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ReverseVision Suite is the leading reverse mortgage 
origination solution for mid to large sized organizations. 
It covers all aspects of the origination process from 
prospect to closing and shipping. 

 Complete integration from origination to processing, underwriting, closing and shipping.
 Highly scalable from small entities to enterprises with correspondents and branches.
 Sales oriented graphical interface integrates directly with Microsoft Word and Outlook.
 Direct interface or export for Celink, RMS, Fannie Mae, UBS, Goldman Sachs...
 Business process driven workflow for best practices in the reverse mortgage industry.

Over the past 12 months more than 100 companies with over 2000 users 
switched to ReverseVision.

Enterprise
solutions

Graphs Workflow End-to-end
POS to

shipping

Ease of use

Connectioins

Proprietary
loans

Automatic
update

Mobile

www.reversevision.com    (919) 834 0070    info@reversevision.com
ReverseVision Inc.    3310 Pollock Place    Raleigh, NC 27607-7006

Companies switching to ReverseVision 
experience an immediate increase in their 

productivity.
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A dialogue underway in our industry has ignited a lot of passion. In fact, I’ve been surprised 
to see just how strong the feelings are on both sides of the discussion about the need to  
conduct a “financial assessment” of prospective HECM borrowers. Some argue that borrowers’ 

incomes were never intended to be a factor in originating reverse mortgages and, if we underwrite income, we 
might preclude some homeowners who depend on these loans to stay in their homes. Others feel equally as 
strongly that we have a responsibility — to FHA, to taxpayers, and, most of all, to borrowers themselves — to 
make sure that HECM borrowers have the means to hold up their end of the deal.

The change over time in who utilizes HECMs and why has made it necessary to re-examine some of the  
accepted practices in HECM production.  In earlier days, the program was used by seniors to supplement their 
income with fixed monthly payments, or with a line of credit as a stand-by cash reserve. Today, an increasing 
percentage of borrowers withdraw all of the funds available upfront, often to pay-off mortgages, back taxes and 
other debts. Once all the HECM proceeds have been exhausted, it might be difficult for some borrowers to 
continue to meet their obligations. Accordingly, it becomes essential to underwrite prospective borrowers and 
ascertain whether or not, once they obtain the reverse mortgage, they will be able to sustain themselves in the 
home, cover their usual living expenses, fulfill their obligations to pay taxes, insurance and homeowner dues, 
and maintain the property at a satisfactory level.

Adding this new underwriting overlay brings additional cost and complexity to originating a loan and, in the 
near term, might have an adverse impact on loan production volume. However, in the long haul, the program 
will have sounder financial footing, more efficient pricing and broader political support if those borrowers  
who are likely to end up in ”technical default” are eliminated.  In the forward mortgage world, there is an  
increasingly accepted standard of “ability to pay” that is considered when making loans. The financial  
assessment under discussion for reverse mortgages would be our equivalent of this.

Financial capacity for reverse mortgage borrowers cannot be assessed simply in terms of debt-to -income. It is 
far more complex than that. Most retirees, particularly our borrowers, have limited, fixed-incomes. They are 
often sustaining themselves by spending down their savings and other assets, so asset decumulation must be 
taken into consideration. If the HECM loan will provide fixed monthly payments, those, too, must be  
considered in the equation. What we derive from this is a concept of “debt-to-cash flow,” as opposed to a  
simpler “debt-to-income” ratio that is utilized for forward mortgages.

Once we accept this notion of evaluating prospective borrowers’ “cash flow” vs. their obligations, we need to 
determine exactly what level of coverage makes sense.  Also, which compensating factors might be considered. 
That is some of the work being done currently by a special task force comprised of seven members of  
NRMLA’s Board of Directors as well as by several individual companies within our industry.

In addition to placing the HECM program on sound financial footing and helping build broader political 
support for it, I believe that the net result of adding this element of financial assessment will actually be to 
help build volume.  Comments and inquiries we get from consumers at various events and on our information 
hotline indicate many have been deterred from pursuing a HECM due to fear of losing their homes.  This is 
fueled by the widespread reporting in the media about reverse mortgage borrowers facing foreclosure due to 
“technical default.”

While many of us would dismiss this fear as unfounded — one could just as easily lose a home if taxes are not 
paid on one with no mortgage — coverage of this topic by the press and warnings by consumer activists have 
created uncertainty and skittishness among potential borrowers. 

If we step up to the plate, act accountably, and help our clients ascertain their ability to meet obligations once 
they have the HECM, we can help them overcome this fear. If we make loans only to those homeowners who 
have the capacity to sustain themselves, and forego making loans to those clients for whom our solution might 
prove to be inappropriate, our credibility — and our loan volume — are sure to grow. This will help us shed 
the taint of being viewed by many as offering a “loan of last resort” and establish our product as an accepted 
mainstream financial tool commonly used as a component of personal wealth management and funding  
longevity. Then we will have the growth that all of us in the industry believe our product deserves.

        —P.H.B.

Balanced Viewpoint
A pASSiONAte ANd HeAltHy  
debAte AbOut Our Future 

by peter bell, preSideNt OF NrmlA

September - October 20114 Reverse Mortgage



For business and professional use only. Not for consumer distribution
All loans are subject to property approval. Certain conditions and fees apply. Mortgage financing  
provided by MetLife Home Loans, a division of MetLife Bank, N.A., Equal Housing Lender.  
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It’s what we  
achieve together  
that sets us  
apart.

We’re committed to helping you build your reverse mortgage business.  
At MetLife Home Loans, we provide third-party originators like you with industry-leading practices, products, 

and pricing. You’ll also have the support of knowledgeable professionals behind you every step of the way.  

We’re a division of MetLife Bank, a MetLife company—and MetLife has been a trusted name for more than  

140 years. So you can count on us to help you succeed. After all, that’s what working together is all about.

Start building a successful reverse mortgage business by calling us today at 1-866-359-3817.

MetLife Home Loans



RM: What will the funding be used for? 

TT: We will use these funds to provide 
foreclosure prevention counseling. This  
will include helping those clients who are  
looking at reverse mortgages as an  
alternative to foreclosure.

RM: How important is consumer 
counseling to your agency?

TT: We act as an advocate for our clients. We help them get 
modifications to their loans before foreclosure in order to try to 
keep them in their homes. If remaining in their homes is not 
an option, we try to help them work out their situation—for 
example, work out a short sale on their home. We know what  
options are available to our clients so that they can avoid foreclosures 
and we know what programs are out there that might help them. 
Sometimes, we get clients who will tell us they were told they 
did not qualify for various government assistance programs that 
might keep them in their homes. We know all the options out 
there and we know the qualifications. Often, we can tell them 
they do qualify for assistance even if they have been told they 
don’t. We can help them push back and get them the help they 
need and are qualified for.

RM: Describe the services your agency provides related to housing.

TT: We provide pre-purchase counseling, both through group 
education seminars and one-on-one counseling. We also provide 
foreclosure counseling, both through groups and one-on-one 
assistance. We offer reverse mortgage counseling and have two 
counselors dedicated to this product. Finally, we offer post- 
purchase counseling to those who need and request it.

RM: How do such grants, like the one you recently received 
from HUD, affect your ability to provide counseling related to 
reverse mortgages?

TT: The grants we receive help people who have homes and 
want to keep them, particularly those who are over 62. We look 
at various options to foreclosure. Sometimes, reverse mortgages 
can be an option. We counsel individuals to see if this would be 
an option that fits their needs and requirements.

RM: What do you see as the outlook for reverse mortgages in 
your community?

TT: We have a large retirement community in Arizona, and 
as such, we have done a lot more counseling related to reverse 
mortgages than other counseling agencies throughout the  
country. This is particularly true considering many of those in 

FuNdiNg tO Help ScHOOl SeNiOrS iN 
FOreclOSe AlterNAtiVeS

In early September, the Department of Housing and Urban 
Development announced more than $10 million in counseling 
grants. The HUD funds were earmarked for counseling  
services related to mortgage modification and mortgage scam 
assistance. Though the funds were not earmarked specifically for 
reverse mortgage counseling, some of the funding is expected 
to be used to counsel seniors who are facing foreclosure to learn 
about reverse mortgages as one option to a foreclosure.

Three million dollars of the funding will go to 139 local housing 
counseling agencies and $7 million will go to 23 intermediary 
agencies across the nation. Reverse Mortgage magazine talked to 
an executive of one of the local agencies — Teresa Tourek, 
housing counseling manager for Phoenix-based Take Charge 
America—about what the funding means for her agency. Take 
Charge America, located at the University of Arizona, provides 
consumer credit counseling and will receive about $15,000 from 
HUD. It expects to use some of the funds to provide counseling 
to seniors who are facing home foreclosures so they can consider 
whether a reverse mortgage might be an alternative route. 

Reverse Mortgage: How important is funding to your 
company, such as the grant you recently received?

Teresa Tourek: This is very important. As a nonprofit agency, it 
is difficult for us to charge clients very much, particularly those 
who are facing foreclosure. It is important to us to find  
additional funding so that we can continue to provide  
counseling services.

“ We act as an advocate 
for our clients... 
We can help them push 
back and get them the 
help they need and are 
qualified for.”

—  Teresa Tourek,  
Housing Counseling Manager, 
Take Charge America 

Teresa Tourek
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Arizona have owned a home for a long time and have quite a bit 
of equity in their homes. We have been doing a steady amount 
of counseling related to reverse mortgages over the past year and 
we expect the demand for our services to continue to be strong.  
Particularly, as the economy continues in its current state, I 
believe we will see strong interest in reverse mortgages. 

Additionally, last year there were a number of changes in the 
regulations related to reverse mortgages. That resulted in a huge 
increase in the number of clients who had questions about reverse 
mortgages and who required counseling. We have not seen that 
stream of interest decline this year and we expect it to continue.

RM: What do you see to be the biggest issue and challenge 
related to reverse mortgages in the next few years?

TT: I think one of the biggest issues is related to the lack of 
funding to provide consumer counseling. Consumers are 
required to receive counseling in order to apply for a reverse 
mortgage. However, the lack of funding makes it a struggle for 

agencies to provide that counseling. Many counselors have to 
charge clients more for the services. And while some individuals 
with low incomes can have the fee waived or have the fee rolled 
into the mortgages, there are still challenges that limit the ability 
to provide counseling. Because of the lack of funding, time  
limits are often placed on counseling sessions and it ends up 
being a struggle to get effective counseling done quickly and in 
time to meet the loan schedule. 

“ Particularly, as the economy 
continues in its current state, 
I believe we will see strong 
interest in reverse mortgages”

Continued on Page 8

 Bay Docs is the ORIGINAL Reverse Mortgage Document Preparation Company 

888-297-3627 * www.baydocs.net 

 
 

Technology Consulting and Custom Software Development: 
Bay Docs’ highly experienced and skilled technology team will work with you to     
integrate your system with ours. We can accommodate any loan origination system. 
Bay Docs offers custom call center calculator software that allows loan officers to run 
multiple loan scenarios, compare products, obtain pre-application and/or three-day 
disclosure packages, TALC, and TIL calculations, and amortization schedules. 
 

Legal and Compliance: 
Bay Docs’ legal and compliance staff provides state specific application and closing 
packages that are reliable and up-to-date within the reverse mortgage industry. Our 
periodic newsletter details key legal and regulatory changes that are provided to 
our clients. 

        Integration? Technology? 
            We can do it together! 
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“ Placing a team on the ground in 
Boston gives the Landmark  
operation an opportunity to stay 
well-connected to our existing 
lender network while growing 
our client base,”

WHO’S NeWS

Generation Mortgage Company has 
opened a new branch in San Juan, Puerto 
Rico to market and service reverse mortgage 
loans.

Leading up the operation is Luis Alberto 
De Jesus, who has been in the mortgage 
business for more than 25 years. De Jesus 

previously worked at Senior Mortgage  
Bankers as a senior executive.

generation Mortgage says it is focused on 
building its retail presence in Puerto Rico 
and plans to offer services to its wholesale 
partners later this year.

Additionally, generation announced the  
following hires for its revamped national 
retail division: Ed O’Connor joined as eastern 
regional manager and Kevin Kaltenbach became the western 

regional manager for the company. 

A number of national retail reverse  
mortgage professionals joined the  
generation team, including: Laura Bopp, 
Mary-Alice Cardenas, Sean Diaz, Bob 
Linehan, Wendy Oshiro, Joe Rinner, 
Richard Rosenberg, Ron Seaman and 
John Simms.

generation Mortgage Company is the  
largest privately owned reverse mortgage 

retailer and wholesaler in the United States.

The corporate office of MetLife Bank in the Ventura County, 
Calif.-region has announced the hire of Steve Moore as a reverse 
mortgage consultant. Moore has 10 years worth of mortgage 
consulting experience from working at Bank of America and his 
own company, CRS Mortgage. 

MetLife Bank is a federally chartered bank.

C. Darren Stumberger will join Knight Capital Group Inc. 
in New York, New York as its managing director, mortgage 
trader. He will trade mortgage and structured products, with a 
specific focus on the company’s growing reverse mortgage and 
HMBS business. 

Previously, Strumberger worked at Bank of America Merrill 
Lynch and was responsible for trading and risk management of 
reverse mortgages in global banking and capital markets. 

iNduStry VeterANS tO leAd lANdmArk 
expANSiON iN NOrtHeASt

BOSTON, MA –– Landmark Network, a provider of appraisal 
management services for the forward and reverse mortgage  
markets today announced the opening of a Boston branch  
office. The expansion includes the addition of two industry 
veterans to the Landmark team led by title and closing attorney 
Burton Kliman.

“Placing a team on the ground in Boston gives the Landmark 
operation an opportunity to stay well-connected to our existing 
lender network while growing our client base,” said Erik 
Richard, CEO of Landmark.

Kliman joins Landmark as Branch Manager where he will oversee 
business development operations in New England, New York 
and New Jersey as well as the expansion into untapped markets 
requiring valuations services. Prior to joining Landmark, Kliman 
acted as counsel to hundreds of national servicing companies, 

Ed O’Connor

Continued from Page 7

Kevin Kaltenbach

Luis Alberto  
De Jesus

lending institutions, mortgage lenders and mortgage brokers 
covering virtually all aspects of real estate lending and servicing. 
He is a graduate of Brandies University, BA and The National 
Law Center, george Washington University, J.D.

William Loud joins the Landmark team as SVP of Sales and 
Marketing. Most recently, William was responsible for business 
development for Boston Title. His prior experience includes 
numerous sales positions across the lending and finance industry 
including five years as an account executive for Saxon Mortgage. 
He is a graduate of Northeastern University.

“We are thrilled to have Burt and Bill joining our team to head 
the Boston branch office,” said Hunter Gorog, Managing
Director at Landmark. “They both possess an outstanding  
combination of industry expertise and business acumen, which 
will serve Landmark and our clients well as we deliver services to 
help our customers achieve growth.”

 
We want to hear from you! Send your 
letters to the editor to: 
reversemortgage@royalmedia.com

September - October 20118 Reverse Mortgage

In Reverse
A SpOtligHt ON tHe peOple OF reVerSe mOrtgAgeS



GROW YOUR BUSINESS WITH

As the Reverse Mortgage market   
expands, so does the number of 
companies that offer this product.  
Many will promise; few can deliver.

Reverse it! has invested both its 
time and resources to cultivate this 
business field and develop solid 
roots in Reverse  Mortgages. We 
have helped pioneer this industry 
because everything we offer, we’ve 
tried and perfected ourselves. We 
know what works... period.

We are Reverse it! - The industry 
leader in wholesale lending and 
Reverse Mortgage resources. 
Come grow with us.

a division of Urban Financial Group

• 24 Hour Turn Times

• CompeTiTive priCing

•  reversevision sofTware

markeTing maTerials

•  same Day Closings

• informaTion kiTs

•  ConsisTenT unDerwriTing
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By Marty Bell

Borrow With 
Confidence:
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Stories of  
Exceptional Service

For the next hour or so, a dozen members each took a 
turn telling a story of direct service they had provided to 

a senior in need.  Through much of the conversation, you 
could see the Senator fighting back tears. For the Senator 

— as well as for a new employee--it was the best possible 
introduction to the value of reverse mortgages to our  
American society as well as to the level of commitment of 
those who deliver them.  

Many times since that day, when we’ve been faced with  
criticism of the industry or the product by politicians or  
consumer advocates or reporters, I’ve found myself wishing  
I could only restage what occurred in that room before the 
Senator that morning.  So we decided to at least try to  
replicate that day here in our special Annual Meeting issue  
of our magazine by reaching out to members, many of  
them Certified Reverse Mortgage Professionals, who deal  
one–on-one with customers and asking them to share some 
of their experiences serving seniors. 

The theme of this year’s Annual Meeting & Expo to be held 
at the Renaissance Boston Waterfront Hotel on October  

24-26, is “Assuring America’s Seniors: Expanding Confidence 
in Reverse Mortgages.”  A highlight of the conference will 
be the roll out of a new national messaging campaign that 
assures seniors, “You can borrow with confidence from a 
NRMLA member.”
The stories included here back up this claim.  Some of them 
are about serving seniors in great need, others about seniors in 
healthier financial situations who nonetheless required  
exceptional service.  All of them demonstrate the deep  
level of personal commitment to helping others within our 
membership.  
What sticks out in these stories is the emotional investment  
required of reverse mortgage professionals, the combination 
of time and empathy devoted to meeting virtual strangers, to 
learning and caring enough about them to understand their 
individual needs and what may be best for them. It’s a blind  
investment that sometimes pays no dividends at all.  But it’s 
what distinguishes those who choose to devote their  
professional lives to reverse mortgages.  

In June of 2009, just a few months after I began my tenure at NRMLA, 
Senator Tim Johnson of South Dakota, then a member and now chair 
of the Banking, Housing and Urban Affairs Committee, paid an early 
morning visit to our Washington Policy Conference.  In an unusually 
candid opening remark from a public official, Senator Johnson said, I 
don’t know much about reverse mortgages so please educate me.



 y country grandmother would sometimes wag her 
finger and warn me that bad news comes in threes.
I remembered her warnings when recently, for the 
second time in the same week, I saw an obituary 

for one of my clients in the local paper. Poignantly, a week later, 
a third client obituary appeared.
Attending wakes, and comforting surviving spouses, is just one 
reminder that serving the client after the closing is the heart of the 
reverse mortgage industry. After the closing, our clients continue 
to call, despite skilled and compassionate servicing departments.  
Knowing and trusting us, they call when there is an insurance 
loss, or when they need a funds request form, or want to change 
their payment plan.   They call for help in interpreting their 
monthly statement, or when an annual verification of residence 
letter arrives. They call during tax season, asking if they have any 
mortgage interest to deduct this year.  And they call just to talk.
Contrary to the “forward” world, as our industry mantra goes, 
our hand-holding and kitchen table coffee chats are what our 
senior clientele need and deserve. Relationship selling is, after all, 
about relationships. Our clients continue to need us long after 
the loan is closed, and always will.
Or will they? 
Have we possibly over-told this particularly self-congratulatory 
story? In painting this seductive picture of our lonely, needy 
clients, have we unwittingly painted ourselves into a difficult  
corner? Have we narrow-cast our product as the tool of last 
resort for the desperate and destitute?  In so doing have we 
possibly invited the intervention of every consumer-protecting, 
elder-advocating, innocent-protecting activist, regulator, legislator, 
or reporter intent on positioning themselves, instead, as the tool 
of last resort for protecting the needy, the vulnerable, the elderly, 
and the isolated? Is it so strange, however unfairly, to see our 
industry so frequently caricatured as peopled with rapacious, 
exploitative hustlers taking advantage of a frail and vulnerable 
elderly population? 
Frankly, although my most labor intensive and “high maintenance” 
clients are certainly the ones that most readily come to mind, the 
vast majority of my clients do not call post-closing, and I talk 
with them only when I pro-actively follow-up.  These clients had 
analyzed their own financial situation, they carefully investigated 
a HECM, they made an informed and rational decision, they 
hired my professional services, and they have needed minimal 
post-closing hand holding or intervention, beyond what is  
provided by a monthly account statement and toll-free access to 
an able servicing department. I think of:
• The retired physician and his wife, whose Merrill Lynch financial 
advisor sought an interim monthly cash flow vehicle. The stock 
portfolio had dropped 46% from 2008-2009, effectively doubling 
the burn rate of stock sales to support the couple’s projected 
retirement income. A HECM line-of-credit with an initial five 
year modified term replaced stock sales, and allowed time for the 
portfolio to recover without curtailing the couple’s well-deserved 
retirement lifestyle.

The Diversity  
of Clientele

Borrow With ConfidenceBorrow With Confidence

September - October 201112 Reverse Mortgage



• The professional wrestling legend whose over-sized home was 
perhaps too large for him and his wife, but which was irreplaceable 
because of the museum and training studio contained there.  His 
accountant called, seeking a solution to increasing real estate 
taxes, outstanding bills, and significant home repairs. A HECM 
line of credit enabled the couple to live in that home for five 
more years, until the husband died and the home was sold.
• The retired police chief, who realized that if he pre-deceased 
his wife then the loss of his pension would leave his widow with 
no monthly income.  A HECM provided funds for the purchase 
of life insurance, and also left a safety net of a growing line-of-
credit for future cash demands.
• A professional builder, who used a HECM to tap his home  
equity for funds to re-capitalize his construction company in 
order to complete and sell a cluster of new homes, whereupon he 
paid down the outstanding HECM balance.
• The adult daughter who had quit work to move into her 
mother’s home as full-time caretaker.  Despite the mother’s 
dementia, a durable power of attorney allowed the daughter to 
tap the equity in the mother’s home, arrange for adult day care 
in a local Alzheimer facility, resume her day job, and return each 
evening to care for her mother and their home. 
Perhaps we, as an industry, must tell the success stories as often 
as we tell the old-and-frail stories.  Actually, the success narrative 
appeals to a broader and more diverse demographic.  It creates a 
different grist for the daily media mill. It might give regulators 

and legislators confidence to narrow their enforcement to the 
true bad actors and genuine fraudsters, trusting that 25 years of 
diligent efforts and marketplace experience by Congress, HUD, 
the AARP foundation, NRMLA, the counseling network, and 
countless industry participants have forged a responsible financial 
service sector delivering a valuable product to a willing market.
Ironically, in their zeal to take credit for protecting the “nth” senior 
from possible harm, these crusaders can deprive their intended 
protectees of the unique benefits and guarantees of a program that was  
born of an equal zeal to protect the “nth” senior from possible harm.  
By fostering an aura of suspicion and an odor of inappropriateness, 
they potentially frighten seniors from an objective first look. 
So we, as an industry and as individual providers, must continue 
to educate ourselves on retirement issues and income strategies, 
re-positioning the HECM beyond its single-purpose image to 
its rightful place as a versatile financial tool in a comprehensive 
retirement plan.
“It takes a whole heap of good news to outweigh the bad,” my 
grandmother would say.
We have a whole heap of good news. Let’s share it.
Brett Kirkpatrick has been a loan officer and program developer 
with Mortgage Financial, Inc (Boston) since 1998, and has been 
originating HECMs since 2002.  Brett is current chairman of the 
ICC (Independent Certification Committee) which oversees the 
CRMP designation for NRMLA.

C R E D I T   C O U N S E L I N G   S O L U T I O N S

www.ClearPointFS.org

Call 866-786-9268

HECM Counseling Certif icates 

      ...without the Headaches

Easy – Clients call a dedicated 1-800 number designed to 
quickly get them with a real person to schedule their appointment. 
We provide nationwide telephone counseling or face-to-face 
counseling in 17 markets, and can provide the counseling in English 
and Spanish and Tagalog.

Free, Quick, and Consistent!

Stories of Exceptional ServiceStories of Exceptional Service

Continued on Page 14
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I locked the car and squinted as I looked up at my prospect’s 
house — a beautiful home, painted white with black shutters and 
surrounded by rhododendrons, azaleas and fir trees. On a closer 
look, weeds were popping up here and there. Dead plants in the 
planter’s box hung from the front step. Picking the newspaper 
off the slightly worn welcome mat, I rang the doorbell. And just 
when I was about to ring it a second time, the deadbolt unlocked 
and the door opened slowly, but only by a little crack—just 
enough to allow the homeowner to see who was at the door.
“good morning, Mary Beth. I’m Sarah Hulbert, here to meet 
with you about a reverse mortgage.”
“Welcome, Sarah. Please come in!” Mary Beth said with a wary smile.
With a breathtaking view of Mount Hood, Ore. in the distance, 
the living room looked bright and sunny. But the early spring 
sun couldn’t hide the feeling that something was wrong in the 
home. Despite the rich aroma of fresh coffee, the home seemed 
empty and sad. A box of tissues sat on the coffee table next to 
the sofa, complete with a blanket and pillow. Someone had been 
sleeping there. 
Mary Beth poured me a cup of coffee, and we sat down at the 
kitchen table. She told me her husband died of cancer a month 
ago. With his death, her Social Security income dropped 50 
percent, while the medical bills from his illness piled up.
“I do not want to sell this house, but I don’t know what else  
to do,” Mary Beth said.
“I cannot afford the property taxes and the maintenance on  
my income!”
It is a common story, but meeting with prospects in these  
situations breaks my heart. Her late husband, Frank, had always 
handled the finances and home repairs. She said he thought that 
owning their home free and clear with no additional debt meant 
that she would be financially covered after his death. What they 
didn’t plan for was the mountain of debt that came with his 
prolonged illness.
I explained reverse mortgages to Mary Beth, but when I saw her 
eyes cloud over, I asked if she understood what I was saying. She 
indicated she did, but that she would like to have another set 
of eyes and ears look at the program with her. We chatted for 
awhile and agreed to meet again when her neighbor, a real estate  

agent, could sit in with us. In the meantime, Mary Beth agreed 
to call a local, non-profit housing counselor to get reverse mortgage 
counseling, a requirement for all reverse mortgage applicants.
A week later, I returned to meet with Mary Beth and her  
neighbor. During the meeting, I walked them through the 
program and explained how she might benefit from a reverse 
mortgage. Mary Beth decided she was ready to complete the 
application. An hour later, I was on the road back to my office, 
where we began processing her reverse mortgage application.

About six weeks later, I was back at Mary Beth’s house with a 
traveling notary. The notary and I sat down with Mary Beth and 
her neighbor to explain the closing documents. Once all the 
documents were properly signed, the neighbor and notary left, 
leaving just Mary Beth and me alone to chat.

I gave Mary Beth a copy of the closing documents for her records  
and asked if she had any questions. “Not at this time,” was her 
answer, “but I am sure I will!” she said with a weak smile. I  
reminded her of the three-day right of rescission, whereby she had 
time to review the documents again, call me with any questions 
and, if she chose, opt to cancel the transaction altogether. She 
was pleased with this, as she knew she could take her time in the 
next few days to re-read the documents and ask any remaining 
questions before her reverse mortgage funded and recorded.

“Now that the reverse mortgage is almost final, how do you 
feel?” I asked her.

“I’m in shock,” she said, “because all I have done since I lost my 
husband is worry about what I was going to do in the future.” 
She explained that she had been up nights worrying about how 
to pay the bills, how she would pay her property taxes and what 
she would do if the furnace or refrigerator went out. She had 
decided to take out a lump sum of cash, with enough money to 
pay off her husband’s medical bills and leave a small safety-net in 
her checking account. The remaining funds were left in a line of 
credit which she could draw on as needed. 

Mary Beth took a deep, shaky breath and said, “Now that I 
don’t have to worry about money anymore, it’s time to look at 
my future and what I want to do. It feels strange not to have my 
husband here, but now that I know I am secure financially, I feel 
so free!” She smiled brightly and looked at me with a twinkle in 

By Sarah Hulbert, First Reverse USA, 
Chair NRMLA Ethics Committee

The Art of Reverse 
Mortgages
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1-866-318-7583
ConsumerCredit.comACCC

Reverse Mortgage
Counseling
At Its BestHow we can assist your clients:

•  Standard non-emergency counseling sessions booked within 3-5 days from required paperwork
•  Emergency counseling sessions within 24 hours of booking if all required paperwork has been   
   distributed and reviewed
•  Thorough 1 hour and 15 min (average) counseling sessions
    including FIT and Benefit Checkup Assessments
•  Telephone or private face-to-face appointments at our office
•  Professional, honest, and reliable counselors

Each counseling session adheres to HUD required HECM topics and accommodates the needs of our clients, resulting in the 
most comfortable counseling and the best understanding of reverse mortgages. All of our counselors are HUD certified and 

participate in ongoing education and training to ensure the highest quality counseling services.

American Consumer Credit Counseling maintains 
the highest counseling standards and works 
diligently to assist clients as quickly and as 

efficiently as possible.

www.ConsumerCredit.com

her eye that I hadn’t seen in the weeks we’d known each other. 
“I feel like I have a new lease on life! If only …” she paused and 
looked up at me while she began wringing her hands.

“What’s wrong, Mary Beth?” I grew concerned, as I noticed tears 
gathering in her eyes. 

She laughed nervously and said, “I don’t know how to say this, 
but even though I feel this sense of relief, there is something else 
you could help me with.”

Thinking she had more questions or maybe needed help with 
something around the house, I said, “Sure, whatever you need.”

“Now that this money is being deposited in my checking  
account in a few days, there’s something I need to learn.” She 
paused and looked up at me. “I’ve got a confession to make.”

“What’s that?”

“I have the money, but I don’t know how to write a check!”

Needless to say, I sat down again at the kitchen table and showed 
her how to write a check and track it in her register, balancing 
it with her bank statement. We exchanged hugs and I went on 
my way. We exchanged Christmas cards for several years, and 
even though we don’t correspond any longer, she is still in my 
thoughts regularly.

Reverse mortgages have received a great deal of attention in the 
mainstream media recently. I am often saddened by what appears 
to be a vision that has gone adrift. It is important that we all 

hold fast to what I call “the art of reverse mortgages.” With all 
the focus on new products, interest rates, modernization, etc., 
it’s easy to forget the original driving force behind the creation of 
reverse mortgages: To help senior homeowners.

Undoubtedly, reverse mortgages can be life-changing for senior 
homeowners, but the experience itself affects everyone involved 
in the transaction—the loan officer, the counselor, neighbors, 
children, escrow officers, etc. That’s what makes this program 
so special. Those of us involved with the program benefit just as 
much as the borrowers do. We have the pleasure of working with 
and helping seniors achieve their retirement goals and are able to 
go home at night with the satisfaction of making a difference in 
people’s lives.

(This article originally appeared in National Mortgage 
Professional Magazine)

Sarah Hulbert is the Retail Business Development Manager for 
First Reverse USA. With nearly 20 years of reverse mortgage 
experience in operations, retail and wholesale 
sales, Hulbert served four terms as co-chair of 
the National Reverse Mortgage Lenders  
Association’s board of directors. She is a current 
board member and co-chair of its Standards  
and Ethics Committee. 

Sarah Hulbert
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Another bad appraisal.  Oh no.  That makes four out of 
the last five.  Does she still qualify?  Will this loan still 
close?  How did I miss on the property value so badly?

Let’s start from the beginning, well, the beginning of the  
application appointment at least: “Hi Ms. B., its Jim Cory from 
Legacy Reverse Mortgage.  How are you doing?  great. Say, I’m 
leaving San Diego for the weekend and heading up to Los  
Angeles and if you were available I could stop by and meet you 
face to face to discuss your reverse mortgage.  Super.  Sure I can 
bring an application, and yes, we still have the 4% fixed rate.  We 
can’t lock the rate, but we sure can take the application and move 
as fast as possible to take advantage of this amazingly low rate.”

Fast forward two days and I’m driving up on a Friday afternoon 
to see Ms. B. in her home in the city of Los Angeles.  Of course 
I hit the rare traffic at the border patrol stop in Camp Pendleton, 
those 10 extra minutes on a Friday afternoon surely costing me 
another 30 minutes in Los Angeles.  5:30 and I reach the home 
of Ms. B., driving straight up a hill that seemed as daunting as 
Little Round Top.  I’m in the trees, in a secluded area, on top of 
a hill, gorgeous view of the reservoir, right in the middle of Los 
Angeles.  No way this home is worth less than $625,500.

The application goes quickly, efficiently and Ms. B. gives me the 
obligatory tour of the home.  great home, great view, secluded 
property, and a big driveway with plenty of parking.  This home 
would sell in a second.

Ms. B. was really interested in the 4% fixed rate reverse mortgage, 
 which as we discussed puts her in a much better position to 
retain equity for her daughter.  Like many reverse mortgage  
borrowers, she understands clearly that her daughter probably 
won’t be able to inherit this home, but she wants to leave her 
daughter something from the home when she passes.  She also 
can’t afford her monthly mortgage payment; she’s currently 
carrying a balance of about $360,000 on her home.  This low 
fixed rate reverse mortgage is perfect.  And she’ll even have about 
$40,000 leftover in cash to do some much longed-for travel.

With application in hand and after a stop at Six Flags Magic 
Mountain the next day to claim a present from my birthday a 
few weeks earlier (I feel one is never too old to ride 14 roller 
coasters in one day – and yes, I really was headed up to Los 
Angeles for the weekend), I head back to San Diego.  With the 
signed counseling certificate I order the case number and we 
are ready to go.  As promised we begin processing at breakneck 
speed.  Then comes the appraisal.

$580,000.  What?  How did they get that?  
I look at the comparables, all from another 
neighborhood in Los Angeles, none on her hill,  
none with a view.  She still qualifies, but now 
she’s only getting approximately $12,000 in cash. 
Mrs. B. is not happy, nor am I.  And now 
she’s got cold feet again.  Did I mention I had 
been discussing the reverse mortgage with her for 
the past five months?  And it’s another Friday, 

and there’s rumor the 4% will soon go the way of the dodo bird.

Roller 
Coaster  
Ride
By Jim Cory  

Jim Cory
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“ Similar (comparable!) home, sold 2 
months ago, sale  Price $720,000. 
Using that comparable  and two 
others, I fill out their appraisal 
rebuttal sheet in record time to 
get it in before the weekend. ” 

I jump into action.  We find some recent comparables, including 
one a few doors down from her house.  Similar (comparable!) 
home, sold 2 months ago, sale price $720,000. I call the  
appraisal management company.  

Using that comparable and two others, I fill out their appraisal 
rebuttal sheet in record time to get it in before the weekend.  
Normally, I spend a few days strategizing, complaining about the 
appraiser, expounding on the issues around the FHA appraisal 
process of using appraisal management companies, and then 
finally do my research.  No time for that, I submit the form.

The next week, I follow up a few times, and voila, the appraiser 
has reviewed the additional comparables and we have an updated 
report.  Uh-oh, that was too fast.  Let me guess, check the  
addendum for the denial of the comparables that I supplied.  

$675,000!  The appraiser admits he made a mistake in using the 
incorrect neighborhood and not giving enough consideration to 
the view and location.  And he’s corrected it.  I call Ms. B. and 
she’s ecstatic.  I can’t believe it, not only did we actually win an 
appraisal rebuttal but it only took 12 days.

We’re ready to close, one condition to clear then we should  
receive final approval and we can lock.  Suddenly, the market 
turns and the 4% is on notice.  I’m on the phone again, this time 
with the lender.  I’m doing whatever I can to rush this loan, to 
get the clear to close and lock the rate for my client.  I get the 
clear to close the day before the lender drops the 4% rate as an 

option.  We’ve made it.  Total time to process the application, 
including a 12 day delay with the appraisal, is 33 calendar days.

Two weeks later, an edible arrangements basket arrives at the 
office, thanking the Legacy team for their hard work on the loan.  
Reading the attached note makes all the hard work we put in this 
industry worth it.  As for the delicious basket of fruit, I hope it’s 
not a violation of RESPA…

Jim Cory is Co-founder and CEO of Legacy Reverse Mortgage, 
a reverse mortgage originator in San Diego, CA. Mr. Cory began his 
reverse mortgage career 13 years ago and he serves on the Board of  
Directors for the National Reverse Mortgage Lenders Association. 
jcory@legacyreversemortgage.com

Effi cient, Comprehensive, and Professional
Reverse Mortgage Counseling

Be sure to visit us on the web at www.cambridgecredit.org.

3 reasons to put Cambridge Credit Counseling at the top of your list:
NO HOLD TIMES
Cambridge has a staff of over 60 fi nancial professionals, including 
nationally-certifi ed reverse mortgage, housing and credit counselors, 
helping ensure quick response times and timely counseling sessions.

CONVENIENT HOURS
Our extended offi ce hours include night and weekend availability for 
your clients’ convenience.

DEDICATED STAFF
The average tenure of each of our counselors is nearly a decade, making 
us one of the most experienced fi nancial counseling agencies in the country.

Cambridge Credit Counseling is a 501(c)(3) non-profi t housing and credit counseling agency.
We are approved by HUD to provide housing counseling services, and our reverse mortgage
counseling is approved by HUD and by the Massachusetts Executive Offi ce of Elder Affairs.  

We offer face-to-face counseling for clients in or around Massachusetts, while telephone counseling is offerred NATIONWIDE!

Call 1-888-764-7460 to fi nd out how Cambridge can help your clients start enjoying their golden years today.  
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Lessons from the  
Marine Corps

By Eric Rittmeyer, Fidelis Mortgage,  
Certified Reverse Mortgage Professional

Borrow With ConfidenceBorrow With Confidence
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anything, but I did not see any problem 
with a three week settlement, especially 
because they had already completed the 
counseling and had a certificate in hand.   
The husband told me that he and his 
wife had a trip planned and the reverse 
mortgage had to be completed before they 
could leave.  I explained that I was very 
confident I could have everything  
completed within his time frame and the 
next day the application was completed.

Over the next week or so, we communicated 
frequently via email.  The appraisal came 
in just a little higher than what they 
thought, and everything was submitted 
for approval.  A few days after the file was 
submitted, I received a call from the wife 
who sounded very upset.  When I asked 
if everything was okay, she explained to 
me that her husband had stage 4 cancer, 
he was given just months to live and the 
vacation they scheduled was going to be 
their last trip together.   I was at a loss for 
words, and to make it worse, she told me 
he was rushed to the hospital the night 
prior.  She was calling to let me know that 
she would be at the hospital and I could 
contact her on the cell phone.  I explained 

Over the years, I have helped guide  
hundreds of older homeowners through 
the process of obtaining a reverse  
mortgage and I have gained many new 
friendships along the way.  Many of these 
relationships were forged over long  
periods of time after multiple meetings 
and long conversations with their family 
and friends.  The one common thread 
that has made every one of these  
relationships work is trust.  I, like most 
reverse mortgage originators, have many 
happy stories to tell.   And then there are 
the ones that are not so happy, but remain 
closest to my heart.

I received a call from a couple that started 
like many initial inquires do with  
questions about how to qualify, how 
much could be received, how the money 
got paid back, etc..  After spending about 
45 minutes on the phone with both the 
husband and wife, they informed me 
that I was the fourth company they had 
spoken to, and that they needed one very 
important question answered: Could 
I guarantee them that we could settle 
within three weeks?  I explained to them 
that I never give 100% guarantees on  

Stories of Exceptional ServiceStories of Exceptional Service

that everything was just about ready for 
settlement, and that we were going to be 
right on schedule.  I asked her to call and 
let me know how her husband was doing. 

A couple of days later, I received a call 
letting me know that her husband had 
passed away.  It was my first experience  
of having a client pass away, and I did  
not take it very well.  She was very upset, 
but also relieved that he had gone  
peacefully.  She thanked me for  
everything and informed me that she still 
wanted to complete the reverse mortgage-
-and she was still going to take the trip 
they had planned.   It was a good feeling 
for me knowing that I was able to keep 
my word and have everything completed 
ahead of schedule, and she was very 
thankful for that.

For the majority of reverse mortgage 
clients, this is probably the final large 
financial decision they will have to make 
in their lifetime.  I remember this every 
time I talk with my clients.  I want every 
person I assist to feel totally comfortable 
and 100% confident in their decision to 
move forward with the reverse mortgage.  
I learned very early in my Marine Corps 
days that trust and respect are never given, 
they are earned.  

Eric Rittmeyer is the President of Fidelis 
Mortgage located in Baltimore, Maryland.  
Eric is a veteran of the U.S. Marine Corps 
and has been in the 
mortgage industry since 
1998.  In June 2010, 
Eric was among one of 
the first in the nation 
to receive the designation 
of Certified Reverse 
Mortgage Professional 
(CRMP). 

From the very first day I entered the mortgage business back in 
1998, I made it my top priority to always go above and beyond 
for my clients.  Whether it was meeting a client late in the  
evening at their home, or cutting my weekend short to meet on 
a Saturday afternoon, I have always taken great pride in my job 
and the service I provide.

Eric Rittmeyer

“ A couple of days later, I received a call 
letting me know that her husband had passed 
away.  It was my first experience of having a 
client pass away, and I did not take it very 
well.  She was very upset, but also relieved 
that he had gone peacefully.  ” 
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I was definitely willing to try to help this man and after meeting 
with him and reviewing the file, I started the process of transferring 
case numbers and the appraisal.  Once I received everything, I 
realized that the appraiser was not from our area, did not know 
the area well and, as a result, could not find good multifamily 
comps.  His appraisal was obviously way off.  I, unfortunately, 
had advised the client that he should let the appraisal expire and 
start all over.  I explained that we needed to find some better  
comparable properties and that it might be require patience 
because multifamily sales in his neighborhood were way down 
from a time when they were the hottest thing going.  

I then turned to my network of Realtors, lenders and my own 
company colleagues to keep me abreast of multifamily sales that 
would be of benefit to my client.  We had to wait about five 
months to let the appraisal expire.  But it turned out my very 
own boss had a multifamily property loan that had a contract, 
we found another Realtor who also had a property with a  
contract, and we were able to exchange comps with both of 
them. Then I was able to use those two comps to get my new 
appraisal approved.  

While my client did have to wait out this appraisal and comps 
process to get his reverse mortgage, we were able to hold off the 
tax office until he could pay all his back taxes and still leave him 
enough with cash to totally repaint and rework the woodwork 
on his historical home. He appreciated the effort that my entire 
team put into his file over an eight month period to help him 
hold onto his home and his rental income.  It puts a good  
feeling in my heart that I was able to assist him.  Plus, I have  
created a friend and referral partner for life.

Melinda Hipp has been a mortgage professional 
for 13 years and spent the last 7 with Legacy 
Mutual Mortgage in San Antonio, Texas 
handling both forward and reverse mortgages.  
Melinda holds an MBA and an MA from 
Southern Methodist University and also holds the 
CRMP designation from NRMLA.  

Back in February of 2010, I got an urgent call from one 
of my Realtor partners stating he had a friend in  
desperate need.  A particular bank had been attempting 
to do a reverse mortgage for a gentleman who lived 

in an historical area of San Antonio where there were many 
multifamily residences, single family and even some commercial 
properties.  The bank had turned him down and this Realtor 
asked if I could take over the file.  

This potential borrower was living in an upstairs unit of his four 
unit property and renting the other units.  He had many health 
issues and had very limited mobility and relied on friends and 
neighbors for help and errands.  He owed over $130,000 in back 
property taxes and was in danger of losing both his home and 
the rental income that supported him.

It Takes
Perseverance
By Melinda Hipp, 
First Legacy Mortgage, 
Certified Reverse Mortgage Professional
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Melinda Hipp

“ He appreciated the effort 
that my entire team put into 
his file over an eight month  
period to help him hold onto 
his home and his rental  
income..  It puts a good  
feeling in my heart that I  
was able to assist him.  Plus,  
I have created a friend and  
referral partner for life.” 
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Looking for a Wholesale Lender?

If you are looking for an investor
to sell reverse mortgage production, the following companies

participate in NRMLA’s Wholesale Lender Council.

NRMLA does not endorse any of the companies listed. This is for informational purpose only.

To get more information, visit NRMLAonline.org.



going to count on me to guide you through this process, I am 
going to be there with you every step of the way.  And even when 
the process is finished and the loan closed, I remain always  
available to my clients.

Financial services may have a reputation as being a cold business, 
and rightly so.  But we are dealing with seniors and their homes 
and their families and what well may be their last big financial 
decision.  This has to be a warm business.

There are two approaches to everything in life: The 
first is the ‘by the book’ approach — meaning  
everything has a bullet point, a right and a wrong, 
a way of doing things from the point of view of 

management. The alternative is the ‘feeling’ approach — doing 
something that is right for the customer, even sacrificing the 
big payout to do the right thing. Most people go straight by the 
book to impress the boss, get what they want and have a  
convenient alibi if things don’t work out.  Let’s face it, life today 
is expensive, business today is difficult and everyone is ultra  
dollar conscious.  But I just don’t think like that.

In the reverse mortgage business, I believe it’s my job to look 
at life through the eyes of the customer; to ask the important 
questions such as who, what, where and why to try to get in 
on their perspective. This is a people business, not a numbers 
business and there is more to the process than just filling out the 
paperwork, and sending the customer off to closing alone and 
overwhelmed. 

The benefits of a reverse mortgage are endless for the right  
customer. This product can give a person 62 years or older  
financial peace of mind. But first we need to make sure our  
customers are qualified on paper and that the product we are 
selling makes sense for them.

During the initial meeting, while I go over the process with the 
customer, I am simply getting to know them. I usually meet with 
the customer two to three times, talking about the future, children, 
grandchildren or just the weather. Each meeting can last up to 
two hours. It’s a large investment of time, but I find that’s the 
commitment we make when we choose this business. 

I counsel the customers to make sure the reverse mortgage is the 
right thing, and, if it turns out not to be, I advise the customers 
to go a different route. After they go through third-party  
counseling while we work together to complete the application, 
I like to go over everything said from the very first meeting 
another time, just to make sure the customers really knows what 
they are signing and what the next steps will be. 

Though it is not required or customary, I attend the closing with 
the customer. This is a big decision in anyone’s life and under 
no circumstances would I let the customer feel alone.  If you are 

The Feeling
Approach
By Henrietta Belcher-Stack, WSFS Bank, 
Certified Reverse Mortgage Professional

“ I believe it’s my job to look 
at life through the eyes of 
the customer; to ask the 
important questions such as 
who, what, where and  
why to try to get in on  
their perspective. This is a 
people business, not a  
numbers business...” 

Everyone has a choice in life take the ‘book’ way or the ‘feeling’ 
way. I just follow my heart and try to make sure whatever I am 
doing all along the way is for the good of the customer.  After all, 
there are a lot of ways to make a living, but what this business is 
finally all about is heart, isn’t it? 

Henrietta Belcher-Stack, CSA, CRMP started her career in the 
retirement plan trust service industry as a national sales manager. 
She joined WSFS Bank in 2006 and quickly joined the Reverse 
Mortgage Division.  She was WSFS Bank Lender of the Year in 
2007 and 2008. Her role changed in 2009 when she was promoted 
to National Sales Manager and again promoted to Assistant  
Vice President in 2010. 
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It began like the closing process on any other loan. We 
received Marjorie’s file in late December, which would 
probably mean a closing in late January as long as that was 
convenient for Marjorie. Then, on January 28th we were 

notified by the lender that Marjorie’s home was to be foreclosed 
on January 31st at 10 AM.  January 28th was a Friday!  Even if 
we could pull this off by working all weekend, there were not 
three days left for the required right of rescission period. 

Marjorie is 68 years old and has resided in her property in  
Tulare, California since she was in her 20s. The whole point of 
the reverse mortgage was to permit her to afford to stay in her 
home.  It was imperative that we got the reverse mortgage loan 
closed before Monday morning.  

Our team, led in this case by Tina Meilinger, our Senior Vice 
President of Operations, and Josalyn Keeth, the Lead Settlement 
Officer, set aside any weekend plans and went to work.  They 
contacted the lender to see if we could get approval to waive the 
right of rescission.  This request is never approved because of 
the liability that it places on the lender unless we can prove that 
there are no other options to save this borrower’s home. 

While the lender was making this difficult decision, we obtained 
the foreclosure attorney’s contact information and called to beg 
and plead to postpone the sale.  However, the sale had been 
postponed previously and our sad story fell on deaf ears.  Without 
a moment to lose, we scheduled the signing immediately and 
after the borrower signed the loan documents, she drove to our 
office with them so that we could scan them to the lender and 
they could start underwriting the file.  We received an approved 
waiver from the lender and borrower to omit the three day right 
of rescission and verified that all documents had been signed 
correctly.  But the drama wasn’t over yet. Our office is located 
on the West Coast — and the payoff lender and attorney were 
located on the East Coast.  

We had to coordinate with our accounting department and 
disbursement department and all come in at 4:30 AM Pacific 
Time Monday morning to receive the borrower’s funds and 
send out the payoff wire as quickly as we could so that it would 
be received by 10 AM Eastern Time to prevent the foreclosure.  
Luckily the stars aligned, this all worked out and we were able to 
save Marjorie’s home!  Instead of being tossed 
out of her house on Monday,  she came to 
our office with a card and canned jelly that 
she had made to show her appreciation.  

When people ask us what we do for a living,  
I tell them that we are in the business of 
changing senior’s lives, one loan at a time.

Alissa Scott Prieto is the VP, Eastern Regional 
Sales Manager and has been employed with Premier Reverse 
Closings for the past 8 years.  Prior to joining the reverse 
mortgage industry, she closed loans as a Settlement  
Officer for three years.  

Closing 
Under 
Pressure
By Alissa Scott Prieto, 
Premier Reverse Closings
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Alissa Scott Preito
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bAy dOcS, iNc.
Since 1994, Bay Docs’ core focus has been reverse mortgage 
document preparation. Bay Docs is the document provider of 
choice for many of the top 20 reverse mortgage lending  
institutions, including 
two of the top three.  
We remain the only 
document preparation 
company dedicated solely 
to the reverse mortgage industry. 
We are your one-stop resource for pre-application, three-day 
disclosure and closing packages for lenders and brokers who offer 
the FHA Home Equity Conversion Mortgage (HECM) loan 
program. We have a highly qualified staff with extensive legal, 
compliance and technology expertise, which allows us to offer 
services beyond traditional document preparation. 
Call: 888-297-3627 or visit www.baydocs.net
Contact: Kathleen Leonard 415-408-5134 or email  
kleonard@baydocs.net

cAmbridge credit  
cOuNSeliNg cOrp.
Cambridge Credit Counseling is a 501(c)
(3) non-profit housing and credit  
counseling agency, providing financial 
education and a variety of counseling  
services to individuals and families across 
the country.  Cambridge offers credit/debt  
counseling, foreclosure intervention  
counseling, reverse mortgage counseling, first-time homebuyer 
education, post-purchase, and rental assistance counseling.   
The agency’s counselors are nationally trained and certified and 
have an average tenure of nearly a decade, making them one  
of the most experienced, full-service financial counseling  
agencies in the country.  Cambridge’s housing counseling services 
are approved by the U.S. Department of Housing and Urban 
Development, and their reverse mortgage counseling services  
are approved by the Massachusetts Executive Office of Elder  
Affairs.  Cambridge is a member of the Better Business Bureau 
and currently maintains an A+ rating.  The agency has been an 
ISO 9000 certified agency since 2001.  Since their inception in 
1996, Cambridge has provided financial counseling to well over 
1 million consumers across the country.

www.cambridgecredit.org 
www.keepyourhome.us

Housing Counseling:   
Phone:   1-800-757-1788 
E-mail: housing@cambridgecredit.org

Credit Counseling: 
Phone: 1-800-527-7595 
E-mail: info@cambridgecredit.org

celiNk
Celink’s Reverse Mortgage Servicing Mission is threefold.  
We Lead —
Ethics, integrity, and unwavering core values direct all of our actions. 
We Support —
We support our clients  
through new and often  
uncharted territory.

We Innovate —
We explore and uncover new 
and cost-effective ways to  
increase our value to our  
clients and their borrowers. 
We meet every industry challenge and every client and borrower 
need with the confidence that comes from knowing who we are 
and what we’re about. Your reputation and your borrowers are safe 
with Celink. 
Visit celink.com for a full Corporate Overview.
John LaRose, CEO: john@celink.com (517) 321-9002
Ryan LaRose, COO: ryan@celink.com (517) 321-5491

cleArpOiNt credit cOuNSeliNg
ClearPoint Credit Counseling Solutions is one of the nation’s 
largest 501(c)(3) nonprofit credit counseling organizations, and 
has the third largest capacity for reverse mortgage counseling. 
We provide counseling nationwide, and offer  
face-to-face appointments in  
17 markets. As a national HUD 
approved intermediary, 
we follow all of the newest 
HUD requirements.

Phone: 866-786-9268

www.ClearPointCCS.org/
ReverseMortgage

Director of Housing: Martha.Viramontes@ClearPointCCS.org

JAmeS b. Nutter & cOmpANy
Known as America’s First FHA Reverse Mortgage Lender, James 
B. Nutter & Company is a national mortgage banking firm 
licensed in 50 states, the District of Columbia and the  
Commonwealth of Puerto Rico. Founded in 1951, the company’s 

who’s who in ReveRse MoRtgages
Profiles of NRMLA Member Companies

C R E D I T   C O U N S E L I N G   S O L U T I O N S

September - October 201126 Reverse Mortgage



headquarters 
are located in 
Kansas City, 
Missouri where 
the firm  
specializes in originating FHA, VA and Conventional loans.   
In 1989, James B. Nutter & Company was honored to close  
the first FHA HECM Reverse Mortgage in the nation for  
Ms. Marjorie Mason of Fairway, Kansas.      

www.jamesbnutter.com

Retail Division:   
Chris Peters (800) 342-7334

Wholesale Division:  Paul Madson (800) 798-3946

metliFe bANk
MetLife Bank N.A., a MetLife company, is a federally chartered 
bank offering deposit products and a nationwide retail and 
wholesale provider of home financing. With a dedication to  
responsible reverse mortgage lending, MetLife Bank is  
committed to helping older Americans make the most out of 
this important mortgage option. The Bank offers a wide range 
of federally-insured HECM loan options, as well as skilled, 
straightforward guidance that simplifies the loan process and 
helps customers make  
informed decisions. 
MetLife Bank is a  
member of the National 
Reverse Mortgage  
Lenders Association 
(NRMLA), and we adhere 
to the highest ethical standards in the industry. 

Career opportunities:  
Call 1-866-951-4777 or visit  
www.metlifebank.com/careers
Wholesale division: Call 1-866-359-3817 or email Mike 
Mooney at mmooney1@metlife.com
MetLife Bank, N.A. is an Equal Opportunity/Affirmative Action Employer.

Mortgage financing provided by MetLife Home Loans, a division of 
MetLife Bank, N.A., Equal Housing Lender. © 2010 METLIFE, INC. 
R0511183309[exp0612][All States][DC] 

reVerSeViSiON
ReverseVision is a leading technology company in the reverse 
mortgage industry. 10,000 users in 1000 companies rely on 
ReverseVision to originate reverse mortgages.
Loan officers like the simplicity of ReverseVision and the  
powerful graphical representation of reverse mortgages.  
Lenders rely on ReverseVision for RESPA compliance and use  
ReverseVision’s reporting features to manage their operation. 

ReverseVision is privately owned and independent and focuses 
on reverse mortgages exclusively. The company is located in 
North Carolina and employs a team of leading software  
engineers and reverse mortgage specialists with a combined  
experience of over 50 years.

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

reVerSe mOrtgAge SOlutiONS
Reverse Mortgage Solutions (RMS) is a premier provider of 
hosted reverse mortgage loan servicing software as well as the 
nation’s leading authority on all aspects of reverse mortgages — 
specializing in reverse mortgage servicing and sub-servicing. The 
RMS suite of reverse mortgage technologies automates the entire 
reverse mortgage life-cycle 
from loan origination to 
loan servicing to ginnie Mae 
HMBS issuance and master 
servicing. 

The corporate objective is to  
continue to be a dominant 
force in all aspects of reverse 
mortgage business, as well as other mortgage and  
mortgage-related specialty serving products.  To learn more about 
RMS click here: www.rmsnav.com

uFg/reVerSe it! 
Urban Financial Group & Reverse it! offer a complete line of 
products and services in the retail and wholesale reverse mortgage 
industry, respectively. Consistently ranked among the top ten 
lenders in the nation, Urban Financial group and Reverse it! 
have built their success using a turn-key, streamlined approach 
for their clients to 
assure all loans are 
closed accurately, 
quickly, and above 
all — ethically. As a 
pioneer in the reverse 
mortgage industry, Urban Financial group also uses its strength, 
experience, and proud NRMLA affiliation to lobby for fair laws 
that protect seniors from abusive and predatory practices. Visit 
us at www.reverseit.com 

Career opportunities: Call 888-777-3311 or  
email us: sandy@urbanfinancialgroup.com
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Below is a ranking of HECM activity by state from January 1, 2011, through July 31, 2011.

RANK LOANS ISSUED
Y-o-Y % 

CHANgE
MARKET- 

SHARE

heCM voluMe tRends
Below is a graph of HECM activity by volume from March, 2009, through July 31, 2011.

Source: Reverse Mortgage Insight (www.rminsight.net)

Source: Reverse Mortgage Insight (www.rminsight.net)
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the nation’s 20 laRgest heCM states

1 0 California 5,955 3.7% $2,452,361,819 13.7%
2 1 Texas 3,770 13.0% $607,866,163 8.7%
3 -1 Florida 2,919 -21.4% $589,581,508 6.7%
4 0 New York 2,602 10.6% $962,411,858 6.0%
5 3 Pennsylvania 1,978 27.0% $358,867,019 4.6%
6 0 New Jersey 1,856 14.1% $552,897,832 4.3%
7 0 Virginia 1,692 4.4% $399,014,410 3.9%
8 -3 Maryland 1,458 -21.9% $372,672,343 3.4%
9 7 North Carolina 1,148 38.3% $230,692,603 2.7%
10 -1 Illinios 1,145 -20.8% $225,294,065 2.6%
11 -1 Washington 1,120 -5.5% $327,802,060 2.6%
12 -1 georgia 1,057 -3.8% $196,519,508 2.4%
13 -1 Puerto Rico 1,015 1.0% $173,109,250 2.3%
14 0 Massachusetts 883 -3.0% $291,191,000 2.0%
15 0 Arizona 860 0.0% $190,565,797 2.0%
16 3 Tennissee 815 26.2% $141,661,130 1.9%
17 -4 Oregon 795 -14.4% $202,627,190 1.8%
18 -1 Colorado 786 10.5% $225,356,112 1.8%
19 1 South Carolina 748 17.8% $148,032,152 1.7%
20 3 Ohio 734 22.3% $94,949,290 1.7%
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the nation’s top 100 heCM lendeRs
R

AN
K

R
AN

K

LENDER LENDERLoans 
Issued

Market-
share

Market-
share

Max. 
Claim 

Amounts*
Loans 
Issued

Max. 
Claim 

Amounts*

Y-o-Y 
%

change

Y-o-Y 
%

change

1 Wells Fargo Bank Na. 10,739 30.2% 2808.89 24.8%
2 Metlife Bank 3,620 131.3% 940.12 8.4%
3 Bank of America 3,465 -8.5% 939.79 8.0%
4 One Reverse Mortgage Llc 2,523 54.6% 418.89 5.8%
5 generation Mortgage Co. 899 27.7% 197.49 2.1%
6 American Advisors group 856 110.8% 171.47 2.0%
7 Reverse Mortgage USA Inc. 564 -13.9% 83.32 1.3%
8 Urban Financial group 547 -36.5% 82.31 1.3%
9 gaurdian First Funding grp Llc 534 -20.9% 116.91 1.2%
10 genworth Financial. 442 66.8% 104.03 1.0%
11 Security One Lending 432 27.4% 121.54 1.0%
12 Pnc Reverse Mortgage Llc 421 89.6% 95.53 1.0%
13 New Day Financial Llc 412 5.6% 84.17 1.0%
14 Unknown 409  118.76 0.9
15 Senior Mortgage Bankers Inc. 376 9.0% 59.46 0.9%
16 The first National Bank Layto. 354 807.7% 123.47 0.8%
17 M and T Bank 338 1.5% 61.45 0.8%
18 Fianacial Freedom Acquisition 300 -56.5% 88.81 0.7%
19 Money House Inc. 298 -8.3% 50.26 0.7%
20 great Oak Lending 289 -23.3% 63.66 0.7%
21 Net Equity Finacial Inc. 281 -40.1% 74.73 0.6%
22 Ireverse Home Loans Llc. 257 84.9% 64.46 0.6%
23 Suntrust Mortgage Inc. 250 36.6% 51.63 0.6%
24 Equipoint Financial Network Inc. 201 -22.7% 52.97 0.5%
25 Royal United Moortgage Llc. 196 92.2% 40.86 0.5%
26 Aspire Fianacial Inc. 165 -6.8% 24.01 0.4%
27 Primelending/Plaincapitol 158 135.8% 39.35 0.4%
28 Midcontinent Finacial Center 154 38.7% 36.87 0.4%
29 Mas Associates 129 -17.3% 31.36 0.3%
30 Senior American Funding Inc. 121 -37.9% 40.13 0.3%
31 Mortgageshop Llc 120 -13.0% 23.81 0.3%
32 All Financial Services Inc. 105 36.4% 15.23 0.2%
33 Webtser Bank 97 5.4% 23.97 0.2%
34 Reverse Mortgage Solutions Inc. 93  18.12 0.2%
35 American Pacific Mortgage 92 16.5% 28.76 0.2%
36 Network Funding Lp. 85 51.8% 17.57 0.2%
36 Cherry Creek Mortgage Co. Inc. 85 10.4% 25.79 0.2%
38 Home Savings of America 83 93.0% 23.08 0.2%
38 Open Mortgage Llc. 83 -20.2% 29.83 0.2%
40 Sun American Mortgage Co. 82 51.9% 19.12 0.2%
40 Stay In Home Mortgage Inc. 82 -46.4% 16.78 0.2%
40 Trinity Reverse Mortgage Inc. 82 60.8% 37.42 0.2%
43 Brian A. Cole & Associates Ltd. 81 -58.2% 8.94 0.2%
44 Sidus Financial Llc. 79 2.6% 16.23 0.2%
45 Nationwide Equities Co. 77 -2.5% 30.76 0.2%
45 Christensen Fianacial Inc. 77 71.1% 15.93 0.2%
45 gMFS Llc. 77 -22.2% 13.99 0.2%
48 Intergrity 1st Mortgage Inc. 75 -62.5% 9.94 0.2%
49 United Southwest Mortgage Co. 73 -22.3% 26.87 0.2%
50 Envoy Mortgage Ltd. 71 -14.5% 16.02 0.2%

51 M and I Marshall & Ilsey Bank 70 -36.9% 12.54 0.2%
51 Upstate Capitol Inc. 70 -50.7% 14.29 0.2%
53 Vig Mortgage Co. 69  13.27 0.2%
53 Academy Mortgage Llc. 69 -41.0% 17.27 0.2%
53 AMTEC Funding group Llc. 69 -21.6% 20.67 0.2%
56 First Mariner Bank 68 -74.4% 16.46 0.2%
57 gateway Funding Diversified Mtg. 66 0.0% 17.24 0.2%
58 Tripoint Mortgage group Inc. 65 -5.8% 34.06 0.2%
59 Montgomery Mortgage Inc. 63 -37.6% 10.09 0.1%
60 Primary Residential Mortgage Inc. 62 -8.8% 14.27 0.1%
60 Harvard Home Mortgage Inc. 62 -51.9% 10.91 0.1%
62 Metro Island Mortgage Inc. 60 39.5% 10.71 0.1%
63 Universal Lending Co. 57 0.0% 14.98 0.1%
64 Approval Frist Home Loans Inc. 56 24.4% 17.42 0.1%
64 Priority Mortgage Co. 56 -60.8% 9.89 0.1%
66 Seniors Reverse Mortgage  54 -71.4% 12.42 0.1%
67 Fulton Bank National Assoc. 53 -5.4% 11.60 0.1%
67 Soveriegn Lending group Inc. 53 307.7% 24.25 0.1%
69 West Town Savings Bank 52 2500.0% 10.43 0.1%
70 Axis Finanal group Inc. 51 750.0% 5.55 0.1%
70 AA Mortgage group Llc. 51 -39.3% 91.55 0.1%
70 Sterling Savings Bank 51 5000.0% 11.02 0.1%
70 Traditional Home Mortgage Inc. 51 -54.5% 14.75 0.1%
74 Value Financial Mortgage Service 50 -31.5% 8.83 0.1%
74 Rockland Trust Co. 50 6.4% 15.12 0.1%
76 Allied Home Mortgage Cap. Co. 49 -43.0% 9.01 0.1%
76 United Northern Mortgage  49 28.9% 19.27 0.1%
78 The Senior Equity group Inc. 48 23.1% 21.91 0.1%
79 gaurenteed Mtg. Co. Inc. 47 104.3% 19.19 0.1%
80 Liberty Street Financial group 46 -20.7% 21.06 0.1%
81 Prosperity Mortgage Co. 45 -8.2% 14.99 0.1%
81 Oceanfirst Bank 45 40.6% 8.79 0.1%
81 New Castle Mortgage Llc. 45 -11.8% 6.49 0.1%
84 Health One Credit Union 44 25.7% 16.96 0.1%
84 Midcontinent Fianacial Center Inc. 44  10.01 0.1%
84 Mcgowin King Mortgage Llc. 44 -22.8% 7.25 0.1%
84 Watermark Capitol Inc. 44 -27.9% 14.97 0.1%
88 Aramco Mortgage Inc. 43 16.2% 19.47 0.1%
88 James B. Nutter and Co. 43 22.9% 7.36 0.1%
88 East Coast Capital Co. 43 -18.9% 17.38 0.1%
88 Pinnacle Capital Mortgage Co. 43 19.4% 11.96 0.1%
88 Sun West Mortgage Co. Inc. 43 48.3% 14.80 0.1%
93 United Southwest Mortgage Co. 42  14.49 0.1%
94 Homeservices Lending Llc. 41 310.0% 14.32 0.1%
94 Southwest FUnding Lp. 41 -28.1% 6.52 0.1%
96 Wilmington Savings Fd Society 40 -52.9% 10.18 0.1%
97 Urban Housing Mortgage and Rty. 39 -57.1% 5.18 0.1%
97 gateway Reverse Mortgage group 39 -66.1% 3.59 0.1%
97 American Senior Lending Inc. 39 -33.9% 7.17 0.1%
97 Retirement Life Funding Llc. 39 -2.5% 13.93 0.1%

Source: Reverse Market Insight (www.rminsight.net)

*In Millions
From January 1, 2011 through July 31, 2011 **These are loans originated late last year and earlier in 2011  

by Third-party originators that FHA could not identify.
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