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Scribes
              Meet This Month’s Contributors

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

Darryl Hicks (Talking Heads, p. 12) is the vice president, Commu-
nications for National Reverse Mortgage Lenders Association, where 
he writes our Weekly Report and administers our CRMP program. He 
roots for the Steelers and the Phillies and reads mysteries as he rides 
the Metro to work each morning.

Jessica Hoefer (Borrower Chronicles, p. 28) is the communications 
coordinator for Dworbell, Inc. where she is also the member services 
coordinator for National Aging in Place Council and assists with the 
publication of Reverse Mortgage and Tax Credit Advisor magazines. 
She came to NRMLA from the National Geographic Society. 

Jamie Hopkins, Esq., LLM, MBA, CFP®, RICP® (Retirement 
Prep, p. 7) is director of Retirement Research at Carson Wealth and 
a Finance Professor of Practice at Creighton University’s Heider 
College of Business. He is author of Rewirement: Rewiring The Way 
You Think About Retirement. 

Mark Olshaker (Core Supports for Aging in Place, p. 18 and Legal and 
Financial Planning for Aging in Place, p. 24)) is a best-selling author 
of fiction and non-fiction and an accomplished researcher in the 
areas of crime and medicine, as well as a documentary film writer and 
producer. Olshaker has written 16 books, including Law & Disorder 
with former FBI Agent John Douglas and Deadliest Enemy: Our War 
Against Killer Germs, with Dr. Michael Osterholm. His latest book 
with Douglas, The Killer Across the Table, was published by Harper 
Collins in 2019. Their book, Mindhunter, is the basis for the current 
Netflix series. RM

For industry professionals only—not intended for distribution to the general public. 
*Restrictions apply. For details of our Longbridge Service Guarantee, visit longbridge-financial.com/wholesale/service-guarantee. © 2019 Longbridge Financial, LLC. NMLS #957935
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For details, contact our  
wholesale team:

1 International BLVD, Suite 900, Mahwah, NJ 07495

Only Longbridge offers you  

the whole(sale) package.
At Longbridge Financial, our innovations 
benefit borrowers and your business:

• Our newly enhanced Platinum program
•  A unique Service Guarantee in writing, 

with a $250 money-back pledge*
•  A consumer-facing servicing website 

that lets borrowers access loan info via  
mobile or web

Your loans get the undivided  
attention of our full-service team.

We do it all, from processing to  
servicing, so you’re free to focus  
on your clients—with constant  
communication, so you know  
the status of your loans from start 
to finish.

INDUSTRY
INNOVATIONS
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THE DAY BEFORE NRMLA’S 2008 ANNUAL MEETING
began in Los Angeles, my brother Peter visited me at an 

apartment I was renting a block from the Farmer’s Market. 

I was in LA to visit my two sons and decide the next steps 

in my career. After 25 years of producing on Broadway, I 

had two flops in a row just as the Great Recession struck 

and I was concerned about my ability to raise funding for 

the next show. Peter graciously told me he was looking for 

someone to establish a communications office at NRMLA 

and wondered if I might be interested given that I had 

overseen the marketing of the shows I produced and prior 

to theatre had worked in publishing and as a journalist. 

 The next morning, I visited the Century City hotel 

where an audience of about a thousand (yes, really) watched 

as Peter interviewed FHA commissioner Brian Montgomery.

I knew next to nothing about reverse mortgages at the 

time. But as they talked, I was struck by the underlying 

notion of the conversation: we spend our entire working 

lives toiling to support our most expensive purchase, our 

home, and then, when we retire, with a reverse mortgage, 

our home supports us. It not only seemed fitting and just, 

to me it was somewhat poetic.

 The following February I relocated from New York to 

Washington to join you all in this effort to educate older 

Americans and their families about the availability of this 

option. I committed to stay for two years, get the department 

up and running, wait out the recession, and then expected 

to return to New York and theater. But when you get emo-

tionally involved in things, you find it difficult to leave. 

I arrived here shortly after Senator Claire McCaskill had 

come down hard on reverse mortgages and ignited the taint 

on the product’s reputation, and, given my rambunctious 

nature, I quickly became a staunch defender of our turf.

As you are all aware, the journey of the reverse mortgage

advocacy has not been smooth; there has constantly seemed 

to be something else to fight for or against. I am now in 

my eleventh year here – for most of which I have had the 

joy of editing this publication. But I believe that all publi-

cations need fresh viewpoints and voices on a timely basis 

and with this issue, it is my time to pass the torch.  

 At the same time I have been working with all of you, 

I have been running with the ball for the National Aging

in Place Council, which actually arose out of a request 

from NRMLA members to interact with other professions 

that share your potential clients. NAIPC provided me the

opportunity to meet and also work alongside in-home

service providers across the country, as well as many older 

adults who were struggling with aging and the means to 

pay for the services they need. As savvy as someone might 

be in planning to fund their retirement, they still are more 

than likely to be hit with some of life’s little surprises –

medical emergencies, the need for caregiving, adult children’s 

financial problems, things we (and financial advisors) don’t 

always think of preparing for.

 It has seemed to me, from early in my tenure here, that 

before anyone seriously considers the features and procedures 

of a reverse mortgage, they need to consider the journey 

age may take them on, the real possibilities good and bad, 

and the potential expenses that may keep them awake on 

too many nights.

 My interaction with these older Americans—as well as 

my experience with my parents as they aged—educated 

Swan Song

In Reverse

In Reverse continued on page 5
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me about the vast needs of aging and the acceleration of 

these needs as we reach into our eighth and ninth decades. 

Few people who reach that point avoid cognitive, mobility 

or confidence issues. These declines come with a clarion 

call for assistance and support. 

 A beautiful image I was introduced to when I became 

involved in this industry is sitting across the kitchen table 

from people with needs. Modern communication and tech-

nology may have reduced this occurrence in the sales process, 

but it has not reduced its poignancy. One thing I have 

learned in my time here is that, in effect, a loan originator 

really needs to be sitting on both sides of the kitchen table, 

to put his or herself into the potential borrowers’ seat, to 

not only understand their financial needs, but also their 

concerns, their fears, their fragility.

 A bi-monthly trade magazine is a challenge. There are 

good reporters out there who thoroughly cover the day-to- 

day events that impact this industry. With 60 days between 

our issues, we have needed to find different stories to tell. 

And many of those have been about the exigencies of aging

– maintaining a navigable home, access 

to transportation after you drop your car 

keys, health and caregiving, sustaining 

social interaction to combat loneliness, 

and how to pay for all of this.

 In this issue, our focus is on topics of 

aging in place that I believe are of value for a loan origina-

tor to have knowledge of when sitting across that table – 

understanding the social determinants of health and their 

impact on your clients, core supports and benefits that 

will effect the need to take a reverse mortgage, the legal 

documentation that will be needed for a clean and efficient 

end of a loan. At first glance, this information may seem

in the weeds and beside the point, but it is not; we hope

it will give you a better understanding of your clients’

needs and therefore make you a more thorough reverse 

mortgage professional.

 I could not have done this job without the assistance 

of Darryl Hicks, Jessica Hoefer and our designer, Lisa Toji- 

Blank. They are all great and devoted colleagues who never

say no to any task they are assigned. Thank you also to 

Sarah Aaronson for so graciously seeing to the preferences

of our advertisers. I am indebted to our mindhunting 

staff writer Mark Olshaker, as well as all of you who have 

contributed stories. Without those of you who have given 

your time to sit for interviews and share your candor, this 

experience would have been much harder and less stim-

ulating. Thank you to Steve Irwin for patiently handling

all of NRMLA’s daily and long-term developments and

activities and to the Jims—Brodsky and Milano—for their 

wisdom and guidance. And, of course, thank you Peter

for granting me this opportunity and for tolerating my 

emotional seesaw.

 Being older is different than the majority of life. In a 

society that celebrates youth and the new it has been difficult 

to get attention for the old. Longevity and demographics

may be altering this a bit. The fact that the over-60 sector of 

the population is the largest for the first time in our history 

can pull focus. (This sector also votes at a higher percentage 

than any of the others.) But by working in this industry 

you are helping to provide the attention and assistance older 

people yearn for. You are there for them.

 My hope is that I will watch all of you thrive—for your 

own comfort and pleasure, of course. But also because if 

you are thriving it means that many more people have 

awakened to the significance of your vital product. Aging 

will never be easy. But anything that makes it easier is of 

extreme value. 

 Buying and owning a home may seem routine in America.

But it is not. It is an accomplishment. It is, in most cases, 

a direct result of and symbol of your achievement. And if 

and when that home becomes a means to help support your

retirement, the work you have done your whole life becomes

even more meaningful. You don’t just get a reverse mort-

gage – you earn it. It is a lifetime achievement. And that’s 

something to be proud of.

Marty Bell, Editor

In Reverse
In Reverse continued from page 3

Being older is different than the majority of life. In a 
society that celebrates youth and the new it has been 
difficult to get attention for the old. 

RM
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A FINANCIAL ADVISOR RECENTLY HAD SOMEONE     
tell me that if you don’t have the time, expertise and expe-
rience to do financial planning, you should outsource to an 
advisor. I nodded my head in agreement, as it’s true that
financial planning requires attention and knowledge in order 
to make informed decisions.  
 However, I believe everyone—advisors and planners included
—needs a financial advisor due to the ever-present danger of 
behavioral biases. Not to dive too deep into psychology, but 
biases, like overconfidence and allowing emotions to take 
control over logic, can tarnish our ability to make informed 
decisions about our own money and investments.
 This is not a reflection of your skills as an advisor. Even 
the world’s greatest athletes rely on an outside perspective, 
like a coach, to become better.  
 Oftentimes, the best athletes still need someone to keep 
them on track. Just like Michael Jordan, Tiger Woods or 
Michael Phelps, advisors and planners need a coach to help 
them stay on track. 
 When advisors try to handle their own investments, 
emotions can overpower facts and stats, and you can suffer 
from biases. No matter how smart you are or how much 
time you spend on it, those factors alone aren’t enough to 
overcome biases and wipe out emotional decision making.
 If you want some statistical proof about the emotional 
and behavioral benefits of having an advisor, look at some
recent research released by Northwestern Mutual. They 
found that 66 percent of people who work with a financial 
advisor felt financially secure, compared to only 31 percent 
who felt financially secure without an advisor.  

 Additionally, the study found that 
people who work with an advisor are 
overall happier with their life. 
 In proving the behavioral benefit 
of an advisor, Vanguard developed 
research called the Advisor’s Alpha.
They found that advisors add about 
three percent of potential value rela-
tive to average client investment experience returns. 
 Vanguard found three areas where advisors add a lot of 
value. First, they found portfolio construction (essentially 
traditional investment advice) can add around one percent 
in additional value. 
 Secondly, Vanguard found that wealth management 
services tied to rebalancing and retirement income spending 
strategies can add up to an additional one percent of value. 
Lastly, and most powerfully, they found that behavioral 
coaching through having an advisor can add an additional 
1.5 percent value. 
 While financial planning requires time, expertise and 
experience, you don’t rely on coaching for those reasons. 
Coaching is about handling behavioral issues, the issues 
that can get us off course. 
 Finding a quality advisor who will meet this coaching 
criteria and broad-based planning needs can be extremely 
challenging. You should look at their education, ask about 
compensation and get a referral. 
 We all must take the time and use our expertise and expe-
rience to outsource our financial planning. The best advisors 
are the ones who recognize their own weaknesses. 

Jamie Hopkins

Even financial advisors need 
financial advisors
By Jamie Hopkins, Director of Retirement Research, Carson Wealth Management

Retirement
Prep

RM
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The Biz
People are talking about…
FHA Brings Back Single-Unit Approvals In New Condo Rule
     New condominium approval rules announced by the Department of 
Housing and Urban Development on August 15 will make it easier for 
senior citizens to qualify for Home Equity Conversion Mortgages.
     The final rule, which becomes effective October 15, 2019, permits 

single-unit approvals under certain conditions; extends from two years to three years the amount of time that a condominium property 
must recertify as being HUD-approved; and allows more mixed-use projects to be eligible for FHA insurance.
 Read the final rule at https://www.nrmlaonline.org/2019/08/16/fha-brings-back-single-unit-approvals-in-new-condo-rule. 
 Individual units may be eligible for Single-Unit Approval if the individual condominium unit is in a completed project that is not 
approved and no more than ten percent of the individual condo units are FHA-insured (properties with ten or more units) or properties 
with fewer than ten units have no more than two FHA-insured units.
 On October 21, HUD published interim guidance in Mortgagee Letter (ML) 2019-13 that provides instructions for mortgagees to 
obtain single-unit approval case number assignments. 

New View Advisors: Financial Assessment Is Still Working
 Now in its fifth year, FHA’s policy of requiring the financial assessment (FA) of the borrower’s ability to pay has cut tax and insurance 
defaults by over three quarters and serious defaults by over two-thirds, according to data collected by consulting firm New View Advisors 
and publicly shared in a commentary published on June 27. 
 New View Advisors looked at a data set of just over 200,000 HECM loans, comparing loans originated in the immediate 45-month 
post-FA period from July 2015 through March 2019 to loans originated in the 45-month pre-FA period from July 2011 through March 2015. 
 According to New View Advisors, the data show a very strong reduction in Tax and Insurance Defaults in the post-FA period. After 
45 months, the pre-FA data set shows a T&I default rate of 3.6 percent, and an overall serious default rate of 5.2 percent. By contrast, the 
post-FA data set shows a T&I default rate of approximately 0.7 percent, and an overall serious default rate of 1.5 percent. For the purpose 
of this analysis, New View Advisors defines serious defaults as T&I defaults plus foreclosures plus other “Called Due” status loans.

Senior Housing Wealth Reaches Record $7.14 Trillion
 Homeowners 62 and older saw their housing wealth grow by 2.7 percent or $104 billion in the first quarter to a record $7.14 trillion 
from Q4 2018, NRMLA reported in its quarterly release of the NRMLA/RiskSpan Reverse Mortgage Market Index (RMMI).
 The RMMI rose in Q1 2019 to 257.12, another all-time high since the index was first published in 2000. The increase in senior 
homeowners’ wealth was mainly driven by an estimated 2.4 percent or $110 billion increase in senior home values, including an estimated 
increase of 0.8 percent in the senior homeowning population, offset by a 1.1 percent or $6.5 billion increase of senior-held mortgage debt.

 “More than 1.12 million families have used 
a reverse mortgage alongside their 401(k)s, IRAs, 
savings, investments, Social Security, Medicare and 
Medicaid to cover life’s daily expenses, so they 
could live more financially secure lives. As with all 
major financial decisions, a reverse mortgage should 
be part of an overall strategic plan, with input from 
knowledgeable professionals, and family members 
who may be impacted,” says NRMLA President 
and CEO Peter Bell.

LET US KNOW WHAT YOU’RE TALKING ABOUT.  
This new forum is the place for readers to share their opinions with fellow colleagues about the direction of the reverse mortgage 
business and other retirement trends. Submissions should be limited to 100 words or less and submitted to Associate Editor 
Darryl Hicks, at dhicks@dworbell.com. 

Prepared by RiskSpan, Inc.
Data Sources: American Community Survey, Census, FHFA, Federal Reserve

EVERYTHING NEW YOU NEED TO KNOW

Quarter Senior	Home	Value	($T) Senior	Mortgage	Debt	($T) Senior	Home	Equity	($T) RMMI Quarterly	Change
2016-Q4 7.67 1.57 6.1 219.82 2.33%
2017-Q1 7.8 1.58 6.23 224.27 2.02%
2017-Q2 7.93 1.59 6.34 228.43 1.85%
2017-Q3 8.06 1.61 6.46 232.55 1.81%
2017-Q4 8.24 1.62 6.62 238.34 2.49%
2018-Q1 8.41 1.63 6.78 244.07 2.40%
2018-Q2 8.52 1.65 6.88 247.67 1.48%
2018-Q3 8.62 1.67 6.95 250.32 1.07%
2018-Q4 8.71 1.68 7.03 253.38 1.22%
2019-Q1 8.82 1.69 7.14 257.12 1.48%

Prepared	by	RiskSpan,	Inc.

Data	Sources:	American	Community	Survey,	Census,	FHFA,	Federal	Reserve

H I S TO R I C A L  R M M I
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The Biz continued on page 10

Turn over a new leaf with

To find out how PRC can enhance your 
productivity and generate efficiency, 

contact us today!

We are one of the most trusted and well-
respected partners in the reverse mortgage 
industry with over 11 years of experience and more 
than 190,000 reverse mortgage loan closings. 
We have the experience, the knowledge and 
the tools to close your transactions quickly, 
efficiently and most importantly, correctly. 

(800) 542-4113 PRClosings.com

The Press is talking about…
3 Retirement Catch-Up Strategies
https://www.foxbusiness.com/personal-finance/retirement-catchup-strategies-
social-security-tips 
Fox Business
 To have a decent shot at maintaining your standard of living in retirement, 
Fidelity recommends that you have six to nine times your salary tucked away in a 
401(k) or other accounts by your mid-50s to early 60s. While this can be a good general rule of thumb, many people in this age range don’t 
come close to that, and some don’t have anything saved at all, according to veteran financial journalist Vera Gibbons. Gibbons recommends 
that consumers max out what they can contribute to their retirement accounts, wait as long as possible before claiming Social Security and 
liquidate home equity. “The reverse mortgage is certainly not without risks, either,” she quotes Keith Gumbinger, vice president at hsh.com. 
But unlike years past, it is no longer the loan of last resort for cash-strapped homeowners in retirement. “It’s being used as part of an overall 
financial strategy now that the product has become more respectful,” he says.

Answer These 5 Questions Before You Do a Reverse Mortgage
https://finance.yahoo.com/news/answer-5-questions-reverse-mortgage-150049780.html 
MoneyWise

 MoneyWise Editor-in-Chief Doug Wiseman writes that reverse mortgages are often misunderstood, but they can be a handy tool for 
retirees looking for cash. Before considering one, consumers should ask themselves why they need one? Do they qualify? Do they under-
stand them? What are the downsides? And how do they decide? “It’s always a good idea to get a second opinion. Bring younger family 
members into the decision-making process to ensure that all the nuances of the agreement are fully understood,” says Wiseman. “For the 
right homeowner, a reverse mortgage can be an excellent way to turn a home into liquid funds.”
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HUD Resolves HECM Set-Up Issues On Loans With Low Expected Rates
 Loans with an expected rate of less than three percent can now be set up in HUD’s system 
after the proper fixes were implemented in July. HUD also published HERMIT Release Notes 
5.81 to help lenders resolve any outstanding issues with loans they had previously tried to set up.
 In FY 2018, HUD lowered the effective interest rate floor for principle limit factor determi-
nation from five percent to three percent. Thus, all interest rates of three percent or less showed 
identical principle limit factors (PLFs) for each borrower age. HERMIT was modified to accom-
modate these lower rates. 
 For HECMs that closed prior to July 15, 2019 with an expected rate of less than three percent
that could not be entered into HERMIT, mortgagees may request a refund of the initial mort-

gage insurance premium (MIP) late charges and interest when performing loan setup in the HERMIT system. To request a refund, get 
more information at https://www.nrmlaonline.org/2019/07/22/hud-resolves-hecm-set-up-issues-on-loans-with-low-expected-rates. 

Urban Institute Advocates Servicing Reforms to Improve HECM
 If HUD accepted assignments of HECM loans but allowed servicing to be retained by the 
current servicers, the health of the Mutual Mortgage Insurance Fund would improve without 
impacting the HECM program’s scope, according to a blog post written by Urban Institute 
researchers Laura Goodman and Edward Golding.
 “The evidence clearly indicates that the FHA is suffering greater losses than necessary by 
transferring servicing when loans reach 98 percent of the initial home value,” write Golding and 
Goodman in a blog titled, The FHA Can Improve its Reverse Mortgage Program by Changing 
Servicing Protocol. “If the FHA were to allow existing servicers to retain the servicing for the rest 
of the life of the loan, it would stem these unnecessary losses. This is critical to the future viability of this valuable program for seniors.”
 When servicers keep the loans that cannot be assigned, the losses are much lower because FHA policies do not maximize the value of the 
properties, and servicers’ incentives, in combination with their specialized knowledge, reduces losses.

What Congress Is Doing to Fix America’s Retirement System
 Improving retirement security is a top priority for Congress in 2019, according to press accounts. Advocates are watching three bills—
the SECURE Act, the Butch Lewis Act and the Retirement Savings and Security Act—all of which have some bipartisan support.
 The House of Representatives passed the SECURE Act in May by over 400 votes and the Butch Lewis Act on July 24 by a vote of 264 
to 169. Yet, both bills face uncertain futures in the Senate when lawmakers return from their summer recess on September 9. Below are brief 
summaries of each bill and their prospects for passage.

Secure Act
 The Setting Every Community Up for Retirement Enhancement (or SECURE) Act would implement the most comprehensive changes 
to private retirement plans in more than a decade. Among its many reforms, age restrictions that currently prevent workers over age 70½ from 
contributing to traditional IRAs would be repealed; part-time workers would have an easier time contributing to 401(k) plans; and a new $500 
tax credit would be created for small businesses to offset the start-up costs of adding a 401(k) or SIMPLE IRA plan for employees. Despite its 
overwhelming popularity in the House, financial journalist Nick Thornton reported that Senators Ted Cruz (R-TX) and Pat Toomey (R-PA) 
have placed “holds” over non-retirement language contained in the bill that places its future in doubt.

Butch Lewis Act
 The Rehabilitation for Multiemployer Pensions Act of 2019 would establish the Pension Rehabilitation Administration (PRA) within
the Department of the Treasury to protect the benefits union retirees have earned. Of the nearly ten million people nationwide covered by 
union-sponsored multi-employer plans, about 1.3 million of them are in plans that are quickly running out of money. The PRA would 
provide low-interest loans and other assistance to troubled multi-employer pension plans to help them stay solvent. According to the financial 
website, Chief Investment Officer, the bill faces stiff opposition from Republicans over its projected costs—estimated at $64.4 billion by the 
Congressional Budget Office—and that it doesn’t provide long-term fixes. Sen. Sherrod Brown (D-OH), who introduced the Senate version of 
the bill, noted it will need amendments to garner support from both Democrats and Republicans.

In Washington they’re talking about…

The Biz continued from page 9

Edward GoldingLaura Goodman
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Retirement Savings and Security Act
 Introduced in May by Senators Rob Portman (R-OH) and Ben Cardin (D-MD), the Retirement Security and Savings Act builds on many of 
the reforms contained in the Secure Act. The bill features more than 50 provisions aimed at improving coverage with small employers and among 
part-time workers. “This legislation includes sweeping reforms to help Americans save more for retirement by allowing people who have saved too 
little to set more aside for their retirement, helping small businesses offer 401(k)s and other retirement plans, expanding access to retirement savings 
plans for low-income Americans without coverage and providing more certainty and flexibility during Americans’ retirement years,” Senator 
Portman said in a statement. By most press accounts, the bill’s future will be determined when, and if, Congress passes the SECURE Act.

HUD Offers $2.5 Million to Support Housing Counselor Training
 HUD announced that $2.5 million in grants will be made available under its Housing Counseling Program Training Grant (TNOFA). 
The Fiscal Year 2019 TNOFA grants support education and training of housing counselors, including training on how to provide counseling 
for seniors with Home Equity Conversion Mortgages in default and training on HUD’s Housing Counselor Certification Exam.
 The TNOFA provides funds to nonprofit training grantees that offer classes and scholarships to housing counselors from HUD-Approved 
Housing Counseling Agencies. This assistance helps create and maintain a housing counseling industry that can meaningfully assist consumers 
by providing them with the information needed to make informed housing choices, while maximizing the impact of federal funding appropri-
ated for HUD’s Housing Counseling Program.

New NRMLA Members
 Welcome to NRMLA’s new member companies:

• Consolidated Analytics Asset Management, Anaheim, CA
• Independent Bank of Texas, Milliken, CO
• Frost Mortgage Lending Group, Albuquerque, NM
• Mid America Mortgage, Inc., Vestavia, AL
• Mortgage Magic, San Jose, CA
• Pacific Trust Mortgage, San Luis Obispo, CA

Nationwide Property
Inspections and Preservation

Inspections
Preservation

Insurance Loss Inspections
REO Services

Violation Management
Utility Management

Vacant Property Registrations 

Foreclosure Registrations
Special Services

Protecting Your Properties. Protecting You.
NFROnline.com    •    800-639-2151

Congratulations New CRMPs
 Congratulations to the individuals who earned the CRMP designation:

• Kristofer Erickson, Alpha Mortgage Corporation, Wilmington, NC
• Laura Kiel, Mortgage Master Service Corp. dba Kiel Mortgage, 
 based in Kent, WA
• Leann Lanier, Alpha Mortgage Corporation, Wilmington, NC
• Kelly Sclafani, American Advisors Group, Orange, CA
• Barbara A. Welsh, APEX Mortgage LLC, Kailua Kona, HI

            And now you’re up to date.
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OUR ABILITY TO LIVE HEALTHY, HAPPY AND PRO-          
ductive lives from infancy through old age is determined by 
the environment in which we live, learn, work and play – 
what academics and policymakers call the Social Determi-
nants of Health (SDOH). These conditions are shaped by 
the distribution of money, power and resources at global, 
national and local levels. 
 America is the richest country in the world, but when 
measured against the SDOHs, we fare worse than many 
developed nations when you consider that over 25 million 
Americans aged 60+ are economically insecure – living at or
below 250 percent of the federal poverty level ($29,425 per 
year for a single person). These older adults struggle with rising
housing and healthcare bills, inadequate nutrition, lack of 
access to transportation, diminished savings and job loss. 
 Addressing SDOHs at the highest levels of government 
can help promote a culture that empowers everyone to live 
the healthiest lives possible. 
 Dr. Jacqueline B. Mondros, D.S.W. is a leading authority
on the topic. She serves as dean and assistant vice president 
for Social Determinants of Health at State University of 
New York at Stony Brook. Her research and practice inter-
ests are in the study of urban neighborhoods and she has
written extensively on community social services, commu-
nity development and community organization.
 Reverse Mortgage magazine sat down with Dr. Mondros 
to learn more about SDOHs and where she sees room for 
improvement in our society. 

Reverse Mortgage: In layman’s terms, what are social 
determinants of health? 

Jacqueline Mondros: 
They are social and environ-
mental conditions that im-
pact your ability to flourish. 
They can hurt you or help 
you. Things like food secur-
ity. Do you have easy access
to enough nutritional food, 
and can you afford it? Do 
you have safe, and afford-
able, housing? Do you have 
an adequate and consistent 
source of money? Is your community safe and environmen-
tally healthy with no toxins in the air or water? Do you 
have social connections? Do you have access to healthcare? 
Those are the main ones.

RM: Where did the concept originate? Who are the important 
thinkers behind it? How did it become a widespread concept?

JM: These are ideas that have been around forever. Popu-
lations need these things to flourish and people need them 
to succeed. The term “social determinants” came from the 
World Health Organization and was picked up by foun-
dations, academics and the western democracies. In many 
places, especially in Europe, they are called social inequalities. 

RM: Why is SDOH screening so important, especially for 
older Americans? 

JM: Much of what you read about this topic comes from 
the healthcare industry. We know there have been a lot of 

Jacqueline B. Mondros
Dean and Assistant Vice President for Social Determinants of Health, 
Stony Brook University By Darryl Hicks

Talking
Heads

Talking Heads continued on page 14

Jacqueline B. Mondros
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For industry professionals only - not intended for consumers. American Advisors Group, NMLS #9392 (www.nmlsconsumeraccess.org), 
headquartered at 3800 W. Chapman Ave., 3rd & 7th  oors, Orange, CA 92868. This material is not from HUD or the FHA and was not approved 

by HUD or a government agency. License information can be viewed on: www.aag.com/disclosure.

Together, we can help seniors have an absolutely delicious retirement.
aag.com/wholesale

Sure, a donut is good. Heck, even coffee is good, too. 
But together, they’re undeniably better.
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studies on the impacts of these conditions on health out-
comes, particularly with older adults, but also kids. Social 
determinants contribute to about 60 percent of healthcare 
outcomes. They say 20 percent is in your DNA, 20 percent 
is your access to quality healthcare and 60 percent are these 
social determinants. When they talk about screening tools, 
they are talking about the healthcare system assessing the 
factors that impact individuals’ health. For example, let’s 
look at an older person with diabetes. The individual goes 
to the doctor. The doctor wonders why the diabetes is out 
of control. The individual is not taking his insulin. The 
doctor prescribes it again and provides directions for tak-
ing it. But, the doctor never asks, ‘do you have a place to 
keep your insulin refrigerated?’ It turns out many do not 
have active refrigerators because they can’t pay their utili-
ty bills. Or, they lack transportation. Or, they can’t access 
healthy food, so they are eating and drinking stuff that’s 
bad for them. Or, they are homeless. Screening allows the 
healthcare system to explore and influence other factors that 
impact the ability to treat this person’s health condition.  

RM: If this is a growing societal problem, why isn’t the public 
more aware and prepared? How can professionals spread this 
message and make it part of their everyday conversation?

JM: The western democracies spend about $2 on social 
care—housing, food programs, transportation, etc.—for 
every dollar on healthcare. It’s a 2:1 ratio. The United States 
spends $1 on social care and about $1.50 on healthcare. All 
the money that we’re spending goes to healthcare and not 
to these other things. Why? We are a very individualistic 
society. We are uncomfortable with social programs. We 
believe people should manage on their own. We are also a 
very corporate society. When we spend money on health-
care, we are infusing money into the pharmaceutical industry, 
the insurance industry, the hospital industry. We are not 
infusing money into food security and housing. We have a 
very small affordable housing program but even that is mostly
in the form of tax incentives geared toward developers, rather
than people’s housing needs. We have no societal imperative 
to provide for social needs. We have had different moments 
in time, for example, 1949 and the passage of the National 
Housing Act that said that every American has the right to 
housing. We have backtracked on that since 1949. We had 
some improvements in the 1960s and then backtracked. 
That’s a fight we’re having right now about what we should 

be supporting. So, what are we doing about it? We are 
trying to raise the alarms. We talk about it all the time. 
How SDOHs impact people’s health and other costs. The 
western democracies pay taxes to support social programs, 
while we do the exact opposite. 

RM: How does an individual’s housing environment 
impact their long-term health? 

JM: If you live in unsafe housing, or don’t have housing 
at all, think of yourself functioning without housing or 
always in danger of eviction. Or, not being able to pay 
your mortgage. Or, not being able to perform basic main-
tenance, like fixing a toilet. Or, you don’t have running 
water because you can’t pay your utilities. Or, something 
even more simple like not having rails on the steps or hand 
bars in the shower. That’s what people face, especially seniors 
who are making choices between food, drugs and housing 
costs. If you don’t have a house or place to live and you 
don’t have food, that’s destitution. 

RM: How does financial well-being relate to overall health? 
What roll can reverse mortgages play in supporting this?

JM: Having a consistent and adequate income makes a big 
difference in people’s ability to purchase food, be housed, 
and live in communities where there aren’t environmental
problems. Even people with higher incomes, let’s say $125,000 
a year, struggle with rising healthcare costs, but they also 
may need home care at some point, which isn’t covered by 
health insurance. This impacts many older adults. 

RM: What is being done to help people who don’t have 
access to healthcare or who have mobility challenges and 
can’t get to a doctor’s office? What technologies are being 
created to assist in this screening process?

JM: Older adults have Medicare, and some are dually
eligible for Medicaid. They have hospitalization and they 
have some health coverage. Often, they must pay for health 
coverage based on income under Medicare Plan B. Right 
now, we have an inadequate prescription drug program. 
The costs of healthcare are high for seniors. So, seniors do 
have coverage. It’s not adequate especially in pharmaceuticals 
and home care. If you’ve been in the hospital and get dis-
charged there’s very little home care available in Plan B. It 
does get picked up in the states under the Medicaid Waiver 
program, but many states don’t have Medicaid Waiver pro-
grams. On transportation, there are some small programs 

Talking Heads continued from page 12

Talking
Heads

Talking Heads continued on page 16

AG
IN

G
 I

N
 P

LA
CE

 E
SS

EN
TI

A
LS



 REVERSE MORTGAGE / SEPTEMBER-OCTOBER 2019 15

For additional information, email:

socialwelfareced@stonybrook.edu
or call Jennifer Davidson at

(631) 444-8361

A Unique Educational Program

Aging In Place
Become One of America’s First Aging in Place Specialists

This program is indispensable for those who work with an aging population, looking 
to expand their knowledge and career opportunities.  Key areas include housing  
options, financial planning, technology support, care coordination, social engagement, 
behavioral health, care giving, healthcare, innovative policies and more.

Learn how to help seniors, their family members and caregivers prepare their homes 
and lives for successful aging in place.

Classes taught by subject specialists, well-renowned 
for their expertise.

Classes anticipated
to begin

FALL 2019! 

NYS licensed social workers 
earn up to 30 continuing

education credits
(10 CEU’s per semester)

Flexible enrollment – register for one, two or all three  
semesters. 

Online class meets remotely from the convenience 
of your home, office or wherever you are, using
videoconferencing.

Stony Brook University/SUNY is an equal opportunity, affirmative action employer and educator.

▶
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to get people to doctors. The problem is that they don’t get 
you to the drug stores or supermarkets and many seniors 
don’t have wifi or use the internet. So, if the doctor pre-
scribes medication, you still need to get to the drug store. 
There is a lot of interest in telemedicine. Instead of you 
having to go to the doctor, there’s an assessment and com-
munication between you and the doctor via technology. 

RM: Our nation has become so dependent on delivery
services, especially with food, I am surprised that there aren’t 
more programs available to help deliver vital medicines 
to seniors from the pharmacy to their doorsteps?

JM: There are services available to deliver drugs to your 
home, I’ve done it, but it costs money. There’s a financial 
incentive to deliver food. They are all corporate strategies 
to make money. They are not about getting people what 
they need. If you can’t pay it, then you can’t get it. In poor 
neighborhoods, it doesn’t even exist. There was a study 
done by the Brookdale Center for Healthy Aging & Lon-
gevity in New York on East Harlem. This is where many 
Puerto Ricans settled in the 1950s and it’s still largely 
black and Hispanic, as well as Chinese and African. The 
hospital there couldn’t figure out why the population that 
they saw refused palliative care (specialized medical care 
for people living with a serious illness). They wrote it off 
to the fact that these were ethnic populations that don’t 
like to take medicine only to find out that the drug stores 
in the neighborhood—which are poor—didn’t carry these 
medications because they were afraid of being robbed. 
Your doctor could prescribe all that you wanted, but it 
wasn’t available. That’s an example of not paying attention 
to the right things. 

RM: Reverse mortgage professionals often meet with clients 
in their homes to educate them about reverse mortgages 
and walk them through the application process. What 
red flags can our readers be watching for and who 
should they alert that a client may need help? 

JM: In many places, you don’t know where to call for 
help. Even people who are very smart don’t know where 
to go. There are Area Agencies on Aging (the triple As) in 
every community that were established through the Older 
Americans Act and would be a good place to start. There 
are a series of questions, like did you eat today? Looking in 

the refrigerator to see if there’s fresh food. Noticing whether 
the gas or electricity works. Looking at the condition of 
the house. Asking what they are worried about. Seniors are 
cagey and will withhold information because they pride 
their autonomy and they want to remain where they are. 
It should be a skilled professional who needs to have this 
conversation with the senior.

RM: What role has the federal government played in 
addressing this issue? Is there more that the government 
should be doing?

JM: The government can be doing a lot more. The aging 
population is growing at an enormous rate and it impacts 
not only them but their children and their siblings who 
are caregivers. We literally have no policy to deal with this 
trend. There is Medicare and Social Security, a little bit of 
affordable housing and Meals on Wheels, but little else. 

RM: What do you hope can be achieved via recognizing 
SDOHs to improve the health of our society and societies 
around the globe? 

JM: Start spending more money on social care. The three 
most important areas are food security—making sure they 
not only have food but decent and culturally appropriate 
food—access to safe and affordable housing and making 
sure there is transportation. That impacts the other import-
ant social determinants of health, like social isolation. If 
you do not have transportation or a safe home, or a home 
at all, you are socially isolated. That’s what happens to
people, they just pull out of society. That is a predictor
of all kinds of bad outcomes, including depression and 
heart disease. 

RM: What role do you see Stony Brook University and 
its students playing in helping to elevate this discussion 
at the local and national levels? 

JM: We are trying to do all we can. We are educating
students from social work, medicine, dental medicine and 
nursing. We have a robust continuing education program 
to bring people who have already graduated up to date. We 
are involved in several major training and research grants 
that will give us a new understanding of how we can be 
effective. Some involve the use of cutting-edge technology.
We are publishing and we are constantly talking about the 
issues at national conferences and with our legislators. We 
seize every opportunity to move the needle. 

Talking Heads continued from page 14
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NOT FOR CONSUMER USE. ©2019 Reverse Mortgage Funding LLC, 1455 Broad Street, 2nd Floor, Bloomfield, NJ 07003, 1-888-494-0882. Company NMLS ID: #1019941. For licensing information, go to:  
www.nmlsconsumeraccess.org. Arizona Mortgage Banker License #0927682; Licensed by the Department of Business Oversight under the California Residential Mortgage Lending Act; Loans made or arranged pursuant to a California 
Financing Law license; Georgia Mortgage Lender Licensee #36793; Massachusetts Mortgage Lender License #ML1019941; Licensed by the New Jersey Department of Banking & Insurance; Rhode Island Licensed Lender; Texas 

Mortgage Banker Registration in-state branch address 6044 Gateway East, Suite 236, El Paso, TX 79905. Not intended for Hawaii and New York consumers. Not all products and options are available in all states. Terms subject to change without notice. Certain conditions and fees apply. 
This is not a loan commitment. All loans subject to approval. L2074-Exp072019_v0619

At Reverse Mortgage Funding LLC (RMF), we are reinventing the reverse mortgage to 
satisfy the needs of today’s consumer. More than a jumbo mortgage, Equity Elite Reverse 
Mortgage helps you write more business!

Source: RMF Customer Satisfaction Survey 2017 
*Not applicable in all states; some states may impose a higher age requirement. Visit www.reversefunding.com/equity-elite for details.
†With this pricing option, borrower recieves a lender credit covering nearly all closing costs.  There is a non-refundable independent counseling fee of approximately $125 on average, which the borrower pays directly to the 
counseling agency.  Terms and conditions apply. Not available in all states.   
Equity Elite Reverse Mortgage (“Equity Elite”) is Reverse Mortgage Funding LLC’s proprietary loan program, and it is not affiliated with the Home Equity Conversion Mortgage (HECM) loan program, which is insured by FHA. 
Equity Elite is available to qualified borrowers who also may be eligible for HUD, FHA’s HECM program or are seeking loan proceeds that are higher than HUD, FHA’s HECM program limit. Equity Elite currently is available 
only for eligible properties in select states. Please contact your loan originator to see if it is currently available in your state. Upon a maturity event, any non-borrowing individuals with an ownership interest in the property, 
including non-borrowing spouses, will have 90 days to purchase the property from the estate or, if the non-borrower inherits the property, pay the loan in full using any sources of funds available to them. Any non-borrowing 
individual, including a non-borrowing spouse, should have a plan to pay off an Equity Elite reverse mortgage upon the borrower’s death or any other maturity event. If the non-borrower is unwilling or unable to purchase 
the property or pay the loan in full, there is no protection for the non-borrower (including a non-borrower spouse) to maintain an interest in the home or to continue residing in the home past the maturity event and the 

non-borrower may be evicted upon foreclosure. The FHA HECM program has protections in place for certain non-borrowing parties, so a reverse mortgage applicant with certain non-borrowing parties should strongly consider a FHA-insured HECM loan (see HECM guidelines or ask 
an RMF representative for details).  Under the Equity Elite reverse mortgage loan program, a maturity and/or default event occurs when the last surviving borrower no longer lives in the home as his or her primary residence for at least 12 months, the property charges (including taxes, 
insurance, or any other property charges) are not paid, required repairs are not completed or the property is not maintained, or any other maturity event, as specified in the Security Instrument, occurs.
‡This material has not been reviewed, approved or issued by HUD, FHA or any government agency. The company is not affiliated with or acting on behalf of or at the direction of HUD/FHA or any other government agency.

60 IS THE NEW 62
Equity Elite is available to homeowners starting at age 60.*

MORE ACCESS TO FUNDS
Potentially access even more equity—the lending limit is up to $4 mm.

LOWER UP-FRONT COSTS
Since there is no mortgage insurance premium, Equity Elite has lower up-front costs than a 
traditional reverse mortgage.

ELIMINATES ALMOST ALL CLOSING COSTS†

Equity Elite ZERO has all the benefits of our Equity Elite product but eliminates almost ALL 
closing costs and has potentially lower interest rates.

CONDOS & TOWNHOUSES 
Tap into an untapped market—you can lend to non-FHA-approved‡ condos and townhouses.

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

To find out how RMF’s innovative, new product can help you  
write more business, contact 877.820.5314  

or visit partners.reversefunding.com.

TPO_AE_Ad_EElite_NRMLA_MarchApril2019_L2074-Exp072019_v06142019.indd   1 6/14/19   2:22 PM
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THERE ARE MANY COMPONENTS TO AGING IN PLACE  
successfully, of which a reverse mortgage may be a key one. 
However, to be a complete reverse loan officer who can be of 
greatest benefit to clients and potential clients, it is a good idea 
to be familiar with the core supports that can give seniors of 
all income levels and with varying health situations the best 
chance to enjoy the years they remain in their homes.
 The following information comes from Kelli Vasquez, 
chief operating officer and chief population health officer 
of Square Care Managed Services Organization of New 
York. She holds both MBA and MSW (Master of Social 
Work) degrees and has extensive experience on both the 
clinical and administrative levels of care. She stresses the 
importance of advocacy for seniors, especially those with 
ongoing health concerns, saying, “If they had an advocate, 
they’d be in much better shape.”
 The objectives for the interested party, such as a loan 
officer, she suggests, are to: become familiar with the var-
ious medical and financial benefits available to seniors and 

disabled elderly people; understand where to go and how to 
apply for benefits; be able to apply the use of these benefits 
to real world scenarios; and to understand the interaction of 
reverse mortgages with other medical benefits.

Aging in Place Considerations
 For efficiency, we will use gender pronouns interchange-
ably, rather than having to specify “his or her” each time.
In evaluating the practicality of aging in place for a partic-
ular individual or couple, the first consideration is whether 
that person is still able to do normal things on his own. These 
are referred to as Activities of Daily Living, and include ability 
to wash and dress oneself, move around, take care of food 
and medication, use the bathroom and perform all other 
actions that get us through the day.
 Drilling down one level further, assessment should include
potential for falls, depression, alcohol and drug misuse screen-
ing, pain, memory and dementia assessment and home safety,
all to make sure the client is safe in his home setting.

Core Supports for Aging in Place  
Are your clients taking advantage of what is available?   By Mark Olshaker
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Core Supports continued on page 20

 Once this is determined, then comes the financial details, 
such as evaluating the client’s current benefit structure and 
coverage, any gaps or additional needs in that coverage and 
income and other financial resources.
 Types of income to consider include wages if either spouse 
is still working, pension, VA benefits, IRA distribution, savings 
accounts, sale of property and reverse mortgage proceeds.
 Finally, what is the advocacy and support structure? 
Who is advocating for her? Who is her emotional support 
and are they close by? Does she need help managing medi-
cation dosing and/or meal preparation? Does she have easily
accessible ways of getting to and from doctor visits and
other appointments?

Government Benefits
 Social Security is available at retirement age and is based 
on how much was contributed during the individual’s work-
ing life. This is determined by a “work credits” formula.
 Supplemental Security Income (SSI) provides for 
low-income persons regardless of work credits and is intended 
to bring the monthly income closer to normal Social Security 
payments. SSI is currently $750 per month for an individual 
and $1,125 for a couple.
 Social Security Disability Income (SSDI) is available at 
any time a long-term disability occurs, as long as the individual 
has worked at least five years.

Paying for Care
 Paying for care is one of the most important issues and 
greatest challenges facing many seniors, so we will break 
services and benefits down into their components.
 Commercial Health Insurance is available through 
many employers but may or may not continue as part of a 
retirement plan. If it has to be paid for individually out-of-
pocket, it can be quite expensive, often well over $1,000 per 
month. That is why Medicare is such a critical component 
of the lives of the vast majority of seniors.
 Long-Term Care Insurance, (discussed in greater detail 
in the Legal and Financial Planning article in this issue) is 
growing increasingly expensive and difficult to obtain but can 
pick up coverage on certain items and services not covered
by government benefits. A specific plan may not be accepted 
by all service providers.
 Medicare is available at age 65, or if a person is blind, 
disabled or has end-stage renal disease.
 Medicare Part A covers hospital care and is free if the 
user has accumulated ten or more work credits. It covers 
hospital care, a skilled nursing facility up to 100 days, hospice
care, skilled home nursing care, and home care – physical 
therapy, occupational therapy speech therapy, a home 
health aide or social worker, as medically necessary.
 Medicare Part B covers physician services; outpatient 
physical, occupational and speech therapy; inpatient,
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Care Management Process Components

Patient 
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Monitoring
and evaluating

the care
management
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Closure of
professional

care
management

services

• Income/Poverty
• Financial Instability/Sustainability
• Access to Food
• Access to Clothing
• Safe and Affordable Housing
• Availability of Resources
• Community Safety
• Safe, Reliable, Affordable Transportation
• Education
• Cultural Needs
• Lack of Child Care
• Lack of Elder Care
• Coordination/Support

• Family Dynamics
• Chronic Disease
• Justice System Interaction
• Lack of Physical Activity
• Access and Affordability of Medications
• Relationship with Medical Providers
• Religious/Spiritual Needs
• Health Literacy
• Employment/Vocational Needs
• Access to Care
• Palliative Care Needs

• Language Barriers
• Social Isolation
• Behavioral Health Diagnosis with Treatment
• Behavioral Health Diagnosis without Treatment
• Undiagnosed Behavioral Health
• Tobacco Use
• Substance Use/Abuse
• Affordability of Utilities
• Development/Acquired Disabilities
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outpatient and partial mental health services; durable 
medical equipment; and ambulance services. It normally 
costs $134 per month, plus an annual deductible, which 
generally covers 80 percent of allowable charges. If the
individual continues to work and earn money, the monthly 
cost can be higher. Once he begins receiving Social Security 
payments, the monthly premium is usually deducted directly 
before payment.
 Medicare Part C is an alternative to Parts B and D, in 
which the individual signs up for a managed care plan, sim-
ilar to an HMO. Premiums vary based on the plan chosen.
 Medicare Part D covers prescription drugs. Premiums vary 
based on the plan chosen and require copays and deductibles.
 Medicare Supplements are private insurance plans that 
cover the 20 percent that Medicare does not cover, rather 
than having to pay out-of-pocket. Plans generally range from 
$100 to $300 per month.
 If commercial insurance is maintained as part of a 
post-employment retirement package, it can act as the 
Medicare Supplemental. A coordination of benefits must 
be conducted, and may be carried out by the company’s 
human resources department or other benefits coordinator.
 It can be difficult to figure out which is the best plan for 
any given individual or situation, whether we are talking 
about Part D or supplemental coverage. The Medicare web-
site, www.medicare.gov can be helpful in determining the 
best coverage available for each person’s situation, organized 
by geographical area.
 What doesn’t Medicare pay for? Custodial care, trans-
portation, most dental care and dentures, day programs, 
acupuncture, cosmetic surgery, hearing aids, routine foot 
care, eye exams and prescription eyeglasses.
 Medicaid is medical insurance for low-income persons. 
It covers long-term care, transportation, supplies, home 
health aides and other items. It is half-funded by the fed-
eral government, so eligibility and benefits vary by state. 
Income guidelines for eligibility have changed with the
expansion of the program through the Affordable Care Act 
(ACA, or “Obamacare”). Like the ACA, it has also become 
something of a political hot button, with politicians and 
commentators regularly debating how extensive and inclusive 
it should be.
 Medicaid can also pay the 20 percent of Part B expenses 
that Medicare doesn’t cover.

 In New York State, for example, about 6,400,000 people
receive coverage through the Medicaid program, and adults 
with incomes up to 137 percent above the federal poverty 
level are eligible. Children whose families have incomes up 
to 400 percent above the poverty level are eligible for the 
Children’s Health Insurance Program.
 Each state has its own procedures, but in New York,
individuals or couples without children must apply 
through the New York State Health Marketplace: www.
healthbenefitexchange.ny.gov. 
 Individuals who are blind, disabled, chronically ill, insti-
tutionalized and applying for nursing home care or age 65 
or older, must apply to their local Department of Social
Services, for which they will fill out Supplement A (or 
have filled out for them), a paper application packet: www.
health.ny.gov/forms/doh-4220all.pdf. The application will 
cover demographics; all other persons living in the home; 
current income from Social Security and any other sources;
total housing expenses; water expenses; health insurance 
expenses; and unpaid medical bills. The application requires 
proofs of residence, date of birth, citizenship, income, 
housing and water expenses, unpaid bills and copies of 
health insurance cards.
 Though it may be mailed, Vasquez strongly suggests 
bringing the completed packet directly to the DSS office.
 A Medicaid case worker is assigned, and the packet is
reviewed, which usually takes between one and three 
months. Once an eligibility determination is made (through 
a formula) the patient receives a letter in the mail. If the 
application is denied, there is an appeal process available.

Core Supports continued from page 19
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 It is also possible that the application will be approved 
with a “spend down,” also known as excess income or sur-
plus. This means the patient is over the Medicaid income 
guideline, but still has a need for Medicaid due to disability, 
age or high medical bills. The spend down amount is cal-
culated as monthly income minus $842. The patient can 
pay the spend-down amount directly to Medicaid, show 
receipts for care to prove this amount is being spent on 
healthcare or, if she has proof of disability, she can apply for 
a Pooled Income Trust.
 In these trusts, money equal to the spend-down amount 
is typically deposited monthly in shared accounts. The patient 
then submits her bill to the trust, which pays them as a 
third party. Reports are provided to Medicaid annually for 
recertification. The trust may also charge a monthly or annual 
service fee. Any remaining funds are donated to a designated 
charity when the patient passes away.
 “This essentially hides your money, so the spend-down 
is gone,” Vasquez explains. “It may seem like a trick, but it’s 
actually designed to allow people who have high medical 
needs to use their Medicare.”
 Managed Long-Term Care programs have been created
 to manage the care of elderly or disabled persons in their 
homes rather than having to send them to nursing homes. 
These programs pay for services Medicare doesn’t cover, 
including transportation, medical supplies, assistance with 
medication cost, podiatry, dentistry, hearing aids and case 
management. To be eligible, the patient must qualify for 
Medicaid and require 120 days or more of skilled help. 
For New York, the assessment document can be found at: 
www.health.ny.gov/health_care/medicaid/redesign/docs/
mltc_guide_e.pdf.
 In addition, there are a number of ancillary benefits avail-
able to those in need, such as housing subsidies for rent and 
utilities. For those not receiving proper nutrition, there is 
SNAP – the Supplementary Nutritional Assistance Program, 
commonly known as food stamps. If the individual is
Medicaid-eligible, he will automatically qualify for SNAP, 
but may be eligible even without Medicaid.

Social Determinants of Health
 “Case management is where someone is working with 
you one-on-one to make sure your healthcare needs are 
met,” Vasquez states. “It’s really crucial for people who want 

to age at home, because it coordinates all the things we’ve 
been talking about.”
 As the accompany chart shows, there are several com-
ponents to the case management process that should work 
in sequence. They all relate to the social determinants of 
health, a wide-ranging set of facts, circumstances, personal, 
family and community dynamics and means of achieving 
certain ends.

What About a Reverse Mortgage?
 For a senior with home equity and the capacity to remain 
in her home, a reverse mortgage fits in well to an overall 
retirement plan and the ability to age in place successfully. 
It can pay for home upgrades or modifications, home care, 
regular expenses and lifestyle enhancement.
 If the client considering a reverse mortgage is on Med-
icaid, the situation must be analyzed carefully.
 Medicaid looks at both monthly income, which can be 
managed through a pooled income trust, and financial assets
and resources, such as cash in the bank. So, if a reverse mortgage 
offers a new source of income for a recipient, it is important
to understand how that impacts Medicaid eligibility.
 Reverse mortgages are considered unearned income. 
Under Aid to Dependent Children, for low-income families
and singles or childless couples, a reverse mortgage is dis-
regarded as both income and assets or resources. For SSI 
recipients, however, the reverse mortgage is disregarded as 
income but counts as an asset or resource. So, if the reverse 
mortgage is a reverse annuity mortgage, it is counted as
income in the month it is received and a resource thereafter.
 For all other categories of Medicaid, it is necessary to 
consider how the reverse mortgage is written with regard to 
monthly income. In some cases, the spend-down require-
ment might apply.

USEFUL WEBSITES:

• www.usa.gov/medicaid
• www.cms.gov/
• www.ageinplace.org
• www.specialneedsanswers.com/pooled-trust
• www.nrmlaonline.org
• www.socialwelfare.stonybrookmedicine.edu/
 continuing_education
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Finding the
right home.

Accessing health and
caregiving services.

Accessing
transportation.

Accessing the entertainment,
sports viewing, religious services 

and other social interactions
that add joy to life.

Paying for services
and accessing

available benefits.

The mission of the National Aging in Place Council (NAIPC) is to make Aging in Place a universally known and widely 
utilized lifestyle option for older American adults via education, collaboration, advocacy and accessibility to services.

Be an Aging in Place Ambassador
in Your Community

By joining the National Aging in Place Council
you can help us build national awareness of the means to a better later life and

help make your hometown a desired community in which to Age in Place.

Aging in Place is more than just an increasingly popular phrase.
It’s a lifestyle choice.

Aging in Place is not just about the home you live in.
It’s about how you will live in that home.
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Why should you join the National Aging in Place Council?

Become a leader on aging resources in your community.
We are all providing care for and services to the same group of residents. There is no quick fix for
aging. Older adults need a team to help them address their needs and issues. Become a part of the 
team in your hometown.

Help us educate your community about Aging in Place—and about your business.
Aging in Place is still a vague notion to many older adults and their families. By doing presentations, 
seminars and offering classes in local communities, we are creating heightened local awareness that 
brings value-added to your business or organization.

Meet more older adults and their families face to face.
Older adults are now bombarded with emails and phone calls all day long. By ourselves we cannot 
always get in to visit with older adults. But by participating in NAIPC presentations, we are welcomed 
by new audiences.

Collaborate within a chapter.
We have chapters across the country, as well as a National chapter for members to participate in. 
Chapter members collaborate to educate their communities and the nation.

Build trust in your brand.
We background check our members. We all sign a Code of Conduct. We track our behavior with clients. 
We are strangers asking for admittance into older adults’ homes. We need to earn their trust. We help 
provide that for our members. And we spread the message that you can trust an NAIPC member.

Hear and share the best ideas and practices in your field with people across the country.
As a part of the only national organization exclusively devoted to Aging in Place, we participate in 
our local chapter meetings, occupational working groups, Council of Chapters national discussions, 
webinars and conferences and share all the best ideas for serving our clients.

Stay on top of the latest trends.
The aging service sector is changing rapidly now. In our bi-weekly newsletter, our toolkits, our 
member alerts, we provide steady access to all the information on innovation. 

Promote unique and niche services to the aging community.
Many NAIPC members run or own organizations/companies created out of a need experienced 
by that member, or their loved one. We provide access to many services that fulfill a specific niche 
market but are not yet well-known in the aging industry. Our members are able to introduce their 
niche service to a wider market and gain national attention.  

 Advocate for the people you serve and the policies and programs you believe in.
Every voice is important to our federal, state and local officials. We prepare you to advocate, teach 
you how best to reach out to government officials. And by combining your voice with people who 
put aging American’s best interests first, we all have greater impact.

To Become a Member, visit http://www.ageinplace.org/About-Us/Become-a-Member  
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NO ONE IS EXPECTING A REVERSE MORTGAGE LOAN   
officer to be a medical or legal expert, but here, netted out, 
are the general concepts needed to have a complete and
constructive dialogue with a potential client facing the 
challenges and realities of aging in his or her home.
 This information and insight come primarily from Robert
M. “Bob” Freedman, an attorney specializing in elder law, 
trusts and estate planning in the New York office of Schiff 
Hardin LLP. Freedman has spoken extensively at NRMLA 
conferences. NRMLA President and CEO Peter Bell calls 
him “a pioneer in the field of elder law.” What Freedman offers 
is what he calls “a checklist of legal and financial issues.”
 As he states, “A failure to plan is a plan to fail.”

First Questions
 If the client is unable to make critical decisions for 
him- or herself, who will make essential medical decisions? 
Who will pay bills and manage assets? What will give them 
authority to act on the individual’s behalf? And how can 
such a system be put into place? The answer to each ques-
tion is: through the proper legal document.

Advance Directives
 Every client should have the following:

• HIPAA Medical Privacy Release – HIPAA refers to the
wide-ranging Health Insurance Portability and Account-
ability Act, passed into law in 1996. A national form, 
this release authorizes a physician to share the patient’s 
medical records with other healthcare providers and
insurers. It is also needed for the physician to share 
medical information with anyone other than the patient, 
such as a spouse, adult child or other responsible party. 
This is particularly important if there are complex treat-
ment or recovery considerations, or for another person 
to help with a medication regimen.

• Health Care Proxy – This is a medical power of attorney
(which it is called in some states). It legally designates 
another person to make medical decisions if the patient 
is unable to. This can be extremely important, as the 
Terri Schiavo case in Florida from 1990 to 2005 proved. 
Schiavo became incapacitated after a cardiac arrest and 

Legal and Financial Planning
for Aging in Place  
Knowing the documentation your clients need  By Mark Olshaker
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Legal & Financial Planning continued on page 26

her husband and parents disagreed radically on what her 
wishes were, since she left no health care proxy. As a result,
the case became a political hot potato and national refer-
endum on the right to die, something none of the parties 
wanted. Proxy agents must be named one at a time, and 
Freedman says it is advisable to name alternate or successor
agents. It is important to discuss end of life treatment 
with loved ones and family members, all of whom 
should be provided with copies of the health care proxy, 
as should treating physicians and caregivers.

• Living Will – A related document, this is essentially a 
statement of the individual’s desires regarding end of life 
issues, such as how to define quality of life and whether—
or to what extent—he or she wishes to have extraordi-
nary measures employed to extend life. New York is one 
of two states that does not have a living will statute. 
Therefore, state law places authority to make end of life 
decisions with the health care proxy holder. The living 
will also provides the legally-required “clear and con-

vincing evidence” of the patient’s wishes if no health care 
proxy agent is available. And a copy of the living will 
should be given to the health care proxy holder.

• Power of Attorney with Statutory Gifts Rider – Unlike
the HIPAA Release, this is executed on a state by state 
basis, and should be kept up-to-date since state require-
ments may change. It grants another person the power 
to manage legal and financial matters for the individual. 
If gifts to family members or friends are intended, then 
there must be a gifts rider attached to the document giving 
the administrator the power to make those gifts from the 
individual’s assets. Because these documents give a large 
amount of power to the designee, they tend to be long 
and complex forms, and therefore should be drafted and 
customized by an elder law attorney. For example, the 
individual may expand or restrict the standard provisions 
in a Modifications section, which could cover the ability 
to create and fund a trust, open and close bank accounts, 
apply for government benefits, etc.
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The costs of care can be daunting. Nursing homes can 
cost between $15,000 and $25,000 per month and assisted 
living can run from $3,500 to $11,000.

Trusts
 More formal than a power of attorney, a revocable living 
trust can provide for the management of trust assets by a 
successor or co-trustee in case of the principal’s incapacity. 
It can be important in estate planning because it provides 
for the distribution of trust assets upon the death of the 
principal without probate or a court proceeding. For it to 
be valid, the trust must be funded; i.e. the intended assets 
must actually be transferred into the trust. However, assets 
not transferred to the trust during the principal’s lifetime 
may be funded in the trust by using a “pour-over will” or 

designating the trust as beneficiary of a life insurance policy.
 Since the principal—or grantor—of the trust remains 
in full control while able and the beneficiary while alive, a 
reverse mortgage can be part of a revocable trust since he or 
she retains full title.
 In an irrevocable trust, the grantor gives up certain 
rights, such as the title to the home if that is an asset placed 
in the trust. Therefore, a reverse mortgage would not be 
an appropriate vehicle for an irrevocable trust because the 
principal would no longer retain title, even if she retains the 
right to remain living in the home.
 Freedman points out that there are certain legal reme-
dies for dismantling an irrevocable trust, but they generally
require the unanimous consent of all parties to the trust, 
such as beneficiaries. So, it is a good idea not to create such 
a trust until certain it best meets the needs of the client and 
financial situation.
 
Checklist for Financial Management
 The first step in helping a client decide if he or she 
could benefit from a reverse mortgage is to make a detailed 
determination of income and expenses. A good accountant 
can be extremely valuable in this pursuit.
 Freedman recommends a client have a full understanding 
of assets, including: bank accounts; treasury certificates and 
U.S. bonds; municipal and other government bonds; cor-
porate bonds; and retirement accounts that are tax deferred, 
including IRAs, Roth IRAs, 401(k)s, 403(b)s, and any others.

 Fee-for-service financial planners can assist in budgeting 
and offer advice regarding investments. Depending on the 
assets involved, this can be expensive.
 Investment advisors may charge a fee based on a percentage 
of the assets under management or may take commissions.
 The home is generally one of the most valuable assets. 
Clients wishing to age in place must consider at least three 
possibilities: a sale and use of the proceeds; a home equity 
loan or line of credit; or a reverse mortgage.
 Supplemental Security Income (SSI) is a federal income 
supplement program funded by general tax revenues (not 

Social Security taxes). It is designed to help 
aged, blind and disabled people, who have 
little or no income by providing cash to 
meet basic needs for food, clothing, and 
shelter. Under SSI rules, a bona fide loan 
is not considered income. Since a reverse 

mortgage is classified as a bona fide loan, it can be used to 
provide additional resources without affecting SSI eligibility.

Long-Term Care
 Over 70 percent of Americans over the age of 65 will 
require some form of long-term care. Over 40 percent will 
spend some time in a nursing home. That nursing home 
length of stay is distributed fairly evenly from less than three 
months (20 percent) up to five years or more (12 percent), 
with the largest cohort at one to three years (30.3 percent).
 The costs of care can be daunting. Nursing homes can 
cost between $15,000 and $25,000 per month and assisted 
living can run from $3,500 to $11,000.
 Home care attendants are generally paid between $15 
and $27 per hour, which can add up quickly if full-time 
care is needed. There are also major issues with compliance 
with labor law rules, such as how many hours an attendant 
can work per week (including sleepover time) without being
paid overtime. Another consideration is Social Security 
and tax withholdings, and unemployment and disability 
premiums. There is also potential criminal liability regarding
immigrants who work without a green card.
 Medicare, Medicare Advantage (similar to an HMO 
arrangement) and Medicare Medigap Insurance (a supple-
mental to cover what Medicare does not) offer only limited 
long-term care coverage.
 Long-Term Care Insurance is effective and worth explor-
ing, but as insurance companies have seen their payouts

Legal & Financial Planning continued from page 25
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increase, it is more difficult to get a comprehensive policy, 
it can be very expensive, and premiums can increase year-
by-year. The initial premium is based on age and health 
when purchased. Individuals with an existing chronic illness 
or ongoing medical condition, which is likely to result in 
the need for long-term care may not be insurable. Aside 
from age, factors affecting cost include gender, inflation pro-
tection and daily rate of coverage. Policies generally pay for 
home care, an assisted living facility or nursing home. But 
each policy is different, so it is imperative to review and 
understand the specific details.
 Some new hybrid policies combine universal life insur-
ance with a long-term care benefits rider.
 If a client can obtain and afford it, and continues to live 
at home, long-term care insurance works well with a reverse 
mortgage, which can cover the other ongoing expenses and 
not have to pay for care.
 Medicaid is the only government program that pays for 
long-term care in a skilled nursing facility or at home. It has 
become the largest payer of long-term nursing care for both 
the middle class and the poor. Each state has its own set of 
benefits and requirements, depending on the state’s arrange-
ment with the federal government. New York has one of 
the most generous programs. Not surprisingly, Medicare 
has stringent financial eligibility requirements. It can be 
useful for a client to consult an expert for details, as well as 
an attorney to find out if personal assets can be protected 
while utilizing Medicaid.
 Medicaid has rights of recovery against a home if there 
is remaining equity when the individual dies. There may 
be ways to protect the home against this right of recovery, 
including exempt transfers to a caretaker child or sibling 
with an existing equity interest. There can also be tax issues 

if the home is transferred or sold, another strong reason for 
seeking legal advice.
 Protection for a spouse’s assets and rights varies by 
state, again with New York being among the most gen-
erous. In most cases, to protect a house from a Medicaid 
right of recovery, it must have been transferred into the 
spouse’s name at least five years before the client enters a 
nursing home or requires nursing care. An elder law attorney 
can advise on when transfer of assets is permitted, such as 
gifts to a spouse or disabled child or for the benefit of a 
disabled individual.
 Freedman explains, “Assets held jointly with right of 
survivorship [JTWROS] may provide the joint owner 
with access to the assets. This is true for bank accounts 
and most, but not all, investment accounts, but is not true 
for real estate and some other assets. Consult an attorney 
before making an asset joint.”

When in Doubt
 Given all of this, the best advice to give a client on any 
issue regarding aging in place is: When in doubt, consult 
an expert!
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national conversation
 
Reverse mortgage 
professionals, financial
advisors, Capitol Hill 
staff and reporters in 
all media follow our 
industry in Reverse 
Mortgage Magazine.

To advertise in Reverse Mortgage Magazine
contact Sarah Aaronson at sarah@irmevents.com
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Borrower
Chronicles

A Snapshot of Idaho Borrowers 
Aging in Place 
By Jessica Hoefer

IN 2017, NEWLY RELEASED CENSUS BUREAU DATA   
showed that Idaho’s population was aging faster than the 
nation’s, according to press accounts published by the Idaho 
Press-Tribune that same year.
 The Press-Tribune reported that Idaho seniors—people 
age 65 and older—increased by 30 percent from mid-2010 
to mid-2016 compared with 22 percent for the nation. 
This group—which includes the oldest four years of the 
Baby Boomer generation (born between 1946 and 1964)—
accounts for 15 percent of the state’s population.
 Today with the state’s conservative values, 30 scenic state 
parks, increased walkability, low cost of living, low medical 
costs and tax benefits for seniors, retirees are inundating 
the area to age in place, some utilizing a reverse mortgage. 
Fairway Mortgage originated for people across Idaho and 
recently Harlan Accola, CRMP, checked in on some to see 
how they were making out.

r Robie Creek, ID
 Last June, Sam Connors and his wife Penelope bought 
their dream home in the foothills of beautiful Robie Creek, 
just outside of the Boise city limits. Neither Sam nor
Penelope had credit scores, as they had been living without 
credit for many years. There was no way that they could 
purchase a home, let alone their dream home, secluded in 
the mountains and surrounded by wildlife, without being 
able to qualify for a loan. The FHA HECM loan offered the 
Connors the perfect solution, as they had just enough cash 
to make the purchase of their new home, near the Lucky 
Peak Reservoir, where they can grow their own food, and 
which offers the desired privacy. Their credit scores were 
not an issue as Business Development/Loan Officer Shain 
Urwin was able to use the pay history from cell phone, auto 
insurance and utility bills to show alternative trade lines
instead of using a traditional credit score to qualify. And 

since the HECM does not require monthly mortgage pay-
ments Sam and Penelope are able to fully retire and enjoy 
their retirement immersed in the stunning Idaho landscape.   

r Meridian, ID
 Tim and Kathy Pinsky bought their home in Meridian 
in March of 2019. The Pinskys spent months shopping for 
their new home but couldn’t find what they wanted in their 
desired price range. Tim and Kathy wanted a home with 
some acreage, but homes with acreage are quite expensive in 
the Boise/Meridian areas. They also wanted to pay cash for 
their new home as they’re already retired and can’t afford to 
take on a house payment on their fixed income. However, 
Tim and Kathy couldn’t afford to pay cash for the homes 
they were drawn to. Then they attended one of Shain Urwin’s 
HECM for Purchase presentations—given each month at 
his office—and determined instantly that this was the best 
option for them. Thanks to Shain and the FHA HECM the 
Pinskys ended up being able to buy the ranch style home on 
just over an acre of land that they always dreamed of.

r Ada County, ID
 Camille Rodgers had a stroke at the age of 65 and sub-
sequently lost her job as a result. While still recuperating, 
Camille received notice that due to her stroke, she owed 
Ada County approximately $15,000 in indigent medical 
bills. With no job and no other options, Camille stopped 
paying her auto insurance, as well as her home and property
taxes. One blessing was that she owned her house free and 
clear. So, Camille’s brother, a realtor, consulted loan officer
Roz McDonald, who helped Camille with a cash out refi-
nance. A LESA was set up allowing Camille to pay Ada 
County (the renegotiated and reduced balance of $5,000), 
as well as the back payments on her taxes and insurance. 
Camille now receives a monthly income and is able to stay 
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$20,000 Signing Bonus (call for details)

Branch Partners

$15,000 Signing Bonus (call for details)

Reverse Wholesale AE

VP of Operations
reverse experience required

reverse experience required

come join the elite
Adrian Prieto
(917)617-9022

aprieto@hightechlending.com

current on all of her bills. She has also hired lawn care and 
house cleaning. Camille’s reverse mortgage means that she 
can remain in her home while affording upkeep for the 
property and care for herself.

r Post Falls, ID
 Eighty-three-year old newlyweds, Chuck and Darlene 
Quigley are setting up house in their new Post Falls home, 
where they intend to age in place.
  Both Chuck and Darlene lost their respective spouses 
in the previous three years. They found each other through 
their church website for mature adults. He lived in Coeur 
d’Alene and she lived south down outside of Boise, roughly 
seven hours apart.
  After a short courtship, the Quigleys married and 
moved into the home Chuck shared with his first wife, 
which already had a reverse mortgage on it. But Darlene
wasn’t on the note or deed of trust. Additionally, the stairs 
in the home were rough on Darlene’s knees, and Chuck
had long grown weary of tending the large backyard.
Having experienced similar circumstances once before, 
Chuckknew the solution. He went to loan officer David 
Moe and explained that their goal was to get into a single-
level home that did not require a lot of landscaping or 
upkeep, where they could both be on the paperwork. David
helped the Quigleys obtain a H4P. They then sold the 

two-story house using the proceeds and the funds from 
the H4P to purchase a newer one-level home that they 
intend to make all their own. 

r St. Maries, ID 
 For the past 20 years Glenn and Nikki Matthews from 
St. Maries were receiving payments from the sale of their 
hardware store. Recently, those payments ended, which 
dramatically reduced their monthly cash flow.
  A financial planner friend of the Matthews’ attended 
a Lunch and Learn in Spokane, WA where Harlan Accola
was speaking and realized a HECM could help them. The 
planner contacted loan officer Joel Armstrong to assist
Glenn and Nikki. 
 In their first meeting, Glenn expressed his desire to protect
his wife—in case he passes first—so that Nikki is able to 
maintain her accustomed manner of living despite receiving 
one Supplemental Security Income (SSI) check each month. 
  Fortunately, the Matthews owned a $700,000 house 
free and clear, which allowed Joel to secure a larger monthly 
payment for a lifetime tenure even if one of them passes 
away. They now receive $1,488 per month, as long as they 
stay in the home. They also received $50,000 cash at closing 
to replenish their savings account. A reverse mortgage freed 
up significant cash flow and will continue to support the 
surviving spouse indefinitely.
 

RM
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Who’s Who in Reverse Mortgages
 

Member News

AAG Survey Examines Retirement Views
 American Advisors Group released its national Dream Retirement 
Survey of Millennials, Gen Xers and Baby Boomers this week. Six hun-
dred respondents across five age groups offered views on retirement, 
from income to cost of living, desired living environment, travel habits 
and pet planning. Some of the findings include:

• A quarter of the respondents believe that they will need at least 
$1 million for their “dream retirement.” On the other end of the 
spectrum, seven percent think they’ll need less than $25,000 to retire;

• Almost half (49 percent) of respondents who identified themselves as
Baby Boomers plan to depend on Social Security as their primary source 
of retirement income, compared to only 20 percent of Millennials;

• Almost a quarter (23 percent) of Millennial respondents plan on 
using their personal savings as their primary source of retirement 
funding; and

• Nearly half (46 percent) of all respondents said they would likely 
 “retire right away” if they won the lottery.

FAR’s Scarpati Named Rising Star
 Jonathan Scarpati, vice president of Wholesale at Finance of America
Reverse LLC, has been named a 2019 HousingWire Rising Star. He 
is one of 50 young leaders to earn this distinction for his impact on 
the reverse mortgage industry. The Rising Star winners represent a 
variety of occupations within the housing industry and all of them 
demonstrate leadership and innovation that inspire not only those 
within their own organizations, but also in their communities and 
in the industry at large. “We are beyond thrilled that Jonathan’s hard 
work has been recognized with this distinction,” says Kristen Sieffert, 
president of FAR. “Jonathan is a dynamic and engaging leader and 
his work demonstrates our commitment to providing first-class oper-
ational support to the world of reverse mortgages by providing senior 
homeowners with more options and equity relief.”

ReverseVision Partnership With Total Expert Enhances 
Customer Experience
 ReverseVision has partnered with Total Expert, creator of the 
first marketing operation system specifically for banks and mortgage 
lenders. The two companies deployed an API integration that links 
the Total Expert MOS with ReverseVision’s RV Exchange (RVX) 
loan origination platform, enhancing the customer journey for 
reverse mortgage borrowers and enabling originators to better serve 
customers at all walks of life. “By pairing RVSA with Total Expert’s 
MOS, we’ve developed a package of generationally-comprehensive
loan modeling and marketing tools that are readily scalable in 
format,” says ReverseVision VP of Sales and Marketing Wendy 
Peel. “Bringing HECM’s forward helps lenders better serve senior 
borrowers by matching them with the lending products that best 
meet their financial goals.”

PRMI Opens First HECM-Exclusive Retail Branch
 Primary Residential Mortgage, Inc. (PRMI) opened its first 
consumer-direct retail branch dealing exclusively with reverse 
mortgages in Owings Mills, MD. PRMI Reverse Mortgage Division 
Manager Steven J. Sless will oversee the office. “Senior home owners
will have a much better experience engaging with staff who
fully understand their specific needs and can offer the appropriate 
tools to assist them,” Sless says. “I’m thrilled to launch the reverse
mortgage-only office concept in Owings Mills and expand our 
footprint regionally through strategic and organic growth.”

New York Approves First Proprietary Reverse Mortgage 
 Finance of America Reverse LLC announced the launch of 
its proprietary HomeSafe® Standard product in New York. This 
marks the only proprietary reverse mortgage offering in New York 
and the first of its kind to be approved in the state in more than 
a decade.   

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

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

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

Platform – ReverseServ™ is Celink’s proprietary reverse mortgage 
servicing platform.

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

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

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

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

Profiles of Member Companies

Member
Profiles
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Member
Profiles

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

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

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

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

PRC
 Premier Reverse Closings (PRC) 
is a national, full-service, reverse 
mortgage title and settlement 
company that has closed more 
than 187,000 reverse mortgage 
transactions. PRC is experienced in all facets of the reverse business, 
ranging from teaching CRMP courses to closing and notary initiatives. 
PRC is a well-respected industry partner committed to our clients, our 
industry and senior borrowers. 

Angel Booth, Toll-free: 800-542-4113 • abooth@prclosings.com

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

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

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

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

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

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

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

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

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

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

Proprietary Reverse Mortgage Update

Product Name

Maximum 
Loan Limit

Minimum Age

Special Features

Can Be Used 
for New Home 
Purchases

Condo Policy

Special 
Restrictions

Payment 
Options

States Allowed

EquityIQ

$4 million

62

Attractive rates and 
strong LTVs for 
borrowers.

Low costs including no 
origination fee options 
with no servicing fee.

Yes

Condos must be 
FHA approved.

Minimum value 
$250,000 (Appraisal 
value below $350,000 
will apply a five percent 
LTV reduction).

Non-borrowing 
spouses not allowed.

Minimum 640 FICO.

Lump sum only. 

Launch with CA 
(Retail & Wholesale). 
Additional states 
coming soon. 

HomeSafe

$4 million

62

HomeSafe Flex allows borrowers 
to take 60 percent of their funds 
upfront, and then access the 
remaining 40 percent as monthly 
payments over a five-year term.

HomeSafe® Second is a second 
lien reverse mortgage option that 
allows borrowers to continue 
making payments on a low-interest 
first mortgage, conserve equity, 
but access needed cash without 
making a monthly payment.

HomeSafe® Select is an adjustable 
rate reverse mortgage option that 
allows borrowers access to a LOC.

No origination fees on the 
HomeSafe Standard and Flex 
Products. Brokers can make 
origination on Select product.

FAR credits all closing costs except 
counseling and state mandated 
fees on certain products/rates.

Yes, on most products. Lender 
credits and seller concessions are 
permitted.

Condos that appraise for less 
than $500,000 must be 
FHA-approved.

Non-borrowing spouses allowed 
with additional requirements.

No minimum property value, 
but HomeSafe must be a benefit.

Lump sum 
Monthly term payments 
(HomeSafe Flex)
Line of Credit (HomeSafe Select).

HomeSafe Standard is offered in 
AZ, CA, CO, CT, DC, FL, GA, 
HI, ID, IL, LA, MI, NV, NJ, NY, 
OH, OR, PA, RI, SC, TX, UT, 
VA, WA. HomeSafe Flex offered 
in CA, CT, FL, HI, NJ, SC and 
TX with additional states coming. 
HomeSafe Second is available in 
CA, CT, FL, TX, and SC. HS 
Select offered in CA and FL with 
additional states coming.

Equity Elite™

$4 million

60 (62 in TX and UT)

Equity Elite Zero credits all 
closing costs except counseling 
and state-mandated fees.

Allows consumers to pay off 
credit cards and other 
personal debt.

Revocable and irrevocable 
trusts allowed.

Yes. Lender credits and seller 
concessions are permitted. 
Seller/Interested Party 
contributions to six percent.

Condominiums can be 
FHA-approved, Fannie Mae-
approved or RMF-approved. 
Fast, free EE condo approval.

No minimum property value, 
but borrower must have 
draws of at least $100,000, 
exceptions allowed.

Non-borrowing spouses 
allowed.

Minimum credit score of 600.

Lump sum and Term 
payments up to 120 months.

AZ, CA, CO, CT, DC, FL, 
GA, IL, MI, MT, NJ, NM, 
NV, OH, OR, PA, RI, SC, TX, 
UT, VA, WA.
Term Payment available in 
CA and FL. Additional states 
added regularly. Check with 
your AE.

Platinum

$4 million

62

Streamlined process for 
financial assessment.

Proceeds may be used to 
pay off debt to qualify 
or borrower requested 
debt payoff.

Solar leases with some 
restrictions.

Irrevocable trusts.

Repair Set Aside permitted.

Property can be listed for 
sale in prior six months but 
must be removed with 
satisfactory LOE.

Ineligible non-borrowing 
spouse is permitted.

Yes. Seller/Interested Party 
contributions to six percent.

Non-FHA approved condos 
under certain circumstances.

No LTV reduction.

Borrowers must have a 
minimum credit score 
of 640.

Eligible non-borrowing 
spouses are not permitted.

Properties must be worth a 
minimum of $400,000.

Lump sum only.

AZ, CA, CO, CT, FL, GA, 
IL, MI, NJ, NC, NV, OH, 
OR, PA, SC, TX, UT, VA. 
Additional states added 
regularly. Check with 
your AE.

Home Equity 
Loan Optimizer

$4 million

62

Able to pay off debt with 
proceeds to qualify.

Accommodates properties 
with solar panels, with 
certain restrictions.

Yes

FHA Approved 
Condominiums.

Fannie Mae Limited 
Review Condominiums.

Properties must be 
worth at least $250,000.

Two appraisals are 
required if the property 
value exceeds $2 million.

Borrowers must have a 
minimum credit score of 640.

Non-borrowing spouses 
are prohibited.

 Liberty Home Finance of Reverse Mortgage Longbridge One Reverse
 Equity Solutions America Reverse Funding Financial Mortgage
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Serving America’s Seniors with Care Serving America’s Seniors with Care 

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

Harlan Accola, Fairway Independent Mortgage
Bruce Anderson, Legacy Mortgage
Mehran Aram, ARAMCO Mortgage
Janine Atamian, Premier Title & Escrow
Craig Barnes, Reverse Mortgage Funding LLC
Clayton Behm, Retirement Funding Solutions
Brian Belluomini, Acrobat Mortgage
Fernande Marie Bencze, American Advisors Group
Douglas Bertsch, American Pacific Reverse Mortgage Group
Pamela Boyer, Reverse Mortgage Funding LLC
Jesse Brewer, Fairway Independent Mortgage
Christopher Bruser, Retirement Funding Solutions
Kyle Buck, Retirement Funding Solutions
Randall Buffam, Arrowhead Capital Mortgage
Susan Caffine, Reverse Mortgage Funding LLC
Alison Calamia, America's Mortgage Resource
Galen Call, American Pacific Reverse Mortgage Group
Tammy Campanella, Finance of America Reverse, LLC
Lance Canada, Victorian Finance, LLC
David Carter, Reverse Mortgage Funding LLC
James Peter Christopoulos, Silex Financial Group
Lyn Coffin, The Mortgage Network, Inc.
Eric Colburn, Alpha Mortgage Corp.
Ellen Connors, Shamrock Financial Corp.
Launi Cooper, Retirement Funding Solutions
John Correll, Lineage Lending
Jim Cory, Open Mortgage, LLC
Jeff Cota, HomeBridge Financial Services, Inc.
Roberto Crespo, PS Financial Services
David Darling, Lineage Lending
Phil Dixon, PS Financial Services, LLC
George Downey, Harbor Mortgage Solutions
Jacob Droge, Open Mortgage
Rex Avery Duffin, Sun American Mortgage Company
Brandy Edwards, Reverse Mortgage Funding LLC
Kristofer Erickson, Alpha Mortgage Corp.
Leonard (Pudge) Erskine, Ocean Lending Home Loans
Mark Anthony Erskine, Commerce Home Mortgage
Nancy Everitt, ReverseAmerica Advisors Incorporated
Richard Fitzpatrick, American Financial Network, Inc.
Jeff Flanery, Cambria Mortgage
Cesar Flores, Reverse Mortgage Funding LLC
Nancy Foster, Pacific Trust Mortgage
Marshall Clayton Gallop, Reverse Mortgage Funding LLC
Christina Ghiorse, Reverse Mortgage Funding LLC
Greg Gianoplus, Alpha Mortgage Corp.
Jaime Girard, Reverse Mortgage Funding LLC
Dave Gomer, Senior Funding Associates
Phil Goss, Churchill Mortgage Corp.

Jill Gromm, Alliance Reverse Mortgage
David Guelff, American Capital Corporation
Tony Guillen, Liberty Home Equity Solutions
Chris Handy, Geneva Financial, LLC
Christina Harmes, C2 Financial Corporation
Scott Harmes, C2 Financial Corporation
Jane Harrington, M&T Bank
David Heilman, Homegrown Financial, LLC
Melinda Hipp, Open Mortgage
Dan Hultquist, Finance of America Reverse, LLC
Robert Charles Jayne, Nationwide Mortgage Bankers
Christine Jensen, Fairway Independent Mortgage
Dean Jones, Senior Funding Associates
Karen Keating, Tradition Title Agency, Inc.
J. Burgess Kegan, Retirement Funding Solutions
Tim Kennedy, US Mortgage Corp.
Laura Kiel, Mortgage Master Service Corp. dba Kiel Mortgage
Jim King, McGowin-King Mortgage LLC
Brett Kirkpatrick, Harbor Mortgage Solutions, Inc.
Mace Kochenderfer, New Mexico Reverse Mortgage
Rebecca Koontz, Better Home Loan LLC
Kent Kopen, United American Mortgage Corporation
Leann Lanier, HECM Mortgage Banker
John Paul Leer, Mid West One Bank
Shane Lester, Reverse Mortgages of Arkansas
Laurie Libby, American Advisors Group
Tim Linger, HECM Senior Home Financing
Jamie Longe, Liberty Home Equity Solutions
Robin Loomis, Bay Equity LLC
Teresa Maines, First National Bank of PA
Jon Maiolatesi, Longbridge Financial, LLC
Hernando Manzano, The Reverse Mortgage Group
Michael Markoff, Aspire Home Mortgage
Daniel Matthews, American Nationwide Mortgage Company
Barbara McIntyre, Reverse Mortgage Funding LLC
Cindy Ann McKearney, Fairway Independent Mortgage
Michel McKnight, American Pacific Reverse Mortgage Group
Joe McParland, Helping Hands Community Partners
Bruce McPherson, Retirement Funding Solutions
Edward Mendenhall, The Federal Savings Bank
Sue Milligan, First Choice Loan Services
Christopher Mollison, New American Funding.
Colleen Moore, Land Home Financial Services
Lisa Moriello, loanDepot
Bill Nass, Gershman Mortgage
Lisa Nass, Gershman Mortgage
Mary Nelson, V.I.P. Mortgage, Inc.
Tim Nelson, V.I.P. Mortgage, Inc. 
Greg Newman, Aspire Home Mortgage, Inc.

Wendy Oshiro, American Advisors Group
Anissa Palmatier, Reverse Mortgage Funding LLC
Alina Passarelli, Retirement Funding Solutions
Beth Paterson, Reverse Mortgages SIDAC, LLC
Nina Penny, Malibu Funding, Inc.
Susan Perry, Capital Funding
Richard Pinnell, Guild Mortgage Company
Daniel Porter, Mikana Financial, Inc.
Karen Rayfield, Retirement Funding Solutions
Loren James Riddick, Thrive Mortgage LLC
Eric Rittmeyer, Fidelis Mortgage
Rick Rodriguez, Fairway Independent Mortgage
Castulo Romero, Lazerus Properties
Teresa Rose, Senior Security Funding
Paul Scheper, Loangevity Mortgage
Kelly Sclafani, American Advisors Group
Clay Selland, Signet Reverse Mortgage
Bruce Simmons, American Liberty Mortgage, Inc.
Richard Simpao, Lineage Lending
Ellen Skaggs, New American Funding
Sean Skaggs, New American Funding
Glen Smart, Bay Equity LLC
Phil Stevenson, PS Financial Services, LLC
Rick Sweeney, Open Mortgage, LLC
Neil Sweren, Atlantic Coast Mortgage, LLC
Susan Tamashiro, Platinum Financial, LLC
Malcolm Tennant, Access Reverse Mortgage Corp.
Pamela Tennant, Access Reverse Mortgage Corp.
Peter Tentler, Independence Home Equity Solutions
John Michael Thompson, C2 Financial Corp.
Robert Tollin, Nationwide Mortgage Bankers, Inc.
David Tourtillott, Homestead Mortgage, LLC
Parker Turk, Sun American Mortgage Company
Alain Valles, Helping Hands Community Partners
George Vrban, Fairway Independent Mortgage
Minh Vu, Land Home Financial Services
Barbara A. Welsh, APEX Mortgage LLC
Lynn Wertzler, Greenleaf Financial, LLC
Peggy Whalen, Helping Hands Community Partners
Patricia Whitlock, Quontic Bank
Ken Wieland, TNBANK
Cory Williams, Springwater Capital
Rick Williams, All Reverse Mortgage, Inc.
Patty Wills, Open Mortgage
Josh Wilson, GoodLife Home Loans
Todd Woodcock, Access Reverse Mortgage
Rob Wyatt, Access Reverse Mortgage Corp.
Jay Zayer, ARAMCO Mortgage

Don't miss out on the business advantages of being a CRMP.
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National Reverse Mortgage Lenders Association

More info at:
www.nrmlaonline.org/events

Learn �rst-hand about the
latest products and service o�erings
that will expand your portfolio at:

NRMLA’s 2019 Annual Meeting
The largest gathering of

reverse mortgage professionals

November 18-20  |  Nashville, TN


