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The reverse mortgage market is lucrative, growing,
and finding ways to help seniors when nothing else
can. So why are some traditional originators wary of
adding reverse mortgages to their product mix? MPA
sat down with six reverse mortgage experts to talk
about growing the industry, attracting new talent and
tapping into a market of 10 million homeowners
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T

he reverse mortgage market has been
around since 1989. It’s helped financially
strapped seniors when nothing else could,
and it’s extremely lucrative for originators. So, why
are so many mortgage professionals hesitant about
adding reverse mortgages to their product mix?
MPA sat down with six reverse mortgage experts
to ask them about attracting new talent, tapping
into an ever-growing market, and where the
industry as a whole is headed.

THE EXPERTS

SMALL BUT GROWING
“Reverse mortgages are still just a blip on the radar
– especially in comparison to the forward space.
We’re still growing significantly, but we would
really like to continue to grow this industry,” says
Alissa Prieto, regional account manager for Reverse
Mortgage Funding. “I think it’s very important for
us to continue to educate senior
homeowners – as well as all age
groups – and realtors, brokers,
lenders. It’s such a great program
that we really need to do a better job
of getting in front of everybody and
making sure they understand the
benefits of a reverse mortgage.”
“I believe the stat is that 10,000
seniors turn 62 every day. So the
market is growing,” says Kimberly
Smith, senior vice president of

“I think
what’s
missing
from the industry
is more loan
officers talking
about the product and educating
financial planners and accountants,
getting more people talking about it
to tap into that market.”
Rob Katz, executive vice president, ReverseVision
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wholesale lending for American Advisors Group.
“Right now we have the Baby Boomers turning 62,
which is the qualifying age for a reverse mortgage,
and on top of that most of these seniors have an
amazing amount of home equity they’ve built up
over the last 30 years.”
The issue, says ReverseVision executive vice
president Rob Katz, isn’t a lack of qualified
borrowers – it’s a lack of education.
“Let’s say that 10 million homeowners over the
age of 62 have lots of equity in their homes. Last
year there were 50,000 (reverse) loans done. So it’s
something like 0.003% of the marketplace that
actually got a loan last year,” he says. “I think what’s
missing from the industry is more loan officers
talking about the product and educating financial
planners and accountants, getting more people
talking about it to tap into that market.”
“We’re only at a 2% or 3% market penetration
when it comes to reverse mortgages,” adds Don
Currie, president of HighTechLending.
“And the challenge for the industry continues to
be educating the consumer – eliminating the fear
that some consumers have from the misconceptions
they have about the product – and educating
forward originators,” says Josh Shein, executive
vice president of Maverick Funding’s Reverse
Mortgage Network. “Some of them have a fear
about a new product, a product they’re not familiar
with. So it’s getting them comfortable with this
product, educating them about it, getting them
comfortable with originating it and talking with
their borrowers about it. That will help increase
that penetration.”
“We so often hear that it’s too good to be true,”
Smith says. “That’s the education piece – it truly
does offer an amazing financial tool. It’s just being
educated on how it works.”
“What’s interesting is that about 98% of people
out there have now heard about reverse mortgages
over the years,” says Jonathan Scarpati, executive
vice president of Urban Financial of America’s
wholesale lending division. “I think we’re doing a
lot better job getting the word out. But there’s still
only 30% that would actually consider one. I think
the majority of those people that aren’t considering
them have misconceptions about the way the
product works. Because once you do truly
understand how the product does work, it’s
outstanding.”
And Katz thinks that’s a shame because reverse
mortgages aren’t only a boon to seniors – they can

“Reverse mortgages are still
just a blip on the radar –
especially in comparison to
the forward space. We’re still growing
significantly, but we would really like
to continue to grow this industry.”
Alissa Prieto,
regional account manager, Reverse Mortgage Funding
help originators replace lost business.
“I think one of the most interesting things is that
in the forward space right now, the refi market is
dead. Rates have gone up and pretty much everyone
who was going to refi has refied,” he says. “So if
you’re an originator in the forward space, you’ve
lost a huge chunk of your business. The purchase
market is okay. It’s not as strong as we want it to be.
Now compare that to the reverse side, where you’ve
got millions of people who could use the loan. Even
though it’s a small fraction of the total mortgages
that are out there, it’s where the market should be
looking.”
Shein agrees. “Those originators who are trying
to jump into the purchase market are realizing
there’s not enough to replace all the refi activity
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they’ve had over the past few years. This is a great
avenue for them to jump into – understanding the
differences, being educated on it and being patient
with the sales cycle and the kind of borrower
they’re working with. That’s a major, major point
that they have to keep in mind when exploring
reverse mortgages.”

EXPANDING THE SPACE
The biggest stumbling block to exponential growth
in the reverse space, Scarpati says, is simply a

“Right now, when it comes to
seniors – particularly seniors
that are living on Social
Security or maybe a pension – they
can’t qualify for the traditional loans,
and really the reverse mortgage is the
only option for them.”
Don Currie, president, HighTechLending
26 | AUGUST 2014

dearth of reverse originators. That’s why one of the
industry’s top priorities is bringing more forward
originators into the reverse fold.
“This is an educational sale, and it’s really
important to educate as many seniors as possible.
The problem is that there aren’t nearly as many
boots on the ground as there should be to really
explain and drive home the benefits of reverse
mortgages,” he says. “We need a lot more people to
enter the space … It’s just a matter of educating
more and more seniors out there.”
“I feel like there’s a fear of the unknown out there
for originators,” Shein says. “The originator that’s
used to doing refinance, maybe some purchases as
well, has a fear of the unknown with a reverse
mortgage product: ‘How do I do it? The software’s
different,
the
product’s
different,
the
compensation’s different.’ They step back a bit, get
a little nervous, don’t want to get into it. Once they
learn about it, that makes a big difference. Then
they say, ‘Okay, I do want to offer this product.’ But
that’s a big challenge for all of us in the industry –
finding people who are interested in this and
spending the time training them on it, how it works,
how it’s a great product for you as an originator –
and certainly great for the consumer as well. All of
us – and all of our companies as well – spend our
days and nights trying to figure out how to attract
more talent to the industry. Because it is needed,
and it’ll make a big difference for everybody.”
“I think our goal is to make ‘reverse mortgage’ a
household term,” Prieto says. “Many of us have
been in the industry a long time, and we’ve made
leaps and bounds from where we originally started.
But we want this to continue to grow, and we’ve
been stuck at that 2% to 3% penetration. Our goal
here is to continue to educate and make sure there
aren’t misconceptions about the product, because it
really is such a great program. It can assist so many
senior homeowners. We do need more talented
salespeople … We really do want to make sure this
product is out there for everyone who needs it.”
“I think ultimately … if we could get every
forward mortgage shop adding this to their product
mix, that’s going to be how we take this product to
the masses,” Smith says.

WHY REVERSE?
So the reverse space is always looking to grow. But
why should a traditional originator add reverse
mortgages to a product mix that’s already doing
just fine? There are a lot of answers to that question,

MPAMAG.COM

according to the experts – number one being that
it’s simply important to offer borrowers as many
options as possible.
“I think it’s important for a forward originator to
want to have access to and offer as many products
as possible,” Shein says. “Whatever’s in the industry,
they want to have in their bag of tricks – anything
that their competitors are offering or that the
consumer might be hearing about. I think adding
this into your mix allows you to be a full-service
provider to your customer. It helps your referral
sources and makes sure you can provide the
consumer with the best possible product. Maybe
they are a better fit for a reverse. Maybe they’re a
better fit for a traditional refinance. If you know all
the products and have access to all the products,
you’re in a better position to find the best fit for the
consumer. So I think it’s essential for any originator
to be able to offer all the products.”
“I was a broker for 15 years and then on the
banking side for the last 15 years, so about 30 years
altogether,” Currie says. “And I think the philosophy
has always been that when somebody sits down in
front of you and there’s a loan in the industry to be
offered to that person, you should be able to offer
that loan. Right now, when it comes to seniors –
particularly seniors that are living on Social
Security or maybe a pension – they can’t qualify for
the traditional loans, and really the reverse
mortgage is the only option for them. As an
originator, it’s really important that you’re able to
place those seniors into the right loan for them.
Back when there were stated-income loans, for
instance, the industry really did a terrible disservice
to seniors by putting them into stated-income loans
when they really should have been giving them
reverse mortgages. If they can’t qualify for a
traditional loan, they should be getting a reverse
mortgage.”
Reverse mortgages are also less vulnerable to the
vagaries of a volatile market, says Scarpati.
“Reverse mortgages are a non-interest-ratesensitive product. Whether rates are up or down,
people are always looking for reverse mortgages.
And it’s a lot less competitive than the forward
industry. You’re probably competing with hundreds
of companies versus thousands and thousands of
companies that offer traditional mortgages. With
the number of seniors who are coming of age and
the market that’s already of age, it’s a tremendous
opportunity to grow your business and add an
additional product. Not to mention that if you’re

“How do you build your
business? How do you reach
out to those borrowers?
Education. Building relationships. …
The bottom line is, whatever you’re
comfortable doing as a forward LO,
do that.”
Josh Shein, executive vice president,
Maverick Funding’s Reverse Mortgage Network
already spending money in the forward market and
you’re generating leads, I guarantee you there’s a
tremendous amount of opportunity in the people
you’re already talking to.”
And of course, there’s the simple fact that reverse
mortgages can bring in more money for originators
than traditional loans.
“It’s a lucrative loan program,” Smith says. “As a
broker, you are going to earn a tremendous amount
of money on these loans.”
“You can close three loans and make the same
amount of money you’d make closing six or seven
loans on the forward side,” Prieto adds.
For Currie, one of the biggest benefits of having
reverse mortgages in his product mix is the
emotional payoff of helping seniors in need.
“I’m kind of a feel-good lender,” he says. “What I
mean by that is that I really like it when we’re done
AUGUST 2014 | 27  
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“Whether
rates are up or
down, people
are always looking for
reverse mortgages. And
it’s a lot less competitive
than the forward
industry. ”
Jonathan Scarpati, vice president of
wholesale lending,
Urban Financial of America

with a transaction and everybody shakes each
other’s hands. When it comes to reverse mortgages,
it’s amazing the emotion that happens at the closing
table. You’ll have seniors who are literally crying,
saying that you’ve saved their life, you’ve changed
their life – as opposed to the forward side where
they say, ‘Well, thank you for saving me $200 per
month.’ This is really more of a life-changing, lifesaving deal. Not only do you get that emotional
28 | AUGUST 2014

reward, you get the financial reward also – which is
just an amazing yield right now.”
“Statistically, 97% of people who get reverse
loans rave about them,” Katz adds. “Nowhere in any
industry is there a 97% satisfaction rate. But people
love this product, because when they get it, it saves
them. It’s a very positive thing.”

TARGETING THE MARKET
So how does an originator reach out to the evergrowing population eligible for reverse mortgages?
“There are several different ways to target the
population,” Smith says. “One of them is television.
American Advisors Group does a lot of television
advertisements. We actually do sell those leads, so
that’s one way to generate business. Most brokers
are out on the streets talking to people, financial
planners. There’s also mail, social media – all kinds
of different avenues. I would say that the same way
you’re generating your forward leads, you can
generate reverse leads as well.”
“Mining the database is going to be key – going
through that database of existing borrowers who
didn’t get approved, couldn’t get approved, decided
not to move forward,” Shein adds. “If they’re over
the age of 62, they could be eligible for reverse
mortgages. … The internet is a large growth area as
well. There are a lot of leads being generated that
way.”
And seniors today are more comfortable with
technology than ever before, Smith says.
“The seniors are getting younger and much more
tech-savvy, so we’re seeing a huge increase in lead
generation online,” she says.
“One of our most successful branches does payper-click – Google AdWords and such,” Currie
adds. “What we’re finding is that whereas 10 years
ago many seniors didn’t even have computers, now
because the Baby Boomers are turning 62, they are
going online. They’re shopping for reverse
mortgages online, and they’re very intelligent and
very savvy. For us at HighTechLending, that’s really
something we’re focusing on.”
But it’s not only seniors that reverse originators
should be marketing to, Smith says – it’s also their
children.
“They’re what we call the sandwich generation;
they’re still taking care of their kids, and now
they’re helping their parents out as well,” she says.
“So a reverse mortgage is a great tool for that
generation to help their parents out.”

MPAMAG.COM

SELECTING A STRATEGY
But with so many marketing options, how do
originators decide what will be most effective for
them? The important thing, the experts say, isn’t so
much the tools you have as how you use them.
“The key to this industry is relationships. So
when it comes to marketing reverse mortgages, I
don’t think you can do just one thing,” Smith says.
“I think you need to be doing a couple of different
things, building those relationships with financial
planners… as well as the consumer. I mean, there’s
nothing more powerful than a testimonial from one
of your senior borrowers.”
“At HighTechLending, we use many different
mediums of marketing, whether it’s direct mail or
social media, and what we’ve found is that they all
work,” Currie says. “Seniors take the message from
different media in different ways, and we found
that by going out to the house and actually meeting
with the senior face to face, your chance of closing
went up exponentially.”
“It’s economies of scale,” Shein says. “How do
you build your business? How do you reach out to
those borrowers? Education. Building relationships.
Whether it’s in person, which is an outstanding
way to reach out to them on the product, or even if
you’re on the phone. You can be successful that
way. Many are successful doing it that way. You’ve
just got to build that relationship and take that
consultative approach to the sale … The bottom line
is, whatever you’re comfortable doing as a forward
LO, do that. With a pool of 10 million prospects,
you’re going to get people that respond well over
the phone, you’ll get people who respond well face
to face. The market is so large that whatever you’re
comfortable doing, do it.”

MAKING THE MOVE
Let’s say you’re convinced. You want to add reverse
mortgages to your product mix. But one problem
remains, and it’s a biggie: You’ve spent your whole
career originating traditional mortgages. How do
you make the switch to reverse?
“With the reverse, it’s fairly simple,” Shein says.
“You just have to make sure your borrower is over
62, lives in the home and has sufficient equity in the
home. That’s the main sum and substance of what
you need to make sure that loan is going to come to
closing. There are obviously some other details
involved in the underwriting process, but that is the
key.”

“The key to this industry is
relationships. So when it
comes to marketing reverse
mortgages, I don’t think you can do
just one thing. I think you need to
be doing a couple of different things,
building those relationships with
financial planners as well as the
consumer.”
Kimberly Smith, senior vice president of wholesale lending,
American Advisors Group
“Ultimately it’s an FHA loan,” Smith adds. “So
from an underwriting perspective, we’re following
traditional FHA guidelines. Where we kind of
separate is that there’s no monthly mortgage
payment on these loans … What the clients are
responsible for are their property taxes and
insurance. The industry is working with FHA right
now to ensure that a borrower is capable of paying
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his taxes and insurance. So that’s an element that’s
in transition right now, but ultimately you’re
following traditional FHA rules. There is a learning
curve, but ultimately I’d say it’s a short learning
curve to get around.”
Still, Currie says, when loan originators are
dealing with seniors, they don’t want to just hope
they know what they’re doing.
“There’s always that conversation of, ‘How do we
get forward mortgage people to do reverse
mortgages?’ And we all know that there’s a big
chasm between the two,” he says. “So at
HighTechLending, what we’ve really focused on is
coupling that naïve broker or loan officer up with a
reverse specialist … Seniors are a very protected
class, so we really don’t want people who don’t
know how to do reverses out trying to do reverses.
You don’t want to practice at this. I feel as an
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industry we really need to have professional reverse
specialists partnering with the forward loan officer
and really mentoring them through the entire
process.
And considering how eager for growth the
reverse space is, finding that mentorship shouldn’t
be a problem.
“I think everyone at this table – and most people
in the industry – really have their hands out to help
forward loan officers,” Shein says. “Not only to
educate, but really to walk them through every step
of the process – the sales cycle, the origination, all
the way to closing. So they don’t have to experiment
or learn on the fly. They can really have someone at
their side every single step of the way.”
“As an industry, we’re not lacking in the training
department,” Prieto says. “We just need more
people to train.”

Reverse Mortgages: The right strategy
for a well diversified business
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If Reverse Mortgages aren’t part of your product mix—or if you’re not working with
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The mortgage industry’s most comprehensive guide to reverse lenders with
NAME

WEBSITE

PHONE

CONTACT NAME

www.firstloans.net

317-557-5113

Dennis Loxton

www.reverse-mortgage-california.com

888-808-8486

1st Reverse Mortgage USA

www.1strmusa.com/

805-279-3480

Lisa Bauer

Advisors Mortgage Group

www.reverseyourmortgagenow.com

800-657-1080

Julian Giaquinto

www.alcovamortgage.com

855-462-5268

www.afrhomeloans.com

602-867-6000

www.allrmc.com

800-565-1722

Cliff Auerswald

x

www.amboybank.com

800-942-6269

Gloria Dumm

x

www.aag.com

866-948-0003

www.afmsireverse.com

800-365-3539

Richard Glover

www.americannationwide.com

800-375-8698

Ed Rogers

www.apmortgage.com

775-954-0366

Patricia Wood

www.boejax.com

877-992-0022

Timothy Gill

www.bankofneworleans.net

888-834-1190

Ashley Hasselman

www.carrolltonmortgage.com

888-730-5200

Adam Weinert

www.cherrycreekmortgage.com

(303) 320-4040

Circle Mortgage

www.circlemortgage.com

954-981-6800

David Levitt

Cliffco Mortgage Bankers

www.cliffcomortgage.com

516-408-7300 x104

Chris Clifford

www.cobaltreverse.com

855-926-2258

Commerce Mortgage

www.ReversewithKurt.com

925-400-3850

Directors Mortgage

www.directorsmortgage.net

888-636-1112

www.loangoogle.com

770-542-1399

1st Financial Reverse Mortgages
1st American Senior Funding

Alcova Mortgage
Alliance Home Loans
All Reverse Mortgage Company
Amboy Bank

American Advisors Group
American Fidelity Mortgage Services
American Nationwide Mortgage Company
American Pacific Mortgage
Bank of England
Bank of New Orleans
Carrollton Mortgage Co.
Cherry Creek Mortgage Company

Cobalt Mortgage

Equity Loans
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Kurt Kessler

x
Tim Saxon
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our fully searchable database available at mpamag.com
NAME

WEBSITE

PHONE

CONTACT NAME

www.firstpriorityfinancial.com

800-617-3105

Jack Tenold

www.firstar-bank.com

855-506-2315

Jake Stockham

x

x

www.fbmortgageloans.com/Default.aspx

866-503-5212

David Karcher

x

x

Franklin Funding Reverse Mortgages

www.franklin-funding.com

843-762-2218

Gencor Mortgage

www.gencormortgage.com

520-836-7776

Rudy Benitez

www.generationmortgage.com

800-601-0790

John Lucas

www.granitestatemortgagenh.com

603-890-8900

www.harbormortgage.com

800-599-8700

George Downey

www.hightechlending.net

866-714-2040

Don Currie

www.homechex.com

866-461-6290

Homeowners Mortgage

www.homeownersmtg.com

800-948-6205

Impac Mortgage

www.impaccompanies.com

949-475-3943

Inlanta Mortgage

www.inlanta.com

877-326-5626 X6487

Tia MacNerland

x

www.integritymtgs.com

336-625-4992

Malia Young Shelton

x

www.lhfs.com

855-995-5040

Adam Moore

www.libertyhomeequity.com

Live Well Financial

Maverick Funding Corp.

First Priority Financial
Firstar Bank
FirstBank Mortgage Partners

Generation Mortgage Company
Granite State Mortgage
Harbor Mortgage Solutions

HighTechLending
HomeChex

Integrity Mortgage Group
Land Home Financial
Liberty Home Equity Solutions

Merrimack Mortgage Company
MiLEND
Mohave State Bank
Mortgage Master Service

1

2

3

4

5

x

x

x

x

x

x

x

x

x

x

x

x

x

x

x

x

x

x

x

x

x

x

x

x

x

x

x

x

x

Teresa Herron

x

x
x

x
x

x

x

x

x

x

x

800-218-1415

x

x

x

x

x

www.livewellfinancial.com

866-444-9354

x

x

x

x

x

www.maverickfunding.com

888-616-6866

x

x

x

x

x

www.merrimackmortgage.com

855-284-1692

x

www.milend.com

855-645-3631

x

www.mohavestbank.com

888-404-6725

www.reversemortgagemaster.com

800-583-7200

Gary Ardesson

x

x
x

x

x
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The mortgage industry’s most comprehensive guide to reverse lenders with
NAME

WEBSITE

PHONE

CONTACT NAME

1

2

3

4

5

www.msireverse.com

855-901-3100

Gennaro Faiola

x

x

x

x

x

www.mtb.com

866-265-6828

www.nationwidereversemortgage.com

877-777-9922

www.995rate.com

877-303-7283

Trey Callegan

www.newamericanfunding.com

949-214-2829

Ellen Skaggs

www.nfmlending.com

888-233-0092

www.reversemortgagebank.com

866-207-6272

www.oceanfirstonline.com

888-623-2633

x

www.onetrustseniorlending.com

877-707-2050

x

www.openmtg.com

877-512-7776

David Richardson

www.pacresmortgage.com

800-318-4571

Meagan Harsen

www.plazahomemortgage.com

858-812-0307

Mark Reeve

www.putnambank.com

800-377-4424

x

Reverse Mortgage Funding

www.reversefunding.com

888-494-0882

Reverse Mortgage Network

www.reverseandrelax.com

866-976-4376

Reverse Mortgage Pro

www.reversemortgage.pro

MSI Reverse
M&T Bank
Nationwide Reverse Mortgage
Network Funding
New American Funding
NFM Lending
North American Savings Bank
OceanFirst Bank
One Trust Senior Lending

Open Mortgage
Pacific Residential Mortgage

x
x

Pete Mendenhall CAPS, CRMP

x

x

x

x

x

x

x

x

x

x

x

x

x

x

x

x

x

x

x

x

x

x
x

x

x

x

x

x

x

x

x

x

Josh Shein

x

x

x

888-588-2855

Dennis Smith

x

www.rmsnav.com

866-503-5559

R.J. Johnson

x

www.wonderstatemortgage.com

888-742-4455

Shane Lester

www.rossmortgage.com

800-521-5362

www.s1l.com

206-909-5300

Janis Layman

x

x

Southern Trust Mortgage

www.southerntrust.com

443-738-9121

Neil Sweren

x

x

Sun American Mortgage Company

www.sunamerican.com

800-469-7383

Parker Turk

Plaza Home Mortgage
Putnam Bank

Reverse Mortgage Solutions
Reverse Mortgages of Arkansas
Ross Mortgage Corporation
Security One Lending
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MPAMAG.COM

our fully searchable database available at mpamag.com
NAME

WEBSITE

PHONE

www.townebankmortgage.com

888-637-1321

www.trustlending.net

305-597-5148

www.unitednorthern.com

516-520-5700

x

www.ufareverse.com

877-658-7226

VanDyk Mortgage Corporation

www.vandykmortgage.com

815-260-7273

Vanguard Funding

www.vanguardreverse.net

877-881-0010

www.vipmtginc.com

480-719-1489

x

www.vitekmortgagegroup.com

800-570-5300

x

www.happymortgage.com

888-261-3112

www.yadkinbank.com

800-853-1055

TowneBank Mortgage
Trust Lending

United Northern Mortgage Bankers
Urban Financial of America

V.I.P. Mortgage
Vitek Mortgage Group
WCS Funding Group
Yadkin Bank

CONTACT NAME

1

2

3

4

5

x

x

x

x

x

x

x

x

x

x

x

x

x

x

x

x

x

x

x

x

Nathan Majchrzak

Scott Heggs

x

x
x

REGION KEY
Association with a region is defined as licensing in one or more states within that region.
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4

5

1
2
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