Reverse Mortgage
November-December 2018
Volume 11, No. 6

s Arou
e
g
a
g
n
t
d
r
o
t
M

INSIDE:

The Market for Proprietary

P.13

Explaining Second Appraisals
to Borrowers

P. 23

www.nrmlaonline.org

ld
Wor
he

Rever
se

The official magazine of the National Reverse Mortgage Lenders Association

PRSRT STD
US Postage
PAID
Merrifield, VA
Permit #1253

2

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 8

November-December 2018
Volume 11, No. 6

Contents
PUBLISHER

Peter Bell
pbell@dworbell.com
EDITOR

13

Marty Bell
mbell@dworbell.com

COMMUNICATIONS COORDINATOR

Jessica Hoefer

By Edward Seiler

18 International Home Equity Use

A world tour of reverse mortgage-like programs

STAFF WRITER

Mark Olshaker

EXECUTIVE VICE PRESIDENT

Stephen Irwin

NRMLA EXECUTIVE
COMMITTEE CO-CHAIRS

Joe DeMarkey, Reverse Mortgage Funding
Reza Jahangiri, AAG
DESIGNER

Lisa Toji-Blank, Toji Design

By Mark Olshaker

23 A Second Appraisal? Really?

How do you explain that to borrowers?

By Dan Hultquist

Advertising & Editorial Contact:
National Reverse Mortgage
Lenders Association
1400 16th St., NW, Suite 420
Washington, DC 20036
202-939-1760
mbell@dworbell.com
©2018 National Reverse Mortgage
Lenders Association

(and he’s also an economist)

3

By Marty Bell

Marketing a product, no matter how good,
is no longer enough

Sarah Aaronson
Sarah@IRMEvents.com

Association & Subscription Contact:
National Reverse Mortgage
Lenders Association
1400 16th St., NW, Suite 420
Washington, DC 20036
202-939-1760
llatimore@dworbell.com
Industry: www.nrmlaonline.org
Consumers: www.reversemortgage.org

In Reverse
A doctor in our house

28 A Sense of Purpose

ADVERTISING SALES

Reverse Mortgage is the official
publication of the National Reverse
Mortgage Lenders Association.
The magazine is published every
two months. For inquiries regarding
association membership and/or
magazine subscriptions, please call
Linda Latimore at 202-939-1793.
Advertising and editorial inquiries
should be directed to 202-939-1745 or
mbell@dworbell.com.

The Proprietary Product Market
Are older and wealthier Americans averse to
holding household debt?

ASSOCIATE EDITOR

Darryl Hicks
dhicks@dworbell.com

ECONOMIC RESEARCH REPORT:

By Merrill Shugoll

Columns

4

Peter Bell: Balanced Viewpoint
The BS assault (That’s “bogus solicitations”)

Monthly Features

2
6

Scribes
Meet this month’s contributors

Borrower Chronicles
Keeping up with the Joneses
...and Halls
By Mark Olshaker

26

Talking Heads
Curtis Cloke, Acuity Financial:
The financial advisor perspective
By Darryl Hicks

10 The Biz

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

29 Member News
30 Who’s Who in Reverse

Numbers
Proprietary product
comparison

32

Scribes

Meet This Month’s Contributors

Peter Bell (Balanced Viewpoint, p. 4) has a 42-year background as
a housing policy analyst and advocate in Washington, DC. Bell
founded and serves as president & CEO of the National Reverse Mortgage
Lenders Association. In addition to NRMLA, Bell also serves as the
CEO of two other national trade associations, National Aging in Place
Council and the National Housing & Rehabilitation Association.
Darryl Hicks (Talking Heads, p. 6) is the vice president, Communications for National Reverse Mortgage Lenders Association, where he
writes our Weekly Report and administers our CRMP program.
Dan Hultquist (A Second Appraisal? Really?, p. 23) is the vice president
of Education and Organizational Development at Live Well Financial.
He is also the author of the book, Understanding Reverse, which is
in its fourth edition. As a Certified Reverse Mortgage Professional
(CRMP), and co-chair of the NRMLA Education Committee,
Hultquist speaks nationally on the topic of reverse mortgages.
Mark Olshaker (International Home Equity Use, p. 18 and Borrower
Chronicles, p. 26), our staff writer, is a best-selling author of fiction

and non-fiction and an accomplished researcher in the areas of crime
and medicine. Olshaker has written 15 books, including the New York
Times Number 1 bestseller Mindhunter—inspiration for the Netflix
series of the same name—and Law & Disorder, both with former FBI
Agent John Douglas. His latest book is Deadliest Enemy: Our War
Against Killer Germs, with Dr. Michael Osterholm.
Edward Seiler, PhD, (The Proprietary Product Market, p. 13) is vice
president, Research & Economic Analysis for organizations managed by
Dworbell, Inc., including NRMLA, National Aging in Place Council
and National Housing & Rehabilitation Association. In his capacity,
Seiler leads economic research for all three associations. He previously
was chief housing economist and director at Summit Consulting,
director of economics at Fannie Mae, and he has lectured graduatelevel econometrics at Johns Hopkins University.
Merrill Shugoll, (A Sense of Purpose, p. 28) president of Shugoll
Research, conducts qualitative and quantitative marketing research
to guide the strategic planning and marketing communications for
corporations, not-for-profits and government agencies. She specializes
in consumer behavior and psycholinguistics. Shugoll recently served
on the National Board of the Insights Association and is a past president
of the Marketing Research Association. She is a recipient of the
Honorary Lifetime Membership Award for Outstanding Service to
the marketing research profession, and the SmartCEO Brava! Award,
which honors female business leaders who combine an entrepreneurial
spirit with a passion for giving back to their community. RM
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In Reverse

There’s a Doctor in Our House
(and he’s also an Economist)
ARE WEALTHY PEOPLE GOING TO CARRY DEBT? OR IS

it possible they are more disposed to carrying debt than
the less wealthy since it was a tool that helped them, say,
start or grow the business on which they built their wealth?
As the reverse mortgage industry innovates its way back
into the proprietary mortgage space, these are questions that
have to be on our minds. Where do we turn for answers?
Meet Edward (Eddie) Seiler, PhD, Fulbright scholar,
former director of Economics at Fannie Mae, and now, we
are proud to announce, the vice president, Research and
Economic Analysis at Dworbell Inc, the umbrella association management company for NRMLA, where he will
bring a new, valuable perspective on economic and policy
analyses to our members, conferences and publications.
“Eddie’s research and analytical skills will help NRMLA
and our broader industry better quantify the current state
of the senior housing market, retirement funding needs
and the impact of macroeconomic policy on our industry.
It also helps us to better make the case to policy makers
and the public on the value of our products,” says NRMLA
President and CEO Peter Bell. “His research and economic
forecasting will provide context of broader economic
trends and how they impact the reverse mortgage industry,
assisting our members in their future business planning.”
Some of you have, no doubt, already witnessed Eddie’s
charm and humor at NRMLA’s 2018 Annual Meeting
in San Diego. As an introduction to the innovative (and
sometimes surprising) thinking Eddie will be bringing to
these pages, in this issue you will find his analysis of the

growing dependence on debt by older adults of varying
ages and wealth. (The Proprietary Market, p. 13)
While we are on innovation, as we plan for a future of,
hopefully, a larger diversification of products, can we learn
from the home equity extraction programs in other countries?
On almost every continent, countries are looking to home
equity accessibility to help fund aging and retirement, each
with their own quirks. So we sent writer Mark Olshaker on
a virtual world tour to search for the best ideas from abroad.
(International Home Equity Use, p. 18)
Like all policy changes, the new appraisal rules implemented by the FHA for the FY 2019 budget have triggered
a good deal of industry chit-chat. But now we have to go out
and explain the possibility of a second appraisal to potential
borrowers. How are we going to do that? For advice, we
turned to Dan Hultquist of Live Well Financial, a CRMP
and the author of Understanding Reverse Mortgages. (A Second
Appraisal? Really?, p. 23)
Also in this issue, you will find somewhat unusual
content for us: a marketing piece on how A Sense of Purpose
beyond just selling a product is vital to growing your business in today’s market, sage advice from my dear friend
Merrill Shugoll, president of Shugoll Research, a muchadmired marketing research firm here in the Washington,
DC area. (p. 28)
And in Balanced Viewpoint (p. 4), Peter Bell shares the
experience of an older adult under the avalanche of non-stop
sales pitches, a storm that is, no doubt, impacting our ability
to get our message across.
Marty Bell, Editor
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Balanced
Viewpoint

The BS Assault

(That’s “Bogus Solicitations”)
ON A RECENT WEEKDAY MORNING, I WAS VISITING

my 94-year-old father and told him I would pick up his
mail. I opened his mailbox to find seven colored envelopes
and a green postcard with no return addresses or identifications of senders, each offering him a money prize.
“Select One Payout Decision Label:
$500,000 prize lump sum payment or $1,000,000 prize
$2,777.77 per month for 30 Years.”
“Prize Document Enclosed. Confirmation of Grand Prize
Amount $10,242.69. The winner has been selected.
Please take care of this today.”
“$11,077.52 Prize! Secure VIP Prize Entry Documents
Enclosed. Authorized Document. Urgent Notice.”
And so on and so on.
When I returned to my dad’s
apartment with the mail,
he handed me a pile of 21
additional similar envelopes.
So I opened a few. They
all had the same format, as
if issued by the same direct mail company. Each was
attached to a supposed “charity.” One side of the page in the
envelope offers you an entry for a prize if you respond and,
by the way, while you’re at it, send us a contribution. The
back of the page is crowded with small print, nearly the same
on each document, including, “Your odds of winning will
be no greater than one in 2,099,341.” Same odds on each
solicitation. On the bottom of the back page is a box describing the charity. Some seem somewhat legitimate, others
not so. One solicitation came from the Kids Wish Network,

4
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By Peter Bell, President & CEO of NRMLA

which according to Wikipedia, was
designated the Worst Charity of
the Year in 2013 by the Center
for Investigative Reporting. Another,
Americans Against Child Abuse, was
ranked in the 50 worst charities two
years in a row, according to the Lancaster (PA) Online, where the charity
Peter Bell
is located. (The rankings are based
on “how much is spent on fundraising vs. on the programs
that help those in need.”) Reports are that about 15 percent of the contributions go to the charity and 85 percent
to the direct mail company.
That afternoon, as my dad and I sat watching the news
on television, his phone rang frequently and sitting beside

Balanced
Viewpoint
him I could hear the recorded voices offering him products,
discounts, services. And then of course there is the email
avalanche that falls on all of us. But he is 94!
A story in the New York Times by Douglas Frantz in
1998 reported on one elderly woman in Florida who had
sent 148 personal checks to 58 different contests and spent
$60,000. Other reports are that some people who get these
mailings think they have won and get on a plane to fly
to Tampa to collect their prizes. In response to this, in
1999, Senators Susan Collins and Carl Levin sponsored the
bipartisan passage of the Deceptive Mail Prevention and
Enforcement Act, which requires a tiny paper slip in the
envelopes with a consumer disclosure alerting the recipient
that they have not won anything and, “donating will not
increase your chances of winning”—but this obviously has
not limited the flow of bogus solicitations.
Interviews with direct mail company staffs report that offering prizes is what the industry refers to as “action devices.”

Their theory is “the more gimmicks, the more responses.”
Elder financial abuse has become a widespread concern. The Elder Financial Abuse section on AARP’s website advises that the first rule is never respond when people
try to sell you something. If you want to buy something,
you approach them.
This is the environment in which we are trying to provide reverse mortgages to older adults. So when we ask
ourselves, why does the reverse mortgage business have a
tainted reputation, a part of the answer is this “BS Assault.”
Bogus solicitation has always been a problem and it has
only become exacerbated by the introduction of email and
the internet, which have pretty much coincided with the
introduction of reverse mortgages. I don’t have an answer to
this problem, other than we all need to be aware of it. When
we are talking to potential reverse mortgage borrowers, we are
just one of many voices offering them things. And many, too
many, of those voices do not have the best intentions. RM

PROPERTY PRESERVATION, INSPECTIONS & SPECIALTY FIELD SERVICES
WWW.NFRONLINE.COM • 800-639-2151 x 2220
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Talking
Heads

Curtis Cloke

CEO & Founder, Acuity Financial
The Financial Advisor Perspective

By Darryl Hicks

CURTIS CLOKE IS AN AWARD-WINNING FINANCIAL

advisor, educator and speaker with over three decades of
experience helping families achieve retirement security.
As a member of the Funding Longevity Task Force—an
organization founded by former Wells Fargo executive Shelly
Giordano, the American College of Financial Services and the
Washington, DC-based Bipartisan Policy Center—Cloke has
become a vocal supporter of reverse mortgages and devising
retirement plans that incorporate housing wealth.
He has also developed his own continuing education
classes on many topics related to retirement and estateplanning strategies and software tools that are used by
top professionals in the financial services industry to help
them devise retirement plans.
Reverse Mortgage magazine sat down with Cloke to talk
about his views on reverse mortgages and what he’s doing
to change financial planners’ perceptions about them.
Reverse Mortgage: Much of the research collected today
portrays a gloomy picture, that Americans aren’t saving enough
for retirement or not saving at all. What’s your opinion?
Curtis Cloke: It’s true, when you look at the average
American household, the savings rate is very low. The average
amount saved is under $100,000 and, in many cases, less
than $50,000. So, yes, people are ill-prepared for retirement. They need to consider saving more money or working
longer. Low-income wage earners are not as healthy compared to people who make more money, so they may not
be able to work forever because their health won’t allow
it. For people who own a home, a significant portion of
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their assets—50 percent or
more—are tied to housing
wealth (i.e., home equity).
Being able to consider housing wealth gives financial
advisors a broader capability of addressing cash
flow needs when helping
their clients prepare for
retirement.
Curtis Cloke

RM: Why don’t more
financial planners advise their clients who are retired or
nearing retirement to consider using a reverse mortgage?
CC: I was like every other advisor. I saw reverse mortgage
ads on television. I heard the stories. There was an inference every time the term came up that it was a bad thing. I
formed an opinion without much education or knowledge
and relied on the negative media stories to form my opinions. I became more familiar with reverse mortgages as an
adjunct instructor for the American College of Financial
Services, when I developed portions of the curriculum for
the Retirement Income Certified Professional® (RICP®)
designation. I developed 28 studio segments of the curriculum, I earned the designation, but even then, I still dismissed
reverse mortgages. It wasn’t until three years after I got the
designation, I received a phone call from my friend David
Littell, who co-created the RICP® designation, and he
asked me to meet with Don Graves, a reverse mortgage
expert. Don wrote that portion of the RICP® curriculum

Talking
Heads
focused on reverse mortgages. I invited him to one of my
classes and I gave him 20 minutes over the lunch break to
speak to my students. Ten minutes later, I realized there
were so many things that I didn’t know. It was then that
a realized the value of what a reverse mortgage could do
under the right circumstances. Another point I want to
make is that there’s also a perception held by financial
planners and broker/dealers that their E&O (Errors and
Omissions) insurance coverage prohibits them from providing
financial advice about reverse mortgages. This is simply not
true. The policy says they can’t sell reverse mortgages, but
there’s nothing that says we can’t advise on reverse mortgages. That’s a key distinction, but it’s the first objection
you get from advisors.
RM: Do you believe that financial planners’ perceptions
about reverse mortgages are beginning to change, just
like they did with you?
CC: Yes. I realized that I was inept, but I also realized
that my views were not unique in the financial planning
space. In my dealings with broker/dealers—these are the
large financial services companies that I work with to
provide and approve my practice’s investments, insurance
products, etc.—I realized that their compliance staff have
their own beliefs and biases too. What’s significant is that
these compliance people are authorized by the Financial
Industry Regulatory Authority, Inc. (FINRA) to avow
or disavow certain things from being discussed between
a consumer and investment advisor, based solely on their
approval. Many times, their own personal biases naturally
and subliminally come into play. This is what I learned
when I spoke to them about reverse mortgages. Keep in
mind, you will never get a broker/dealer to approve a
financial advisor to tell a client that they should, or should
not, get a reverse mortgage. Rather, there are certain things
that advisors need to know and understand about financial
tools and how they work. When they see a fact pattern
emerging with a client, they will know enough to say ‘I
don’t sell reverse mortgages, and I can’t tell you specifically
how they work from company to company, but I see a fact
pattern that tells me you should educate yourself about a
possible reverse mortgage and seek out at least three different
experts to get that level of detail.’
RM: Can you give me an example of one of your clients who
got a reverse mortgage and how it worked out for them?

AAG
& You
Better
Together
American seniors are facing a
retirement crisis. Thankfully, we have a
solution. And you’re part of it. Contact
us today to discuss how our companies
can team up to help more older
Americans retire better.

(866) 964-1109
aag.com/wholesale
For industry professionals only - not intended for consumers.
American Advisors Group, NMLS #9392 (www.nmlsconsumeraccess.org), headquartered at 3800 W. Chapman Ave., 3rd
& 7th floors, Orange, CA 92868. This material is not from HUD
or the FHA and was not approved by HUD or a government
agency. License information can be viewed on: www.aag.
com/disclosure

Talking Heads continued on page 8
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 8

7

Talking
Heads
Talking Heads continued from page 7

CC: I worked with a couple, the husband was retired, and
the spouse continued to work. Her health deteriorated
and, unfortunately for them, they utilized a lot of capital
for things they had not planned for. They came up against
a wall, they needed more income but had few assets. They
owned a home, so one option that we discussed was getting
a reverse mortgage. They got one and used a portion of the
proceeds to pay off their first mortgage, which freed up additional capital because they no longer had a monthly payment.
The remaining proceeds were put into a line of credit. Not
long after, one spouse inherited proceeds from a parent’s life
insurance policy. It was a big sum of money, a couple hundred
thousand dollars, that they used to pay down most of the
reverse mortgage balance without cancelling the note. This
created more liquidity for future use. Without the reverse
mortgage, my clients would have run out of money.
RM: How many classes do you teach a year and where
do you teach them? Who are your students? What retirement
topics do you teach?
CC: After working on the RICP®, I founded Thrive University in 2012 and decided that financial advisors should
expand their education and become practitioners who
considered all retirement options while helping them
eliminate biases they shouldn’t have. On average, I offer
six classes a year, all over the country. There are different
layers of education. Thrive University I is foundational.
Thrive II goes deeper. Thrive Advanced gets into fact-specific
cases involving pre-retirement households. Students use
my financial planning software to design and engineer a
plan that considers and analyzes all retirement strategies
for them to be an effective fiduciary, including reverse
mortgages, Roth IRA conversations, Social Security timing,
pension elections, etc.
RM: What preconceptions do your students have about
reverse mortgages? If they have negative preconceptions, do
their opinions ever change after they sit through your classes?
CC: They all have preconceptions, except for students
whose parents benefited from a reverse mortgage. In rare
cases, you have somebody with a strong negative opinion.
Maybe they had a family member who had a bad experience with a reverse mortgage. I am careful when bringing
up a new topic without first properly teeing up an emotional expectation. As I introduce the topic, I will say, ‘I

8

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 8

am going talk about something that, if I bring up the word
probably everybody in this room will have an opinion or
reaction much like our clients have when you say the word
‘annuity.’ I am not talking about annuities but it’s a topic
that might make you frown and make you wonder why
Curtis is bringing it up. I want you to promise me that you
will let me complete the information that’s essential for
you to know and understand why it’s important.’ I raise
their expectations so much, that they are anxious to hear
what I am about to tell them. When I start to show them
the math and science about how reverse mortgages work,
and the different strategies that can help change people’s
lives when they are properly applied, I haven’t had a naysayer yet. If anything, they are shocked, much like I was
initially, at what a reverse mortgage can do. Because they
only heard about the improper uses, rather than the proper
and fiduciary strategies that improve people’s lives. When
taught right and framed right, people then adopt understanding and throw away their biases.
RM: One of your teaching tools is a proprietary software
that illustrates different retirement scenarios based on a
client’s circumstances, including the use of home equity.
Why did you create it? Is it just a teaching tool or do you
license your software to other financial planners? Is it
available to reverse mortgage loan officers?
CC: It’s designed for licensed financial professionals, however, there are a handful of reverse mortgage experts with
backgrounds in financial planning who use it. People use
it to test solutions rapidly. Other software programs that
exist limit certain possibilities from being considered, like
a reverse mortgage, because the developers may not see the
value and may also have their own biases. We developed
software that is dynamic and can rapidly test assumptions
and outcomes. We also want the tool to be educational
for consumers. The software shows the value of the math
using pictures first in an organized dashboard. Consumers
don’t want to see spreadsheets with massive amounts of
data. They want simplified pictures that can help them
better understand the benefits and the risks associated with
their current resources and their future retirement expectations. If you’re just putting in a birth date, life expectancy,
Social Security number and maybe a small pension—in
other words, the consumer doesn’t have a lot of investments with complicated tax schemes—and you just wanted
to frame the impact that a reverse mortgage might have,
that could be a simple scenario that any reverse mortgage
sales person could program into the software. But total
planning requires much more.

Talking
Heads
RM: What advice can you give to a reverse mortgage
professional who may be interested in developing business
relationships with financial planners?
CC: Understand that if we go down the path of demanding
that broker/dealers allow their financial advisors to recommend reverse mortgages to their clients, we’re going to lose
the war. By that, I mean there are a number of liability issues
that will arise and so you’re never going to get them to go
that far. I try to understand it from both sides. I understand
the fiduciary liability of what holds back broker/dealers
and registered investment advisors and what they will say
‘yes’ to if we don’t back them into a corner of extra liability.
That’s not exactly what reverse mortgage folks want to
hear. They want them to go even further than that, but
there’s a limit. What’s ideal is to get advisors educated on
reverse mortgages, so that they understand what they are
and what they are not. We must stand up as fiduciaries and
understand all of the tools in our trade and then we need to
own those tools and apply them appropriately to the specs of
our clients’ needs and desires.

RM: If you could change one thing about America’s
retirement what would that be?
CC: I want to educate advisors more broadly on tools that
are not well understood. Advisors generally don’t want to
talk about anything they perceive to be complicated, or
that requires a lot of new knowledge. Or, if the addition
of learning and sharing this new knowledge doesn’t create
any direct compensation. They’d rather set up traditional
investments and charge fees based on those assets under
management because the whole process can be automated
with ease. Reverse mortgages are a unique subset of what’s
going on with their clients and requires them to not only
understand how it works but use tools that frame how reverse
mortgages can be effectively utilized. But that takes knowledge and additional effort compared to analyzing solely
stocks, bonds and mutual funds. I want to show advisors
the economic impact that their lack of interest has on the
consumers that we all serve. For those who want to be a true
fiduciary and provide the highest possible benefit to their
clients, once they see the impact, they may be less likely to
dismiss the effort that it takes to learn a few more things. RM

PRC… Experts You Need. Partners You Can Trust.

(800) 542-4113
PRClosings.com
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The Biz

EVERYTHING NEW YOU NEED TO KNOW

People are talking about…
New FHA Guidance Will Require Second Appraisals
on Some HECMs
As part of its ongoing efforts to reduce risks to the Mutual
Mortgage Insurance Fund (MMIF) and protect the health of the
Home Equity Conversion Mortgage program, the Federal Housing
Administration (FHA) announced on September 28 that it will
require lenders to provide a second property appraisal in cases where
the FHA determines there may be inflated property valuations.
Mortgagee Letter 2018-06 specifies that the FHA will perform
risk assessments of all appraisals for case numbers assigned on or
after October 1, 2018. Based on the outcome of that assessment,
the FHA may require a second appraisal be obtained prior to
approving the reverse mortgage for insurance endorsement.
Under the new policy, mortgagees must not approve or close a
HECM before the FHA has performed the collateral risk assessment and, if required, a second appraisal is obtained.
“This is a step that has become necessary due to HUD’s analysis
of appraisals on properties subject to a HECM,” said Peter
Bell, president and CEO, National Reverse Mortgage Lenders
Association. “It is a logical step to address the concerns they’ve
identified. We appreciate that they’ve chosen to implement this,
while avoiding any decrease in Principal Limit Factors or increase
in Mortgage Insurance Premiums.”
(For more information see “Second Appraisals? Really?” by Dan
Hultquist on page 23.)
Housing Wealth for Homeowners 62+ Reaches
$6.9 Trillion in Q2 2018
Home equity held by U.S. households 62 and older grew
to $6.9 trillion in Q2 2018, an increase of $130 billion over Q1
2018, according to the latest quarterly release of the NRMLA/
RiskSpan Reverse Mortgage Market Index (RMMI).
The RMMI rose to 249.37 in Q2, another all-time high
since the index was first published in 2000. The increase in senior
homeowner’s wealth was mainly driven by an estimated 1.7 percent
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or $143 billion increase in senior home values, offset by a 0.8
percent or $12.8 billion increase of senior-held mortgage debt.
“If you consider that the typical retiree household might have
one or two incomes from Social Security, a modest pension and/or
limited income from low-yielding fixed-income instruments, and,
perhaps, a diminished 401(k) account, then home equity becomes
their greatest asset and an important resource for funding their
future,” said NRMLA President and CEO Peter Bell.

Analyzing Retirement Trends Around the World
Because 401(k)-type plans are less common
in other countries, American workers are
able to save more for retirement compared to
their international counterparts and are less
dependent on government benefits as a primary
source of retirement income. But there are
areas where people could, and should, take
action and aren’t yet – like using retirement calculators to formally
estimate their retirement savings needs. Only about one in ten
workers use them.
These are just a few observations from internationally-recognized retirement expert Catherine Collinson, president and CEO
of the nonprofit Transamerica Center for Retirement Studies
and executive director of the Aegon Center for Longevity and
Retirement, during a recent interview with NextAvenue Managing
Editor Richard Eisenberg.
Collinson and her staff survey 15 countries annually,
representing 16,000 respondents – 1,000 per country and 2,000
in China because of its larger population. Download the latest
Global Retirement Survey at https://www.transamericacenter.
org/retirement-research/global-retirement-survey.
According to her research, Collinson says a higher percentage of
workers are saving for retirement, especially if they’re offered a plan by
their employer. “That’s fantastic news. The vast majority of workers
offered plans are contributing and today’s workers are starting to save
at ages much younger than earlier,” although she notes that the
savings rates for Generation X workers could be better.
While employers are doing a better job helping full-time
workers save for retirement, they should extend the same benefits
to part-time workers, adds Collinson, and they should help their
employees figure out what to do with their savings when they’re
ready to retire.
Bankruptcy Rates Soar Among Older Americans
The Sunday New York Times published new sobering statistics
showing that Americans age 65 and older are filing for bankruptcy
at three times the rate compared to 1991, according to a new study
from the Consumer Bankruptcy Project, which found that the
same age group also accounts for a far greater share of all filers.
Driving the surge, the study suggests, is a three-decade shift of
financial risk from government and employers to individuals, who
are bearing an ever-greater responsibility for their own financial
well-being as the social safety net shrinks, according to New York
Times reporter Tara Siegel Bernard.

The Consumer Bankruptcy Project is led by
academics Deborah Thorne, an associate professor
of sociology at the University of Idaho; Robert M.
Lawless, a law professor at the University of Illinois;
Pamela Foohey, a law professor at Indiana University;
and Katherine Porter, a law professor at the University
of California, Irvine. The project—which is financed
by their universities—collects and analyzes court
records on a continuing basis and follows up with
written questionnaires.

Source: The Federal Reserve’s survey of consumer finances, via the Consumer Bankruptcy Project

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.

make it easier for small businesses to offer 401(k) plans and bring
more savers into the retirement system. Legislation backed by both
Republicans and Democrats is pending on Capitol Hill that would
have a similar impact to the executive order. White House officials
quoted in the article said the administration can enact many
changes without Congress.

In Washington
they’re talking about…
President Signs Executive Order to Strengthen
Retirement Security
On August 31, President Trump signed an executive order to cut
some of the administrative burdens and costs that can prevent smaller
employers from offering 401(k) plans for their workers.
“A recent survey by the Pew Charitable Trusts found that 71
percent of small- and medium-sized businesses that do not offer
retirement plans were deterred from doing so by high costs; 37
percent cited high costs as their main reason for not offering such
a plan,” the executive order reads. “Federal agencies should revise
or eliminate rules and regulations that impose unnecessary costs
and burdens on businesses, especially small businesses, and that
hinder formation of workplace retirement plans.”
President Trump is asking the Labor and Treasury Departments
to study the issue and offer new rules.
According to an article published by Investment News that
provided further details on the executive order, the mutual fund
industry has lobbied for years for regulatory changes that would

Senate Banking Committee Confirms BCFP and
Ginnie Mae Nominees
The Senate Banking Committee
approved the nominations of Kathleen Laura
Kraninger to be the next director of the
Bureau of Consumer Financial Protection
and Michael R. Bright to be the next president of Ginnie Mae.
While Bright was easily confirmed by
voice vote, Kraninger, who is currently associate director at the
Office of Management and Budget, was narrowly approved by a
13 to 12 vote.
Criticism of Kraninger has focused on her lack of experience
in the field of consumer protection, as well as her role in some of
the Trump administration’s more controversial actions, notably the
policy of separating children from their parents crossing the border.
The full Senate must now vote to approve the nominations
before either person can assume their new leadership roles.
NRMLA Participates in Bureau Roundtable
Representatives from NRMLA participated in a recent
roundtable hosted by the Bureau of Consumer Financial Protection to gather feedback on 12 Requests for Information (RFIs)
issued by the Bureau this year that explore the agency’s existing
policies and ways to improve them.
Acting Director Mick Mulvaney and Acting Deputy Director
Brian Johnson, along with senior staff, hosted three roundtables
at the Bureau’s headquarters in Washington, DC. Two industry
roundtables included representatives of 29 different financial
services trade associations, including NRMLA, and a third
The Biz continued on page 12
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roundtable included representatives of 25 community and consumer groups.
Participants at the roundtables offered diverse perspectives
and valuable insights into the various issues the RFIs addressed,
including supervision and enforcement, the consumer complaint
database, and rulemaking.
Members can view all of NRMLA’s comments submitted
to the BCFP by logging into the Comment Letters section of
NRMLAonline.org.

retirement planner and Forbes.com contributor Nancy Anderson
listed seven strategies for using home equity to generate retirement income, including a reverse mortgage. “A reverse mortgage
is a loan that allows you to tap into your home equity, either as
a lump sum or a line of credit, while still owning your home,”
writes Anderson. “You can use that money to supplement other
retirement income that you have.” While closing costs can be
high, she adds, “if you want to stay in your home and want to
use home equity for retirement expenses, it’s a way to tap into
the equity for retirement income, so it’s worth exploring.” Other
strategies include downsizing and investing the proceeds, selling
and moving to a lesser expensive area, selling and moving abroad,
selling and moving in with the kids and renting.

A decade after the financial crisis, this retirement
dilemma still hasn’t been solved
https://www.cnbc.com/2018/09/10/post-financial-crisisretirees-still-struggle-to-find-reliable-retirement-income.html
CNBC.com

The Press is talking about…
7 Ways to Use Your Home Equity for
Retirement Income
https://www.forbes.com/sites/nancyanderson/2018/09/19/
7-ways-to-use-your-home-equity-for-retirement-income/
#2fa59b12784d
Forbes.com
When asked by a reader whether home equity should be
considered an asset for retirement planning purposes, senior

CNBC.com reporter Lorie Konish writes that whether
Americans bounced back quickly from the 2008 financial crisis
or still have yet to get a footing, chances are they face the same
problem: how to turn assets into a reliable income stream in
retirement. While many investors have turned to riskier investments in this historic bull market, there are several strategies—
delaying Social Security and utilizing annuities or reverse mortgages—that may help.

And now you’re up to date.
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ECONOMIC RESEARCH REPORT:

The Proprietary Product Market

Are Older and Wealthier Americans Averse to Holding Household Debt?
By Edward Seiler
THE INTRODUCTION OF A NEW MENU OF PROPRIETARY REVERSE MORTGAGE OPTIONS WILL NECESSITATE

a shift in traditional marketing strategy towards a wealthier generation of older homeowners who are predisposed to hold debt.
We have all heard that an obstacle to expanding reverse mortgage volume has been an anecdotal aversion among some of those
whom Tom Brokaw has labeled “the Greatest Generation” to household debt. As NRMLA staff observed first-hand while
listening in on focus group conversations a few years back, to some people who spent their working lives toiling to pay off their
mortgages, debt is just another four-letter word.
But does evidence prove this? Is there an aversion to debt among the 75+ generation? If so, is the debt aversion of the
generation that grew up in the shadow of the Great Depression also ingrained in the Baby Boomers’ psyche? After all, Boomers,
who grew up in the postwar high, are the wealthiest American generation. Ever optimistic, Boomers are often seen as excessive
consumers willing to take on debt.
Is there a market for proprietary products? Who are the likely borrowers? And, can these products lead to the industry
growth aging demographics have indicated and lenders have anticipated?
To answer these questions, it helps us to examine home-secured debt trends and borrowing patterns among older Americans
at different ages and wealth levels.

Background
One of the main lessons from the Great Recession is that a deeper understanding of household debt—including home
mortgages, home equity loans, auto loans, credit card debt and student loans—is critical. While a sharp increase in household
debt may seem to indicate to some a severe upcoming recession1, debt is actually one of the most important ways of financing
economic progress. Debt is the lubricant of the economic machine and many Americans’ wealth was made possible by its
availability. So only by fully understanding debt behavior can we know if prevailing debt levels and trends are manageable.
Household debt has increased by more than $2.1 trillion in the last five years and reached a record $13.3 trillion in the
second quarter of 2018 2. Despite this growth, aggregate delinquency rates (driven by strong mortgage and home equity loan
performance) continue to improve, and only three percent of loans were 90-days or more delinquent as of 2018 Q2. While
other types of household debt (especially student and auto loans) are raising red flags, it appears that current home-secured
debt levels do not pose an excessive risk.
With that point settled, we can now turn to home-secured debt holding and patterns among older and wealthier Americans.
Considering home-secured debt accounts for almost three-quarters of household debt balances, and since the population aged
75 and over will almost double in the next twenty years3, seniors’ debt behavior is central to the economy and, of course, an
indicator of the market for proprietary products.

Observations of Older Americans Debt Behavior
Boomers are ever optimistic, but do they have room to take on additional home-secured debt?
The opportunities for seniors to take on additional debt is neatly summarized in the quarterly NRMLA/RiskSpan Reverse
Mortgage Market Index (RMMI). The RMMI has tracked reverse mortgage market opportunity since 2000 by analyzing and
reporting on trends in senior home values and home equity levels. The most recent RMMI, published in September, hit an alltime high at 249.37 and reflects record senior home equity of $6.9 trillion4. So there is significant home-secured debt available.
Proprietary Market continued on page 14
Mian, Atif and Amir Sufi, (2014), “House of Debt,” University of Chicago.
“Quarterly Report on Household Debt and Credit, 2018 Q2 (Released August 2018),” Federal Reserve Bank of New York.
3
From 20.6 million in 2016 to 40.5 million in 2035. That is, from 6.4 percent to 11.1 percent of the population.
4
https://www.nrmlaonline.org/about/press-releases/housing-wealth-for-homeowners-62-reaches-6-9-trillion-in-q2-2018.
1
2
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Opportunities thus exist, but beyond anecdotal evidence, are seniors inclined to tap this equity?
Seniors aged 75 and older are not averse to holding debt. Indeed, they are two-and-a-half times more likely to hold debt
than they did a quarter of a century ago and are four times more likely to hold home-secured debt. Moreover, the mean levels
of debt held by (debt holding) seniors has tripled (in real terms) and home-secured debt has increased by over 140 percent over
the same period.
And, what about wealthy Americans who make up the market for proprietary products? Are they also disposed to hold
home-secured debt?
Yes, high-income families are also disposed to holding debt: More than 80 percent of them hold any debt, and approximately 70 percent have home-secured debt. Moreover, the mean levels of home-secured debt held by high-income families has
doubled (in real terms) since 1989.

Household Debt
By Age of the Head of the Household
Except for the Great Recession and its aftermath, the proportion of households holding debt has gently trended upwards
since 1989 (red line in the left panel of Figure 1). The fraction of households with debt rose to a new high of 77 percent in
2016, and based on 2018 New York Federal Reserve data, this increase continues.
A striking feature of the left panel of Figure 1 is the growth in the proportion of older Americans holding debt: Over 70
percent of households headed by a person aged 65 to 74 held debt in 2016 (up from 50 percent in 1989), and half of the
households with heads aged 75 or older held debt in 2016 (two and a half times as many as in 1989).
Seniors and Household Debt, October 2018
Figure 1: Percent of Families with Debt by Age (Left Panel) and Conditional Mean Value of Debt by Age**
Figure 1: Percent of Families with Debt by Age (Left Panel) and Conditional Mean Value of Debt by
(000s, 2016 Dollars) (Right Panel)

Age** (000s, 2016 Dollars) (Right Panel)
180
160

90
80

140

70

120

60

100

50

80
60

40

40

30
20

20
1989 1992 1995 1998 2001 2004 2007 2010 2013 2016

All Families
55-64
75 or older

0

1989 1992 1995 1998 2001 2004 2007 2010 2013 2016

Less than 35
65-74
35-54

Source: Survey of Consumer Finances.
Source: Survey of Consumer Finances.
** Conditional Mean Value is the mean value based only on households that hold debt.

** Conditional Mean Value is the mean value based only on households that hold debt.

Though the fraction of families with debt rose between 2013 and 2016, the mean value of the debt (for those households
Though the fraction of families with debt rose between 2013 and 2016, the mean value of the debt (for those
holding debt) fell slightly from $126,000 in 2013 to $123,000 in 2016 (Figure 1, red line in right panel). Since 2007, a
households holding debt) fell slightly from $126,000 in 2013 to $123,000 in 2016 (Figure 1, red line in right
deleveraging pattern is also apparent for households headed by 65- to 74-year-olds. Meanwhile, the oldest 75+ age group has
panel). Since 2007, a deleveraging pattern is also apparent for households headed by 65-74-year-olds.
displayed a more idiosyncratic pattern. While their mean debt levels have yo-yoed from survey to survey, there is a clear
Meanwhile, the oldest 75+ age group has displayed a more idiosyncratic pattern. While their mean debt levels
upward trend (dashed blue line) and their mean debt levels have tripled in real terms from 1989 to 2016.
have yo-yoed from survey to survey, there is a clear upward trend (dashed blue line) and their mean debt
levels have tripled in real terms from 1989 to 2016.
Proprietary Market continued on page 16

14ByR EFamily
V E R S E MIncome
O RT G A G E

/ NOVEMBER-DECEMBER 2018

High-income households utilize debt extensively: Over 80 percent of households in the top income decile have
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By Family Income
High-income households utilize debt extensively: Over 80 percent of households in the top income decile have consistently
held debt and approximately 90 percent of households in the second income decile have done so.
Moreover, the mean value of debt held by high-income households has more than doubled (in real terms) since 1989: The
debt for the top decile was $402,000 in 2016 (versus $191,000 in 1989) and was $199,000 for second income decile families
in 2016 versus $96,000 in 1989.

Residential Debt
Table 1 summarizes primary residence assets and debt by household income and by the age of the head of the household.
The table, constructed using 2010 to 2016 Survey of Consumer Finances data, contains rich information on homeownership
rates,
property
values and debt.
Seniors
and Household
Debt, October 2018
Table 1: Primary Residence Assets and Debts by Family Income and Age
Table
1: Primary Residence Assets and Debts by Family Income and Age
Assets: Primary Residence
Family characteristic

All families
Percentile of income
Less than 20
20–39.9
40–59.9
60–79.9
80–89.9
90–100
Age of head (years)
Less than 35
35–44
45–54
55–64
65–74
75 or more

% With Primary Residence

Debt: Primary Residence

Conditional Mean Value
(in 2016 dollars, 000s)

% With Primary Residence

Conditional Mean Value
(in 2016 dollars, 000s)

2010

2013

2016

2010

2013

2016

2010

2013

2016

2010

2013

2016

67%

65%

64%

$289

$271

$301

47%

43%

42%

$171

$162

$158

37%
56%
71%
81%
91%
92%

37%
54%
63%
81%
88%
94%

35%
52%
64%
79%
88%
92%

$151
$163
$189
$237
$337
$750

$127
$142
$162
$225
$327
$706

$123
$153
$190
$240
$348
$820

15%
30%
52%
65%
75%
73%

13%
26%
40%
63%
72%
73%

14%
26%
41%
59%
71%
67%

$100
$91
$117
$150
$196
$350

$74
$87
$104
$134
$199
$321

$74
$79
$101
$133
$186
$336

38%
64%
75%
78%
83%
82%

36%
62%
69%
74%
86%
80%

33%
58%
69%
74%
79%
83%

$188
$263
$325
$338
$300
$258

$173
$281
$286
$306
$305
$216

$195
$285
$342
$344
$295
$281

34%
58%
60%
54%
41%
24%

29%
54%
56%
49%
42%
20%

28%
50%
54%
49%
39%
27%

$159
$198
$190
$163
$136
$88

$147
$192
$173
$160
$135
$88

$142
$190
$187
$154
$115
$90

The
table
otherthings)
things)that:
that:
The
tableshows
shows (among
(among other
Although
homeownership
to 64inpercent
2016,
theofmean
ofrebounded
owned homes
• • Although
homeownership
rates fellrates
to 64fell
percent
2016, theinmean
value
ownedvalue
homes
to overrebounded
$300,000 5.
5
to over $300,000.
• Homeownership
rates increase with household income, as do the mean values of the homes.
•
Homeownership
increasewith
withage
household
income,the
as do
the mean
valuesthe
of the
• Homeownership ratesrates
also increased
in 2016, although
relationship
between
two homes.
top age groups
• flipped
Homeownership
rates
also
increased
with
age
in
2016,
although
the
relationship
between
the two top
from 2013 to 2016.
age groups
from
2013
to 2016.
• Property
values flipped
for owned
homes
increase
with age up to the 55 to 64 age group. They then fall.
• Property values for owned homes increase with age up to the 55-64 age group. They then fall.
• Over two-thirds of richer households hold debt on primary residences.
• Over two-thirds of richer households hold debt on primary residences.
• The proportion of older households with debt on their primary residence jumped from 20 percent in 2013 to
• 27 The
proportion of older household with debt on their primary residence jumped from 20 percent in
percent in 2016. The value of the debt remained relatively constant.
2013 to 27 percent in 2016. The value of the debt remained relatively constant.
Although the proportion of households with home-secured debt and the mean value of that debt has fallen since 2007
Although the proportion of households with home-secured debt and the mean value of that debt has fallen
(red lines in Figure 2), older households display an upward trend over this period (look at the darker blue line in Figure 2).
since 2007 (red lines in Figure 2), older households display an upward trend over this period (look at darker
Moreover, the percent of age 75+ households with home-secured debt more than quadrupled between 1989 and 2016 and the
blue line in figure 2). Moreover, the percent of age 75+ households with home-secured debt more than
mean value of debt (for those holding debt) increased by over 140 percent.
quadrupled between 1989 and 2016 and the mean value of debt (for those holding debt) increased by over
140 percent.
5
The table is based on the Survey of Consumer Finances that will be updated in 2019. Since 2016, homeownership rates have ticked up, home values have
increased and home equity, as demonstrated in the RMMI, has grown.
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Seniors and Household Debt, October 2018
Seniors
and
Household
Debt,
October
2018 with Home-Secured
Figure
2:
Percent
of Home-secured
Families
Debt Panel)
by Age and
(LeftConditional
Panel)
Figure 2:
Percent
of Families
with
Debt by Age (Left
Mean Value
and Conditional Mean Value of Home-Secured Debt by Age (000s, 2016 Dollars) (Right Panel)

of Home-secured Debt by Age (000s, 2016 Dollars) (Right Panel)
Figure 2: Percent of Families with Home-secured Debt by Age (Left Panel) and Conditional Mean Value
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Although Table 1 shows that the mean value of home-secured debt fell between 2010 and 2016 for higher
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International Home Equity Use
A World Tour of Reverse Mortgage-Like Programs
By Mark Olshaker

DESPITE ALL THE DIFFERENCES IN NATIONALITY,

ethnicity, race, religion and political philosophy around
the globe, some values are just about universal. One of
these is the desire to age in place, comfortably and gracefully, as long as possible. So, we embarked on a virtual
around-the-world journey to see how home equity is put
to use in other countries, especially those similar to ours,
and what kinds of HECM-like products they offer.
In effectively all cases, the borrower must be a citizen
of the nation where the property is located, and it must
be the primary residence. Due to the hundreds of nations
worldwide and the complexity of their financial regulations,
an article of this length can be no more than a spot check.

Close to Home
In Canada, where the age to qualify for a reverse mortgage is 55 (and for both spouses), filings from the Office
of the Superintendent of Financial Institutions (OSFI)
show that reverse mortgage debt has posted double-digit
gains for the past six years. Borrowers can access up to 55
percent of their home’s assessed value and, similar to the
HECM, the funds can be in a lump sum, multiple or regular
installments. The full amount becomes due when the borrower no longer occupies the home.
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Two principal financial institutions offer reverse mortgages in Canada: HomeEquity Bank with its Canadian
Home Income Plan (CHIP) program; and Equitable Bank
with its PATH Home Plan. Both are available through
mortgage brokers.
Reverse mortgages are not currently available in Mexico
and it is not as easy to access home equity there, even through
a HELOC, as it is north of the U.S. and Canadian borders.

Across the Pond
An element of the usefulness of reverse mortgages in
Europe is the relative trend in housing prices in various
countries. Prices have tended to increase in Denmark, Germany, Ireland, the Netherlands, Sweden, Switzerland and
the United Kingdom. In France, Greece, Italy and Spain
real home prices have declined. By 2014, according to the
European Mortgage Federation, average housing prices in
Europe, as a whole, returned to 2006, pre-recession levels.
Equity release, as it is known in the United Kingdom, has
been popular because even low-income earners tend to have a
high rate of home ownership. Writing in The Financial Times’
publication Financial Advisor last May, actuarial analysts
Colette Dunn and Beatrice Male state, “Providers in the
U.K. are increasingly tapping into increased demand for new

sources of income in retirement, with older homeowners
releasing almost three times as much equity from their
homes as they did two years ago.”
As in the U.S., a large portion of Britain’s population
is graying, and surveys suggest that seniors and retirees are
becoming more comfortable with using their home equity
rather than leaving a significant legacy to their children.
Dunn and Male’s research also shows that 89 percent of
adult children there want their parents to spend their money
on their own retirement.
Under regulation of the Financial Conduct Authority
(FCA), there are two basic types of equity conversion loans:
lifetime mortgages and home reversion plans. The lifetime
mortgage is most similar to a HECM, with the borrower
maintaining ownership, with the option to repay the
outstanding balance, and the age threshold 55. The home
reversion plan involves selling all or part of the home’s value
with the subject remaining in the home, rent-free for the
rest of his or her life. After that, the property is sold, and
the proceeds are divided up according to what percentage
of the ownership was sold. For home reversion, borrowers
must be at least 65.
Equity release products are marketed primarily by
financial advisors, principal limits are conservative and
interest rates tend to be higher than in the U.S., leading to
a stable industry, even though there is no FHA-type guarantor or underwriter, like Ginnie Mae. There is an industry
association with similar aims to NRMLA, called the Equity
Release Council. Many seniors’ organizations and web sites
recommend only dealing with a member of the council,
and all say to get specialized advice before considering
equity release.
At the end of 2015, the Italian Ministry of Economic
Development instituted a reverse mortgage program similar
to HECM for seniors 60 and over. Surveys, however, have
shown that Italians tend to be conservative on property
ownership, often wish to leave a property legacy to the next
generation and consider home equity conversion instruments a last resort.
Spain, where around 30 percent of the population is
over 65, also has a similar product, known as a lifetime
loan, which has been gaining popularity steadily over the
past several years. About a dozen large banks and building
societies are the prime originators, though there remains
some skepticism about the product within the Spanish
financial establishment.
Equity release products are substantially different in
France, where up to 50 percent of the property’s value can

be borrowed but must be paid back in monthly installments. To qualify for a French equity release mortgage the
borrower must have a minimum of 100,000-euro annual
revenue and 500,000 euro in net assets. The attractive aspect
of this type of mortgage is that the interest rate tends to be
far lower than on a personal loan.
France also has a reverse annuity system known as viager,
in which a senior homeowner sells with the provision that
the seller can remain in the house as long as he or she lives.
The buyer usually comes up with a 15 to 30 percent down
payment, known as a bouquet, and then pays regular cash
installments to the seller for the balance of life. This means
that the buyer is “wagering” on the life of the seller. For the
seller, the viager arrangement can have a similar benefit
and security as a reverse mortgage. There are celebrated (or
notorious, dependent on which side of the transaction you
are on) cases of viager sellers outliving their buyers, including
one man who agreed to buy the home of a 90-year-old
woman. He died at 77, while she lived on to 122. The
late buyer’s widow was then obliged to keep sending the
home-seller checks until the seller passed away.
In the Netherlands, reverse mortgages are rare, only
offered by one company, Florius, a specialized mortgage
lender, to those 60 and older. The product is known as
Verzilver Hypotheek. The government is not involved in
any major way and the maximum principal limit is 55
percent of value. The term of the loan is not for life and
must be stated in advance, and as the duration of the loan
increases, the amount available decreases proportionately,
so it is not a particularly efficient retirement tool.
A 2016 survey found that only ten percent of the Dutch
population even knew what a reverse mortgage was, though
when it was explained, 25 percent said they would be interested as a help to aging and financing retirement. So, there is
some pressure to establish a robust equity conversion program,
but at present, there is no legislation pending.
In Denmark and Finland, lines of credit are currently
far preferred as home equity utilization plans. And while
there has been considerable discussion of equity release
mechanisms in Belgium, Germany and Sweden, they have
yet to catch on in significant measure. In Germany since
2010, those 65 or older can draw on 15 to 30 percent of
home value, with all financing from private institutions.
Though for several years now, industry watchers have predicted the potential for substantial growth in the German
equity release market.
International Home Equity continued on page 20
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International Home Equity continued from page 19

The Indian Subcontinent
The reverse mortgage loan (RML), similar to a HECM,
was introduced in India in 2007 for seniors at least 60, and
usually yields 40 to 50 percent of home value. Normally,
borrowers can access up to half the loan as a lump sum. The
RMLeA (Reverse Mortgage Loan-enabled Annuity) form,
provides regular payments, usually for 15 to 20 years. As in
the U.S., both forms require the borrower to prove ability to
maintain homeowner’s insurance, tax and upkeep payments.
Despite the large number of households eligible for RMLs
in the world’s second-most-populated nation, the product
has not taken off. In a 2014 article in The Economic Times,
Anuj Puri, chairman and country head of JLL (Jones Lang
LaSalle) India, tells editor Sanjeev Sinha, “In the first place,
it is a predominant tendency for Indians to treat owned
property as an important family asset. This asset is usually
intended to be inherited by the next generation, and would
be liquidated only as a last resource. Also, the elderly tend
to hold a place of importance in Indian culture. Propertyowning senior citizens are generally assured of care and
support in their golden years.”
Originally, the annuity payments were taxable, but that
has been changed by legislation. RML advocates are now
lobbying to have the tenure period extended and the monthly
draw amount raised to make it into a true retirement tool.

The Far East
The challenge may be even more acute for China,
where the now-eliminated, one-child population-limiting
policy, is creating a provider of elder care problem that will
be too great for the government to support. Fortunately,
this has coincided with the expansion of China’s market
economy, meaning more people own homes and can use
their equity. The China Banking Regulatory Commission
recognized both the need and the opportunity this year
when it expanded the 2014 reverse mortgage pilot program
to all homeowners 60 and older. As in India, reverse mortgages run up against traditional attitudes about family, and
as of August, only 132 people had actually taken advantage of the expanded program, in which only one financial
institution is now participating. However, unlike in freer
western nations, China’s centrally-controlled economy has
means of dictating policy and may well promote more
reverse mortgage activity, if and when, it decides that is the
way to take care of an aging population.
In Japan, where age is venerated and many, if not most,
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elderly people are cared for by their families, private sector
reverse mortgages were introduced in 1999. Acceptance
was complicated by the decade-long deflationary economy,
but interest picked up in 2005 when Chuo Mitsui Trust
and Banking (now Sumitomo Mitsui Trust Bank) and Tokyo
Star Bank entered the market. A 2017 HUD survey found
that, “As of November 2015, Tokyo Star Bank had received
4,700 applications for reverse mortgages, which is estimated
by industry experts to account for nearly one-half of the
outstanding reverse mortgages.” The Japanese Housing
Finance Agency acts in a similar capacity to FHA.
There are significant limitations on the Japanese program.
Lifetime payments are not part of the Japanese equity release
program. Only lines of credit and term-certain tenure are
available, meaning the loan could reach maturity and payback
while the borrower is still alive and needs support. Nor are
lump-sum payments to purchase an annuity possible.
Up until recently, Japan has had a robust social welfare
system in which lifetime employment with one company
was not uncommon and pensions take care of much of
the elderly population. But as the nation faces an increasing
senior population, continued deflationary threats and more
corporate competition from others in the region, the government is considering expanding equity utilization programs.
Whether they reach widespread acceptance in this traditionbound society remains to be seen.
Since 2007, South Korea has had a “housing pension”
reverse mortgage system known as JooTaekYeonKeum (JTYK),
guaranteed by the Korea Housing Finance Corporation,
through which those 60 and older can obtain a bank loan
with their houses as collateral, live in the home for the rest
of their lives and be guaranteed a monthly payment. In
addition, the property tax for the elderly is reduced by 25
percent. If the value of the house at time of death (or move
out) is lower than the value of the loan, the government pays
the difference, so banks consider it a very safe investment.
Singapore also has an aging issue, as well as a population in which nine out of ten households own their own
home. The island city-state instituted a reverse mortgage
program in 1997, but the two institutions behind originations, NTUC Income insurance company and OCBC
Bank, discontinued their programs in 2009 due to lack of
demand. The reasons given were that the borrowing procedures were highly complicated, and much of the property,
as in central London, is on 99-year leases rather than freehold, so only those properties with remaining leases longer
than projected life expectancies were eligible. About 80
percent of the residential land is owned by the government.

To encourage more equity release, Singapore’s Housing
and Development Board (HDB) introduced the Lease Buyback Scheme (LBS), under which retired homeowners with
no more than four rooms can sell the part of their leases they
don’t expect to use back to the HDB, which will then credit
that value to the homeowner in the form of lifelong monthly
payments. They also receive a cash bonus from the government
for participating in the program. Together with Singapore’s
compulsory savings plan, this is expected to provide for the
welfare of the least affluent cohort of homeowners.

The Takeaways

Down Under

• The culture embraces using home equity to fund
comfortable retirement rather than just as a legacy for
the next generation;

In Australia, five banks have issued 99 percent of all
reverse mortgages in the last two years, and two are leaving
the space because of regulatory uncertainty. Earlier this year,
the Australian Securities and Investments Commission
found widespread violation of lenders’ responsibility to
properly educate and inform potential borrowers about
the product. Four out of the five lenders made little or no
inquiry into customers’ financial status or ability to meet
the loan obligations.
As in the U.S., reverse mortgages in Australia represent
a small piece of the overall mortgage market, accounting
for about $2.5 billion Australian of the total loan market
value of $1.6 trillion. Consumer Action Law Centre senior
policy officer Katherine Temple was quoted in The Sydney
Morning Herald, “From our perspective, it reflects broader
systemic problems with irresponsible lending by the banks
across various types of credit products.”
Despite these setbacks, the national government is considering expanding the 30-year-old Pension Loans Scheme,
budgeting to offer reverse mortgages to all eligible homeowners 66 and older. Under the plan, borrowers could
receive up to $11,799 each year for the rest of their lives.
Private lenders charge a higher interest rate and an origination
fee but start their programs at 60.
Across the Tasman Sea in New Zealand, reverse mortgages are pretty straightforward, with borrowers able to tap
between 15 and 40 percent of their homes’ value, depending
on the age of the homeowner. Unlike the situation in Australia,
most lenders require counseling before making the loan.
There is no set age restriction, though most lenders use 60
as the threshold. Heartland Bank is the largest equity release
loan issuer. Heartland handles the loan work itself and
funds with its own money.
A recent article in the NZ Advisor predicts that as more
New Zealanders reach retirement age, reverse mortgages
will become increasingly popular.

While social situations and economic realities vary
widely from country to country, several takeaways emerge
from this survey. Equity utilization to support aging in
place is most effective when:
• Governments recognize an existing retirement funding
problem and facilitate a well- and reasonably-regulated
solution;
• Significant amounts of personal wealth are tied up in
home equity;

• Procedures are streamlined and easy to understand
and execute;
• Costs of the loan are contained and predictable;
• Payments continue indefinitely or for long periods; and
• Large and respected financial institutions enter the market.
Because ultimately, it seems we are all looking for the
same things out of life. RM
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A Second Appraisal? Really?
How Do You Explain That to Borrowers?

By Dan Hultquist

ON SEPTEMBER 28TH, 2018, THE U.S. DEPARTMENT

How many appraisals are/were inaccurate?

of Housing and Urban Development (HUD) posted
Mortgagee Letter 2018-06 that outlined a regulatory
change to the Home Equity Conversion Mortgage (HECM)
program. This change to the appraisal process became
effective the following Monday when the new fiscal year
began (10/1/18). Like all HECM changes, this one is going
to require adjustments to the way we conduct our business –
and especially to the way we present it to current and
potential borrowers. No borrower is going to be happy
with a surprise. And if they are, we risk further tainting
the program’s credibility.

While we don’t know some of the finer details of HUD’s
research, it was recently revealed that of the 134,000
appraisals that the FHA examined, their models showed
that 50,000 were inaccurate by at least three percent. That
accounts for 37 percent of the reviewed appraisals.
If you are an optimist, like me, you may have initially
chosen to view the statistics in reverse: 63 percent of the
reviewed appraisals fell within a razor-thin three percent
margin of error. How fantastic! But my initial reaction
missed the point entirely: it is not necessarily how many
were in error, but rather the size of the errors. If poor
appraisals were inflated by only 3.01 percent, this would
not be a concern. However, the FHA must certainly be concerned about appraisals that are inflated by ten or 15 or 20
percent or more. It doesn’t take many such loans to cause
great overall concern.
For Example:
Consider the following 75-year-old borrower, with a
home valued at $300,000, and a 5.50 percent Expected
Interest Rate. We’ll also assume the borrower has mandatory
obligations that would require a full draw at the time of closing.
With an accurate appraised value of $300,000, the
loan would look something like this:

The problem: Continued HECM losses
While interest rates are still relatively low, and house
prices have generally rebounded, the HECM product is
still showing losses.
Of course, there are many reasons for losses to the
HECM portion of the Mutual Mortgage Insurance Fund
(MMIF), and many of those reasons are beyond our
regulator’s ability to control. Federal Housing Administration
(FHA) Commissioner Brian Montgomery, however, has
indicated that inflated appraisals may still be a contributing
factor to HECM losses, and it would be prudent to look
at this more closely.
Inflated appraisals on reverse mortgages, regardless
of intention, do create additional risk for the FHA. But
just how much of HECM losses are attributed to inflated
appraisals? How much of the problem can be attributed to
under-maintenance of the property by older homeowners?
A 2017 HUD study titled “Reverse Mortgage Collateral:
Undermaintenance or Overappraisal?” found that higherthan-expected losses in the HECM program could
be attributed to inflated appraisals. It concluded that,
“The primary culprit of the discount [in foreclosure
values] is likely an inflated estimate of the collateral value
at loan origination.”

• At age 90 (in 15 years), the borrower has borrowed
$43,819 more than the original max claim amount
(MCA).
• The home must show annual appreciation of at least
one percent to show equity at age 90.
But with a 15 percent inflated appraisal of $345,000,
the numbers are quite different:
• At age 90 (in 15 years), the borrower has borrowed
$95,391 more than the original MCA.
• The home must experience annual appreciation of
nearly two percent to show equity at age 90.
Second Appraisal continued on page 24
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Second Appraisal continued from page 23

While this case study assumes no prepayments are made,
it also assumes that interest rates remain steady for the life of
the loan. If interest rates increase over time, this adds another
layer of risk to the insurance fund; a risk nobody can control.

The solution: Collateral Risk Assessment
As the insurer of HECM loans, FHA is implementing
measures to ensure that certain appraisals are accurate.
According to the Mortgagee Letter (ML), FHA will now use
validation tools to, “enhance the credibility of the appraised
value used to calculate the maximum claim amount.”
The solution is called “Collateral Risk Assessment,” as
described by the following flow chart:

Until the process is automated, you can count on waiting a couple days for the FHA to complete the Collateral
Risk Assessment. Then, if a second appraisal is needed, we
may need another five to ten days to complete, and log, the
second appraisal. But keep in mind, other functions of the
loan process are still being performed during this time.

So how do we sell these changes?
Your explanation to potential borrowers of the product
and the potential costs have now changed. And as with
every regulatory change, it’s best not to discuss the way
things were. Past policy no longer matters. This is now the
law of the land.
So, here are some helpful thoughts regarding how to sell
the change:
1.

As you can see, an appraisal is completed and logged in
FHA connection. The FHA performs a “Collateral Risk
Assessment,” and if warranted, a second appraisal will be
required. When the second appraisal is returned, there will
be one of two results – the value is justified or the value is
reduced. If the second appraisal is lower, that value will be
used in calculating the MCA.

What to expect with the changes?
According to the ML, “The mortgagee must not
approve or close a HECM before the FHA has performed
the collateral risk assessment and, if required, a second appraisal is obtained.”
Therefore, we need to ensure we provide adequate time
prior to the planned closing date to allow for obtaining a
second appraisal. This might cause some minor delays for
some loans, which may mean we need to build in a little
cushion in some areas of the country.
You may ask, ‘How much time will this cost me and
my loan process?’ Well, the first appraisal already takes five
to ten days, or more, depending on availability.
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Don’t dodge the issue
It is important not to
dodge the potential extra
cost of that appraisal when
discussing fees with a prospect, especially if your policy is
that the borrower will pay for
the second appraisal upfront.
A HubSpot Sales Perception
Survey in 2016 found that
there is a significant disconnect between what customers
want to discuss and what sales professionals want to
discuss in the first call. According to the survey, costs
(pricing) is the top concern among buyers but is the last
item sales professionals are willing to discuss.
For many clients, you can set expectations with the
following discussion:
“For many HECM loans, a second appraisal will be
required. In cases where FHA finds the first appraisal to be
acceptable, this second appraisal will not be necessary.”
2. Explain the added reverse mortgage insurance risk
Some curious borrowers will want to know more. In those
cases, it may be helpful to describe the differences in mortgage
insurance risk between traditional and reverse mortgages.
With traditional financing, the insurer must initially
consider the ratio of the loan amount to the value of the
home (LTV). However, the risk naturally goes down over
time, as payments are made that reduce the loan balance.
Because risk goes down with each payment, the lender focuses
primarily on the “ability to repay.”

This is not the case with reverse mortgages. While we
perform a Financial Assessment of the borrower, this is
primarily used to ensure that we are providing a sustainable
solution for the borrower. Nevertheless, the HECM product
is still an asset-based loan program, and a healthy insurance fund relies on both home maintenance and home
appreciation. In addition, reverse mortgages are nonrecourse loans, meaning the borrower will not owe more
than the value of the home at the time it is sold. By the
very nature of a non-recourse loan, the insurer is on the
hook if the loan balance increases beyond the home’s value.
3. Explain the three possible results
For some borrowers, it may be helpful to describe the
three possible results of Collateral Risk Assessment:
1. The appraisal is not flagged. (Cost: no change)
2. The appraisal is flagged, and value is confirmed.
(Cost: Second appraisal)
3. The appraisal is flagged, and value is reduced.
(Cost: Second appraisal, reduced PL)

FHA performs a
“Collateral Risk Assessment,”
and if warranted, a second appraisal
will be required.
When a second appraisal is required, we know that the
lower appraised value will be used to calculate the Maximum
Claim Amount of the loan.
While this change seems rather simple, there are policies
each company must establish. For example, do we order
the second appraisal from the same Appraisal Management
Company (AMC)? What if items are discovered in one
appraisal that are not identified in the other? Who pays
for the second appraisal, and when? For these issues you’ll
want to consult your own compliance officer.
Regardless, surprises such as additional costs can cause an
immediate breach of trust. But if you accurately describe
the reasons behind the Collateral Risk Assessment, most
borrowers will understand the risks and potential results
upfront. RM
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Borrower
Chronicles

Keeping Up with the Joneses . . .
and Halls
By Mark Olshaker

THOUGH THEY LIVE IN DIFFERENT STATES AND HAVE
never met, Cathy and William Hall and Valerie and Larry
Jones have at least two things in common: a love of RV-ing
and a HECM for Purchase that allowed them to move
into the secure and comfortable, mortgage-free lives they
wanted to live. Oh, and another thing: Both couples
got their HECMs quickly and efficiently through Ellen
Skaggs, the indomitable reverse national sales manager of
New American Funding of Tustin, CA.
Cathy Hall has been an
accomplished hairdresser in
Glendora, CA, for 45 years.
Her husband William is
a retired police officer in
nearby Clairmont, having
previously served with the
Los Angeles Police Department. Starting out in patrol,
he retired as a lieutenant.
They lived in Upland, north
of Orange County and just
south of the Angeles National
Forest. Their desire was to
downsize and retire without
a mortgage. They first heard
William and Cathy Hall
about reverse mortgages and
HECM for Purchase from a Realtor they met at a seniors’
development. They found a three-bedroom, two-bath
single family home they liked very much, one town over in
Rancho Cucamonga.
“Without a reverse mortgage, we would have been in a
small condo instead of this house,” Cathy says.
“They were wonderful to work with,” adds Ellen
Skaggs. “They completely understood the product. And
their Realtor was also a delight; she recommends reverse
mortgages often. We had this loan funded within a month
and closed concurrently with their other home. A lot of
people don’t realize it can be done that way, but it can all
happen at the same time – it’s like orchestrating a dance.”
In their leisure time, Cathy and William like to go
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places. “We have a motor home and we travel up and down
the coast. We go to the beach. And we’re planning to go to
Yellowstone,” Cathy says.
That trip might have to wait a little while, though.
When Reverse Mortgage spoke to them, they were planning a
daughter’s wedding. They have another daughter and a son,
and three granddaughters. “We wanted to be able to live
close to the grandkids,” Cathy explains.
She also can’t bring herself to give up hairdressing, so
she now works part-time. “I just like my customers!”

YZ
Valerie and Larry Jones met when Larry, a chef and food
service manager, opened a kitchen in a restaurant next to a
bar Valerie and her father ran in Denver. After they got
married, Valerie and Larry took over the bar, which remained
open until 2014. They lived in a townhouse in the city.
“I had heard about reverse mortgages on television,”
Larry explains, “and I started looking into it around 2014,
when we closed the bar. With just Social Security, we knew
we needed to do something. And our townhouse in Denver
was not FHA-approved [for HECM]. We started thinking
that maybe we should move out of Denver; it was getting
too big and too crowded.
“Then we had this crazy idea that turned out not to be
so crazy. We leased out our home for a year and put all the
furniture in storage. We bought an RV and traveled for a
year, stopping where we wanted, staying however long we
wanted, looking at all the places we might want to live. We
fell in love with Tennessee, we really liked Kentucky, we
drove down through Texas, all the way to Corpus Christi.
When we got to Florida, I knew we didn’t want to live
there. I could have done another year; we were getting good
rent on our townhouse. But Valerie said, ‘That’s enough!’”
Through all of their searching, they ultimately found
themselves lured back to Colorado.
“All in all, Grand Junction had everything we were
looking for,” says Larry. “It worked out beautifully. We sold
our house in Denver on the first day for $10,000 over the
asking price.”

Borrower
Chronicles

Valerie and Larry Jones

As much as they liked Tennessee and other places they
visited on their year-long journey, they really fell in love with
Grand Junction. “You get way more for your dollar here.
It’s a great climate and even homeowners’ insurance is
unbelievably low, compared to what we paid in Denver.
We have a three-bedroom, single-family home just as large
as what we had there, with a two-car garage and fully landscaped. It’s about 240 miles from Denver, so we can go see
the grandchildren there when we want. My sister lives in
Cheyenne, WY, and we have the RV parked at her place.”

Full retirement isn’t quite active enough for the Joneses.
“We both want something to do. I just took a job at the
local country club as banquet chef,” he notes. “And Valerie
is looking for something similar.
“There is some red tape involved with the reverse mortgage,” he observes. “But you go through the drill and do
what they ask, and it works out. Now we have no mortgage.”
For her part, Ellen says that the Joneses and Halls were
both “model clients. They read all my proposals and all the
material I gave them. I always send out a proposal upfront
and tell prospective borrowers to go do counseling before
they look for a new house so that when they find something they like, they’ll be prepared. In the Jones’ case, we
filed their application on August 27 and they were funded
on September 20.”
Keeping up with the Joneses...and the Halls...is achievable for other senior homeowners seeking a comfortable
retirement or semi-retirement – as long as they’re just as
knowledgeable, well-organized and determined as these
two “model client” couples. RM
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A Sense of Purpose
Marketing a Product, No Matter How Good, Is No Longer Enough
By Merrill Shugoll, Shugoll Research
ONE OF THE MAJOR TRENDS WE ARE SEEING IN

• Why does our organization exist?

marketing today is the idea of the purpose-driven economy.
Consumers are looking for products and services with which
they can identify. The growing workforce of Millennials—
and Generation Z following fast on their heels—wants to
work for companies that share their values around responsibility to mankind and the planet. Companies, therefore,
have to fight for the best talent by transforming to a purposeled business or risk losing the skills they need.
In a recent Fast Company article, author Kate Adams
discusses the concept of “purpose motivation” and ranks an
index of 150 companies. For example, the author’s research
shows that 30 percent of study participants can identify
Kind Snack’s purpose (beyond just making a profit) and 28
percent find it motivating enough to publicly support. In
this case, Kind receives a purpose motivation of 93 percent.
This index works in reverse as well. While 60 percent of
study participants can identify a purpose beyond profit in
Volkswagen, only 11 percent say it aligns with their own
values and only two percent find it motivating enough to
publicly support the company in achieving its purpose.
As seen in the examples provided throughout the Fast
Company article, the successful fusion of profit and purpose
can set an organization apart. When your organization has a
strong sense of purpose and shared values, it will thrive.
Adams reports that Larry Fink, CEO of Black Rock,
one of the biggest asset managers in the world, recently
wrote a letter to global CEOs stating that, “Without a
sense of purpose, no company, either public or private, can
achieve its full potential; it will ultimately lose the license
to operate from key stakeholders.” He goes on to state that
companies must ask themselves: “What role do we play in
the community? How are we managing our impact on the
environment? Are we working to create a diverse workforce?” And so on. As others in the financial world follow,
all sizes of business across the world will have no choice but
to understand the value of being purpose-led, deciding and
then designing their own meaningful path.
Here are some steps to take to set your organization apart.

• What is our purpose?

Define the organization’s purpose
An organization’s definition of purpose can be expressed
by its mission statement, which asks:
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A well-defined mission statement communicates the
organization’s purpose and direction to employees, customers
and stakeholders. The mission statement also helps to shape
the organization’s overall strategy.

Live the organization’s purpose
Different from the mission statement, the organization’s values statement includes the core principles that
guide its day-to-day culture. The values statement asks:
• What values are unique to our organization?
• What values should guide the operations of our
organization?
• What conduct should our employees uphold?
After considering this set of questions and defining a
unique values statement, the organization needs to codify
these values in a formal Code of Ethics. The Code of Ethics
is a blueprint that lays out how the organization’s values
are put into practice and defines procedures to ensure that
the values are upheld.

Share the organization’s purpose
It is essential that organizations share their unique story
and integrate social responsibility into their marketing
strategy. Repeatedly, studies show that consumers, especially
Millennials, are looking to businesses to promote positive
social platforms. Companies that successfully encourage
social change are more likely to be rewarded by consumers’
trust and loyalty.
By implementing the above steps to ensure a welldefined sense of purpose, an organization can set itself apart
and tap into the idea of “purpose motivation.” In a recent
analysis, performed by the Harvard Business Review, one
senior manager of a North American-based organization
concludes that, “Organizations do better when everyone
is rowing in the same direction. A well-integrated, shared
purpose casts that direction. Without the shared purpose,
organizations tend to run in circles, never making forward
progress but always rehashing the same discussions.” RM

Who’s Who in Reverse Mortgages
Member News
Anneta Pope Heads Reverse Business
at Boston National Title
Title services firm Boston National
hired Anneta Pope as its senior vice
president, reverse mortgage executive,
as part of an effort to increase its presence in the business. Pope will lead
business development initiatives for
the Charlotte, NC-based Boston National, while also spearheading education and training programs. The firm, part
of Incenter’s lender services group, currently offers title and
closing services for a variety of loan transactions. She previously worked as vice president of sales at Premier Reverse
Closings and also held roles with Finance of America Reverse
and Generation Mortgage.

LRES Promotes Haro to SVP, Corporate
Administration
LRES Corporation promoted Jill Haro to the position
of senior vice president of corporate administration. Haro
currently oversees compliance and corporate-wide strategic
projects for LRES. Her role will now expand to include
responsibility for LRES Corporation’s vendor management
department, where she will focus on initiatives to elevate the
current vetting certification, management and maintenance
processes for appraisers, real estate agents and real estate brokers
on the approved LRES vendor panel.

that provides free summer vacations to New York City children
from low-income communities. You can view a complete list
of CRMPs on NRMLA’s consumer site, ReverseMortgage.org,
and visit NRMLAonline.org to find out how you can earn
the designation.

AAG CEO Receives
Entrepreneur of the Year Award
Reza Jahangiri, chief executive
officer of American Advisors Group
(AAG) and NRMLA co-chairman,
received the Entrepreneur Of The
Year® 2018 Award in the financial
services category in Orange County,
CA. The award recognizes entrepreneurs who are excelling in areas such
as innovation, financial performance
and personal commitment to their businesses and communities. Jahangiri was selected by an independent panel of judges,
and the award was presented at a special gala event at the
Monarch Beach Resort on June 22. “I’m incredibly honored
to be recognized as an EY Entrepreneur Of The Year,” said
Jahangiri. “This shows that surrounding yourself with extremely
talented people and building a business around a higher purpose—
solving the retirement crisis—really does create a mission-driven
culture that drives results.”

New Members
NRMLA welcomes the following new members:

Congratulations New CRMP Tim Kennedy
We congratulate Tim Kennedy of
U.S. Mortgage Corporation for earning
the Certified Reverse Mortgage Professional designation. Based in Melville,
NY, Kennedy originates reverse mortgages and serves as director of training and business development at U.S.
Mortgage Corporation, a direct lender. “I am very excited
and humbled to be a part of an elite group of reverse mortgage professionals,” said Kennedy. “My goal has been, and
will continue to be, in education. My goal is to educate
the professionals in the senior community on the possible
benefits of a reverse mortgage.” In his spare time, Kennedy
serves on the Board of Directors of the Long Island Rowing Club, which offers training and competitive rowing to
middle school and high school students, and he serves as a
host family for The Fresh Air Fund, a nonprofit organization

•
•
•
•
•
•
•
•
•

Affinity Home Equity Solutions, LLC, based in
Tallmadge, OH (Lender)
Boston National Title, located in Irvine, CA
(Associate Member)
Columbus Capital Lending, LLC, based in
Miami, FL (Lender)
Consumer Education Services, Inc., based in Raleigh, NC
(HECM Counseling Agency)
Mortgage Assets Management, LLC, based in
Washington, DC (Associate Member)
MortgageRewind.com LLC, located in
Silverthorne, CO (Lender)
US Mortgage Corporation, based in Melville, NY
(Lender)
Seattle Bank, located in Seattle, WA (Servicer)
Western Arizona Council of Governments, located in
Yuma, AZ (HECM Counselor) RM
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Member
Profiles

Who’s Who in Reverse Mortgages
Profiles of Member Companies
Allegiant Reverse Services

Allegiant Reverse Services,
a division of FNC Title Services, LLC., is a full-service title
and settlement company with a national footprint. Our seasoned
staff is regarded as the most knowledgeable and professional team
in the industry. This, along with our steadfast dedication and loyalty
to the reverse mortgage industry, continues to make us the partner
you can depend on.

Megan Hafenstein, VP
megan@allegiantreverse.com • (916) 755-0224
https://allegiantreverse.com/

American Advisors Group (AAG)

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

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

Celink

People – We are a team of committed and
ethical reverse mortgage servicing 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.
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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

Finance of America Reverse LLC

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

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

HighTechLending

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

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

Member
Profiles

Liberty Home Equity Solutions

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

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

Longbridge Financial, LLC

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

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

LRES

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

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

National Field Representatives

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

Contact: Margie Schagen, mschagen@nfroline.com
Tel: 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.

Angel Booth, Toll-free: 800-542-4113
abooth@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
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Numbers

Proprietary Product Comparison
The sudden influx of proprietary reverse mortgages into the marketplace this year benefits businesses and consumers, but
also raises a slew of questions since the new products all have their own features.
NRMLA created the following chart that helps differentiate the products offered by Finance of America Reverse, Reverse
Mortgage Funding LLC, Longbridge Financial and One Reverse Mortgage. Because products change all the time, so will this
chart. As new changes are announced, we will update the chart on NRMLAonline.org.
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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
Mehran Aram, ARAMCO Mortgage
Janine Atamian, Premier Title & Escrow
Craig Barnes, Reverse Mortgage Funding LLC
Clayton Behm, Retirement Funding Solutions
Henrietta, Belcher-Stack, WSFS Bank
Brian Belluomini, Acrobat Mortgage
Fernande Marie Bencze, Alliance Reverse Mortgage
Douglas Bertsch, American Pacific Reverse Mortgage Group
Pamela Boyer, Reverse Mortgage Funding LLC
Jesse Brewer, Nationwide Home Equities
Christopher Bruser, Retirement Funding Solutions
Kyle Buck, Retirement Funding Solutions
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, Resolute Bank
James Peter Christopoulos, Silex Financial Group
Lyn Coffin, The Mortgage Network, Inc.
Eric Colburn, Alpha Mortgage Corp.
Ellen Connors, Shamrock Financial Corp.
Launi Cooper, Retirement Funding Solutions
John Correll, Lineage Lending
Jim Cory, Live Well Financial, Inc.
Jeff Cota, CrossCountry Mortgage, Inc.
Roberto Crespo, PS Financial Services
David Darling, HighTech Lending
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
Mark Anthony Erskine, Reverse Mortgage Works
Matthew Evans, Certified Reverse Mortgage
Nancy Everitt, Finance of America Holdings
Richard Fitzpatrick, American Financial Network, Inc.
Jeff Flanery, Cambria Mortgage
Cesar Flores, Reverse Mortgage Funding LLC
Nancy Foster, The Mortgage House, Inc.
Marshall Clayton Gallop, Reverse Mortgage Funding LLC
Greg Gianoplus, Alpha Mortgage Corp.
Jaime Girard, Reverse Mortgage Funding LLC
Dave Gomer, Senior Funding Associates
Phil Goss, Churchill Mortgage Corp.

Jill Gromm, Alliance Reverse Mortgage
Michael Gruley, 1st Nations Reverse Mortgage
David Guelff, American Capital Corporation
Tony Guillen, Liberty Home Equity Solutions
Chris Handy, Geneva Financial, LLC
Larry Hanover, Millennium Mortgage Services
Christina Harmes, C2 Financial Corporation
Scott Harmes, C2 Financial Corporation
Jane Harrington, M&T Bank
Susan Haviland, TowneBank Mortgage
David Heilman, Homegroup Financial, LLC
Melinda Hipp, Open Mortgage
Robert Hogg, Fairway Independent Mortgage
Dan Hultquist, Live Well Financial, Inc.
Robert Charles Jayne, InterContinental Capital Group
Christine Jensen, Fairway Independent Mortgage
Dean Jones, Senior Funding Associates
Karen Keating, Tradition Title
J. Burgess Kegan, Retirement Funding Solutions
Tim Kennedy, US Mortgage Corp.
Jim King, McGowin-King Mortgage LLC
Brett Kirkpatrick, Harbor Mortgage Solutions
Mace Kochenderfer, New Mexico Reverse Mortgage
Rebecca Koontz, Senior Reverse Mortgage
Kent Kopen, United American Mortgage Corporation
Pat Kubert
John Paul Leer, KleinBank
Shane Lester, Reverse Mortgages of Arkansas
David Levitt, 1st Reverse Mortgage USA
Laurie Libby, American Advisors Group
Tim Linger, HECM Senior Home Financing
Jamie Longe, Liberty Home Equity Solutions
Robin Loomis, NOVA Home Loans
Teresa Maines, CoastalStates Reverse Mortgage
Jon Maiolatesi
Hernando Manzano, The Reverse Mortgage Group
Michael Markoff, Aspire Home Mortgage
Mario Martirano, American Advisors Group
Daniel Matthews, American Nationwide Mortgage Company
Barbara McIntyre, Reverse Mortgage Funding LLC
Cindy Ann McKeannery, Fairway Independent Mortgage
Michel McKnight, American Pacific Reverse Mortgage Group
Joe McParland, Helping Hands Community Partners
Bruce McPherson, Retirement Funding Solutions
Edward Mendenhall, The Federal Savings Bank
Sue Milligan, Bank of England
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, Aspire Home Mortgage
Edward O’Connor, FirstBank
Anissa Palmatier, Reverse Mortgage Funding LLC
Alina Passarelli, People’s Home Equity
Beth Paterson, Greenleaf Financial, LLC
Nina Penny, Mohave State Bank
Susan Perry, Capital Funding
Richard Pinnell, Vitek Mortgage Group
Daniel Porter, Mikana Financial
Karen Rayfield, Retirement Funding Solutions
Loren James Riddick, New South Mortgage
Eric Rittmeyer, Fidelis Mortgage
Rick Rodriguez, Nationwide Equities Corp.
Castulo Romero, HomeBridge Financial Services, Inc.
Teresa Rose, Senior Security Funding
Paul Scheper, Loangevity Mortgage
Jim Schwegman, American Advisors Group
Ken Seal, Neighborhood Mortgage, LLC
Clay Selland, Signet Reverse Mortgage
Bruce Simmons, American Liberty Mortgage, Inc.
Richard Simpao, Lineage Lending
Ellen Skaggs, New American Funding
Sean Skaggs, New American Funding
Glen Smart, NOVA Home Loans
Phil Stevenson, 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 Ghiorse Uva, Reverse Mortgage Funding LLC
Alain Valles, Helping Hands Community Partners
George Vrban, Fairway Independent Mortgage
Minh Vu, Golden Equity Mortgage
Bonnie Wallace, Citywide Home Loans
Peggy Whalen, Helping Hands Community Partners
Patricia Whitlock, FirstBank
Ken Wieland, TNBANK
Cory Williams, Springwater Capital
Rick Williams, All Reverse Mortgage
Patty Wills, Open Mortgage
Josh Wilson, Senior Mortgage Advisors
Todd Woodcock, Access Reverse Mortgage
Rob Wyatt, Reverse Mortgage Advisors
Jay Zayer, ARAMCO Mortgage
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Why don’t you join us? Go to nrmlaonline.org
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THE REVERSE MORTGAGE
REINVENTED
More than a jumbo mortgage, Equity Edge Reverse MortgageTM from Reverse Mortgage
Funding LLC (RMF) as the lender, is a cutting-edge loan geared towards filling the gaps in
the current HECM program.
60
60IS THE NEW 62
Available
to borrowers as young as 60.
62

is the new

MORE ACCESS TO FUNDS
Potentialis 60
to
access even more equity than traditional reverse mortgages on the market today.
the new
62

LOWER UP-FRONT COSTS
60is no mortgage insurance premium, Equity Edge may have lower up-front costs
Since there
is the new
than a traditional
reverse mortgage.
62
ELIMINATES ALMOST ALL CLOSING COSTS
Equity Edge ZERO eliminates almost ALL closing costs, with potentially lower interest rates
than Equity Edge.
†

60& TOWNHOUSES
CONDOS
is the new
Can lend to
62non-FHA-approved* condos and townhouses.

MORE COMPETITIVE PURCHASE PRODUCT
Equity Edge allows seller’s concessions and lower costs than a HECM.

To find out how RMF’s innovative, new product can help you write more
business, contact 877.820.5314 or visit partners.reversefunding.com.
May 2018

Customer
Satisfaction
★

Source: RMF Customer Satisfaction Survey 2017
With this pricing option, borrower recieves a lender credit covering nearly all closing costs. There is a non-refundable independent counseling fee of approximately $125 on average, which the borrower pays directly to the
counseling agency. Terms and conditions apply. Not available in all states.
Equity Edge Reverse Mortgage™ (“Equity Edge”) is Reverse Mortgage Funding LLC’s proprietary loan program, and it is not affiliated with the Home Equity Conversion Mortgage (HECM) loan program, which is insured by
FHA. Equity Edge is available to qualified borrowers who may also be eligible for HUD, FHA’s HECM program or are seeking loan proceeds that are higher than HUD, FHA’s HECM program limit. Equity Edge currently
is available only for eligible properties in select states. Please contact your loan originator to see if it is currently available in your state. Upon a maturity event, any non-borrowing individuals with an ownership interest in
the property, including non-borrowing spouses, will have 90 days to purchase the property from the estate or, if the non-borrower inherits the property, pay the loan in full using any sources of funds available to them. Any
non-borrowing individual, including a non-borrowing spouse, should have a plan to pay off an Equity Edge reverse mortgage upon the borrower’s death or any other maturity event. If the non-borrower is unwilling or unable to
purchase the property or pay the loan in full, there is no protection for the non-borrower (including a non-borrower spouse) to maintain an interest in the home or to continue residing in the home past the maturity event
and the non-borrower may be evicted upon foreclosure. The FHA HECM program has protections in place for certain non-borrowing parties, so a reverse mortgage applicant with certain non-borrowing parties should strongly
consider a FHA-insured HECM loan (see HECM guidelines or ask an RMF representative for details). Under the Equity Edge reverse mortgage loan program, a maturity event occurs when the last surviving borrower no longer lives in the home as his or her primary residence for at least
12 months, the property charges (including taxes, insurance, HOA dues or any other property charges) are not paid, required repairs are not completed or the property is not maintained, or any other maturity event, as specified in the Security Instrument, occurs.
*This material has not been reviewed, approved or issued by HUD, FHA or any government agency. The company is not affiliated with or acting on behalf of or at the direction of HUD/FHA or any other government agency.
©2018 Reverse Mortgage Funding LLC, 1455 Broad Street, 2nd Floor, Bloomfield, NJ 07003, 1-888-494-0882. Company NMLS ID: #1019941 (www.nmlsconsumeraccess.org). Arizona Mortgage Banker License #0927682; Licensed by the Department
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