
PRIME INTEREST               March 2008  
 

PRIME INTEREST, ©2008 NAPMW Houston.  All rights reserved.  

Hello Houston; 

Once again I get to start a letter off with a BIG thank 
you!  In February we had our annual Bottle Auction.  
This year we added a little twist (thank you to 
Syrisse Parker), we had Wine Tasting.  The Master 
of Ceremonies, Mark Bunting also blessed us with 
his incredible talent of song.  The evening was made 
affordable and fun by our most generous sponsors.  
Please help me thank them:  Brubaker & Associates, 
AIG United Guaranty and MGIC, Power Training, 
TexasRealEstateAcademy.com, Black, Mann & 
Graham, LLP, Security National Mortgage 
Company, SunTrust Mortgage, Inc.,   PMI Mortgage 
Insurance Co, and Robertson & Anschutz.   

Twenty-two bottle auction items and ten silent 
auction items were donated.  We so appreciate 
everyone’s support.  I do want to send a special 
Thank YOU to Houston Association of Mortgage 
Brokers and Houston Association of Mortgage 
Bankers; both organizations donated bottles of the 
auction.  I truly believe fun was had by all.   

 

The night was made special as we were able to 
introduce you to your 2008 – 2009 Board.  Scott 
Hilton will be your President and the board is filled 
with some enthusiastic and very dedicated 
individuals.  Make sure you read the news letter and 
see who has volunteered to serve.  Thank you guys 
for saying yes!   

It is definitely not too early to begin planning and 
making reservations for the NAPMW’s National 
Education Conference 2008 in NEW ORLEANS.  
There are several ways to get more details:  read the 
newsletter or go to www.NAPMWHOUSTON.org If 
you have never been to one of NAPMW’s Annual 
Education Conferences you have missed a lot.  Just 
ask Kathie Kosicki, Syrisse Parker, Nancy Dalton, 
Scott Hilton, Richard Alvarado to name a few.   
There are even scholarships available.  Read the 
newsletter and see more information. 

 
 
 
 
 
Kathryn Hardeman 
NAPMW Houston-President  
2007 – 2008  
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The Hungry Account Executive, Part 3 
By: Michael McFarland, CMB 

I discussed the nature of being accessible, in a sales context, while having coffee with some business associates.  
Two ideas evolved.  Picture a line with a point beginning on the left and ending with a point on the right.  The 
median point of the line is the beginning of the discussion.  It is what we primarily think of as accessible, a timely 
response to our client.  On the left we defined accessible as how we interact with a client.  On the right we 
defined accessible as how we use knowledge to recognize opportunities.  Upon returning to my office I looked 
up the definition of accessible.  Dictionary.com defines accessible as “easy to approach, reach, enter, speak 
with, or use.”  Our conversation captured the nature of the definition.  “Accessible” is the third component of the 
KRAVE Success Method. 

• Knowledgeable 
• Responsive 
• Accessible 
• Visible 
• Enduring  
 

Easy to reach is something all sales people proclaim.  Successful sales people surpass easy to reach by differing 
their approach to clients and applying their knowledge to develop a relationship. 

Client interaction is the most common aspect of accessible.  Our interaction with clients unconsciously sets an 
expectation for performance.  Upon reviewing a Service Level Agreement (or SLA) from a customer the other day 
it dawned on me that, as sales people, we have an implied Service Level Agreement with our clients.   Most 
large companies require a SLA from their suppliers or vendors.  It lays out the basic expectations for products or 
services, along with expected turn times and costs.  It is the basis upon which the quality of the relationship is 
judged.  If all of us operate from an implied SLA the differentiator steps beyond the competition to create an 
explicit SLA.   

First understand yourself as a sales person, and then the needs of your customer base.  Spend time pondering 
what it is that makes you different.  What is it that you personally provide?  Is it access to knowledge of the 
market, the competition and/or access to your experience in the industry and your company?  Think about your 
clients’ communication preference.  Is it via email, phone, or in person?  What is your response time window?  
Incorporate the answers to the questions as a formal part of a relationship.  Meet with established clients and 
begin anew with your SLA.  Make it a part of your initial meeting with all prospective clients.  Your SLA is a 
promise about performance that consciously creates, versus unconsciously sets, an expectation in your customers 
mind.  Integrity is housed in your SLA, be prepared to deliver on your promises. 
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How you use and access knowledge is another component of differentiating yourself.  Listening is at the heart of 
this aspect of accessible.  The adage, you have two ears and one mouth listen twice as much as you speak, 
applies.  It is how you show up with your client by permitting a meeting to develop naturally instead of forcing 
an objective or agenda.  Ask open-ended questions; allow your client to elaborate, and ask additional questions 
until you have a clear picture of their needs.  Being focused on a particular product or service (because you are 
more comfortable with, or it pays a higher commission) shuts off your mind.  A closed mind misses chances to 
gain a better understanding of the clients need behind the need, which is the true motivator.  The differentiator 
has an open mind and finds all opportunities big and small.  Fulfilling the underlying or smaller need may not 
produce an immediate big commission but it strengthens the relationship.  A strong relationship generates long-
term commissions, making it difficult for the competition to replace you.  

Accessible is more about understanding and less about quickly returned phone calls or emails.  In the words of 
Stephen Covey, “Seek first to understand, and then to be understood.”  Be the difference your clients desire and 
you will see a positive difference in your income. 

 

Michael McFarland, CMB, works for Stewart Lender Services as a 
Regional Account Manager.  He is also owner and co-creator of 
Your Voice International which is dedicated to inspiring companies 
and people to be the best they can be.  Michael can be reached via 
email at yourvoice1@sbcglobal.net or by phone at 713-703-1124. 

 

 

 

 

 

 

WELCOME TO OUR NEW MEMBERS 

Basic Level 

Tara Littlepage-Rock with Franklin American Mortgage – referred by 
Scott Hilton 

Everyone…don’t forget to renew your membership! 
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Welcome YOUR 2008-2009 
Board of Directors 

 
 

Scott Hilton 
President 

 
Beth Salazar 
President Elect 

 
Dustin Duhon 

1st Vice President/Education 
 

Catherine Farrah 
2nd Vice President/Services and 

Resources 
 

Richard N. Alvarado  
3rd Vice President / Membership / 

Dues 
 

Peggy Michel  
Treasurer 

 
Yvonne Weiss 

Secretary 
 

Edward Nelson 
Director of Programs 

 
Tara Littlerock-Paige   

Director of Arrangements 
 

Aaron Hansz  
Corresponding Secretary 

 
Mary Ann Regan  

Sunshine Angel Committee 
 

Kathryn Hardeman 
Parliamentarian 
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NAPMW Returns  
to the WOODLANDS! 
Topic: 

Stay current with FNMA & MI Updates 

Thursday March 20, 2008 
1 PM Networking and Check-In 
Starts at: 1:30 PM for 3 Hours  

Location:  
Woodlands Chamber of Commerce 

1400 Woodloch Forest Dr , Spring, TX 77380 
 

For more information, 
contact Richard Alvarado (713) 254-1530 

 

Guest Speaker: 
Nadia Najera with FNMA & Candy Lewis  

with AIG United Guaranty 
 

FREE for Members 
$35 for Future Members 

 
www.NAPMWHouston.org  

to RSVP! 
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Monthly Meeting 

 

Topic: 
IVES and Red Flags on Returns 

Tuesday 
03-11-2008 

5:30pm Networking and Check-In 
Starts at: 6:00pm for 2 Hours  

Location: HESS Club 
5430 Westheimer, Houston, Texas 77056 

For more information, 
contact Robin Lyons 713-871-0005 

Guest Speaker: 
Internal Revenue Service 

 
$30 for Members 

$35 for Future Members 

www.NAPMWHouston.org to RSVP! 
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To:    Clients and Friends 

From:   David F. Dulock 

Subject: Yield Spread Premium – Consumer Consent Required! Proposed amendment to Regulation Z (Federal 
Register, January 9, 2008, Volume 73, Number 6).               

The Board of Governors of the Federal Reserve System (“Board”) proposes major amendments to Regulation Z. A 
detailed memorandum outlining these amendments will be forthcoming, but in this memorandum we wanted to advise our 
clients immediately of an amendment that, we believe, will have a dramatic impact on the way mortgage lending is 
conducted if the Board adopts the amendment, as proposed. The proposed amendment, section 226.36(a), applies to a 
mortgage loan secured by a consumer's principal dwelling and would prohibit a creditor from paying a mortgage broker 
more than an amount the broker disclosed to the consumer in advance as its total compensation. Proposed section 
226.36(a) would apply only to closed-end transactions and would not apply to HELOCs. If you wish to comment on 
proposed section 226.36(a), the Board must receive your comments by no later that April 8, 2008. 

The Board’s Summary of Proposed Section 226.36(a): 

Proposed Section 226.36(a) would prohibit a creditor from paying a mortgage broker in connection with a mortgage loan 
secured by a consumer's principal dwelling unless the payment does not exceed an amount the broker has, by written 
agreement, agreed in advance with the consumer will be the broker's total compensation. It would restrict only amounts 
the broker retains, not amounts the broker pays to other settlement service providers. The agreement must also disclose 
that the consumer will pay the entire compensation even if all or part is paid directly by the creditor, and that a creditor's 
payment to a broker can influence the broker to offer the consumer loan terms or products that are not in the consumer's 
interest or are not the most favorable the consumer could obtain. A creditor could demonstrate compliance with proposed 
section 226.36(a) by obtaining a copy of the broker’s agreement with the consumer and ensuring the creditor’s payment to 
the broker does not exceed the amount stated in the agreement. Proposed section 226.36(a) would also provide a creditor 
two alternative means to comply: (i) where the creditor complies with a state law that provides consumers equivalent 
protection, or (ii) where a creditor can demonstrate that its payments to a mortgage broker are not determined by reference 
to the transaction's interest rate (i.e., not an above par loan or if above par, no yield spread premium). 
 
Text of Proposed Section 226.36(a): 
(a) Creditor payments to mortgage brokers. (1) In connection with a consumer credit transaction secured by a consumer's 
principal dwelling, except as provided in paragraph (a)(2) of this section, a creditor shall not make any payment, directly 
or indirectly, to a mortgage broker unless the broker enters into a written agreement with the consumer that satisfies the 
conditions set forth in this paragraph (a)(1). A creditor payment to a mortgage broker subject to this paragraph (a)(1) shall 
not exceed the total compensation amount stated in the written agreement, reduced by any amounts paid directly by the 
consumer or by any other source. The written agreement must be entered into before the consumer pays a fee to any 
person in connection with the mortgage transaction or submits a written application to the broker for the transaction, 
whichever is earlier. 

The written agreement must include a clear and conspicuous statement-- 
    (i) Of the total amount of compensation the mortgage broker will receive and retain from all sources, as a dollar 
amount; (note: disclosing a range of fees or a percentage figure is prohibited) 
    (ii) That the consumer will pay the entire amount of compensation that the mortgage broker will receive and retain, 
even if all or part is paid directly by the creditor, because the creditor recovers such payments through a higher interest 
rate; and 
    (iii) That creditor payments to a mortgage broker can influence the broker to offer certain loan products or terms to the 
consumer that are not in the consumer's interest or are not the most favorable the consumer otherwise could obtain. 
    (2) Paragraph (a)(1) of this section does not apply to a transaction-- 
    (i) That is subject to a state statute or regulation that expressly imposes a duty on mortgage brokers, under which a 
mortgage broker may not offer to consumers loan products or terms that are not in consumers' interest or are less 
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favorable than consumers otherwise could obtain, and that requires that a mortgage broker provide consumers with a 
written agreement that includes a description of the mortgage broker's role in the transaction and the mortgage broker's 
relationship to the consumer, as defined by such statute or regulation;  
or 
    (ii) Where the creditor can demonstrate that the compensation it pays to a mortgage broker in connection with a 
transaction is not determined, in whole or in part, by reference to the transaction's interest rate. 
 
Proposed section 226.36(c) defines a mortgage broker as follows: (c) For purposes of this section, the term “mortgage 
broker” means a person, other than an employee of a creditor, who for compensation or other monetary gain, or in 
expectation of compensation or other monetary gain, arranges, negotiates, or otherwise obtains an extension of consumer 
credit. The term includes a person meeting this definition, even if the consumer credit obligation is initially payable to 
such person, unless the person provides the funds for the transaction at consummation out of the person's own resources, 
out of deposits held by the person, or by drawing on a bona fide warehouse line of credit. 
 
The Board must receive comments on proposed section 226.36(a) on or before April 8, 2008. You may submit 
comments, identified by Docket No. R-1305, by any of the following methods: 
 

1. Agency Web site: http://www.federalreserve.gov/generalinfo/foia/ProposedRegs.cfm. 
 

     2. Federal eRulemaking Portal: http://www.regulations.gov. 
  
     3. E-mail: regs.comments@ federalreserve.gov. Place docket number in message subject line. 
 
     4. Fax: (202) 452-3819 or (202) 452-3102. 
 
     5. Mail: Address to Jennifer J. Johnson, Secretary, Board of Governors of the Federal Reserve System, 20th Street and 
Constitution Avenue, NW., Washington, DC 20551. 

This Memorandum is provided for the general information of the clients and friends of our firm only and is not intended as 
specific legal advice.  You should not place reliance on this general information alone but should consult legal counsel 
regarding the application of the information discussed in this Memorandum to your specific case or circumstances. 

 
Don’t forget to update the National Website if your contact information 

has changed and also send me notice so that I can update your 
information on our database.  Email me at 

Richard@Richardnalvarado.com  
 
 
A 10% discount is available to companies who have five or more employees who are 
Bronze, Silver, or Gold members. However, it is a rebated discount that is sent to the 
corporation annually. All members pay the full membership fee at the time of their 
membership and at the end of the program year we run the calculations to find those 
companies who are eligible for the rebate and then send the total rebate for those 
memberships to the corporate office. If the company is small and all the employees are from 
the same office it is clear that we send the rebate there. In cases where the company is 
larger in scope and the members are all across the US then we send the rebate to the 
corporate office.   
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Are you looking for some inexpensive advertising? 
 
Place an AD in the NAPMW-Houston Newsletter!! 
 
Our newsletter is distributed to over 1,000+ mortgage professionals on a monthly basis and we want 
to give you the opportunity to get in on the action!  Pricing is for 12 rolling issues and is as follows: 
 

• Full Page: $250 (member price) or $300 (future member price) 
• One half Page: $125 (member price) or $150 (future member price) 
• One quarter Page: $60 (member price) or $75 (future member price) 
• Business Card Ad: $25 (member price) or $30 (future member price) 

 
 
Please contact Aaron T. Hansz at 832.439.3280 or at aaron@hansz.com  
with any questions!  
 
 

Notes & Deeds Now Available Online!  
Make sure you don’t miss the latest issue of your NAPMW member magazine, Notes & Deeds. It’s packed with news you 
can use to stay up-to-date on industry trends and all the latest NAPMW resources and activities.  View or download your 
copy online today! Simply go to www.NAPMW.org, log in to the “Members Only” Area, and click on “Notes and Deeds” 
under “Resources” on your Members Only landing page. 

 

New Member Profile  
 

Michelee Bartolo-Howell With Mortgages Direct 
 
Where did you grow up? - Jamestown New York,   
Tell us about your family:- Mom and Dad retired, dad is the mayor of Celeron New York, where Lucille Ball 
was from, mom makes great deserts for the villages functions, parties etc…   
What was your first job? I worked at the cosmetic dept. at J C Penny  
Biggest surprise about yourself:-I was always bad in math and here I am working in Mortgages, Thank God 
for calculators  
How did you become involved in NAPMW-Houston? I have been to classes given by the organization  
Tell us about your history in the mortgage industry?- I’ve been in the Mortgage business since 1998, first 
working with a law firm drawing up the legal documents for mortgages and then originating loans  
What is your favorite vacation spot? Anywhere sunny  
Things people would be surprised to know about you:- I am a homebody  
My vision for this year:  I would like to expand my business into my new area, my husband and I recently 
moved to a new home and am anxious to get out there and meet businesses and neighbors. I would also like to be 
involved in the NAPMW, met some very nice people last week and looking forward to establishing myself within the 
organization. 
 



PRIME INTEREST               March 2008  
 

PRIME INTEREST, ©2008 NAPMW Houston.  All rights reserved.  

 
 
 
 
 
 

"duh, I didn't know that." 
 

• "Stewardesses" is the longest word typed with only the left hand 
• "lollipop" is the longest word typed with your right hand. (Bet you tried this out mentally, didn't you?) 
• No word in the English language rhymes with month, orange, silver, or purple.  
• "Dreamt" is the only English word that ends in the letters "mt". (Are you doubting this?)  
• Our eyes are always the same size from birth, but our nose and ears never stop growing. 
• The sentence: "The quick brown fox jumps over the lazy dog" uses every letter of the alphabet.  

(Now, you KNOW you're going to try this out for accuracy, right?  
• The words 'racecar,''kayak,' and 'level' are the same whether they are read left to right or right to left 

(palindromes). (Yep, I knew you were going to "do" this one.) 
• There are only four words in the English language which end in "dous": tremendous, horrendous, stupendous, 

and hazardous. (You're not doubting this, are you?)  
• There are two words in the English language that have all five vowels in order: "abstemious" and "facetious." 

(Yes, admit it, you are going to say, a e i o u)  
• TYPEWRITER is the longest word that can be made using the letters only on one row of the keyboard. (All you 

typists are going to test this out)  
• A cat has 32 muscles in each ear.  
• A goldfish    has a memory span of three seconds.  (Some days that's what my memory span is.)  
• A "jiffy" is an actual unit of time for 1/100th of a second.  
• A shark is the only fish that can blink with both eyes. 
• A snail    can sleep for three years. (I know some people that could do this too.!) 
• Almonds are a member of the peach family.  
• An ostrich's eye is bigger than its brain. (I know some people like that also) 
• Babies are born without kneecaps. They don't appear until the child reaches 2 to 6 years of age.  
• February 1865 is the only month in recorded history not to have a full moon.  
• In the last 4,000 years, no new animals have been domesticated.  
• If the population of China walked past you,  8 abreast, the line would never end because of the rate of 

reproduction. 
• Leonardo Da Vinci invented the scissors 
• Peanuts are one of the ingredients of dynamite!  
• Rubber bands last longer when refrigerated. 
• The average person's left hand does 56% of the typing.  
• The cruise liner, QE 2 moves only six inches for each gallon of diesel that it burns. 
• The microwave was invented after a researcher walked by a radar tube and a chocolate bar melted in his pocket. 

(Good thing he did that.) 
• The winter of 1932 was so cold that Niagara Falls froze completely solid. 
• There are more chickens than people in the world. 
• Winston Churchill was born in a ladies' room during a dance. 
• Women blink nearly twice as much as men. 

   
 

Now you know more than you did before!! 
You’re welcome… 
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National Conference  

The National Conference Registration Form Is Now Online! 
 
With just a few convenient clicks of your mouse, you can reserve your place at the 
44th National Education Conference and Annual Meeting. Registering for NAPMW’s 
premier event has never been easier! Be sure you log into the Member Area before 
registering to have your member discount automatically applied. Plus, if you log in, 
we’ll fill in most of the information for you so the process will be even more 
streamlined. Click here to register today!  
 
Please Note: Payment via credit card is the only option with the online form. However, 
if you prefer to mail your registration with a check, the PDF form is still available for 
you as well.  

 
APMW Foundation Announces Scholarships for the 2008 National Conference 
The APMW Foundation wants to help you get to the NAPMW 2008 Conference in New Orleans so you can take 
advantage of this amazing educational opportunity. Therefore, the APMW Foundation will generously provide ten (10) 
$250 Conference Scholarships that can be applied to full conference registrations. That’s more than one-half of the early 
registration price of $485. Applications must be submitted by March 31st, so act fast. Full details can be found in the 
monthly mailer which will arrive to Local Association Presidents next week. You can also find the scholarship flyer 
posted here on NAPMW.org.  
 
Reserve Your Room at the Hilton Riverside 
Before the Cutoff Date: April 18, 2008 
Our host hotel this year is the fabulous Hilton Riverside, just three blocks from the French Quarter and across the street 
from Harrah’s Casino. The special NAPMW Conference rate is only $189 per night for single or double occupancy. 
Rooms will be limited, so make your reservation today by calling 1-800-HILTONS or (504) 584-3999. Don’t delay – the 
cutoff date is just a few short weeks away! 
 
Announcing Affordable New Rates for the 2008 Tradeshow/Marketplace 
We all realize that it is a difficult time for the mortgage industry, and many of our business partners are facing tough 
economic challenges. To help make sure that interested companies can afford to participate in the 2008 tradeshow, we’re 
going back to basics and lowering the price to just $125. For just $125, each participant will receive a standard skirted 
table. Electricity and Internet access are available for an extra charge. Download the flyer today for more details. 
 
Special Rate for NAPMW Local Associations – just $25! 
This year, in lieu of the NAPMW Store, we’re trying something new. Each Local Association that is interested in marketing 
items can have a space in the tradeshow for the low rate of just $25 (electricity and internet connectivity not included). If 
your Local Association is interested in exhibiting, please complete an Exhibitor Reservation Form and submit it to 
National Headquarters with your payment. 

Reserve your room by April 18th and lock in the great NAPMW group rate 
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NAPMW HOUSTON 2007 – 2008 EXECUTIVE BOARD 
President 
Kathryn Hardeman 
First Capstone Mortgage 
Kathryn@KathrynHardeman.com 
Work: 713-550-8710 
Cell: 281-460-0777 
Fax: 832-553-7805 
 
President-Elect 
Scott Hilton 
Texas Real Estate Academy 
scott@scotthilton.com 
Work: 713-774-9899 x102 
Cell: 281-932-4739 
Fax: 713-774-9895 
 
1st Vice President / Education 
Beth Imperatore 
Mortgages First  
2800 Marina Bay Dr Ste M 
League City, TX 77573 
Cell: 979-202-8524 
Fax: 281-535-2305 
beth@mortgages-first.com 
 
2nd Vice President / Services & Resources 
Mark Bunting 
AmTrust Bank 
23302 Enchanted Landing Lane   
Katy, TX 77494 
Cell: 713-392-1026 
mbunting@amtrust.com 
 
3rd Vice President / Membership / Dues 
Collector 
Richard Alvarado      
3 Cliff Court 
Houston, TX  77076 
Cell: 713-254-1530 
Fax: 214-496-3110  
Richard@Richardnalvarado.com    
 
Treasurer 
Peggy Michel  
Black, Mann & Graham LLP 
4900 Woodway Drive, Ste 650 
Houston, TX 77056 
Work: 713-871-0005 
pmichel@bmandg.com 

Director of Programs 
Syrisse Parker-Rowe, MML, CMI 
P.O. Box 420241 
Houston, TX 77242-0241 
281-433-4580 Cell 
syrisses@yahoo.com 
 
Corresponding Secretary / Newsletter 
Aaron T. Hansz 
Law Office of Brett M. Shanks, P.C.  
Fidelity National Title Company  
Work: 832-391-3412 
Cell: 832-439-3280 
aaron@hansz.com 
 
Recording Secretary / Minutes 
Gracie Bustos-Cantu 
Ever Bank 
14114 Dallas Parkway, Suite 305  
Dallas, TX 75254  
Cell:  832-971-1058 
Fax: 713-460-2018 
bustosgracie@hotmail.com 
 
Director of Arrangements 
Robin Lyons 
Black, Mann & Graham 
rlyons@bmandg.com 
Work: 713-871-0005 
Cell: 832-788-5150 
Fax: 713-599-1143 
 
Sunshine Committee Chair 
Mary Ann Regan 
Brubaker & Associates 
mregan@brubakerandassociates.com 
Work: 713-464-4666 
Cell: 713-823-0336 
Fax: 713-464-4669 
 
Parliamentarian 
Pam Daine 
Interfirst/Citi Wholesale  
11823 Mesquite Estates Lane   
Cypress, TX 77429 
Cell: 832-326-9363  
Fax: 281-304-6531 
pamela.daine@abnamro.com 
 



PRIME INTEREST               March 2008  
 

PRIME INTEREST, ©2008 NAPMW Houston.  All rights reserved.  

 

 
 
 

Thank you! 
UÉààÄx Tâvà|ÉÇ tÇw j|Çx gtáà|Çz 

Platinum Advertisers: 
Brubaker & Associates 

Real Estate Appraisers and Consultants 
 

Silver Advertisers: 
AIG United Guaranty 
Mortgage Insurance 

MGIC 
Homeownership Today 

 
Education and Website: 

TexasRealEstateAcademy.com 
Real Estate & Mortgage Education 

 
Food Advertisers: 

TexasRealEstateAcademy.com 
Power Training 

Black, Mann & Graham, LLP 
Security National Mortgage Company 

SunTrust Mortgage, Inc. 
 

Wine: 
PMI Mortgage Insurance Co 

Robertson & Anschutz 
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Curious about what's in the new RESPA reform rule?  

Wonder no more. A summary of the changes the new RESPA rule will make and how they differ from the current rule has been 
obtained by RESPAnews.com. Read on for the complete breakdown of the new proposal, including Section 8 revisions, a new 
explanation of “required use” and discounts, a major overhaul of the GFE and HUD-1 forms and other key statutory alterations.  

By Robin Wardzala 

On Feb. 22, a six-page summary of what is purported to be the new RESPA reform rule as sent to congressional aides on Capitol Hill, 
explaining what is in the current RESPA rule and comparing it to what is being proposed in the new RESPA reform rule. 

The complete version of the new rule, which has been estimated by some sources to be 250 pages long, will be released in “early 
March” according to a Feb. 13 statement by HUD Secretary Alphonso Jackson, in testimony before the House Appropriations 
Committee Subcommittee on Transportation, Housing and Urban Development. 

HUD Spokesman Brian Sullivan declined to confirm whether the summary circulating in Washington, D.C. was in fact from HUD, 
stating only that HUD could not discuss the substance of the rule yet to be published. 

According to a copy of the summary obtained by RESPAnews.com, the new rule includes an intriguing change to the permissibility of 
negotiated discounts.  

Section 8 revisions 

Currently, Section 8 of RESPA prohibits any person from giving or accepting a fee, kickback, or thing of value pursuant to an 
agreement to refer settlement service business. “Thing of value” is currently defined to include “discounts.” The new rule revises the 
definition of “thing of value” to exclude discounts negotiated by settlement service providers based on negotiated pricing arrangements, 
provided that no more than the reduced price is charged to the borrower and disclosed on the HUD-1/1A.  

There will also be a new prohibition against requiring the use of affiliates.  The summary notes that under RESPA, businesses are 
allowed to make referrals to affiliated businesses and to receive a benefit from their ownership interest in the affiliated business as long 
as three conditions are met: 1) a disclosure is made of the existence of such a relationship to the person being referred; 2) the person 
being referred is not required to use any particular provider of settlement services; and 3) the only thing of value received from the 
arrangement, other than the payments permitted for certain services, is a return on ownership interest.   

New meaning for ‘required use’  

Currently, “required use” is defined to mean a situation in which a person must use a particular provider of a settlement service in order 
to have access to some distinct service or property. However, the offering of an optional package (or combination of settlement 
services) or the offering of discounts or rebates to consumers for the purchase of multiple settlement services does not constitute a 
required use.  

The new RESPA reform rule, however, will clarify the definition of “required use” to include an economic incentive or disincentive that is 
contingent upon the borrower using or failing to use a referred provider of settlement services. However, the offering by a settlement 
service provider of an optional combination of bona fide settlement services to a borrower at a total price lower than the sum of the 
prices of the individual settlement services does not constitute a required use.  

Average cost pricing allowed  

Further, while the current RESPA rule does not address the permissibility of average cost pricing, the new rule will permit loan 
originators to use average cost pricing for settlement services. The rule sets forth two specific methods that loan originators may use to 
calculate an average price for a particular settlement service. If the loan originator uses one of the methods to calculate the average 
price for a settlement service, HUD will deem the originator to have complied with the requirements of the rule for stating the actual 
charge.  

A standardized GFE  

As expected, according to the summary, the Good Faith Estimate (GFE) will go from having a suggested format to being a standardized 
form. The new rule will establish new definitions for “GFE application” and “mortgage application.” 
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Within three days of receiving a “GFE application” (which may be oral), consisting of such information necessary to arrive at a 
preliminary credit decision, the borrower must be provided with a GFE.  

When a borrower chooses to proceed with a particular loan originator, the loan originator may require that the borrower provide a 
“mortgage application” to begin final underwriting. The mortgage application will ordinarily expand on the information provided in the 
GFE application.  During final underwriting, the loan originator may verify the information in and developed from the GFE and mortgage 
applications. A borrower may not be rejected for the mortgage loan unless the originator determines that there is a change in the 
borrower’s eligibility as compared to information provided in the GFE application.  

Where a borrower is rejected for the loan but another loan product is available to the borrower, the loan originator must provide the 
borrower with a revised GFE, notify the borrower within one business day, and document the reasons for the rejection. Currently, there 
is no provision that addresses fees that may be charged for providing the GFE, but the new rule will limit the fee a loan originator is 
allowed to collect to the cost of providing a GFE.  

New information to be included  

Currently, no loan term information is required to be provided, but the new proposed GFE includes a summary of the key terms of the 
loan: initial loan amount; the loan term; the initial interest rate on the loan; the initial monthly payment owed for principal, interest and 
mortgage insurance; and the rate lock period. The GFE form also discloses whether the interest rate can rise; the loan balance can 
rise; the monthly amount owed for principal, interest and any mortgage insurance can rise; the loan has a prepayment penalty or a 
balloon payment; and the loan includes a monthly escrow payment for property taxes and other obligations.  

While there is currently no requirement that the interest rate be disclosed on the GFE or be available for any particular time period, the 
new rule will require the interest rate of the loan to be shown on the GFE and be available until a date set by the loan originator.  The 
rule will likewise require that the estimate of settlement service charges be available until at least 10 business days from when the GFE 
is provided.  

Settlement costs  

The proposed standardized GFE will group and consolidate all fees and charges into settlement cost categories, with a single total 
amount estimated for each category. The total estimated settlement charges will be shown prominently on the first page so that the 
consumer can compare loan offers.  

The new GFE will also inform the borrower of how the interest rate of the loan affects upfront settlement costs, and requires the loan 
originators to present actual options of higher and lower interest rates and upfront settlement costs.  The rule also sets a new standard 
for “good faith” by establishing tolerances for settlement costs. Loan originators will not be allowed to increase their own charges from 
those stated on the GFE absent “unforeseeable circumstances.” When the interest rate is locked, the charge or credit to the borrower 
for the final interest rate chosen cannot be exceeded at settlement absent “unforeseeable circumstances.”   

The sum of other services would be subject to a 10 percent tolerance, including: required services the loan originator selects; title and 
closing services; lender’s title insurance; optional owner’s title insurance (if provider is chosen or identified by the originator); and 
required services the borrower can shop for when the borrower elects to use the provider identified by the loan originator. A specific 
charge may increase by more than 10 percent, so long as the total does not increase by more than 10 percent.  

The tolerance rule 

The new definition of “unforeseeable circumstances” provides that loan originators should not be held to tolerances where actions by 
the borrower or circumstances concerning the borrower’s particular transaction result in higher costs that could not have reasonably 
been foreseen at the time of the GFE application, or where other legitimate circumstances beyond the originator’s control resulted in 
higher costs.  “Unforeseeable circumstances” are defined as 1) acts of God, war, disaster or other type of emergency that makes it 
impossible or impractical to perform; or 2) circumstances that could not have reasonably been foreseen at the time of the GFE 
application, that are particular to the transaction and result in increased costs.  

YSP as ‘credit to borrower’  

Regarding the controversial disclosure of yield spread premiums, the new rule provides that an interest-rate based payment from a 
lender to a mortgage broker would be listed on the GFE as a “credit to the borrower” for the specific interest rate of the loan, and would 
reduce the borrower’s upfront charges for the loan. This change effectively includes the yield spread premium in the calculation of the 
mortgage broker’s total compensation.  
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The new informational section of the standardized GFE will inform the borrower that in addition to the monthly loan payment for 
principal, interest and mortgage insurance, the borrower may be required to pay other annual charges to keep the property, including 
property taxes, homeowner’s insurance, flood insurance, homeowner’s/condominium fees, and other fees.  The informational section 
also informs borrowers that lenders can receive additional fees by selling the loan after settlement. The borrower is informed that once 
the loan is obtained at settlement, the loan terms, the adjusted origination charges and total settlement charges cannot change.  
Further, current FHA regulations limit the amounts mortgagees may charge borrowers for originating and closing a FHA loan. These 
limits are removed in the new rule in favor of the rule’s approach to making total loan charges more transparent and certain.  

HUD-1 modifications  

The HUD-1/1A is also modified to be comparable to the new standardized GFE, and an addendum to the new HUD-1/1A, the “Closing 
Script,” will be required to be provided to the borrower at closing.  The settlement agent must read the addendum aloud to the borrower 
at closing, explaining: 1) the comparison between the loan terms and settlement charges estimated on the GFE and those on the HUD-
1; 2) whether or not the tolerances have been met; and 3) the loan terms for the specific mortgage loan as stated in the mortgage note, 
and related settlement information.  The current mortgage servicing regulations will also be updated to ensure consistency with current 
statutory requirements, and the expired provisions of escrow regulations will be removed from the statute.  

Incorporating ESIGN  

Finally, the summary notes that the new rule will amend RESPA to explicitly recognize the applicability of the Electronic Signatures in 
Global and National Commerce Act (ESIGN) to RESPA. ESIGN is a federal law that applies to all disclosures, providing that any 
signature, contract, or other record relating to a transaction provided in electronic form has the same validity as if it had been provided 
in written form.   

The new amendment will clarify that all RESPA disclosures may be provided to consumers in electronic form, so long as the consumer 
consents to receive such disclosures in electronic form and the other specific provisions of ESIGN are met. The amendment also 
clarifies that all documents that are required to be retained under RESPA may be retained in electronic format, so long as the ESIGN 
requirements for document retention are met. 

 

 

 

 

 
 
 
 
 
 
 
 



PRIME INTEREST               March 2008  
 

PRIME INTEREST, ©2008 NAPMW Houston.  All rights reserved.  

Credit Crunch? What the Data Says By Robert Folsom 

If the U.S. banking system had earned a dollar for every time the “credit crunch” phrase appeared in the media during the past eight 
months, the biggest capital flood in memory would have followed. In the three months from December 2007 through February 2008, 
The Wall Street Journal alone included the phrase some 900 times. 
  
Fortunately, phrases and facts are very different indeed. With the possible exception of Major League Baseball, nothing undergoes 
more number crunching than does credit activity in the U.S. economy. The Federal Reserve releases enough data each month (in 
some cases each week) to cure a bad case of insomnia—from the assets and liabilities of U.S. commercial banks, to all major forms of 
consumer credit, to various money stock measures and more. The fact is, that data includes no evidence of a credit crunch. 
  
Yes, you read that right. The statistical evidence does not support the presence of a credit crunch in the banking system or the 
economy overall. At worst, it suggests a trend of slow growth. This obviously raises the question, “How can there be no credit crunch 
when so many people say otherwise?” The query is fair enough, so let’s think about a clear definition—starting with what a credit 
crunch is not. 
  
Understanding the Problem 
Definitions can seem like hair splitting when economic troubles are on the increase, especially trouble in the housing sector—shades of 
meaning don’t rise to the magnitude of millions of foreclosures. Even so, much of what is now being mislabeled as a “crisis” in lending is 
in truth an attempt to remedy the practices that created the problems—or in other words, to put a stop to unwise borrowing and unwise 
lending. 
  
Halting the increase of indiscriminate “no doc” and “interest only” mortgages does not amount to a credit crunch; the more accurate 
phrase is “responsible lending.” Likewise, an absence of buyers in a market full of overpriced assets is not a credit crunch; the more 
accurate phrase is “prudent money management.” It’s undeniable that billions in debt and debt instruments were overvalued, and that 
the “revaluation” is extremely painful. But it does not follow that an excess of bad debt equals a credit crunch, any more than an 
increase in the number of auto accidents drives down car sales. 
  
What exactly is a credit crunch, then? At the most basic level, it’s a problem with the supply side of the debt equation—in other words, a 
shortage of capital, or capital that is prohibitively expensive (high interest rates). We can get a summary of the idea from someone who 
should know via a recent speech from Gary Stern, a voting member of the Fed’s Open Market Committee and President of the 
Minneapolis Federal Reserve Bank.  He described a credit crunch as “an environment in which quality borrowers find credit either 
unavailable or available only on very expensive terms.” 
  
There can be many causes that contribute to a real credit crunch, but the practical outcome is unmistakable: Credit card companies 
stop issuing cards; mortgage companies stop refinancing; lenders impose eye-of-a-needle borrowing standards; loans themselves 
come with punishing interest rates. 
  
“Affordable Liquidity” For Sale 
None of those practical effects describe what’s happening in the economy right now. Consider the Federal Reserve’s monthly and 
weekly releases of the Assets and Liabilities of Commercial Banks, a broad and reliable measure of lending activity. They show a 
steady (if slow) increase in bank credit throughout the second half of 2007—the same applies to January 2008, as well as with the most 
recent week-to-week data. 
  
These releases also include line items showing the types of credit activity, and the real estate figures are particularly interesting. The 
“slow and steady” description applies here as well, even to revolving home equity—put simply, homeowners are still getting equity 
loans. Consumer and commercial & industrial loans also show very typical rates of increase. 
  
The Fed also releases a monthly Consumer Credit report. In both dollar amounts and percentage change, consumer credit activity is 
showing normal rates of increase. For activities such as auto loans and credit card debt, the rates of interest are completely normal, 
showing no spikes or unusual increases. 
  
One can even look at the literal amount of money in circulation and on deposit via the Fed’s M2 Money Stock measure, which is 
normal—as in slow, steady growth. Liquidity is for sale in today’s economy, and it is affordable. 
  
Other Sources of Stability 
None of this is to paint an overly rosy scenario. Policy makers and political leaders have frankly acknowledged the real problems the 
economy does face, but they have also acted with commendable speed to work out those problems. The Federal Reserve has 
undertaken an aggressive rate cutting campaign, even without conclusive data of an economic decline.  President Bush and Congress 
have agreed to send tax rebates that will amount to thousands of dollars for many U.S. households. These steps and others like them 
are what would follow if there actually was a credit crunch. All the more good they should do, then, knowing that there actually isn’t one. 
  

Robert Folsom is a writer and editor who has covered politics, popular culture, economics and the financial markets. His columns have 
appeared on Dow Jones Marketwatch and FOXNews.com. Reach him at robertfolsom@charter.net. 
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 Are you a designated mortgage 
professional?  If not, WHY? 

 

As competition increases, customers will demand knowledgeable and well-versed individuals to access and 
serve their needs.  If you do not understand the mortgage industry, federal regulations, and all facets of 
the loan cycle, you may be left behind. As customers themselves become more educated about the 
mortgage process, shouldn't you?   

The Institute of Mortgage Lending offers three designations…  

• Graduate of Mortgage Lending (GML)  

Experience Level: 1 or more years in the mortgage industry  
Prerequisites: None 
Participation Requirement: Correspondence or Online 
Written Exam: Yes 
Oral Exam: No  
Continuing Education: Yes  

 

• Master of Mortgage Lending (MML)  

Experience Level: 1 or more years in the mortgage industry  
Prerequisites: Graduate of Mortgage Lending  
Participation Requirement: Correspondence  
Written Exam: Yes 
Oral Exam: No  
Continuing Education: Yes  

 

• Certified Mortgage Instructor (CMI)  

Experience Level: 3 years professional experience in the mortgage industry  
Prerequisites: Instructor Development Workshop 
Participation Requirement: Workshop Participation 
Written Exam: No 
Oral Exam: No  
Continuing Education: Yes  

The Institute of Mortgage Lending offers individual GML/MML/CMI course registrations, as well as a 
corporate licensing program that provides corporations with the opportunity to participate in the 
GML/MML/CMI designation programs for their company employees. To register contact the NAPMW Offices 
at (800) 827-3034 or write to the Association at - info@napmw.org or cindy@napmw.org. 

 

 



PRIME INTEREST               March 2008  
 

PRIME INTEREST, ©2008 NAPMW Houston.  All rights reserved.  

It's not too early to plan on attending the 
NAPMW National Education Conference,  

May 20 - 25, 2008 at the Hilton Riverside in 
fabulous New Orleans! 

 

 

 

 

 

 

 

 

 

 

 

 
 
 

EVENTS 2007-2008 
 
 

March 11    Internal Revenue Service.   
April 8   Senator Dan Patrick   
May 13   Installation of Officers 

 
For more information contact: 

Syrisse Parker Rowe      
syrisses@yahoo.com      

www.napmwHOUSTON.org 
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Are you looking for industry professionals? 
 

Mortgageboard.com is a job board partner for the National Association of Professional Mortgage 
Women.  Mortgageboard.com offers hiring solutions to the association members as well as discounts 
of up to 20% off selected packages*  to all members who find the Job Board through the association. 

 
More than a generic Job Board, Mortgageboard.com is a Niche Career Center giving you access to the 

internet's largest resume pool of mortgage professionals. By posting your positions and searching 
resumes online, you will increase your exposure to these industry jobseekers at a fraction of 

traditional recruiting and online costs.  
 

To get more information about posting positions on the site and having access to the resume database 
of local and national jobseekers call (877) 846-5478 Toll Free or go to www.mortgageboard.com. 

 
 

 
 

 

 
HELP WANTED FOR NAPMW-HOUSTON 

 
MEMBERSHIP: 
 
Want to help in growing our organization? Contact Richard to help with the 
Membership Committee! 
 
Richard Alvarado      
713-254-1530 Cell 
richard@Richardnalvarado.com    
 
SERVICES AND RESOURCES: 
 
Like throwing parties? No one likes to throw a party as much as Mark does so give him a call today and 
join the fun! 
 
Mark Bunting 
713-392-1026 cell 
mbunting@amtrust.com 
 
NEWSLETTER: 
 
Have a topic to add to the Newsletter, need to advertise to over 2,000 LO’s, brokers, and other members 
of NAPMW, or want to have a subject further explored?  Call Aaron! 
 
Aaron T. Hansz 
832-439-3280 
aaron@hansz.com 
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The History of NAPMW-Houston 
 
The History of NAPMW-Houston began 
due to a friendship between a Houston 
Mortgage Banker and a Phoenix 
Mortgage Banker. Glenyce Holly, an 
Underwriter for North American Mortgage 
in Houston, was a friend with Lyn 
Eppelstone in Phoenix. Lyn was a 
member of an organization called APMW 
and invited Glenyce to the National 
Annual Meeting in Salt Lake City in May 
1981. Glenyce was so excited about the 
education and networking of APMW that 
she could hardly wait to share it with her 
mortgage friends back in Texas. 
 
In August 1981, 35 mortgage women 
met for an informational meeting that 
quickly became an organizational 
meeting. Houston APMW was chartered 
two months later on October 14, 1981.  
After our association began, APMW 
exploded in Texas, with charters in San 
Antonio, Austin and Dallas. 
 
Donning our cowboy boots, cowboy hats 
and yellow rose lapel pins, we attended 
our first National Annual Meeting in 
Anaheim, California in May 1982. The 
National Board was not sure they had 
done the right thing by chartering these 
bold Texans after we arrived at the 
meeting! We immediately bid for the 
National Annual Meeting to be in Houston 
in 1986, and imported cases of Lone Star 
longnecks for our reception. Joe Bob, a 
wooden armadillo on wheels, was our 
mascot and went everywhere with us. 
 
Glenyce Holly became our first Region 3 
Governor (in today’s system – Central 
Region VP) and we were off to the races!   
 

Literally, off to the races – one of our 
first fundraisers was a bus trip to Delta 
Downs, a Louisiana horse race track, 
where one of the races was named for 
Houston APMW.  The history of NAPMW 
Houston is just starting – stay tuned for 
the next chapter! 
 
Past Presidents of NAPMW Houston 
 
1981-1982 Glenyce Holly Russell 
1982-1983 Maria Mire (deceased) 
1983-1984 Betsy Costa/Maria Mire 
1984-1985 Betsy Trice 
1985-1986 Pat Diedrich (deceased) 
1986-1987 Kathie Kosicki 
1987-1988 Barbara Jacobs 
1988-1989 Pat Cundiff (deceased) 
1989-1990 Pam Daine 
1990-1991 Betsy Costa 
1991-1992 Betsy Costa 
1992-1993 Jeanne Kidwell 
1993-1994 Georgia Moses 
1994-1995 Barbara Jacobs 
1995-1996 Everett Anschutz 
1996-1997 Katye Cramer 
1997-1998 Marlys Whitley 
1998-1999 Dawn Phillips 
1999-2000 Nancy Dalton 
2000-2001 Chris Price 
2001-2002 Barbara McMullin &  

Donna Sides 
2002-2003 Donna Sides 
2003-2004 Nancy Dalton 
2004-2005 Cheryl Moreau 
2005-2006 Janice Shugart 
2006-2007 Richard Alvarado 
2007-2008 Kathryn Hardeman 
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Offering 

2008 napmw education 

Conference scholarships 

 

Only 10 $250 available 

 

 

Please distribute to your membership &  

Local Mortgage Community 

 

Deadline: March 31, 2008 

Apply Now 

See Attached Details 

www.napmw.org 

Questions? Email Mary Lou Iten 

seascappe@aol.com 



Scholarships available! 

 

The APMW Foundation wants to help you get to the National  
Association of Professional Mortgage Women’s (NAPMW) 2008  
Conference in New Orleans! 
 
The Foundation knows that you will receive amazing education at the 
National Conference.  Therefore, the Foundation will be awarding 
scholarships to deserving candidates. 
 
Ten (10) $250 scholarships will be applied to full convention  
registrations. 
 
To apply for a scholarship, the following information must be submitted 
by March 31st, 2008 to the Grant Chair, Creta Bloxom by email: 
creta@mtaonline.net or fax: 907-694-6649. 
 
NAPMW member submission requirements include: 
♦ Completed grant application that may be found on the NAPMW website at:  http://

napmw.org/pdf/APMWFoundationGrantGuidelinesAndApplication.pdf 
♦ Applicant must be a NAPMW member in good standing for at least one year and meet their 

Local Association’s Convention Guidelines (if applicable). 
♦ Must provide a letter of recommendation from their Local Association President 
♦ Must attend Convention workshops that will be monitored 
♦ Must attend the Convention’s Opening Ceremony and all business meetings 
♦ 2007 scholarship recipients not eligible 
♦ Limit two (2) scholarships per Local Association 
 
Non-NAPMW member submission requirements include: 
♦ Completed grant application that may be found on the NAPMW website at: http://

napmw.org/pdf/APMWFoundationGrantGuidelinesAndApplication.pdf 
♦ Applicant must have been in the mortgage banking industry for at least a year an express a 

desire to become a member of NAPMW 
♦ Must attend Convention workshops that will be monitored 
♦ Must attend the Convention’s Opening Ceremony and all business meetings 
♦ 2007 scholarship recipients not eligible 
 
 

All submission documentation is required. 
Scholarships are nontransferable. 

No exceptions will be made to requirements or deadline! 
 




