“That was the flexibility I wanted to give her. It gave

14

R E V E R S E M O RT G A G E / N O V E M B E R - D E C E M B E R 2 0 1 7

her a little bit of a relief. It also gave us an equity line. She
wants to do the driveway, she wants to do some things to
the house, and now she has the flexibility to do that.”

Offering Guidance Post-Divorce
In Purcell, OK, Lisa’s mom found herself struggling
financially after her divorce at 69. She was working parttime and taking Social Security, but was still unable to
make ends meet.
Lisa says her mom saw a commercial about reverse
mortgages on TV and came to her with the idea. A financial officer at a bank, Lisa says she was unsure at first and
made a point to investigate.
“I was concerned because I didn’t understand all of the
rules,” she says. “Not knowing anything other than what
Henry Winkler says on TV, I just wanted to make sure we
had lots and lots of facts.”
Lisa says her guidance was important for her mom,
who was going through an emotional time as a newly
single woman.
“I think at some point we become our mother’s mother.
My parents were married for 50 years, so this was late in
life to get a divorce. It was a very, very hard time for her
and making any financial decisions—or even decisions
that should be very simple—were tough. I think at that
point in a woman’s life, a divorce can be devastating. She
would never have been able to come around to the decision
to do this unless I had helped her out.”
Lisa says the loan officer, Nancy Armour of 1st Nation’s
Reverse, made the process a smooth one for her mom, who
was already dealing with so much stress. “She basically
became Mom’s friend during the whole deal. She was
available by phone; she was patient with Mom’s questions.
She took a lot of time explaining all the details, answering
all of our questions,” she says.

Securing Funds for In-Home Care
Three years ago, Donna McGaughey’s 87-year-old
mother was having trouble paying her bills, and to make
matters worse, her health was beginning to fail.
“Her one wish was to stay in her house. The house was
left to me, and it was my decision to do whatever I possibly
could to keep her there,” she says. “I was looking for ways to
be able to come up with the money. It was either we take a
loan out on my home or we go with a reverse mortgage.”

Gabi says the loan, which closed in March,
has allowed Lilla to complete some home repairs
and breathe a little easier.
“It has given her some relief, not having to
make a monthly mortgage payment. It’s comforting for her and her children to know that,
should she need access to additional funds, it’s
there for her.”
Gabi says it’s important to help loved ones
through this process. “Make sure you’re a good
advocate. Make sure you do your homework
and work with the loan officer and stay very
involved in it, because it can be confusing. I
think the more involved you are, the better
advocate you can be.”

Stepping Up in Grief’s Wake
Donna, who lives in Quincy, MA, met with George
Downey of Harbor Mortgage Solutions to talk about how
a reverse mortgage could help.
“Mr. Downey explained everything to me. He came
out to the house so my mom could hear everything he had
to say. My mother said it was my choice.”
Donna, whose mom recently passed away, says the
loan was a saving grace.
“It fulfilled all of my wishes and all of my mom’s. I got to
keep her in her home the whole time. I had to pay a homecare provider to come in during the day while I worked, and
then I would go and sleep there. It allowed me to take the
money out and do everything I possibly could for her.”

Serving as an Advocate
Gabi Mattison is a mortgage professional engaged to
be married, and her future mother-in-law, Lilla, needed her
help. Lilla, 67, was living on a limited income in Marietta,
GA, and struggling to pay her mortgage.
Gabi, who works in the mortgage industry, consulted a
colleague who suggested a reverse mortgage. After looking
into it, Gabi agreed that a HECM made sense and offered
to help Lilla through the process.
“This is foreign to her, so I was able to walk her through
and explain the terms and what they meant. I helped her
digest a lot of the information as far as the costs associated
with it and the terms available to her to get her comfortable with the whole process.”

At 82, Darline Stinchcomb’s mom was newly widowed
in East Point, GA, and falling behind on her mortgage.
“They had a second mortgage on the home and there
was no way my mom could keep up with it,” Darline says.
“She saw a commercial on TV about the reverse mortgage
and she called me and asked me to look into it.”
Darline, 51, says her mom never received a formal education and had never been in charge of the finances. With
her husband gone, she was struggling with how to deal.
“Mom was used to my dad taking care of everything.
When my dad passed, my mom didn’t really know what to
do. She was coping with his loss and then had to deal with
the decrease in income.”
Darline says she felt it was up to her to step up and
help. “Mom never had to worry about anything. Daddy
took care of everything. I knew when he passed, I was
going to have to go through the paperwork. She didn’t
know anything about mortgages or have a comprehensive
understanding as to what all of this meant.”
But Darline’s mom did know that she wanted to stay put.
“She didn’t want to leave her home and leave all the things
they had accumulated together. She wanted her life to go on
in the same place, even though she was without him.”
Darline’s mom closed her loan in May, and she says it’s
been a blessing for the family.
“It’s a great comfort. It really takes the weight off the
children,” she says. “God bless y’all who do this from the
bottom of our hearts.” RM
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Lending
to Women
It’s not a transaction, it’s a relationship
By Mark Olshaker

SOME YEARS AGO, I WAS WORKING ON A NOVEL

about a female detective and the neurosurgeon she was
pursuing as a possible murder suspect. I had the whole
story worked out and a clever ending. But writing in the
“omniscient third person,” as we scribe types call it, was
just falling flat. I just couldn’t get any energy into it. So,
one day I had the inspiration to start again, this time in the
first person, and from the detective’s perspective. I called
my editor in New York and asked him what he thought.
He said to try it, but be careful: Though literary history
is full of novels in which women write as men, it’s very
difficult for men to think and write as women.
Fortunately, the novel, The Edge, turned out well. But
all the while I was writing it, even with the input and guidance of a female Washington, DC homicide detective and
a female FBI agent, I kept wondering, Do I really know
what I’m doing? Can I really put myself (metaphorically)
in a woman’s shoes, dress and head?
This reservation is hardly limited to the literary world.
In fact, it pervades almost every realm of life, including
sales. When it comes to selling and buying, do men and
women think and respond differently, and should that
impact a company’s approach? Are women more intuitive
and sensitive? Are men more facts- and figures-oriented?
Are there different approaches to training women and
men for sales?
I decided to get in touch with
some of the leading women in reverse
mortgage sales to find out.
Ellen Skaggs, CRMP, is reverse
national sales manager for New
American Funding of Tustin, CA.
She focuses on the “Inland Empire”
east of Los Angeles in Riverside and
Ellen Skaggs

16

R E V E R S E M O RT G A G E / N O V E M B E R - D E C E M B E R 2 0 1 7

San Bernardino Counties, and works with a team of four
women and two men and confirms that, “Selling to women
requires a much more nurturing environment. You want
to slow down and explain everything. Men often just want
you to present the hardcore facts.”
The distinction between the sexes
works in both directions of the sales
process: borrower and loan officer. “To
men, the sale is more of a transaction.
To women, it is more of a relationship,”
observes Ellen Connors, CRMP, senior
loan officer and reverse mortgage
professional for Shamrock Financial
Ellen Connors
Corporation. When I thought about
it, this says a great deal about the general interaction between
men and women. Connors works mainly in Massachusetts
and Rhode Island. “Men often are not as free with their
time, and I’ve gotten business from that. Where a man might
plan on devoting an hour to a sales call, I plan on devoting
three, especially if there is a woman client involved.”
Teresa Rose, CRMP, president
of Western Ohio Mortgage Corporation, agrees that women are more
concerned with the relational aspect
than men. “I hear from my female
clients long after the loan has closed,”
she says. “We often exchange Christmas cards. I heard from the daughter
Teresa Rose
of one of my clients. Her mom had
recently passed away and she was cleaning out the house. On
the refrigerator, her mom had stuck an ad that had my picture.”
In general, it seems, the main factor that separates female
and male clients is that women considering a reverse mortgage have much more of a preoccupation with security.

“Women tend to live longer and are looking ahead more,”
Connors says. “While men might focus on how much
money they will get out of the loan and start immediately
thinking about what they want to do with it, women are
after specific solutions. So, I want to get to, ‘Does this solve
your problem? Will this help you sleep better at night?’
The answers will help me determine whether they should
or should not take out a reverse mortgage.”

Better Listeners
“Men sometimes don’t have the same sense of what to
do with the funds,” says Rose. “They’re more about, ‘What
can I use the money for now?’ Women seem to have more
of a long-range plan. Women ask a lot more questions and
want to take more time. Very often, they have done their
homework ahead of the call.” Rose epitomizes many, if
not most, women sales executives in the HECM sphere by
stressing one skill over all others: not so much how to talk
to women clients, but how to listen.
“When it comes to reverse clients, the sales force—male

and female—is taught to listen in general,” she says. “Every
senior has a different story.”
And generally, our women sales leaders agree, women
clients are better listeners than men.
Just as every senior has a different story, every potential
sale has its own intricacies and nuances. “For instance, if
it’s a husband and wife, you have to listen to the dynamics
between them. It’s more complicated with a couple. One
may focus on the numbers and the other is more general. It
may be that the woman is in the background, but she is
actually the decision-maker,” says Skaggs. “When I started
out in sales, we were taught to listen so we would know,
what are the client’s needs. We all took that into the senior
environment. You have to try very hard to hear what they’re
saying to get to the root of their problem or situation.”
Whether a male or female client is dominant in the
sales cycle is often culturally determined, Skaggs notes.
“You have [ethnic] groups where, when the husband is
no longer around, the eldest son makes the key decisions.
Lending to Women continued on page 18

JOIN A WINNING TEAM!
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Lending to Women continued from page 17

“Earlier in my career, I found that women weren’t as
educated about financial matters as they are now,” says Rose.
Yet all three women state that they don’t talk up or
down to clients, nor treat them differently. “I wouldn’t feel
genuine if I tried to talk to men and women differently,”
Single Women
says Connors. “I try to be open with both. The customers
Even among single women, the approach should be
are deciding if they can trust me in this loan situation. It’s
differentiated and carefully adjusted. Rose says, “Most single
satisfying when I can provide the solution, and then I love
women don’t have someone to talk to.”
my work.”
Connors points out that a widow may be lonely and
“Women will talk to you many times [during the
unsure of herself, spending more time telling stories and
sales cycle],” Rose observes. She also finds
From Skaggs’ experience, single women who have that women are more often concerned with
lived alone for a long period of time are naturally leaving a legacy to their children or heirs
than men are and are more willing to sacrimore resourceful, particularly the younger side of the fice and deprive themselves as a result. “We
senior spectrum.
sometimes have to explain to them why
that might not be the best course.”
needing more guidance. “Seniors in general really want to
turn to you and have you listen to their stories,” she says.
Help from Children
Yet all of this is dependent on numerous individual factors.
Having adult children involved in the process can make
From Skaggs’ experience, single women who have lived
things more difficult or complicated, but all three of the
alone for a long period of time are naturally more resourceinterviewees agreed that though the sex of the parent may
ful, particularly the younger side of the senior spectrum.
be a determinant on whether the HECM goes through to
They also tend to be better educated than their older counclosing, the sex of the child is not. “Adding a third person
terparts. “I try to listen to how they talk and from that
definitely adds another dynamic,” Connors comments.
calibrate how I present the loan product.”
“Either the child wants what’s best for the parent, or he or
Then you have others where the daughter takes care of
the parents and therefore she makes the determination of
what’s best for them.”
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she is looking primarily to preserve the inheritance. Often,
it is how they were raised that determines whether they
expect an inheritance or legacy. But I would much rather
have them at the table to deal with the issues.”
Despite the apparent distinctions by sex, these sales
leaders acknowledge that there are no hard and fast rules
when dealing with what are essentially male and female
archetypes. Some men are sensitive, intuitive and natural
listeners, while some women display a ‘Just the facts,
ma’am’ approach.
“I find that the older loan officers, both male and female,
can best relate because they have the life experiences to have
a better understanding of what a senior is going through,
what loss of a spouse or loss of income can mean,” Rose
says. “I have one salesman who’s 90 years-old and his life
experience is very useful.”

“I know very sensitive men who listen and women who
don’t, because as women, we like to be the center of attention,” Skaggs observes, before getting to the bottom line, “I
want customers treated the way I want to be treated.”
Overall, though, with a product as detailed and complicated as the HECM, are women more intuitive as to other
women’s needs and concerns and better able to relate?
“It might just be the way our brains are formed,” says
Skaggs. “We might just be better at different skill sets.” RM

STORY CONTACTS:

Ellen Connors: ellen.connors@shamrockfinancial.com
Teresa Rose: trose@westernohiomortgage.com
Ellen Skaggs: ellen.skaggs@nafinc.com
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Recruiting Women
AAG/Après partnership for workforce re-entries
APRÈS IS ONE OF THE NATION’S LEADERS IN

promoting the reentry of women into the job force. American
Advisors Group (AAG) is one of the leaders in the reverse
mortgage industry. And so both organizations considered
it a natural fit when they decided to team up for their mutual
benefit and as a model for other companies and social
service advocates.
“Diversity is important to AAG
and many of our top producers are
female loan officers,” says Katherine
Mackie, senior director of talent
acquisition. “That’s why AAG is
excited to be active partners with
Après and to create opportunities for
women in our workforce.”
Katherine Mackie
As of September, of AAG’s 1200
employees, 50.53 percent are women.
“I am on a mission to empower women by helping
them get back to work and to educate companies on the
value this demographic brings to any workforce,” states
Jennifer Gefsky, Après’ cofounder. “My motto is, ‘Don’t be
afraid to fail, be afraid to not try.’” Interestingly, Gefsky is
a former labor lawyer in the traditionally male bastion of
Major League Baseball.
In the United States today, more than 3,000,000 women
with college or advanced degrees are trying to reenter the
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By Mark Olshaker

workforce: “women who bring a
strong skillset, proven work record,
reliability and life experience,” notes
Gefsky. The organization was founded
in 2016 as a digital recruiting platform by Gefsky and Niccole Kroll,
an entrepreneur who started the first
private practice specializing in clinJennifer Gefsky
ical nutrition for bariatric surgery.
She is also a cancer survivor who has raised sizable funds for
the Leukemia and Lymphoma Society. Après offers members
a broad platform of tools to successfully navigate their reentry into the workforce, including original content, online
tutorials and a roster of the highest quality career coaches.
The site hosts a curated job market, geared specifically to
this group, from a variety of sectors with a wide array of
job types.
Après’ essential watchwords are Get Hired, Be Inspired, and
Learn. “We believe life experience matters” the apresgroup.com
homepage declares.
Companies and organizations with which Après already
has relationships include AT&T, Aflac, Facebook, Major
League Baseball, Memorial Sloane Kettering Cancer Center,
Microsoft and Netflix, among others.
The British-born Mackie had worked previously
Down Under for the Commonwealth Bank of Australia

and before that for Bank of America Merrill Lynch. She
stresses the outreach to Après did not arise out of the need
to fix a problem. “When I first joined AAG ten months ago,
I met with the executive leadership team one-on-one, just to
understand what was working very well for the organization. And speaking to our retail sales leadership, they
identified to me that some of our top loan officers were both
veterans and women returning to the workforce. Therefore,
one of my main missions on joining was looking at, ‘How can
we continue to bolster our success in that area?’ So, it wasn’t an
inclusion of a diversity initiative because there was a problem.
It was actually to capitalize on our success in that space.
“My team and I reached out to a few different organizations to see how we could best partner with a company that
helps us target the populations to achieve this. Après stood
out to us because of the partnerships that they have with other
organizations and also the breadth of their membership base.”
The partnership allows AAG to promote its job openings
to more than 30,000 Après members. As part of the agreement, AAG has pledged to hire women returning to the workforce. In return, Après has provided AAG with a microsite and
the ability to advertise jobs on apresgroup.com and in Après’
regular member newsletters.
“The team at Après are very supportive in terms of getting
us where we want to be, of how to connect with their member
base. Since we’ve become partners, they’ve completed a number
of initiatives and I do expect the relationship to deepen as time
goes on. It’s definitely something I see as evolving. I have other
ideas that I’d like to work with Après on to promote AAG as an
employer, and specific hubs within AAG. So I do see this going
from strength-to-strength and we are looking to quantify further
the level of success we witness through this partnership.”
During 2017, AAG expects to fill around 650 positions
representing, according to Mackie, “a range of opportunities
– from sales to operations to management.” And while she
won’t go so far as to claim special talents for women over men,
she does observe, “The best loan officers have a great level of
empathy. I’ve been lucky to have worked in several different
countries, and I’d say that it’s a phenomenon that I’ve seen in
every company, women that have returned to the workforce, I
would attribute to them a high level of empathic understanding. And if you look at someone who’s successful in reverse
mortgage, a good level of empathy is crucial.”
And AAG CEO Reza Jahangiri adds, “As a fast-growing company, recruiting top talent is always a priority. Women reentering the workforce have been some of our top performers and the
Après partnership will really help with recruiting them.” RM
STORY CONTACT:
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Borrower
Chronicles

Suddenly Alone
WE’LL CALL THEM THE MARTIN FAMILY. I HAVE

been friends with their family for a decade. They are a
huge tribe of amazing people with big hearts, and lots of
love for one another. With nine brothers and sisters, their
children, their children’s children, all led by the family
matriarch Great Grandma Mary, imagine the massive
head count at their family gatherings. Every event is always
filled with love, laughter and, of course, lots of food to
feed the troops. When you’re immersed into a group at
any function, no matter how big or small, there’s always
that one connection you make that you know is just real.
For me, that person was Aunt Kay. She’s extremely artistic
and creative, which drew me to her immediately, being
an artsy soul myself. She is also sarcastic, funny, a real spit
fire and, always made me feel like a part of the “Tribe.”
A woman of admirable qualities, she is also a dedicated
mother, grandmother and the loving wife of Carl for over
40 years.
Back in 2011, Carl and Kay purchased a beautiful new
home in the Northern California community of Tracy
using the Reverse HECM for Purchase program. The
transaction ultimately closed in Carl’s name solely, given
Kay was not of age for the product at that time. The continually evolving HECM program has gone through many
good changes since then, but this was before the rules for
non-borrowing spouses were altered for the better. Having
previous experience managing their investment properties,
at the time it didn’t seem to be of any consequence, and
they made a mental note to inquire with their attorney at a
future date to place the property into their family trust. In
the summer of 2015, the whole family was saddened to receive the news that Carl was ill and, didn’t have much time
to fight the horrible battle that is cancer. Then, through
word of mouth and social media, the news traveled that
he had lost that battle. The large family did as they always
do and gathered to celebrate the life and legacy of Carl.
One afternoon, I received a call in my office from a
number that I didn’t quite recognize but knew the caller
on the other end as soon as I heard her voice. It was Aunt
Kay. The conversation began with my condolences, a few
shared tears. Then she asked, “What am I to do?”
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By Krystal Lilly

Although we didn’t
know the end result, I
knew that I had to do my
best to guide her through
the process of taking control of her assets in any
way that I could.
“There’s always sometime in your life that you
meet someone that truly
serves a purpose, whether
it be seven or eight years
Krystal Lilly
before you know what that
purpose will be,” Aunt Kay said to me. “Being able to rely
on someone knowledgeable that you can trust after something like this happens makes a world of difference.”
I am a Lead Settlement Officer at Allegiant Reverse
services, a full-service title and settlement company dedicated to reverse mortgage closings. Our experienced team
provides security and peace of mind for lenders, mortgage
brokers and senior borrowers that their transactions will be
completed accurately and on time.
The reality of losing a loved one is heartbreaking on its
own. The added complexity of an illness that acts rapidly,
leaving little time to plan for the future, can be flat out
overwhelming. Estate planning is understandably not the
first thought when you hear that your spouse of 40 years
has passed. Though the assets and property contained within
the Martin’s Living Trust were protected, sadly this did not
include the marital property which was left vested solely in
Carl’s name. As is too often the case in our industry, Kay’s
intention to meet with counsel for advice was just a few
days shy. In short-time, the lender of the existing HECM
loan had begun the process of foreclosure. The clock had
started. Our goal became to save Kay’s home.
After reviewing the current deed of record, we discussed
the need to seek immediate assistance from Kay’s estate
planning attorney to discuss probate proceedings. Within
a short period of time, I received a follow up call that the
Will had been entered into the probate court and Kay successfully appointed as executor of the estate. With vesting

Borrower
Chronicles

matters now close to being cured, the next battle was how
to save the home. With Kay now being of age, a HECM
of her own appeared to be a viable option to consider and
discuss amongst her family.
To insure all available loan products were available
and considered, Kay consulted multiple reverse mortgage
lenders. In the end, she selected Hank Rhoads, reverse
mortgage specialist at Reverse Mortgage Funding LLC.
Within a few short days of their introduction, Hank had
met with Kay and her family, built an instant connection,
and counseling had been scheduled.
Once escrow had been officially opened, the process went
along beautifully. With an experienced and caring team in
place, what could have been a very complicated scenario was
in fact the exact opposite. The loan process moved along
swiftly, each step treated with priority and extreme precision.
The existing HECM creditor was paid in full prior to any sale
date having been set and the title matters perfected for the
future benefit of Kay and her family. The transaction
closed in a matter of 12 business days including the requisite
three day cooling off period in California.

There is no doubt that our clientele is very special, and
a protected class of borrower. It is for that reason that we
continue to educate and strive amongst new requirements,
and diligently work towards keeping our industry safe and
compliant. We know that we make a difference, but do not
always get to see or feel the true impact it can bring. The
heart warming feeling that I experienced sitting with our
notary at the closing table with Kay, her family and Hank
was in fact priceless. What we do is truly life changing,
and being able to assist Kay during this difficult time made
the hard work and dedication to our industry completely
worth it.
“It has been smooth sailing since we closed, and very
stress free,” says Aunt Kay. “It was a great vehicle for me.
I plan on selling and moving closer into Sacramento, and
intend to duplicate the process.” RM
STORY CONTACT:

Krystal Lilly, Allegiant Reverse Services
krystal@allegiantreverse.com
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Making Aging in Place Easier
National conference explored next steps featuring local Aging in Place Center
ON OCTOBER 5 AND 6, MORE THAN 200 MEMBERS

and guests, many at listening parties in ten cities throughout the country, gathered virtually via webinar to discuss new,
innovative methods of providing
support to older adults and their
families at the National Aging in
Place Council’s meeting entitled Organizing Your Community for Aging in Place.
“The maturation of the Baby Boomers, coupled with
the miracle of longevity, has created a huge market for
solutions and services,” said Executive Director Marty Bell
in his opening remarks. “There are all these great ideas to
support aging and improve later life: new products, drugs,
approaches, services, businesses, television channels, websites, associations, charities, housing developments, benefits,
regulations, funding mechanisms. But as people age and
face cognitive, mobility and confidence issues, they find
themselves in an information avalanche. Where do they
even begin to find and access what they need?”
As a solution, NAIPC encouraged pulling all those focused
on aging in a community—businesses, government, organizations, residents—together into a unified effort and creating
local Aging in Place Centers. The first Center is scheduled
to open in mid-2018 in Riverhead, NY. Currently, the effort
is a partnership that along with NAIPC includes Stony
Brook University’s School of Social Welfare, the New York
State and Suffolk County Offices for the Aging, the Village to
Village Network and the Family Community Life Center,
which will provide the Center a brick-and-mortar home.
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Each organization plays a specific role in the creation and
operation of the center.
Other conversations at the conference included:
• Tried and successful approaches to organizing
		communities;
• Methods of building interest and participation
		 among older residents and their families; and
• Advantages and methods of collaborating with large
		 national organizations and government.

Setting an Aging in Place Center
in Your Community
The structure of this program includes a National Center for Aging in Place at Stony Brook University and a local
Aging in Place Center to serve residents in a community.
The Center for Aging in Place at Stony Brook will
concentrate on:
• Raising awareness, stimulating local activity, and
providing technical assistance for communities who
want to develop local aging in place hubs;
• Educating the next generation of the workforce
(engineering, architects, business, law, medicine,
nursing, pharmacists, social workers, etc.); and
• Conducting interdisciplinary research that links
social and technological interventions to support
aging in place.
The community Aging in Place Center will:
• Establish and staff a one-stop shop or “department
store” of vetted Aging in Place businesses and services
in the community;

• Operate a phone line on which residents can contact
Aging in Place specialists for advice and access to
vetted, committed local businesses providing in-home
and other needed services;
• Bring together all those concerned with aging in a
		 community to assess local needs; and
• Offer an ongoing series of local educational seminars
		 on aspects of aging.
On November 4, Stony Brook
University will offer a CEU course
at its Manhattan campus for Social
Work graduate students to learn to
become Aging in Place Specialists.
These Specialists will then be able to
serve as staff in Aging in Place Centers
or provide expertise to senior housing developments, businesses and local
government. The plan is to eventually
offer this course online and not exclusively for Social Work students.
Dr. Jacqueline Mondros, dean
of Social Welfare and assistant vice
president for Social Determinants of
Health at Stony Brook, who leads this
effort there and worked with her staff
to create the Aging in Place specialist course, reported to
attendees that 24 faculty members from a wide range of
departments and schools at Stony Brook have begun meeting
to discuss what each can contribute to the National Center
for Aging in Place.
Holly Rhodes-Teague, director of the Suffolk County
Office for the Aging, explained that despite the fact that
her office also offers access to services they cannot possibly
meet the needs in a county with over 300,000 residents
over 60. The addition of the Aging in Place Center in
Riverhead vastly expands the local capacity for support.
Shirley Coverdale, president and CEO of the Family
Community Living Center that will provide a brick and
mortar home for the Aging in Place Center, explained the
value of this collabroation to her community. It:
• Provides workforce training in a real-world setting;
• Creates protective factors and access to critical services
for seniors who wish to age in place;
• Creates a safe and welcoming atmosphere in a noninstitutional setting;

• Provides peace of mind for family members by vetting
service providers;
• Provides for community-based collaborative research and
development of best practice and policy templates; and
• Creates a huge public benefit by harnessing resources
of local area colleges and universities to assist underserved and disadvantaged populations.

The local Aging in Place Center shifts Aging in Place
from an idea to a practice. It shrinks a thousand good ideas
into one accessible delivery system. It clears the obstacles
created by the burgeoning aging marketplace. There are
moments when it is beneficial to all to combine forces—and
we believe we have reached that moment in aging in place.

Models for Community Organization
If our goal is to clear the clutter of aging information,
eliminate confusion and maximize accessibility to older
residents, it behooves us to involve as many people,
businesses, institutions as possible within the community
and nearby. Competition may be inherent to business—competition for clients, funding, attention, recognition—and so
we must accept we are requesting setting aside propriety, ego
and brand for the good of the community. Not an easy task.
There are lessons to be learned from approaches to
community organization that have had success.
Michael Marcus, of Consultants for Community
Resources who has been working in the aging support sector
Aging in Place continued on page 26
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Aging in Place continued from page 25

for 30 years, advocates an Asset-Based Community Development (ABCD) approach that recognizes that while people
and communities have deficiencies and needs, they also
have assets and capacities. Rather than starting from scratch
and reinventing the wheel, ABCD begins with mapping
both the needs of the community and the assets that are
already there than can help fulfill the needs.

increasing share of older residents. The plan began with
the Board of supervisors and Commission on Aging holding
15 forums in ten different languages and attended by 800
residents and mostly devoted to listening.
The resulting plan consisted of addressing issues in six
topic areas:
• Safe and Healthy Communities
• Community Engagement
• Transportation
• Housing
• Services for Older Adults and Family Caregivers
• Long-Range Planning
Leadership teams were then formed to deal with initiatives in each of the action areas consisting of a:
• Champion: Community leader empowered by the
Board of Supervisors’ (BOS) endorsement of the 50+
Plan to develop and implement a work plan for the
specific Initiative.
• COA Advocate: Fairfax Area Commission on Aging
(COA) representative who serves as an advocate for
the initiative’s Champion and County Liaison.
• County Liaison: Fairfax County staff person who
provides assistance and linkages to County resources
and serves as a County contact for the initiative’s
Champion and COA Advocate.
Community partners, including universities, health
organizations and hospitals, religious organizations and
companies, were then recruited for support (paralleling the
ABCD approach). Initiatives were designed in each area and,
perhaps most significantly, a scoring key was established to
trace the progress of each initiative on an ongoing basis.
Lessons learned from the plan included:
• Government, nonprofits and for-profits can work
together to provide options for older adults and create
more livable communities.

Community members know about the local assets.
Successful community action is the result of assets that
were not connected being connected. Needs are aligned
with assets. To connect assets, there must be a connector,
i.e., individuals, associations, local institutions.
Jacquie Woodruff serves as the director of Livable
Communities Development for the Fairfax County (VA)
Area Agency on Aging that has activated a 50+ Action
Plan to learn about and respond to the needs of its rapidly
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• Community input and engagement results in a more
successful plan.
• Input must be shared and synthesized so stakeholders
feel heard.
• All partners should both benefit and contribute to the
shared work.
• Involvement of elected officials adds leverage and
visibility to community projects.

As we have discussed frequently within
our organization, and as was confirmed by
these market watchers, most older people
only become receptive to messaging when
facing a Life Stage Event.
Though older adults in some numbers
still depend on newspapers and national magazines for information, what can be both more
affordable and more effective is utilizing ads
on search engines, blogging and advertising
on Satellite Radio. While 78 percent of the
boomers are now on line, 52 percent of the
older generations are connected regularly.

Reaching Out to Residents
Both the ABCD and 50+ Action Plan approaches involve
those residents of the community willing to give the time
to share in the planning. That, of course, is always a small
coterie of committed individuals. But once a community
improvement effort begins to be implemented, whether
it is a result of these organizing plans, or an Aging in Place
Center, much wider spread participation is needed. Residents
must be educated about the existence of new service delivery
systems and then urged to utilize them.
In the current milieu of ever-changing technology, where
are older adults turning for information? Mary Furlong of
Mary Furlong & Associates and Lori Bitter of The Business
of Aging are consultants on marketing to the over 50 market
frequently called upon for advice by major companies and
organizations.

In more than 200 communities throughout the country,
local residents join together and pool their resources to form
a “Village.” Villages are joined nationally by the Village
to Village Network administered by director Natalie Galucia,
who provides models and start-up kits to those interested in
replicating the effort.
The guiding principles of Villages are:
• Self-governing, self-supporting, grassroots membership-based organizations.
• Consolidate and coordinate services for members.
• Create innovative strategic partnerships that leverage
existing community resources and do not duplicate
existing services.
• Holistic, person-centered, and consumer driven.
• Promote volunteerism, civic engagement and
intergenerational connections.
Aging in Place continued on page 28
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Aging in Place continued from page 27

A Village model has three core components:
• Services provided by vetted volunteers.
• Access to a list of vetted service providers in the
community.
• Ongoing social activities.

ment are open to you. They all have programs that can help
the aging journey of residents of your community and you
are in a position to serve as local ambassadors.
Robert Blancato, president of the firm of Matz Blancato
in Washington, chairman of the board of the American
Society on Aging and a member of the board of AARP,
reported that the Age Friendly City program, as well as the
Livable City index can be of value to local chapters.
Age Friendly Cities, originated by the World Health
Organization, is a program that provides civic leadership
methods of looking at the urban living environment, from the
point of view of older residents by addressing the walkability
of streets, access to transportation and housing, need for
parks and benches and availability of social participation.
The Livability Index, originally created by the Milken Institute, is an annual evaluation of how well a city supports
older adults’ needs and behaviors. In the past, NAIPC chapters have utilized the Livability Index as a means to bring local
groups together and assess their own living environments.
Both programs can be accessed at the AARP website.
In addition to its national office, AARP has state and
local offices set up specifically to support their regions and
those are the contacts most helpful to local chapters.

Villages all have individual characteristics based on location and participation. For example, Love Living at Home
based in Ithaca, New York serves an area comprised of ten
towns over 492 square miles with a population of 105,000,
whereas Mount Vernon at Home in Alexandria, VA is all
within one section of one bedroom community. Some
American cities, including Washington, DC and San Francisco, have small Villages throughout the town.
Village residents and their staffs are looking for the services
provided by NAIPC chapter members. An ongoing relationship within a community benefits both organizations.
The impact of the programs and approaches we are
examining here need to be monitored and measured if
effectiveness is going to be continually improved. The
Georgia Tech Research Institute has designed a model for
measurement with its Homelab, which follows the experiences of 600 residents of the area surrounding Atlanta.
Volunteers found through local advertising have provided
a testing cohort for many organizations
and corporations with new programs
NCOA looks to partner with community-based non-profits
or products.
As reported at the conference by to offer their programs and in some cases provides grant
Sarah Farmer, a research scientist at support. Local chapter should learn more about these programs
the GTRI and director of the Home- to determine if they want to esplore becoming partners.
Lab program, interested participants
are first given an induction questionThe National Council on Aging (NCOA), presented by
naire followed by an in-home interview. The questionnaire
Amy
Ford, Senior Director of Home Equity Initiatives and
inquires about mobility aids, assistive devices, health inforSocial Accountability, runs a series of programs that are more
mation and quality of life. The interview includes a series
focused on aging individuals than the community, including
of tests to determine mental status and ability to handle
56 Benefits Enrollment Centers in 39 states, a National
activities of daily living, both a home and medication
Institute of Senior Centers, a Falls Prevention Resource
inventory inspection. As some participants drop out, they
Center and educational seminars under the title Aging
are replaced to keep the sample size at 600.
Mastery, which teaches people key issues they need to focus
on for the most comfortable aging. NCOA looks to partner
How can NAIPC work with your organization
with community-based non-profits to offer their programs
locally and help you fulfill your mission?
and in some cases provides grant support. Local chapters
There are many large, national organizations in the
should learn more about these programs to determine if
aging service sector that are impressive and imposing and
they want to explore becoming partners.
may seem intimidating to local chapters and communities.
NCOA also has unique online resources, such as Benefits
But the doors to these organizations as well as to govern-
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and Economic Checkup, which allows visitors to make
sure they are aware of those benefits to which they are
entitled and have a means to assess their ability to fund
their own retirement. It has set a goal for itself of improving the lives of 10 million people over 60 by 2020.
Greg Olsen, acting director of the New York State
Office for the Aging, encouraged attendees to spend time
learning the priorities of state or local government and
offer to collaborate to help officials attain their goals. “Every
government agency must have a plan,” Olsen said. “We travel
around the state to see first hand the implementation of
our priorities and we rely on community partners to tell us
what is working.”
In a fitting following to Bob Blancato’s presentation,
Olsen reported Governor Andrew Cuomo is determined
to make New York the first Age Friendly State. The state’s
viewpoint is that health is not a silo but an important part
of every government initiative.
Olsen encouraged members to not just meet with the
legislative and policy directors of those elected to the State’s
Senate and Assembly, but to build ongoing relationships so
that when an issue you are knowledgeable about comes up,
they think of consulting you first. He suggested the best
approach is not to just ask for money for a project, but to
describe how your efforts fit into the bigger picture and
hope they meet their goals.
“For 100 years, we have been duped into believing that
the older population is a drain and not valuable,” Olsen said.
“But data shows that is not at all the case. People over 60 are
a major economic, social and intellectual force. We need to
change the way we view them and talk about them.”

Takeaways
1. The Aging in Place Center pilot program in Riverhead
is scheduled to open in mid-2018. We will continue
to report regularly on the progress of that effort.
Once we are up and running, we intend to create a kit
for setting up a Center in your community. And we
will work with you to accomplish this.
2. The course for Aging in Place Specialists will begin
November 4 at Stony Brook University’s Manhattan
campus. Spaces are still available. A brochure can be
found at ageinplace.org. Our intent is to offer the
course on line later next year.

3. Use the information from this conference to begin to
organize a united effort in your community for aging
in place. All the powerpoint presentations can be
found at ageinplace.org.
4. Form a working relationship with a local university that
has departments related to aging. Universities can provide access to health, social work, business, engineering,
marketing, space and, most significantly students,
who can help administer a local center as part of their
requirements. Encourage the University to use the
GTRI Homelab model to form a working group of
older residents in your community to track results of
your efforts.
5. Look for an aging related facility (senior center, senior
housing development, medical center) that can become
a partner with your chapter and provide a home for an
Aging in Place Center.
6. Review the processes of Asset-Based Community
Development and the 50+ Action Plan as a means to
bringing your community together. Take the lead and
organize the first community meeting to begin the
conversation.
7. Reach out to Villages located nearby or work with
seniors in your community to encourage formation of
local Villages.
8. Reach out to local government—state, city, county,
town—to participate in your chapter and collaborate
with your community on an Aging in Place Center.
Study their policies and priorities and fit your needs
into their approach. We will provide a guide to
working with government and documents about these
efforts you can share with them.
9. In all your communications with older residents and
their families, we strongly suggest you use positive
messaging rather than scare tactics and bad omens
for the future. As people age, they are scared enough.
Our role is to provide truth but also comfort.
10. Visit the websites of national aging organizations, such
as American Society on Aging, AARP and National
Council on Aging, to follow their programs that may
help you in your work and help your clients. RM
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Finance of America Reverse LLC

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.

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.

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 professionals and subject matter experts.
Platform – ReverseServ™ is Celink’s proprietary reverse mortgage 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 relationships
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
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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 licensed in states
nationwide. As the Top Ten Lender nationwide including #2 in
California, HighTechLending, Inc. was founded by Don Currie and
Erika Macias-White in 2007 and celebrates its’ ten years this year of
exceptional service with A+ rating with the Better Business Bureau.
With over 35 years in the mortgage industry, Don Currie’s vision is
continuing to expand its national reverse footprint with confidence
and integrity and always maintaining the perfect branch platform
thanks to its exceptional staff, efficient operations and commitment
to seniors.

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

Member
Profiles

HomeBridge Financial Services

National Field Representatives

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

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.

Dino Guadagnino
973-727-2412
dino.guadagnino@homebridge.com
www.homebridge.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/.

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.

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.

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

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

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

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

Women in the Workplace
Women in the Labor Force
u According to the U.S. Department of Labor, Women in the

Labor Force in 2010:
• In 2010, there were 123 million women aged 16 years and
		 over in the United States. Of those women, 72 million
		 or 58.6% were participating in the labor force.
• Almost 47% of U.S. workers are women.
• Women are projected to account for 51% of the increase
		 in total labor force growth between 2008 and 2018.
• In 2010, 73% of employed women worked on full-time
		 jobs, while 27% worked on a part time basis.
u According to the U.S. Bureau of Labor Statistics, Women in
the Labor Force: a databook:
• In 2015, 41% of women ages 25 to 64 held a college
		 degree, compared to 11% in 1970. About 6% of women
		 had less than a high school diploma, down 34% since 1970.
• In 1979, women working full time earned 62% of what
		 men earned; in 2015, women’s earnings were 81% of men’s.
• In 2015, 5.3% of employed women held more than one job.

Women with Children in the Labor Force
u According to the U.S. Department of Labor, Women’s Bureau:

• In March 2015, 69.9% of mothers with children under 18
		 participate in the labor force, up from 47.4% in 1975.
• In 2014, mothers were the primary or sole earners for
		 39.6% of households with children under 18 compared
		 to 11% in 1960.
u According to the U.S. Bureau of Labor Statistics, Women in
the Labor Force: a databook:
• Divorced women had a higher labor force participation
		 rate than married women, 62.7% versus 58.1% in 2015.
• In March 2015, the rate for women who were 16 years
		 and older in the labor force with children 6 to 17 years
		 old was 74.6%. The rate for women who were 16 years
		 and older with children under 6 years old was 63.9%,
		 and the rate for women who were 16 years and older with
		 children under 3 years old was lower, at 61.4%.
• In March 2015, 75.1% of unmarried mothers with
		 children under 18 years old were in the labor force,
		 compared with 67.6% of married mothers with children
		 in the same age range.

Occupation and Industry
u According to the U.S. Bureau of Labor Statistics, Women in

the Labor Force: a databook:
• In 2015, women accounted for 52% of all workers employed
		 in management, professional and related occupations.
• From January 2013 through December 2015, 3.2 million
		 workers ages 20 and older were displaced from jobs they
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		 had held for at least three years; women accounted for
		 44 percent of those displaced. The reemployment rate for
		 women was 64 percent, compared with 67 percent for men.

Highly Educated Women Staying at Home
u According to Pew Research Center’s Opting out? About 10%

of highly educated moms are staying at home (May 2014):
• About one-in-10 mothers with a Master’s degree or more
		 are staying at home in order to care for their family.
• The so-called “opt-out moms” (roughly 10% of all highly
		 educated mothers) make up just 1% of the nation’s 35
		 million mothers ages 18 to 69 who are living with their
		 children younger than 18.
• Among mothers with professional degrees, such as medical
		 degrees, law degrees or nursing degrees, 11% are relatively
		 affluent and are out of the workforce in order to care for
		 their families. This is true for 9% of Master’s degree
		 holders and 6% of mothers with a PhD.
• Affluent, highly educated women who exit the workforce
		 may not be “opting out.” Some suggest they are being
		 pushed out, due to difficulties of balancing work and
		 family in the U.S.
• Leaving the workforce is not necessarily a permanent
		 step. In a 2009 survey, fully 89% of those highly qualified
		 women who have left their careers (the plurality of whom
		 did do to care for family) reported that they did plan to
		 return to work.
		 – Seventy percent did so, typically after about two and a
			 half years out of the workforce.

Women in the Workplace
u According to Harvard Business Review’s Women in the

Workplace: A Research Roundup:
• Data from a McKinsey survey, found that on average
		 women made up 53% of entry-level employees, 40% of
		 managers, 35% of directors, 27% of vice presidents,
		 24% of senior vice presidents, 19% of executives in the
		 C-suite, showing the percentage of women fall off
		 dramatically in the higher ranks of organizations.
• A study conducted by Correll et.al., found that when
		 being considered for the same job, mothers were
		 significantly less likely to be recommended for hire, and
		 when they were, they were offered $11,000 less in starting
		 salary, on average, than childless women.
• In a study conducted by Professor Pamela Stone at Hunter
		 College, women pursued their careers an average of 11
		 years; 60% worked well past the birth of their second
		 child. None was pushed out. But, fully 90% left not
		 to care for their families but because of workplace
		 problems, chiefly frustration with long hours.

Provided by AAG

Serving America’s Seniors with Care
Don't miss out on the business advantages of being a CRMP.
Harlan Accola, Fairway Independent Mortgage
Bruce Anderson, Legacy Mortgage
Tim Anderson, Liberty Home Equity Solutions
Mehran Aram, ARAMCO Mortgage
Gary Ardesson, Mojave State Bank
Janine Atamian, Premier Title & Escrow
Craig Barnes, Reverse Mortgage Funding LLC
Clayton Behm, Retirement Funding Solutions
Henrietta, Belcher-Stack, WSFS Bank
Brian Belluomini, Acrobat Mortgage
Fernande Marie Bencze, Alliance Reverse Mortgage
Douglas Bertsch, American Pacific Reverse Mortgage Group
Pamela Boyer, Reverse Mortgage Funding LLC
Jesse Brewer, Resolute Bank
Judd Brown, PS Financial Services
Christopher Bruser, Retirement Funding Solutions
Craig Bryant, Banc of California NA
Kyle Buck, Northwest Reverse Mortgage
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
Eric Christensen, HECM Senior Home Financing
James Peter Christopoulos, Silex Financial Group
Lyn Coffin, The Mortgage Network, Inc.
Eric Colburn, Alpha Mortgage
Ellen Connors, Shamrock Financial Corp.
Angella Conrard, iReverse Home Loans
Launi Cooper, Retirement Funding Solutions
Jim Cory, Live Well Financial, Inc.
Jeff Cota, Pure Mortgage
Roberto Crespo, PS Financial Services
David Darling, Premier Home Equity
Randy Davis, Dollar Bank
Jerry Delmato, Retirement Funding Solutions
Phil Dixon, PS Financial Services
George Downey, Harbor Mortgage Solutions
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, Loangevity Mortgage
Richard Fitzpatrick, American Financial Network, Inc.
Jeff Flanery, Cambria Mortgage
Cesar Flores, Reverse Mortgage Funding LLC
Nancy Foster, The Mortgage House, Inc.
Daniel Lane Fullmer, Affinity Mortgage

Marshall Clayton Gallop, Reverse Mortgage Funding LLC
Greg Gianoplus, Alpha Mortgage Corp.
Jaime Girard, Reverse Mortgage Funding LLC
Dave Gomer, Senior Funding Associates
Phil Goss, Senior Funding Associates
Jill Gromm, Alliance Reverse Mortgage
Michael Gruley, 1st Nations Reverse Mortgage
David Guelff, American Capital Corporation
Tony Guillen, Liberty Home Equity Solutions
Larry Hanover, Millennium Mortgage Services
Christina Harmes, C2 Financial Corporation
Scott Harmes, C2 Financial Corporation
Jane Harrington, M&T Bank
Susan Haviland, TowneBank Mortgage
David Heilman, Reverse Mortgage USA
Melinda Hipp, Open Mortgage
Robert Hogg, Fairway Independent Mortgage
Dan Hultquist, ReverseVision
Robert Charles Jayne, InterContinental Capital Group
Dean Jones, Senior Funding Associates
Karen Keating, Tradition Title
J. Burgess Kegan, Retirement Funding Solutions
Kurt Kessler, TheReverseMortgageCompany.com
James King, McGowin-King Mortgage LLC
Brett Kirkpatrick, Harbor Mortgage Solutions
Mace Kochenderfer, New Mexico Reverse Mortgage
Rebecca Koontz, Frost Mortgage Banking Group
Kent Kopen, United American Mortgage Corporation
Pat Kubert, Liberty Home Equity Solutions
John Paul Leer, KleinBank
Shane Lester, Reverse Mortgages of Arkansas
David Levitt, 1st Reverse Mortgage USA
Laurie Libby, Liberty Home Equity Solutions
Tim Linger, HECM Senior Home Financing
Jamie Longe, Liberty Home Equity Solutions
Robin Loomis, NOVA Home Loans
Teresa Maines, Homeowners Reverse Mortgage Center
Jon Maiolatesi, Reverse Mortgage USA
Hernando Manzano, The Reverse Mortgage Group
Michael Markoff, Nations Lending Corporation
Mario Martirano, Associated Mortgage Bankers, Inc.
Daniel Matthews, Direct Finance
Barbara McIntyre, Reverse Mortgage Funding LLC
Cindy Ann McKeannery, Fairway Independent Mortgage
Michel McKnight, American Pacific Reverse Mortgage Group
Joe McParland, Direct Finance
Bruce McPherson, Retirement Funding Solutions
Edward Mendenhall, Norcom
Sue Milligan, Loan Simple
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, HomeBridge Financial Services
Beth Paterson, Greenleaf Financial, LLC
Nina Penny, Arizona Wholesale Mortgage, Inc.
Susan Perry, Capital Funding
Daniel Porter, Mikana Financial
Karen Rayfield, Retirement Funding Solutions
Loren James Riddick, People’s Home Equity
Eric Rittmeyer, Fidelis Mortgage
Rick Rodriguez, Resolute Bank
Teresa Rose, Senior Security Funding
Paul Scheper, Loangevity Mortgage
Jim Schwegman, Liberty Home Equity Solutions
Ken Seal, Neighborhood Mortgage, LLC
Bruce Simmons, American Liberty Mortgage, Inc.
Richard Simpao, Lineage Lending
Ellen Skaggs, New American Funding
Sean Skaggs, New American Funding
Glen Smart, NOVA Home Loans
Phil Stevenson, PS Financial Services
Rick Sweeney, Open Mortgage
Neil Sweren, 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, Direct Finance
George Vrban, PS Financial Services
Minh Vu, Golden Equity Mortgage
Bonnie Wallace, Citywide Home Loans
Lynn Wertzler, Greenleaf Financial, LLC
Peggy Whalen, Direct Finance
Patricia Whitlock, FirstBank
Ken Wieland, People's Home Equity
Cory Williams, Springwater Capital
Rick Williams, Reverse Mortgage Works
Patty Wills, Open Mortgage
Todd Woodcock, Responsible Reverse Mortgage
Rob Wyatt, Reverse Mortgage Advisors
Jay Zayer, ARAMCO Mortgage
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Why don’t you join us? Go to nrmlaonline.org
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