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In Reverse

Musical Secretaries
THE MUSIC HAS BEGUN IN WASHINGTON THIS SUMMER

and people are in the process of switching Chairs. And Commissioners. And even Cabinet Secretaries.
The effects of executive mobility can be an issue in any
business, but in government— in which the election cycle systematically can instigate change— one has to wonder how you
sustain programs when new bosses arrive with their own ideas.
Bad case scenario? A close friend who holds a high administrative position at a government agency was recently
approached by a new boss with a work model of his own
that basically instructed her to throw out all the work she
and her staff had done over the past few years for the previous higher-up.
Good case scenario? Bring in an executive who may have
original ideas but has enough management experience and
know-how to implement them without disorienting and
discouraging the staff.
This summer, the music has infiltrated HUD headquarters. What will it mean for the department and, of more
direct concern to us, for the HECM program? We’ll be
chronicling that in future issues.
This month we focus on those coming and those going.
Peter Bell kicks it off with a personal tribute to outgoing Assistant Secretary/FHA Commissioner Carol Galante, whom,
he feels, made a major contribution to the department during her tenure, largely due to her real world experience with
the programs she oversaw. (Balanced Viewpoint, p.5.) We also
trace Commissioner Galante’s devoted support of the
HECM program. (Carol Galante’s Gallant Journey, p.18.)
Another official who brought his business acumen to a
government job was Deputy Assistant Secretary for Single
Family Housing Charles Coulter, who worked for a commercial bank and Freddie Mac before arriving at HUD and
taking on responsibility for creating changes to stabilize the

Mutual Mortgage Insurance fund. But once those changes
were established, Coulter moved on, leaving that responsibility in the lap of his former deputy, Kathleen Zadareky,
also a Freddie Mac vet where she spent 15 years in senior
management. Our staff reporter Darryl Hicks sat down this
month to discuss the changes and the transitions within
the department with the new DAS. (Talking Heads, p. 8.)
The most visible change, of course, is in the Secretary’s
job, where former San Antonio mayor Julian Castro replaces
Shaun Donovan, whom, when the music stopped, settled
into a new chair as Director of the Office of Management
and Budget. Some of the more cynical folks promptly
characterized the appointment of Castro as a politically calculated move to put an attractive and successful Hispanic
politician in the limelight and tee him up for bigger things.
But a look at his accomplishments in planning the future
of San Antonio leaves no doubt that he qualifies as a national
thought leader when it comes to urban development.
(Urban Caballero, p. 12.)
Also in this issue, staff writer Mark Olshaker takes a
look at the role of smaller banks in the reverse mortgage
business. Despite the abrupt exit a few years back by the
too-big-to-flail institutions, such as Wells Fargo and Bank
of America, in the wake of a wave of tax and insurance defaults, a variety of smaller banks have found the product of
value to their clients and their ownership. (The Relationship
Product, p. 22).
On behalf of the membership, this issue is our goodbye
and thank you to Shaun Donovan and Carol Galante and
our welcome to Julian Castro.
Uh oh. There’s the music starting again and I’m still in
my chair. What’s the tune? “Jumpin’ Jack Flash.” Gotta go.
Marty Bell, Editor
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Balanced
Viewpoint

An Ode to a Pro
By Peter Bell, President of NRMLA

GOVERNMENT SERVES ALL BEST, INCLUDING

individual citizens and businesses that deal with it, when
those operating it have had the opportunity to work with
the matters they become responsible for prior to serving as
government officials. The knowledge, experience and insight brought into government by those who have successfully partnered with it previously is invaluable.
While there is certainly a value to lifetime career officials whose dedication and commitment over many years
brings an important continuity and institutional memory
to policy deliberations, the balance with practical experience brought by those cycling in from other careers where
they have been program users and administrators, or business partners with the government, is essential.
As we go to press on this issue, we have just learned that
HUD Assistant Secretary for Housing/Federal Housing
Commissioner Carol Galante will be departing government
service this fall. Carol is a shining example of an individual
who got to know HUD by being a senior executive in a
company that dealt regularly with the Department’s programs and then decided to serve a stint in public service,
helping to modernize those programs and improve their
management. While her particular area of knowledge from
her prior work was in multifamily housing, Carol’s skills
and management acumen have been similarly directed at
HECM and other program areas, leaving us with a much
stronger reverse mortgage program today in both its financial performance and political support.
After moving cross country from San Francisco in
March 2009 to join the Obama Administration as Deputy
Assistant Secretary for Multifamily Housing, then ascend-

ing into the role as Acting Assistant
Secretary for Housing/FHA Commissioner in July 2011 and finally being
confirmed in that role in January
2013, Carol will be returning to the
Bay area to assume a new academic
position at UC Berkeley, an appointed
chair that no one is more entitled to
Peter Bell
occupy than she.
Carol will become the I. Donald Terner Distinguished
Professor in Affordable Housing and Urban Policy at
University of California, Berkeley, director of the Berkeley
Program on Housing & Urban Policy and co-chair of
the Fisher Center for Real Estate Policy. Prior to joining
Secretary Donovan’s team at HUD, Carol was CEO at
BRIDGE Housing, a very sophisticated Bay-area nonprofit
developer of affordable housing, where she worked for an
impressive 22 years. Carol became CEO of BRIDGE in
1996 after its founding leader, Don Terner, perished in an
airplane crash in Bosnia while accompanying Commerce
Secretary Ron Brown on a US trade mission. Carol had
been an operational executive at BRIDGE at the time and
stepped into the CEO’s role after this tragedy, carrying on
Terner’s tradition of building high quality affordable and
mixed-income housing. The fact that she has been named
to this chair is a tribute to both Don and Carol for their
extraordinary leadership in housing and community
development. How perfect an appointment!
I wanted to celebrate Carol in my column because I
think it’s important to recognize that government always
Balanced Viewpoint continued on page 7
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Borrower
Chronicles

Love for a House,
and the Man Who Lives There
By Mark Olshaker

THE HOUSE IS IN ROCKRIDGE, CALIFORNIA, PRACTI-

cally on the border between North Oakland and Berkeley.
It was built in the late 1800s or early 1900s, has two stories,
four bedrooms, a “nice, old-fashioned kitchen,” a detached
garage and a big back yard.
“We all grew up in this house,” says Mary Anne Dann,
now retired as the chief of staff to an elected official in the
state capital of Sacramento.
In fact, when Mary Anne’s mother Adella Rose passed
away in October 2013, each of her ten grandchildren wrote
a memory, and they all mentioned things that had happened
in the house. “The house has incredible sentimental value for
the grandkids,” Mary Anne observes. “All of them are emotionally attached to it, as are my brother, two sisters and I.”
In her final years, Adella suffered from dementia and her
primary caretaker was her husband, and Mary Anne’s stepfather, Deloss Rose, known to everyone around him as De
(pronounced Dee). It was the last act of a love story that
lasted forty-two years, set against the backdrop of the house
in Rockridge. De had owned a grocery store in Berkeley, and
later worked in a liquor store.
By the time he and Adella wed, Mary Anne and her sister
Claire were already married and on their own. But their
brother Joe and sister Eileen were still at home. “And De was
always there for them,” Mary Anne reminisces. Though
Adella and De had no children together, Mary Anne states,
“I cannot emphasize enough how he was a grandfather to all
of the grandkids.”
By the time Adella died, De, although still mentally sharp
and vibrant at ninety-seven, needed caretaking himself.
Mary Anne says, “We were faced with the choice of keeping him in the house with a caregiver or moving him into
assisted living. He was very clear about which choice he
wanted, so we were determined to do that.”
The sisters and brother were united in wanting whatever
was best for De and agreed that Mary Anne would take the

Home of Adella and Deloss Rose.

lead. De’s main asset was the house, so she knew she wanted
to figure out a way to use its accumulated equity to provide
for his care. First she looked into a line of credit. “We
thought we had met every requirement and were approved
all along the way. Then we got to the bank and we were
turned down at the last minute.”
But she knew her strategy was the right one. “I investigated reverse mortgages and after I learned about them,
that seemed to be what we needed.”
She contacted Wells Fargo, which referred her to Michel
McKnight, a Certified Reverse Mortgage Professional at
Borrower Chronicles continued on page 7
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Borrower Chronicles continued from page 6

American Pacific Reverse Mortgage Group in Roseville,
California, not far from Sacramento.
“She was wonderful,” says Mary Anne. “Michel was
there for everything. She absolutely held my hand the entire
way through.”
Michel returns the compliment. “She is a darling
woman, and De is such an amazing man.” Michel came
from the forward mortgage sphere and
did her first HECM in 2005. As of
March 2011, she has been working exclusively in reverse mortgages. “I love it,”
she confesses. “I’ve found my niche in
the world.”
When Mary Anne first came to her, Michel recalls, “She
told me what she needed and we went through all of the
possibilities. I gave her the choices, the pros and cons of
each, then she got to decide.”
Among Mary Anne’s considerations was De’s personality.
“He is a very cautious person. He has always been very loyal
and loving. And he was usually happiest staying home and
doing things around the house, letting my mom go out and
do whatever she wanted. He would refer to her as ‘Mrs.
Go.’ Sometimes I would call, De would answer, I’d ask for
Mom and he would say, ‘Mrs. Go is gone.’”
From everything he had read and heard, De’s initial impression of reverse mortgages was negative, so it took some
doing for him to come around to the idea that this was the
right solution for him. “De has hearing problems,” Mary
Anne explains. “So my brother and I accompanied him to
counseling. Between Michel, the counseling, his reading
and what I found out, I think he realized it wasn’t the danger he thought it was,” and his opinion turned around.
As they were going through it, the HECM process
seemed long and drawn out to De and his children. But in
looking back, Mary Anne feels that it went “very
smoothly.”
“The appraisers came out and told us exactly what to
do with the home so it would achieve the highest value.
They were great. And I’m also happy with who we have
servicing the loan.”
And for Michel, the loan settlement is not the end of
the relationship. She stays in contact with her clients and
talks to many of them frequently. “My clients just don’t go
away, and I love that.”

Now, at ninety-eight, “De is doing really well,” Mary
Anne reports. “He is starting to recover from the loss of
my mother.” He has excellent care around-the-clock, seven
days a week, all of it paid for with proceeds from the
HECM loan.
“We go down there whenever we can. Eileen lives
closest so she gets to see him most often. And he is always

The house has incredible sentimental value for the
grandkids. All of them are emotionally attached to
it, as are my brother, two sisters and I.
so happy to see the grandchildren. I know that my
mother wanted him to be taken care of, and that’s what
we’re doing.”
Again, Michel McKnight agrees. “There couldn’t be any
more satisfying career a person could have than to make
such a difference in the life of a senior.” RM

Balanced Viewpoint (cont.)
from page 5

functions better when those serving in it bring a dose of
reality from experience outside. The reverse mortgage industry could benefit from having talent inside of HUD
that is familiar with whom we serve and how we operate.
The Department, after a few years of a hiring freeze, has
been given the green light to fill approximately 1,000 new
positions. For those seeking a new opportunity, this might
be an interesting option to explore.
Having served at the interface of government and the
business sector for nearly 40 years now, I’ve had many
friends from both sides. While those in the private sector
generally find better working conditions and richer perks,
those in the public sector earn a type of reward that cannot
be matched. The satisfaction gained from helping build
a better society cannot be measured in financial terms,
but it surely has deep intrinsic value that we should all
appreciate.
My deep appreciation to Carol for her energetic,
thoughtful and successful public service. RM
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Talking
Heads

The Value of Home
Kathleen Zadareky, Deputy Assistant Secretary, HUD
JUST OVER A YEAR HAS PASSED SINCE PRESIDENT

Obama signed the Reverse Mortgage Stabilization Act into
law, which paved the way for the Federal Housing Administration to implement some of the most sweeping reforms
in the 25-year history of the Home Equity Conversion
Mortgage program.
A key figure in the development and implementation
of the new regulatory framework, which included the
adoption of financial assessments, upfront draw restrictions and tax and insurance set-asides, was Deputy Assistant Secretary for Single Family Housing Charles Coulter.
Less than five months after the changes took effect,
Coulter departed FHA and returned to the private sector.
The future success of the HECM program is now in
the hands of DAS Kathleen Zadareky, who served as
Deputy Associate Secretary for Single Family Housing
under Coulter.
Zadareky joined the Department of Housing and
Urban Development in December 2012, after spending
11 months at the Consumer Financial Protection Bureau
where her duties focused on developing an investigative
unit to respond to consumer complaints.
Before that, she spent 15 years at Freddie Mac, where
she held multiple senior management roles focused on
strategy, risk management, resource management and performance management.
DAS Zadareky has graciously agreed to sit down with
Reverse Mortgage magazine and share more about her background, what motivated her to become a public servant,
and what her goals and objectives are for the foreseeable
future.

By Darryl Hicks

Reverse Mortgage: This is our first
opportunity to get to know you. What
is it that drives you to perform public
service?
Zadareky: I grew up in a military
family, so I learned early on the importance of public service and the value of Kathleen Zadareky
“home.” Maybe not so surprisingly I
ended up working in the mortgage industry.
I believe very strongly that connecting families with the
opportunity to purchase a home in a long-term, sustainable
way can make a real difference in the lives of those individuals, which benefits our society. As I worked through the challenges created by the “Great Recession,” I witnessed first-hand
the impact it was having on the economy and homeowners
and decided that I wanted to help improve the mortgage industry. I left Freddie Mac to work for the newly formed Consumer Financial Protection Bureau, which was an incredible
opportunity, but that ultimately led me back to my core interest, which is single family lending. I came to HUD with
the goal of making sure we have long-term viability in the
single-family program and ensuring that itremains accessible
to the credit-worthy borrowers who need it.
RM: How much did you know about reverse mortgages
before joining HUD?
Zadareky: I was aware of reverse mortgages, but I hadn’t
worked that closely with them. As the number of retirees
continues to increase, it is important to provide options for
seniors to access equity in their homes to “finance” retireTalking Heads continued on page 9

8

REVERSE MORTG A G E

/ S E P T E M B E R - O C TO B E R

2014

Talking
Heads
Talking Heads continued from page 8

ment. For the right person and in the right circumstances,
the reverse mortgage is a good product to have out there.
RM: How would you describe the role of the Deputy
Assistant Secretary?
Zadareky: As DAS I have four primary objectives. I want
to make sure that FHA offers stability to the housing market by providing access to credit during all market cycles.
We always have to be looking ahead and making sure we’re
prepared for whatever might be coming. I want to make
sure that we are providing access to credit for underserved
markets. As someone who was only able to purchase my
first home as a result of an FHA loan, I understand the
value of having access to credit when other traditional options may be unavailable. We also need to make sure,
though, that FHA is not only here for today’s consumers
but for future generations of homeowners, which means
maintaining the long-term viability of the mortgage insurance fund. And finally, I believe we have to provide an
efficient and effective process. I think there are things we
can do to make FHA programs work better, not just internally for us, but for our business stakeholders as well. By
leveraging policy, risk management and compliance and
asset management, we can pull everything together and deliver against all of these objectives.
RM: Have the reforms resulting from the Reverse Mortgage
Stabilization Act had a positive impact?
Zadareky: I think we are making progress and that we
are already seeing some positive impacts. It’s important to
remind ourselves what we were trying to solve with the Reverse Mortgage Stabilization Act. Several factors contributed to increased risk in the HECM program and posed
challenges not just to the MMI fund, but also to the product’s long-term sustainability. These factors resulted from
circumstances related to the economic recession and housing crisis, program design challenges, changes in the secondary market and shifts in how lenders and servicers were
approaching the program. Prior to the Act, FHA used its
administrative authority to make certain adjustments that
helped reduce program risk, but they were mostly limited
to reducing principal limit factors and adjusting MIP levels.
We didn’t have the statutory authority to adequately address

more critical issues, such as the shift to fixed rate full
draw loans or increased incidences of HECM mortgagors
defaulting on their property taxes and hazard insurance.
Once the Act was signed into law, we made some very
necessary changes, including financial assessment and property charge set-asides which were introduced last fall and
helped ensure that HECM Mortgagors are able to financially sustain themselves over a longer period of time. We’ve
pushed back the effective date and revisited some of the
components of financial assessment but we are still committed to implementing these policies and ensuring that the
HECM provides a sustainable solution for borrowers. Also
in September 2013, we published mortgagee letters that implemented changes to the program structure that included
initial disbursement limits, new mortgage insurance premiums, reduced principal limit factors and new fixed rate
single lump sum disbursement options.
What has been interesting during my tenure is, as the
market has absorbed the product changes and embraced and
implemented them, we have recognized the need to continue to refine the program at the margins and in 2014 we
made changes to the fixed interest rate product and more
recently in August we introduced new protections for nonborrowing spouses and updated principal limit factors.
There has been a huge amount of change most of which
could not have been implemented without the benefit of
the Reverse Mortgage Stabilization Act. I think these are all
driving the program in the right direction and we’re getting
back on solid ground.
RM: What results are you looking for that would indicate
the reforms are successful?
Zadareky: Two leading indicators that show we are making progress include more conservative draw patterns at
closing and increased usage of the HECM ARM product.
We have seen the percentage of fixed rate loans decrease
significantly over the past year. From 2010 to 2012, almost
70 percent of all HECM endorsements were fixed rate
loans. In 2013, the percentage of fixed rate loans fell to 63
percent. Right now, the levels are at 17 percent. I believe
this shift back to the ARM product, which mirrors levels
similar to 2009 and earlier is well aligned with the goal of
the program, which is to give seniors access to their equity
Talking Heads continued on page 10
R E VE R S E MO RTG AG E

/ S E P TE MBE R - O C TO BER

2014

9

Talking
Heads
Talking Heads continued from page 9

over a longer period of time. We still have the fixed rate option for borrowers who need a significant amount of funds
to address current financial obligations, but we believe that
drawing funds out over the long-term to cover future, potentially unanticipated, expenses is how we’d like to see the
program predominantly utilized.
We are also seeing encouraging results with draw patterns. With ARM loans, the draw patterns have remained
relatively stable. Draws on fixed rate loans used to be significantly higher at closing, but as we’ve limited those draws,
we’ve seen those coming down. Draws of 90 percent or
greater have decreased by 22 percent compared to last year.
RM: There is now a new HUD Secretary, Julian Castro.
When a new Secretary takes over a Department, how does
the culture change? Will there be a change in priorities?
Zadareky: Secretary Castro has taken a significant interest
in making it easier for responsible people to own a home
and level the playing field for Americans. I think that is very
consistent with what we have been trying to do with our
programs. He will be outlining a more formal agenda in the
coming weeks; but given the commitment he has already
indicated to expanding access to credit, I do not anticipate
a change in priorities or direction for FHA.
RM: Since the changes were implemented, the press coverage and industry feedback for the HECM program has
been positive. How does HUD monitor and use the feedback it gets from stakeholders and other interested parties?
Zadareky: I am glad you asked that question. Because it’s
very important to me that FHA create balanced policies, getting feedback and comments from stakeholders is important.
Crafting policies that effectively protect the insurance fund
and balance the interests of stakeholders can be especially
challenging in the HECM program. To be honest, we are
dealing with a vulnerable population and a non-traditional
mortgage product, and previous HECM structures exceeded
our appetite for risk. We have a lot of different stakeholders
with many different viewpoints on where, and what, this
program should be. We use a variety of methods to collect
and leverage feedback from stakeholders, including formal
comment periods when a new rule is proposed, or face-toface meetings, which I’ve had with NRMLA and others. And

of course, press coverage. All of these are information sources
that we use to help develop policies.
RM: We understand that FHA will start assessing PLF
factors on an annual basis, instead of every couple years.
What is the motivation for that? How do you expect it
to impact the program?
Zadareky: In a meeting with NRMLA’s Board of Directors, I mentioned that FHA would potentially be looking
at principal limit factors more frequently and I suggested
annually as one possible option. We haven’t finalized a decision on what the frequency will be. Keep in mind, we
monitor all of our insurance programs to ensure they continue to meet our public policy objectives at an appropriate
risk to the taxpayer. Thus, we will monitor and adjust various components of the HECM program and not just
PLF’s. Premiums, draw limits and other factors that impact
program performance will also be monitored.
Because the program is strongly influenced by economic
and actuarial factors, such as house price appreciation and
life spans, it’s important that we periodically measure these
trends and their impact on PLF factors. While PLF factors
may go up or down as a result of these reassessments, if we
do this appropriately it should provide more stable outcomes for the MMI fund. That being said, I do want to recognize that a change in PLF factors poses challenges to
industry participants, so we will be cognizant of that in determining the frequency or timing in implementing future
changes. Historically, we had gone many years without
making any changes. I’m not sure that in today’s environment that is practical.
RM: What other accomplishments would give you the
most satisfaction while serving as DAS?
Zadareky: There are three areas that I am really focused
on in the short to intermediate term. First, I want our policies
to be clear and accessible and allied with FHA’s risk tolerance and mission. We need clear policies that are aligned
with our risk appetite, and my goal is to get through this
period of tweaking and massaging the HECM program, so
that we get it into a stable position and the industry can
better serve potential borrowers versus adapting to continuous changes. Overall, this will be accomplished through a
Talking Heads continued on page 11
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complete re-write of the single family handbook. HECM
will be a significant component as we complete this project.
Second, I’d like to focus on addressing the impact of
compliance concerns on access to credit. Making sure credit
is available for credit-worthy borrowers is a big part of why
I am here. We are undertaking several efforts to mitigate
lenders’ concerns about compliance enforcement. The
handbook project is just one of them. We are also moving
ahead with the publishing of our supplemental performance metric. The supplemental performance metric evaluates lender credit quality. It will complement the compare
ratio, our peer-based comparison of lender delinquency
levels, and provide a more inclusive description of a
lender’s performance.
We are also continuing to refine our description of
manufacturing defects and related severity, so that they are
more descriptive to lenders and we will move toward eventually taking steps to revise feedback on the quality of loans
closer to the time of endorsement so lenders can quickly
adjust if they are having challenges in their manufacturing
processes. I am hopeful this will allow lenders to become

comfortable with their risk in this space and remove some
of the credit overlays so that they can make loans to a wider
spectrum of FHA borrowers.
Finally, one of our key focuses is making sure that we
preserve homeownership when it’s aligned with the interests
of the borrower and the MMI fund. When a borrower is
having trouble, we want to leverage every available tool to
help them stay in the house. Currently, for HECM borrowers, this includes looking at options to partner with
state agencies and others to help HECM borrowers remain
in their homes when faced with insurance or tax delinquencies. However, when preserving homeownership is not
feasible for reverse or forward mortgage borrowers, one of
the things I’ve asked my team to focus on is making sure
we have effective options for disposing of assets. We have
taken steps to expand those tools, which makes it easier for
us and hopefully easier for servicers and borrowers.
The longer I am at FHA, the better I understand there
are many challenges in delivering against these goals, but I
am confident that with the single-family team behind me,
we can make a lot of progress against these objectives. RM
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New HUD Secretary Julian Castro
understands improving American cities
By Marty Bell

IF YOU EVER WANT TO KNOW WHY SOMEONE WAS

hired for a job, your first inclination is usually to look at
his or her resume.
But if you want insight into why President Barack
Obama hired former San Antonio Mayor Julian Castro to
replace Shaun Donovan as the Secretary Housing and Urban
Development, I suggest you begin by googling SA2020.
San Antonio, which was described by Jacob Weisberg
in Vogue as “a flat, monotone landscape with horizontal
expanses of ranch houses and bungalows punctuated by
phantasmagoric street murals and electric colored taquerias,” is now the second largest and fastest growing city in
Texas. It was also selected by the Milken Insitute as the
city with the top economy in the United States last year. It
currently has 1.3 million residents, but expects to almost
double over the next 15 years. Two and a half million people
cannot be supported by the same services and facilities as
half that number. So in 2010, during his first of three terms
in office, Mayor Castro asked his residents to help him
imagine the future. Searching for a “collective vision,” his
team conducted a survey of 5,000 San Antonians, public
forums and kicked off a widespread sign-up-to-volunteer
campaign advertised with the message, “Individuals
who volunteer are 27% more likely to find work than
non-volunteers.”

© U.S. Dept. of Housing and Urban Development (HUD)
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The result is a roadmap of specific goals to achieve in
San Antonio by 2020 in 11 areas or, as the program
labels them, 11 causes: arts and culture, civic engagement,
community safety, downtown development, economic
competitiveness, education, environmental sustainability,
family well being, health and fitness, neighborhoods and
transportation. In each area, the program has sensible and
comprehensible measures of success—arts attendance and
funding, voter turnout, drug arrests, teen pregnancies,
housing permits, patents issued, public transportation
ridership, percentage of people with health insurance—as
opposed to modern business school pseudometrics.
I am a pavement boy. I have lived my entire adult life
in large cities and thrive on observing their evolution. Over
the past year I’ve been studying the World Health Organization’s Age Friendly Cities program, which has been
implemented in New York, Portland and, most recently, in
Washington, D.C. and San Antonio (as a part of SA 2020)
as well as the Milken Institute’s evaluation of the Best Cities
for Aging. But I have never come across as thorough and
downright impressive a plan for re-thinking a city as the
SA2020 program instigated by Julian Castro.
American cities are each a kaleidoscope, characterized
by their diversity of interests. They are comprised of people
Urban Caballero continued on page 13
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Urban Caballero continued from page 12

with different backgrounds, different wants, different needs.
And the role of a good mayor is to make sure it feels like
home to all of them, that they feel they belong, that they
have an ownership stake, that they can refer to it as “my
hometown” with pride.
At the announcement of his appointment to HUD Secretary on May 23rd, Castro said, “My brother Joaquin and
I grew up on the West Side of San Antonio, taking public
transportation and living in rental homes. And it was there
both of us got a sense of what is possible in America and
an understanding that just because you were of modest
means does not mean that your opportunity ought to be
limited.
“After five years as mayor of my hometown, I know this
much: We are in a century of cities.”

The Education of a Public Servant
Forty-year-old Julian Castro, who first had the national
spotlight shined on him by Obama when he was selected
to deliver the keynote at the 2012 Democratic Convention
in Charlotte, was described by writer Zev Chafetz in a New
York Times Magazine profile as, “cerebral, serious, self contained and highly efficient. If he were an energy source,
he’d be zero emission.”
Thus far, the appeal of Castro has even managed to
cross party lines. Senior Texas Senator and Republican John
Cornyn supported the appointment for the HUD post.
And pundit Mark McKinnon, an early member of George
W. Bush’s inner circle in Austin, told Chafetz, “Julian Castro has a good chance of becoming the first Hispanic President of the United States.”
In his Charlotte keynote, Castro referred to Mitt Romney’s advice to young people that they start their first
business by borrowing money from their parents. Then the
barrio child whose father left home permanently when the
twins were nine brought down the house by cracking in
deadpan, “Gee, why didn’t I think of that?”
If we truly live in an age in which the success of politicians is tied to the story they have to tell, Castro carries an
advantage—but ironically, as with Obama, this advantage
is framed by a background of disadvantage.
Julian Castro was born on Mexican Independence Day
in 1974 to Rosie Maria Castro. Four minutes later, a twin,
Joaquin, was born. (This inspired The Daily Show host

John Stewart to report, “Democrats not only have a rising
Latino star in San Antonio mayor Julian Castro, they have
an extra one of him in case he breaks.) The father was
Rosie’s boyfriend at the time, Jessie Guzman, a teacher. As
Castro related in his Democratic keynote, the delivery of
the twins in the hospital was paid for with $300 Rosie’s
mother Victoria won the day before the birth in a menudo
cooking contest.
Rosie Castro was a Chicana activist, a founder of the
Chicano party La Raza Unida, which at one point advocated a separate Hispanic state and then drifted into
settling as the Hispanic voter rights movement. In 1971,
she ran unsuccessfully for the westside barrio seat on San
Antonio’s City Council. Julian told Charles E. Johnson,
a reporter for the Breitbart website, “[My mother] sees
political activism as an opportunity to change people’s lives
for the better. Perhaps that is because of her outspoken
nature or because Chicanos in the early 1970s (and, of
course, for many years before) had no other option. To
make themselves heard Chicanos needed the opportunity
that the political system provided. In any event, my
mother’s fervor for activism affected the first years of my
life, as it touches it today.”
Julian and Joaquin were brought up speaking English.
Julian studied Latin and Japanese in high school. When
elected mayor, he had to hire a tutor, Marta Bronstein, to
teach him Spanish.
Julian is forthright about the fact that he and Joaquin
were only admitted to Stanford due to affirmative action.
Julian was accepted as a White House intern in 1994. And
the brothers did well enough at Stanford to earn their way
into Harvard Law School. They joined the law firm of Akin
Gump Strauss Hauer and Field, then formed their own
small firm. In 2000, at the age of 26, Julian Castro was
elected to the City Council, becoming the youngest member ever, a distinction previously held by his mentor and
former San Antonio mayor Henry Cisneros, who was
elected at 27. Two years later, Joaquin was elected for the
first of five terms in the Texas legislature.
In 2005, at 31, Julian made his first run for mayor, but
lost to another council member, Phil Hardburger. Castro
admits he had a lot of learn at the time, including how to
run a campaign.
Urban Caballero continued on page 14
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Then in 2009, he ran again and was elected for the first
of three terms. In his reelection campaign of 2011 (shortly
after the SA 2020 plan was released), he received 82.9% of
the vote. (In 2013, Joaquin was elected to represent Texas’s
20th district in the House of Representatives. He received
64% of the vote.)
Julian Castro has most resembled a Clinton-style
practical politician, looking both to his left and his right
for solutions to problems. As Zev Chafetz reported, Castro
“supports free trade, including the North
American Free Trade agreement, advocates
an energy policy that includes fossil
fuels, believes in balanced budgets and
refers to David Souter as his ideal Supreme
Court Justice. Like a large plurality of his
fellow San Antonians, Castro is a Roman
Catholic, but he was the first San Antonio mayor to be
grand marshall when he marched in the annual gay rights
parade, and is pro choice. ‘We disagree, this pope and I,’
Castro said at the time.”
Castro has also been a strong advocate of affordable
housing. When he became mayor, San Antonio had only
3,300 low income units. SA2020 calls for 5,000 more,
more than 3,000 of which were already under construction

when Castro moved on to Washington.
Married to an elementary school teacher, Erica Lira
Castro, and the dad to a four-year-old daughter and a son
due later this year, education has also been a priority for
Castro. “We’re working to ensure that more four-year-olds
have access to pre-K,” he said before leaving the mayor’s
office. “We opened Cafe College, where students get help
with everything from test prep to financial aid paperwork.
We know that you can’t be pro-business unless you’re pro-

No one is more passionate about these issues than
Julián. He knows the difference between smart
policy that can make a difference and just talk.
education. We know that pre-K and student loans aren’t
charity. They’re a smart investment in a workforce that
can fill and create the jobs of tomorrow. We’re investing in
our young minds today to be competitive in the global
economy tomorrow.”
“No one is more passionate about these issues than
Julián,” President Obama said upon announcing Castro’s
appointment. “He knows the difference between smart
policy that can make a difference and
just talk.”

Keynote speaker and San Antonio, Texas Mayor Julian Castro (L) waves along with his
brother Joaquin Castro before addressing the first session of the Democratic National Convention
in Charlotte, North Carolina, September 4, 2012. REUTERS/Jim Young
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Looking Forward
Julian Castro becomes the sixth HUD
Secretary in the 17 years since the reverse
mortgage industry formed the National
Reverse Mortgage Lenders Association to
advocate for them in the nation’s capital.
As the association was forming, 40-yearold Andrew Cuomo moved up from
Assistant Secretary to Secretary during
the second term of the Clinton Administration when Henry Cisneros was confronted with a personal scandal. Cuomo’s
background was as an advocate for housing for the less privileged. During his
tenure, the demonstration label for the
Urban Caballero continued on page 15

HECM program was dropped after a decade, the loan cap
was raised to 150,000, and in a report just prior to his term
ending, Cuomo strongly advocated for the ongoing value
of the program.
Upon his election, George W. Bush appointed former
Florida Senator Mel Martinez, who had served on the
Senate Special Committee on Aging and been vocal, along
with Senator Claire McCaskill, in calling for effective regulations for the HECM program. After serving for three
years, Martinez left government.
He was succeeded by Alphonso Jackson, a former Dallas
Housing Commissioner and identified as a part of Bush’s
inner circle of hometown friends. During Jackson’s term
from 2004-2008, a single national loan limit was implemented as was the Ginnie Mae HMBS program. But in the
midst of the housing crisis in 2008 and the debate over the
Housing and Economic Recovery Act, Jackson resigned,
haunted by accusations of awarding contracts based on
political favoritism and tainted by remarking publicly that
government programs were being overutilized by “Yuppies,
Buppies and Guppies” looking for a free ride.
In this emergency situation President Bush moved Steve
Preston, who had had a distinguished career in the private
sector, from running the Small Business Administration to
running HUD. And though he officially served just nine
months, it was a dramatic and active period during which
the federal government implemented some of the most
sweeping and controversial changes to housing and financial policy since the Great Depression. These included: the
Housing and Economic Recovery Act of 2008; the Economic
Stabilization Act of 2008; the Troubled Asset Relief
Program; government takeovers of Fannie Mae and Freddie
Mac; and an expansion of Federal Housing Administration
(FHA) refinancing. As a result, HECM loan limits rose to
$625,500, annual loans surpassed the 100,000 mark for
two consecutive years, and a roster of changes in the counseling process and restrictions on cross selling advocated by
Senator McCaskill were adopted.
President Obama turned to the head of the New York
Housing Authority, Shaun Donovan, to serve in his initial
cabinet. At a time when the FHA insurance fund was under
pressure and political attack, Donovan had a laser focus on
risk management, creating a risk management position in
the department for the first time and adjusting principal

© U.S. Dept. of Housing and Urban Development (HUD)
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Shaun Donovan, outgoing Secretary of Housing and Urban Development

limit factors and insurance premiums to shore up the fund.
With a strong support staff of people with housing and
urban development experience, under Donovan’s watch the
counseling protocol was rewritten to include a Financial
Interview Tool and use of benefits checkup, new products
such as the HECM Saver were introduced and the most recent program improvements (draw limitations, financial assessment) were put on the table as a result of the Reverse
Mortgage Stabilization Act of 2013.
So what role will Julian Castro play in the evolution of
the HECM program? He arrives in the wake of one set of
changes and expectations that the next set—implementation of financial assessment—is imminent. And with such
a severe readjustment over a one-year period, one would
think we need a period to observe results before any further
action is taken.
But Castro’s personal political history would indicate
that he will be an aggressive leader who listens to the needs
of the public, rallies stakeholders and seeks a well organized
plan for progress complete with measurements of success
that are clear and deliverable.
Asked on a television interview about his plans for
HUD, Castro responded, “I have given a lot of thought as
to what those priorities ought to be. In San Antonio, I’ve
seen some of the great work that HUD has done, efforts
like promise neighborhood, promise zone and creating
housing opportunities and greater opportunities for people
to lift themselves out of poverty and buy a home. Those
are the things that strike at the heart of why I’m in public
service and along with a great team, I’m confident we’ll do
good work.” RM
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Carol Galante’s
Gallant Journey
Standing Up to Congress and for aging Americans
During her tenure as Federal Housing Commissioner, Carol Galante played a major
and often brave role while staving off inappropriate attacks (some personal) and helping
the HECM program solve problems in the mortgage insurance fund as well as tax and
insurance defaults. She leaves a stronger program than she found when she arrived. The
following are excerpts from NRMLA’s Weekly Report that trace her journey:

Galante Designated Acting
FHA Commissioner | July 13, 2011
Housing Secretary Shaun Donovan announced yesterday that Carol Galante has been designated by President
Barack Obama as the Acting FHA Commissioner and
Assistant Secretary of Housing.
Galante assumes the new post after serving as Deputy
Assistant Secretary for MultiFamily Housing since March
of 2009. She came to the department with an impressive
22 year background with BRIDGE Housing in San Francisco, a non-profit company that is the largest developer of
affordable housing in California. Galante served as President and CEO of BRIDGE since 1996.
FHA Allows Lenders to Conduct
Credit Assessments | Oct. 5, 2011
In a letter published yesterday by Acting Secretary for
Housing-FHA Commissioner Carol Galante, lenders are
authorized to underwrite HECM loans, so they can identify customers who are potentially at risk of defaulting on
their reverse mortgages because they can no longer meet
their financial obligations.
FHA is developing new rules outlining procedures for
conducting financial assessments of HECM borrowers. The
purpose of Commissioner Galante’s letter is to clarify for
lenders that they already have the authority to conduct assessments to ensure clients have the capacity to continue
paying property taxes, homeowners insurance and other
obligations after the reverse mortgage is made.
HUD does not prohibit the inclusion of additional
financial capacity and credit assessment criteria and
processes in the origination and approval of HECM transactions, unless such criteria or processes violate FHA statutes
and regulations or other applicable law, such as Fair Housing/Fair Lending laws, the Equal Credit Opportunity Act,
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Regulation B, etc.,” says Galante.
She adds that the “The Helping Families Save Their
Homes Act,” enacted May 20, 2009, “emphasizes the importance of FHA-approved lenders engaging in responsible
business practices that conform to generally accepted practices of prudent lenders.”

Galante Confirmed as FHA Commissioner
Following Corker Turn-Around (January 3, 2013)
While the Senate was in an unusual year-end, Sunday
session on December 30th to enact legislation aimed at
avoiding the “fiscal cliff,” lawmakers took a moment to
confirm Carol Galante as Assistant Secretary for Housing/
Federal Housing Commissioner. The Senate voted 69 to
24 to confirm Commissioner Galante.
Galante has been serving in an Acting Commissioner
capacity since July 2011. Some Senate Republicans, including
Senator Bob Corker (R-TN), placed a hold on her confirmation, expressing concerns with FHA’s ongoing solvency issues.
On December 18, Galante sent a letter to Senator
Corker outlining steps that HUD would be taking in January to implement reforms to both FHA forward and reverse mortgage programs. Among the reforms outlined in
the letter is a “cessation of the use of the Standard Fixed
Rate HECM product.” The letter persuaded Senator
Corker to support her confirmation.
House FHA Hearing is Confrontational
February 13, 2013
More than 40 House members from both parties took
turns questioning sole witness, Federal Housing Commissioner/Assistant Secretary for Housing Carol Galante, at a
February 13 hearing called by new committee chair Jeb
Hensarling (R-TX) and provocatively entitled, “Bailout,
Gallant Journey continued on page 19
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Bust or Much Ado About Nothing? A Look at the FHA’s
2012 Actuarial Report.”
In the wake of the report showing a $2.8 billion net negative attributed to HECMs in the Mortgage Mutual
Insurance fund (MMI), the tone of questioning volleyed
back and forth for over three hours between support (from
Democrats) and concern (from Republicans).
In her testimony, Commissioner Galante, an accomplished housing developer prior to entering the public sector, reported, “Much of the progress that we are seeing in
the housing sector has been possible because of the FHA,
which has provided access to homeownership for millions
of American families and without which the crisis would
have been much deeper. In fact, Moody’s Analytics estimates that were it not for FHA’s presence during the crisis,
house prices would have fallen 25 percent further than they
did already. FHA’s contribution has not been without stress,
however.” Galante went on to report changes to the fund,
some implemented, some under consideration, intended to
restore its health.
Then the questions began flying. From the right came
a good deal of suspicion. “We have not gotten good information,” said Randy Neugebauer (R-TX), recently appointed chair of the Insurance, Housing and Community
Development subcommittee. “The FHA reported everything’s okay, but it isn’t. What is the true condition?”
Michele Bachman (R-MN) averred the United States is “the
brokest nation in the history of the world” and cannot afford to make loans to people who can’t or won’t pay them
back. Sean Duffy (R-WI) accused the FHA of either not
having the proper information or lying.
Voices on the left of the Chair staunchly defended both
the fund and the FHA. “The fund is meant to be countercyclical,” said Carolyn Maloney (D-NY). “It expands in
time of crisis and contracts when the market is healthy.” Ed
Perlmutter (D-CO) thanked the FHA for keeping the housing market alive through the recession.
Through it all, Galante, despite sitting at a floor level
table facing the members elevated on ascending risers like
an orchestra, remained above the fray. She attributed the
fund’s deficit to the 2007-2009 crisis years’ books of business and said actuarial reports indicated the loans made
since 2010 were the most profitable in the agency’s history.
Reiterating additional changes that would add revenue and
strength to the fund, Galante asserted, “We have confronted
FHA’s stress at every stage of the lending cycle.”

FHA Commissioner to Senators:
Pass H.R. 2167 | July 25, 2013
FHA Commissioner Carol Galante appealed to Senate
lawmakers this week to expedite the passage of legislation
approved by the U.S. House of Representatives last month,
which gives FHA the authority to swiftly implement reforms to the HECM program.
“If we are unable to obtain statutory authority to make
these immediate changes to the HECM program by August
1, FHA will have to make blunt changes, which will not
properly address the identified risks and harm access and
effectiveness of the product for consumers,” testified Commissioner Galante. “For that reason, I urge the Senate to
pass H.R. 2167.”
H.R. 2167, the Reverse Mortgage Stabilization Act of
2013, is a bipartisan bill co-sponsored by Reps. Denny Heck
(D-WA) and Mike Fitzpatrick (R-PA), which allows FHA
to make programmatic changes by mortgagee letter – including draw limitations, mandatory escrows and financial
assessments – rather than by
rulemaking, which takes longer.
“If we can’t make these
nuanced changes, we’re going to
have to say that the entire amount
you can take out is going to be
lowered substantially for everybody across the board, which
is going to make it a much
less effective program and
useful for far fewer people,”
Galante added.
Gallant Journey
continued on page 20
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President Signs Bill to Protect Senior
Financial Security Option | August 8, 2013
At a White House ceremony this afternoon, President
Barack Obama signed the Reverse Mortgage Stabilization
Act, bipartisan legislation “to authorize the Secretary of
Housing and Urban Development to establish additional
requirements to improve the fiscal safety and soundness of
the Home Equity Conversion Mortgage insurance program.”
Attendees witnessing the signing included HUD
Secretary Shaun Donovan, U.S. Representatives Denny
Heck (D-WA) and Michael Fitzpatrick (R-PA); Assistant
Secretary of Housing/FHA Commissioner Carol Galante,
Deputy Assistant Secretary Charles Coulter, and National
Reverse Mortgage Lenders Association President and CEO
Peter Bell.
House Committee Argues Bailout or Not
November 1, 2013
The House Committee on Financial Services held a
hearing on Tuesday, October 29 titled, “Federal Housing
Administration: Implications of a $1.7 Billion Taxpayer

Bailout.” The sole witness, Assistant Secretary for Housing/
Federal Housing Commissioner Carol Galante, maintained
her dignity and composure as she was challenged by a barrage from Republican committee members who wanted to
label the Treasury draw as a “bailout” and assign blame,
while Democrats apologized to her for the sporadic rowdiness, praised the agency, and argued that it was no bailout
at all, but a transfer from Treasury as prescribed by statute.
“We’ve done this same hearing 42 times,” said Michael
Capuano (D-MA). “We’re arguing over semantics.”
On February 14, FHA was added to the list of government programs classified by the Government Accountability Office (GAO) as “high risk” because of “their greater
vulnerability to fraud, waste, abuse and mismanagement or
the need for transformation,” according to Committee
Chairman Rep. Jeb Hensarling (R-TX).
In his opening remarks, he said the GAO action “reinforces everything our committee has been saying about the
FHA for some time now – it is a high risk to taxpayers, it is
a high risk to the mortgage insurance market and it repreGallant Journey continued on page 21
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sents a high risk to our economy.”
The Republican members of the committee echoed the
Chairman’s criticisms of FHA throughout the less than
courteous three-hour session. Chairman Hensarling is sponsor of an FHA reform bill called the PATH Act that passed
through the committee earlier this year but has yet to reach
the House floor. The bill eliminates the HECM program
two years from passage.
Ranking Member Rep. Maxine Waters (D-CA) responded
to the Republican remarks by stressing the significance of
FHA and its proven track record in meeting the needs of
the minority and first-time homeowners. The Democratic
members of the committee echoed Ranking Member
Waters’ belief in FHA’s value and supported Galante’s reiteration that the problems originated in the Fiscal Years
2006-2009 books of business, years of a severe decline in
home values, and do not reflect the current state of the
Mutual Mortgage Insurance (MMI) Fund.
Galante’s testimony acknowledged the success of the
HECM loan program. “FHA applied its limited authorities
to take additional and immediate actions to better align the
HECM program with its objective of enabling seniors to
age-in-place while better protecting FHA from losses and
reducing the likelihood of borrower defaults.” Historically,
the HECM program brought net income to the General
and Special Risk Insurance Fund, prior to being transferred
into the MMI Fund. In response to the need for a Treasury
draw first indicated by last year’s HUD audit, the Reverse
Mortgage Stabilization Act of 2013 made changes to the
HECM program in an attempt to continue to keep the
MMI Fund healthy.
Representative Denny Heck (D-WA), co-author of the
act, speaking last as the committee member with least seniority, said that following passage of the legislation, changes
were quickly implemented by HUD/FHA that are already
positively affecting the HECM loan program and FHA. He
suggested patience as we await results on how the financial
health of the HECM program is reflected in the actuarial
projections for FHA, numbers that will be available late
winter/early spring of 2014.

Commissioner Thanks NRMLA,
Considers FA Delay | November 8, 2013
“You understood the challenges we were facing and
stepped up to the plate,” Assistant Secretary for Housing/
Federal Housing Commissioner Carol Galante told the
565 attendees at NRMLA’s Annual Meeting & Expo in
New Orleans on November 4. “The FHA could not have

done it (passed the Reverse Mortgage Stabilization Act
of 2013) without you.
“I am here to tell you,” Galante continued in her
keynote address, “we are in this together. And when you see
the problems seniors are having saving for retirement, it’s
easy to see why we invest the time and energy.”
Then she warned the gathering, “There is no perfect policy. We are committed to monitoring the impact of the
changes and making sure we’re not over charging. But even
if we hit it right, there are people who can find a loophole.
We need to be able to depend on an industry that is going to
respect the rules and self-police. It is going to be really important that a few bad actors don’t spoil it for the rest of us.”

FHA Commissioner: MMI Fund Won’t Need
Appropriation | March 13, 2014
FHA Commissioner Carol Galante said this week that
the President’s fiscal year 2015 budget anticipates the Mutual
Mortgage Insurance Fund will conclude the current fiscal
year (September 30, 2014) with a positive capital reserve
account balance of approximately $7.8 billion.
“This means the budget does not anticipate the need
for a mandatory appropriation from the U.S. Treasury this
year,” said Commissioner Galante.
The budget re-estimate builds on the positive trend noted
in the most recent independent actuarial report, which
showed the MMI Fund had improved by $15 billion.
The same budget also forecasted a more positive longterm outlook for the HECM program just six months after
the U.S. Treasury was forced to transfer $1.7 billion into
the MMI Fund to offset projected losses, prompting some
members of Congress to question Commissioner Galante’s
leadership.
Non-Borrowing Spouse HECM Litigation
Continues Apace | June 13, 2014
The Bennett and Plunkett HECM non-borrower spouse
(NBS) cases continue to be litigated at an accelerated pace
in the U. S. District Court for the District of Columbia
HUD (including FHA Commissioner Carol Galante)
and its attorneys clearly are expending a significant amount
of time and energy in thinking through the best approach
to resolving these NBS issues in a manner that best serves
the interests of seniors and HECM program participants,
and that preserves and strengthens the HECM program in
the years to come.
NRMLA remains committed to fully supporting that
effort by HUD. RM
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The Relationship Product
Why Community Banks and HECMs are a good fit
By Mark Olshaker

THERE ARE CERTAIN TRADITIONS, OBJECTS AND

institutions that are so engrained in the national psyche
that they have come to be classified under the general
heading of Americana. The unifying theme of such images
as the bandstand in the park, the state fair, sandlot baseball, the drive-in movie and picnics on the beach is that
they represent a simpler, bygone age that has great emotional appeal, even though many people have little or no
experience with them.
One of these is the community bank, and we need
look no further for validation than the beloved Christmastime classic “It’s a Wonderful Life” and the savings and
loan run by everyman-hero James Stewart, to grasp the symbolism of the local and homegrown financial institution.
But in this age of digital communication, rigorous regulation requirements, mega-merger consolidation and nationwide banks with proprietary credit cards and huge
marketing campaigns, is there still a place for the community bank? And if so, does the reverse mortgage fit into its
business plan?
The answer to both questions turns out to be a resounding Yes.
Dallas Riddick, Assistant Vice President for Lending at
Champion Bank in Parker, Colorado, admits that the administrative burdens for a small bank these days can place a
strain on human resources. “We’re always preparing for the
next compliance audit,” he says. But local banks have advantages the huge institutions cannot effectively duplicate. “The
community likes being able to walk into a bank and have
somebody know your name. There is a sense of comfort.”

Debbi Royer, a branch manager who also oversees residential lending at American Federal Savings Bank in Bozeman, Montana, explains, “In order to best reflect our local
roots and positive outlook for customers, we will change
from a federal charter to a state commercial bank charter and
change our name to Opportunity Bank of Montana in the
fall of 2014. We believe this charter and name change will
better enable us to continue our mission of serving the individuals and small businesses in our communities.”

In the HECM sphere, significantly, some of the drivers
that got the largest banks and institutions out of the reverse
mortgage business are the very factors that are drawing the
smaller and community-based banks into the market.
For one thing, a number of these large banks, in a focused effort to maximize profits, have liquidated what they
consider all nonessential lines of business. If the volume in
Community Banks continued on page 23
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a particular division does not justify the resources, the business quickly becomes “nonessential.” As an example, one
national institution went into HECMs with the idea of developing them as a growth industry over a multi-year period, with “visions of getting into the retirement business,”
declared one former executive. With this in mind, the
bank’s board was willing to subsidize that division until the
volume became great enough to make it a profit center. Yet
when the volume did not materialize according to expectations, and in some years retreated, these same decisionmakers did not see the sense of competing against the large,
dedicated reverse mortgage companies.
“There was not a good fit,” states a senior official at one
of America’s largest banks who, personally, very much believes in the HECM product. “We were thinking long-range
like traditional bankers, and the reverse-mortgage generating
companies were thinking more like mortgage bankers, living
year-to-year and even quarter-to-quarter. The challenge we
faced was scale, and it was going the wrong way. Ultimately,

the long-range business just wasn’t there for us.”
Then there is the perception of the product itself, an
issue NRMLA is addressing directly with its New Reverse
Mortgage campaign. Institutional messaging experts refer
to this as “reputational risk.” “During the subprime crisis
of 2008,” another high ranking executive explains, “foreclosure became a dirty word to our country. Now, it happens
that foreclosure is one of several natural exits from a reverse
mortgage. But people started equating foreclosure with
eviction of seniors. And frankly, we couldn’t afford the
institutional damage of the misperception that we were
throwing ‘Widow Brown’ out of her home.”
Finally, after the challenges of volume and reputation,
there was the issue of complexity. “This is a truly unique and
meticulously engineered product,” says one industry insider.
“But that is good for planner and accountants, not for seniors. For many seniors it is highly complicated to understand.
The big banks are not set up to handle a loan that involves
counseling and has to be explained every step of the way.”
Community Banks continued on page 24

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

800.531.LRES (5737) ext. 157 ∆ www.LRES.com
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Serving America’s Seniors with Care
Harlon Accola, Moneywise Mortgage, Marshfield, WI
Bruce Anderson, Ameriplex Mortgage, Albuquerque, NM
Mehran Aram, ARAMCO Mortgage, Inc., Carlsbad, CA
Janine Atamian, Premier Title & Escrow, Providence, RI
Todd Ausherman, Live Well Financial, Inc., San Diego, CA
Craig Barnes, Reverse Mortgage Funding, New Windsor, NY
Clayton Behm, Security One Lending, Fullerton, CA
Henrietta Belcher-Stack, WSFS Bank, Millsboro, DE
Brian Belluomini, Acrobat Financial Group, LLC, Scottsdale, AZ
Galen Call, American Pacific Reverse Mortgage Group, Monterey, CA
Lance Canada, Homestead Funding Corp., Raleigh, NC
Mark Clark, North American Savings Bank, Kansas City, MO
Madelyn “Lyn” Coffin, The Mortgage Network, Inc., Concord, NH
Ellen Connors, Direct Finance Corporation, Hanover, MA
Angella Conrard, iReverse Home Loans, LLC, San Clemente, CA
Jim Cory, Live Well Financial, Inc., San Diego, CA
David Darling, Premier Home Equity, San Diego, CA
Randy Davis, Dollar Bank, FSB, Bethel Park, PA
Jerry Delmato, Security One Lending, serving Connecticut
George Downey, Harbor Mortgage Solutions, Braintree, MA
Brandy Edwards, Liberty Home Equity Solutions, Irvine, CA
Mark Anthony Erskine, Reverse Mortgage Works, Beverly Hills, CA
Nancy Everitt, Reverse Mortgage Solutions, Mission Viejo, CA
Carolyn Fields, 1st Financial Reverse Mortgages, The Villages, FL
Nancy Foster, The Mortgage House, Inc., San Luis Obispo, CA
Pamela Gasser, Gershman Mortgage, St. Louis, MO
Jaime Girard, Reverse Mortgage Funding, Melville, NY
Dave Gomer, Senior Funding Associates, Calabasas, CA
Philip Goss, Senior Funding Associates, Glendora, CA
Larry Hanover, People's Home Equity Lending, Inc., Oak Brook Terrace, IL
Jane Harrington, M&T Bank, Buffalo, NY
Sue Haviland, Reverse Mortgage Solutions, Inc., Jarrettsville, MD
David Heilman, Franklin Funding Reverse Mortgages, Charleston, SC
Teresa Herron, Homeowners Reverse Mortgage Center, Hickory, NC
Melinda Hipp, VanDyk Mortgage, San Antonio, TX
Dan Hultquist, Generation Mortgage Company, Atlanta, GA
Song Hutchins, Asian-American Homeownership Counseling, Rockville, MD
Robert Charles Jayne, Vanguard Funding LLC, Garden City, NY
Dean Jones, Senior Funding Associates, San Diego, CA
Karen Keating, Tradition Title, Inc., Bay Shore, NY
J. Burgess Kegan, Security One Lending, Easton, MD
James A. King, McGowin-King Mortgage LLC, Birmingham, AL
Brett Kirkpatrick, Harbor Mortgage Solutions, Braintree, MA

Mace Kochenderfer, A New Mexico Reverse Mortgage, Albuquerque, NM
Larry Lau, Generation Mortgage Company, Hilo, HI
David Levitt, Circle Mortgage Corporation, Hollywood, FL
Laurie Libby, Liberty Home Equity Solutions, Newport Beach, CA
Michael Markoff, Nations Lending Corporation, Marlton, NJ
Mario Martirano, Agency for Consumer Equity Mortgages., Elmsford, NY
Daniel Matthews, Direct Finance Corp., Norwell, MA
Michel McKnight, American Pacific Reverse Mortgage Group, Citrus Heights, CA
Joe McParland, Direct Finance Corp., Norwell, MA
Bruce McPherson, Security One Lending, San Diego, CA
Pete Mendenhall, North American Savings Bank, Kansas City, MO
Sue Milligan, Alpha Mortgage, LLC, Metairie, LA
Robert Mills, Greenleaf Financial LLC, Portland, OR
Colleen Moore, Golden Equity Mortgage, San Diego, CA
Lisa Moriello, Mortgage Master, Inc., Fairfield, CT
Roberto Nascimento, Arlington Financial Corp., Yonkers, NY
Lisa Nass, Gershman Mortgage, Clayton, MO
Tim Nelson, V.I.P. Mortgage, Inc., Scottsdale, AZ
Greg Newman, Diamond Funding Corporation, Cherry Hill, NJ
Vickie Nguyen, HighTechLending, Inc., San Diego, CA
Edward O’Connor, FirstBank Mortgage Partners, West Babylon, NY
Anissa Palmatier, Liberty Home Equity Solutions, Danvers, IL
Alina Passarelli, Marketplace Home Mortgage, Edina, MN
William Pisani, Jet Direct Funding Corp., Bay Shore, NY
Daniel Porter, Mikana Financial, Wailuku, HI
Karen Rayfield, Security One Lending, Virginia Beach, VA
Mark Reeve, Plaza Home Mortgage, Inc., San Diego, CA
Eric Rittmeyer, Fidelis Mortgage, Baltimore, MD
Teresa Rose, Senior Security Funding, Sydney, OH
Donnell Seacrease, Liberty Home Equity Solutions, Sacramento, CA
Ken Seal, Neighborhood Mortgage, LLC, Bellingham, WA
Richard Simpao, Lineage Lending, Carlsbad, CA
Philip Stevenson, PS Financial Services, LLC, Miami, FL
Neil Sweren, Southern Trust Mortgage, Owings Mills, MD
David Tourtillot, Homestead Mortgage, LLC, Hanover, MA
Alain Valles, Direct Finance Corporation, Hanover, MA
Bonnie Wallace, Citywide Home Loans, CHL Mortgage, Provo, UT
Lynn Wertzler, Greenleaf Financial, LLC, Portland, OR
Peggy Whalen, Direct Finance Corporation, Hanover, MA
Patricia Whitlock-Stephanides, GuardHill Financial Corp., New York, NY
Patricia Wills, Retirement Life Funding, Sykesville, MD
Lawrence Wolf, Franklin American Mortgage Company, Marlton, NJ
Jay Zayer, ARAMCO Mortgage, Inc., Carlsbad, CA

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

Community Banks continued from page 23

But these liabilities are often a community bank’s
strengths. They don’t need huge volumes to justify their business model; they stand on their own integrity and long-cultivated individual reputations; and they are prepared to deal
with each customer on a face-to-face and one-on-one basis.
Gary Ardesson, Senior Vice President with Mohave State
Bank in Lake Havasu City, Arizona, reflects an approach
typical of community bank leaders: understanding and serving a specific clientele. “We offer every type of mortgage
product there is,” he comments. “Our market area is a focal
point for retirement. One of the reasons I came is that I intend to retire here. And our customer base is looking for
complete retirement solutions. Our attitude is: We look to
do whatever is best for the customer. We’ll sit down with
him or her, listen to their situation, and then lay out whatever we have to offer. We’ll say, ‘Here’s one product; here’s
another.’ We want the long-term relationship, so we can’t
afford to be in the town newspaper as a bad guy.”

He admits that as a community bank, he is in competition with the big one-product reverse mortgage lenders but
notes, “We’re local. We can create more of a relationship.”
That is the single word that comes up most often in conversation with community bankers. As Debbi Royer says,
“We value the relationship we have with our customers and
consider reverse mortgages to be a ‘relationship’ product.”
American Federal Savings Bank just began its reverse
mortgage program on August 1 after more than a year of
planning and due diligence. “I am fortunate that the bank’s
board of directors and our president, Pete Johnson, see
value in the reverse mortgage product,” Royer observes.
“Montana is a beautiful state that attracts many retirees.
We also have an older population in many of our cities. We
want to be there to serve that need.”
Dallas Riddick at Champion Bank states, “I have been

in mortgages for fourteen years. Nine years ago, a client asked
me about a HECM. I had to refer her to an FHA lender. But
when I came to this bank, I brought a reverse mortgage business with me. I thoroughly believe in the product. I’ve seen
firsthand how it helps in so many ways, and how well it complements [assets] that clients already had.”
Gary Ardesson, who has been in the loan business since
1971, agrees. “It is a worthwhile business to be in. When I
was 40, I didn’t understand why anyone would need one.
I’m from small communities, where you go to your kids or
family first if you need something. But as I got older, it
started making more sense to me. And as a financial planning tool, I think all of the recent HUD changes have been
positive. In fact, I just did a reverse mortgage for a financial
planner who moved here.”
Interestingly, most community banks do not get most
of their HECM business directly from regular customers
as one might expect. Ardesson says that Mohave advertises
“pretty heavily” in local papers and magazines, on radio and
in coupon circulars, all of which provide a good return.
Royer reports, “As a community bank, we also have
relationships with our local financial planners, accountants,
attorneys and realtors. Working together, locally, to serve
our clients, makes sense to us.”
And Riddick says, “For the most part, we go outside
the pool of bank customers. We deal with financial advisors
and we’re constantly talking to people. I’ve been putting
myself out in the community for years and years.”
That is what relationships are all about, and if Debbi
Royer is right about the reverse mortgage being a “relationship product,” then the community bank is well positioned
to serve that market. RM
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…And a good fit for Credit Unions Too
By Darryl Hicks

Few credit unions have continuously offered Home Equity Conversion Mortgages longer than Mountain America
Federal Credit Union, which entered the business at roughly the same time it joined the National Reverse Mortgage
Lenders Association in November 2000.
Headquartered in West Jordan, UT, just 10 miles outside of Salt Lake City, Mountain America was chartered 80
years ago as the Salt Lake Telephone Employees Credit Union. Over the years, it has merged with other credit unions
but kept the same membership philosophy of “people helping people.” It’s this philosophy that motivated Mountain
America to add reverse mortgages to its product mix almost 15 years ago, when the product was still relatively new.
“Our purpose is to help members
enjoy a good life by providing them with
positive incentives to save and manage their
finances,” said Daniel Hills, mortgage sales
manager. “We felt reverse mortgages could
help us better serve our senior members.”
This is a common theme among credit
unions. When they bring in a new member, credit unions want to do everything
possible to maintain a lifelong relationship
with that individual. Mountain America
offers personal loans, vehicle loans and
home loans for its younger and middle-age
members, and wealth management services for people who are approaching retirement. “Reverse mortgages,” added
Hills, “were an obvious fit.”
According to Reverse Market Insight, Mountain America has originated 221 reverse mortgages over the past five
years, which ranks 134th among all active lenders. Only two other credit unions have higher numbers—Emery
Federal Credit Union, Smithville, OH, (473 loans for #62) and America First Federal Credit Union, Roy, UT, (317
loans for #97). Ironically, America First is the largest credit union in Utah and Mountain America the second largest
credit union in that state.
Mountain America has two full-time loan officers at its Salt Lake City headquarters who handle reverse mortgages,
but the company is embarking on a new educational initiative to reach potential clients in other states. David Thompson, who oversees reverse mortgage operations, will soon be extending reverse mortgage training to Mountain America’s mortgage loan officers who are employed in 76 branch office locations across Utah, Idaho, Nevada, Arizona and
New Mexico.
“This initiative will help us serve more of our senior members in those areas,” said Hills.
Mountain America’s typical reverse mortgage client, according to Thompson, is a widow in her early 70s, who
uses the proceeds to pay off an existing mortgage. “These members are living on a fixed income. The cost of living
is going up, but their incomes are not,” said Thompson. “The reverse mortgage is one of the great resources that we
offer to help solve that problem. While the reverse mortgage by itself is not providing them with added cash flow,
they are paying off an existing lien that does the same thing, because they no longer have a monthly payment.”
Thompson encourages all credit unions to offer reverse mortgages if they don’t already, because they follow the
basic philosophy of helping people.
“It’s all about service to the members,” he added. “It’s not about being a profit-generating machine, but rather
serving as a trusted financial partner that can help enhance the member’s quality of life.” RM
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A Surge in Good News
A recap of news from the past two months

Dallas Morning News, Seattle Times, Sioux City
Journal, Statesman Journal (Oregon)

Press:
Driven largely by positive stories about HUD’s mortgagee letters addressing non-borrowing spouses and
unacceptable advertising, the press results for June, July and
the first half of August have been extremely positive.
Reporting on the New Reverse Mortgage effort has also
been largely favorable. There has been widespread writing
on reverse mortgages as a retirement planning option.
Through the first half of August (the time of this
writing), there have been 548 positive stories and only 32
negative in media all across the country.
Regional website headlines in July included “U.S. Demand
for Reverse Mortgages Soaring,” “Reverse Mortgages Are
No Longer Just a Last Resort” and “Reverse Mortgages Are
Becoming a Financial Planning Tool.”
We thought we would share some of this news coverage
to give you a sense of the story being told.

Bankrate.com | August 7, 2014
Pros and Cons of Using Reverses to
Pay Off Existing Liens
Polyana da Costa, a senior mortgage analyst/writer for
Bankrate.com, published an article that used consumer testimonials and comments from an academic researcher to
explain why using a reverse mortgage to pay off an existing
lien can sometimes be a wise strategy.
“Reverse mortgages have gained a bad reputation over
the years, but they can be a useful financial tool to seniors
when used appropriately,” says David Johnson, associate
professor of finance at the University of Wisconsin-Superior
and co-author of a recent study discussing the growing importance of reverse mortgages in retirement.

July 20, 2014

Nationally Recognized Economics Reporter
Endorses New Reverse Mortgage
In response to a consumer’s question about the drawbacks of reverse mortgages, Scott Burns, an economist,
MIT graduate, and one of the most respected financial
columnists in the country, said recent reforms have lowered
costs and transformed the product into a better financial
tool for retirees.
“If you are retired, healthy and not dead broke, new
research indicates that a reverse mortgage can be what they
were hoped to be—another tool for managing retirement
income and spending,” wrote Burns in his syndicated column.

NOW U.—USA Today | July 25, 2014 and
August 7, 2014

Katherine Reynolds Lewis wrote back-to-back pieces
that ran a week apart on this USA Today sponsored website.
NRMLA arranged for her to interview borrowers whose
stories she utilized to make her points:
…COMING OUT of the Great Recession,
Harvin C. Moore III found himself in a cash flow
crunch. The Houston-based real estate developer
and inspirational speaker depends on income from
two lines of business that were both suffering in the
down economy.
Moore, 77, and his wife Mary Jensen, 70, had
been in their traditional brick four-bedroom home
for a decade and built up a decent amount of equity,
which is the difference between a property's value
and what you owe on home loans. But when they
NRMLA File continued on page 29
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tried to refinance the 15-year mortgage that had become too expensive, lenders were put off by his recent
personal income loss.
The answer: a reverse mortgage. The loan netted
the couple $405,000, enough to pay off the
$180,000 balance on their traditional mortgage.
They put half the remainder into their retirement
savings and the other half went to renovate their
kitchen, replace the heating and air conditioning
system, and swap out galvanized pipes for a new
plumbing system that wouldn't sprout leaks.
"I didn't want to move," said Moore, author of
"One Choice Can Change Your Life." "From my
standpoint, this was just a godsend. Although we've
been married 22 years, we both had families, and
we don't want to be a burden on them."
…After engineer Leo Corona, 66, lost his job, he
couldn't afford $900 a month for COBRA health
insurance plus the existing mortgage on his threebedroom, single-story contemporary ranch home in
Corona, Calif. He had downsized to the house with
the intention to stay long-term, and certainly
couldn’t move while his mother lived with him. (She
passed away at the end of 2012.)
"I don't want to go to any other kind of home,
other than the one I have now. My intention, Lord
willing, is to stay here, if I'm in good health, until
he takes me home," Corona said. "The availability
of the reverse mortgage really was a godsend, because it fit perfectly into my particular situation."

Fort Worth Star Telegram | July 25, 2014
Teresa McUsic interviewed NRMLA Board Member and
Treasurer Scott Norman of Urban Financial of America.
New rules rolled out by the U.S. Department of
Housing and Urban Development (HUD) over the
next couple of months will make reverse mortgages
for senior citizens safer.
“Reverse mortgages are almost a new product
from where they were five years ago,” Norman said.
“There are so many more options available and so
many more consumer protections than before.”
Denver Post | July 19, 2014
Aldo Svaldi wrote a piece tied to the launch of the New
Reverse Mortgage pilot campaign in his town:
Some financial planners advise consumers against
piling on debts while retired. But Harold Evensky, a

respected certified financial planner, gave reverse
mortgages a boost when he advocated two years ago
that they be taken out to serve as standby credit lines.
Credit lines can allow retirees to keep more of
their money in higher-returning investments like
stocks rather than low-yielding and safe alternatives
like certificates of deposits. Access to a credit line
can prevent retirees from having to tap riskier assets
during downturns. And the higher returns, over
time, will help retirees make it through the added
years in retirement.

Huffington Post | July 22, 2014
The self proclaimed Mortgage Professor, Jack Guttentag,
wrote a few different pieces that were picked up by numerous publications:
The United States today faces a retirement funds
crisis: a rapidly growing number of persons who are
retiring without the financial capacity to support
themselves during ever-increasing life spans. The
HECM reverse mortgage program, which allows
older homeowners to convert some or all of the equity in their homes into cash, ought to be a major
policy tool for dealing with the crisis.
Forbes | July 18, 2014
Richard Eisenberg responded to changes in the nonborrowing spouse rules for this national magazine’s website:
New reverse-mortgage rules kicking in Aug. 4
should provide peace of mind to married couples
considering taking out these loans.
Starting Aug. 4, if one spouse takes out a reverse
mortgage and then dies, the survivor can continue
living in the home without fear of foreclosure as long
as she or he continues making the tax and insurance
payments and keeps up the maintenance.
“The National Council on Aging applauds
HUD for taking a leadership role so the most
vulnerable seniors, including widows, are well-protected and can stay in their homes as they want,”
says Ramsey Alwin, Vice President of Economic
Security for the nonprofit group.
“Historically, people have looked at them as a
loan of last resort,” says NRMLA president Peter
Bell. “But increasingly, we’re seeing financial planners
publish strategies that show if you deploy a reverse
mortgage early as a standby line of credit so you
won’t be forced to sell other assets if you need cash,
you can manage your wealth more effectively.” RM
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Who’s Who in Reverse Mortgages
Member News
Sandy Tennekoon Joins 1st Reverse Mortgage USA
Wholesale Division

AAG New Hires to Grow Reverse Mortgage
Affinity Partnerships

1st Reverse Mortgage USA announced that Sandy Tennekoon, former managing director for Reverse Mortgage Solutions, has joined the company’s wholesale
correspondent division.
In her new role as wholesale correspondent sales manager, Tennekoon will oversee the management and growth of 1st Reverse Mortgage USA’s wholesale and correspondent channel, including development and management of accounts. She is
joining David Brindley who currently serves as national correspondent wholesale
development manager.
Tennekoon, who previously served on NRMLA’s Board of Directors, brings
more than 12 years of experience in wholesale lending, operations and business
development, including positions with Urban Financial Group, Wells Fargo and
Money House.
Also joining 1st Reverse Mortgage as a wholesale account representative is Lori
Erskine, who previously worked for Premier Reverse Closings and RMS.

American Advisors Group is expanding its national field sales team with two
new hires who will work toward the expansion of reverse mortgage affinity partnerships for the company.
Industry veterans Jeff James and Phil Walker have joined AAG and will work
toward the company’s strategic growth through external partnerships, including
those with home builders and developers, financial planners and associated brokers.
James, who will serve as AAG Vice President, Builder Division and Business
Development, brings more than 18 years of experience as a mortgage and real estate
professional, having specialized in fostering large-scale community relationships and
new construction finance.
Walker will serve as vice president of AAG’s Financial Planner Division and
Business Development. He brings 20 years of mortgage experience and has served
as a financial advisor both for Morgan Stanley Smith Barney and Merrill Lynch.

Urban Names New General Counsel
UFG Holdings, LLC, the holding company of Urban Financial of America,
LLC (UFA), has named Karen C. Tankersley General Counsel. She will lead the
legal department for the entire UFG Holdings enterprise and oversee the implementation of new corporate initiatives, corporate governance principles and other
legal and regulatory functions.
“Karen brings more than 25 years of legal experience, including in-house financial services firm expertise, to UFA’s businesses,” said Steve McClellan, President of
UFA. “Her knowledge of regulatory and investor compliance across mortgage origination and servicing is invaluable as we seek to expand our presence in the market.”
Tankersley joins UFG from Nationstar Mortgage, where she was Executive Vice
President and Chief Compliance Officer. Previously she worked for various financial
institutions including Aurora Bank FSB, Lehman Brothers, Finance America, LLC
and Amresco, Inc. as well as for law firms. Tankersley has a B.A. from Texas A&M
University and J.D. from University of Texas Law School.

Live Well Launches New Reverse Mortgage Call Center,
Expansion Plans
Live Well Financial announced aggressive growth plans through the launch of
a new East Coast originations call center, as well as the build out of a San Diego
call center.
The company says it plans to hire more than 300 new loan officers and
operations staff at the two call centers, the newest of which will be based near its
headquarters in Richmond, Virginia.
“Coming out of the throes of the Great Recession, it feels great to be creating
jobs and growing,” said Live Well CEO Michael Hild. “I have a special place in
my heart for Richmond, Virginia. Our convenient location in North Chesterfield
will allow us to provide job opportunities for talented individuals who live both
in the city and the surrounding counties.” The San Diego call center is expected
to grow to 200 originators and staff, with the Richmond call center expected to
staff 100.

Profiles of NRMLA Member Companies
Celink

Celink’s Reverse Mortgage Servicing Mission is threefold.

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

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

30

REVERSE MO RT G A G E

/ S E P T E M B E R - O C TO B E R

2014

Generation Mortgage Company

Generation Mortgage
Company is a fully accredited, full-service home equity
conversion mortgage provider,
offering a complete range of competitive FHA-insured home equity
conversion mortgage products. At Generation, we are dedicated to the
conversion mortgage industry and have been leading the way with a
progressive view of the value of utilizing home equity and the liquidity
it can provide. We are helping people discover a new perspective on
funding the future.
We put our experience and deep knowledge to use with total support from sales and origination through servicing. We have more than
34,000 loans in servicing, with a total portfolio of over $5.7 billion. It
is not just our deep experience in the industry that sets us apart. Our

Member
Profiles
responsive and knowledgeable customer service team is ready to provide top-notch service nationwide.
Generation has developed the tools needed to help plan strategies
for optimal use of home equity. Our patent-pending nu62SM software
is the only financial tool of its kind that can quickly and easily demonstrate the power of using untapped home equity to create additional
cash flow or future options to support a better retirement.

For more information about Generation and the services we
offer, contact Nancy Armour at 877-741-9071, or
nancy.armour@generationmortgage.com.

Liberty Home Equity Solutions

For nearly a decade, Liberty Home Equity
Solutions, Inc. (formerly known as Genworth
Financial HomeEquity Access, Inc.) has been
committed to helping seniors gain financial
independence and security through Home
Equity Conversion Mortgages (HECMs).
Based in Sacramento, California, Liberty is one of the nation’s
largest and most experienced lenders, focusing exclusively on providing
HECM loans to senior clients and wholesale business partners.
We have helped change the lives of over 25,000 clients since 2003
while providing education and lending solutions to over 1,000 business
partners across the U.S.

www.libertyhomeequity.com
For career opportunities call (916) 384-1853
For wholesale opportunities call (866) 871-1353
© 2013 Liberty Home Equity Solutions, Inc.
NMLS # 3313 www.nmlsconsumeracces.org. For a complete list of licenses,
visit www.libertyhomeequity.com/licensesnmls

LRES

LRES is a national provider of property valuation and REO management services for the real estate, capital market and
finance industries. LRES, which specializes in helping clients effectively
manage compliance and financial risks associated with valuation matters, is the preeminent valuations provider for the Reverse Mortgage
industry. LRES delivers high-quality products, backed by peerless customer service while serving as the business partner of choice. The company has experienced significant year-over-year growth, regardless of
market conditions, thanks to an experienced staff, advanced technology, solid business planning and efficient operations.

714-872-5813 • www.LRES.com • Marketing@LRES.com

Reverse Mortgage Solutions

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

Contact: RMS Wholesale Team
Phone: 888-348-5910
E-mail: Pat.Kubert@rmsnav.com

Reverse Vision

ReverseVision is a leading
technology company in the
reverse mortgage industry.
10,000 users in 1,000 companies rely on ReverseVision to originate reverse mortgages. Loan officers like the simplicity of ReverseVision and
the powerful graphicalrepresentation of reverse mortgages. Lenders rely
on ReverseVision for RESPA compliance and use ReverseVision’s
reporting features to manage their operation. ReverseVision is privately
owned and independent and focuses on reverse mortgages exclusively.
The company is located in North Carolina and employs a team of
leading software engineers and reverse mortgage specialists with a
combined experience of over 50 years.

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

Take Charge America

For 25 years, Take
Charge America has
been committed to
helping people around the country improve their financial futures. Since
introducing HECM Counseling in 2010, we have assisted thousands of
senior homeowners review their loan options and understand the reverse
mortgage loan process. We take pride in providing education and
resources to each and every homeowner.
We are HUD-approved to provide reverse mortgage, pre-purchase
and foreclosure prevention counseling. Additional services include credit
counseling, student loan counseling and debt management. Since 1987,
we have helped more than 1.6 million consumers nationwide manage
personal finances and debts.
Counseling may be conducted in person or over the phone.

Contact: Jack Foster • Phone Number: 1-866-750-9618
Email: jfoster@takechargeamerica.org
Website: www.takechargeamerica.org

Urban Financial of America (UFA)

Urban Financial of America (formerly
Urban Financial Group) is a retail and
wholesale lender specializing in reverse mortgages, and ranks among the top originators
in the United States. UFA is licensed in most
states and Puerto Rico. Our company acts as
a direct originator and purchaser of whole
loans through our third-party originator channel, and is one of the
largest issuers of GNMA securities.
Every day, we find innovative ways to serve our clients through the
insight of our people and the strength of our technology. We consistently
refine our process to ensure that all loans are closed accurately, quickly,
and above all — ethically. Fundamental values guide our business
practices: commitment, motivation, integrity, simplicity, flexibility, focus
and versatility. Through these values we earn and keep the trust of
our clients.

Retail: www.ufareverse.com
Wholesale: www.ufawholesale.com
Career Opportunities: (888) 622-2073 or recruiting@ufareverse.com
Wholesale Division: Sherry Apany, Managing Director,
sapanay@ufareverse.com or 855-77-URBAN
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Numbers

Counseling Agencies in Massachusetts
In 2010, the Massachusetts legislature passed a law calling for face-to-face reverse mortgage counseling. Implementation of
that law was delayed for two years in 2010, 2012 and again now in 2014 due to an insufficient counseling capacity in the
Commonwealth. The map and chart below shows the current number of HUD-approved counselors and their location.

Prepared by Cambridge Credit Counseling Corporation
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Save the Date!

NATIONAL REVERSE MORTGAGE LENDERS ASSOCIATION

2014 Annual Meeting
November 10-12
Loews Miami Beach Hotel
Miami Beach, FL

Join us at the

largest annual gathering
of reverse mortgage professionals
Details soon at nrmlaonline.org
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Look what people are saying about...

“It’s not easy to create a course that covers all
the necessary details and aspects of this unique
product but RVU has succeeded. I highly
recommend this course.”

“It’s interactive, easy to use and informative.
The Reverse Mortgage Essentials (RME) course
is worth it for anyone who is just starting out or
for a seasoned veteran.”
—Ann-Marie Cutcher, Office and Grants Manager
Credit Card Management Services, Inc. dba Debthelper.com

—Beth Paterson, Executive Vice President
Reverse Mortgages SIDAC, a Division of Greenleaf Financial

“RVU is a fantastic tool for reverse
mortgage professionals. It tackles the
challenges being experienced throughout
the industry and provides the education
needed to accelerate your business.”

“Whether you’re a new or an experienced
LO, RVU helps you stay on top of the constant
industry changes. Plus, you can earn CRMP
credits with a company trusted to have upto-date and accurate information.”
—Randy Davis, AVP Residential Lending
Dollar Bank, F.S.B.

—Jeffrey Taylor, CMB
Founder of Wendover Consulting, Inc.

“RV University is the most user-friendly,
proactive training system for people in
the reverse mortgage space.”
—Bob Shields, Columbia Branch Manager
The Money Source

www.reversevision.com/RVU | university@reversevision.com | 919.834.0070

