CUREN Meeting March 17 2011
9:00-10:40-Scott Besley, Ph.D, Professor at USF discussed The Housing Market-From Crisis to Recovery. See attached presentation.
Cheryl Brown SVP of Talent at GTE began her presentation at 10:55am.
Morale=engagement

Managers should not have the opinion of “employees should be happy to have a job”. All employees are valuable!
The 5 C’s- ways to reach out and let employees know they are valued:
· Common vision- vision should be very simplistic and catchy. We want our staff to relate to it. Managers should take an active role in creating a department vision that aligns with the CU vision. Employees will feel valued. Why do we do what we do every day?
· Communication- The #1 driver of employee engagement in the workplace. Dynamics are generational. Managers need to understand different generations. Managers need a level of transparency with communications. Be open, honest and upfront! People can handle it. Employees should have a voice in the workplace. “Boss” is from back in the day. We don’t boss people anymore. Everyone is a team. 

· Confidence/Trust- less of a possibility of “grapevine” activity. Every level should be involved in this process. Actions speak volumes and actions can destroy confidence in employees.

· Celebration- Does not have to be costly. Create a praise culture. Recognize your team. Solicit the vendors for incentives to celebrate.

· Caring- Most challenging to get our managers to care about people. It is human nature to care about our people. Sometimes managers get so caught up in numbers they forget to care about their people.

Tap into the personal before the practical. Look for clues. If you have a good employee coming in late or underperforming, talk to that employee before disciplining.  Maybe that employee has an issue at home (domestic violence etc).Manager should look to talk to employee. Ask if everything is ok, can you help? You do not know what could be going on at home. Managers do not have to have the answers to everything but it is our job to look out for our teams.
Try to put yourself in someone else shoes. Great book on employee relationships “Wired to Care”. If you can step into someone else’s shoes you can empathize with them.

Be sincere. When you ask how is your day, mean it…

There was a recent survey done in over 40 countries. On a global level all employees are looking for the same things. Some statements are:

· Leadership of company has created a vision that motivates me

· My company values my contribution

· I am part of a team

· I trust the leadership 
· My Manager provides me with timely and valuable feedback

These messages demonstrate what employee engagement means.

Make work fun!

Aisha - AVP Enterprise Risk Management at GTE discussed the SAFE Act at 11:30
SAFE Act- Credit unions will go Federal route
July 29th deadline- MLO’s must register- who is an MLO?

Also applies to vendors, if CU uses vendors.

The credit union must have at least 2 administrators and the fee is $100 per organization.
Registration is good for one year. 

Training required.

Presentation ended at 11:50

Lunch break 11:50-1:00
Roundtable at 1:00-1:30
Change Happens! Presentation by Ed Reisenger from Trimmier Law Firm (presentation attached)
NCUA checklists-review it for appraisal policy/procedure guidelines.

Recent Regulations:

Notification of sale/transfer of mortgage- must send notice within 30 days (purchaser must send the notice), applies to all loans secured by primary residence

MDIA-receive within 3 days of loan approval. New disclosures (IO, balloon note, PMI must have an automatic end date)

Dodd-Frank:
· This will diffirentiate everything in the next 5 years

· No congressional oversight in the budget

· Everyone is covered except a car dealer-anyone that offers a consumer financial product or service.

· Fair, transparent and competitive is their duty

· CFPB, Oversight Council, Research

· Imposes new disclosures on credit union

· State law will not be preempted. State law will stand above these laws.
· Penalties for TIL violations-going up to 5k per day, 25k if reckless as high as 1 million per day!

· HMDA changes-include additional sources of info to be reported, credit score, LTV etc.

· RESPA changes-proof of insurance (cu cannot force place insurance unless they reasonably believe there is no insurance)

· RESPA-Cannot charge a fee for response to info, 10 days to respond to RE request. 5 days to acknowledge written request. Could be a simple response, just must respond to the question even if additional info is needed.

· Cannot charge a fee for a QWR (written request for information, past stmt, 1099 etc.)

· Title XIV- Origination and servicing requirements- 

· Originator prohibited from doing: mischaracterizing credit history, appraised value, steering a borrower who does not have ability to pay

· Many rules will be effective 18 months from July 21st.
· No longer base a loan decision solely on the LTV, must have the ability to pay

· ARM- must fully amortize the loan and make sure member can fully pay the loan-no more 7/1 must do full am repayment. Must look at max rate for 1st five years when underwriting a loan.

· Qualified mortgage-no deferral of principal, no pre-payment penalty, no balloon payment twice size of earlier payment, verification of income, fully amortized
· HOEPA- will tie to APOR (FFIEC), manufactured home 8.50% if less than 50k, additional disclosures (disclose wholesale funds rate at credit union cost of funds), 6 month notice of adjustable rate reset
Soon to be effective Regulations:

· Jumbo High Priced Mortgages- April 1st- Prime rate offer exceeded by 1.5% 2nd lien 3.5%
· Jumbo loan moved to 2.5% (escrow is now required if exceeds 2.5%) Not applicable to open end lending, construction, bridge loans

· LO Compensation- 4/1/11-cannot receive compensation based on terms and conditions (excludes HELOC and time shares) Indirect or direct compensation.  Does not apply to mortgage brokers

· Must save everything for 2 years-compensation records
· SAFE Harbor
· Can’t up charge for 3rd party services

· Appraisal Guidelines-regulation is very specific-copy regulation into policy and procedure

· Have a list of X number of appraisers and always go in order. 

· Review of appraisal must be separate from RE in department

· Written engagement letter needed each time an appraisal is ordered-keep in file

· Must have factors regarding why you will order a new appraisal in policy and procedure

Proposed Rules:
· TIL model forms

· Recession form
· Mortgage Servicing Guidelines-single employee is the designated point person for all contact concerning a file, servicer must accept non-conforming payment if within $50 of amount owed, all collections efforts stop if there is a pending permanent loan modification

Mortgage Modifications

· Make sure experienced person is doing modification.
· No need to record unless extending 5 years past maturity. If you are only reamoritizing or doing interest only there is no need to record the modifications

· TDR-CFO/CEO should have serious discussion with examiner regarding what a TDR is “their definition”

· Modification Examples being used currently:
36 months amortization interest rate

12 month lower interest rate

6 months interest only

60 months, appraisal each 12 months

Forbearance

No more than 2 modifications or forbearances per year and they should be split by 6 months of on time payments
Never increase UPB beyond recoded mortgage

USE CHECKLISTS- surgeons make 41% less errors when they use a checklist

Presentation ended at 3:30pm

Florida CUREN March 18, 2011

Tanya called the meeting to order 9:10am.

Directory passed around for members to update.

Business meeting-next meeting discussed. Really good meeting scheduled for June. Explanation of agenda provided.

Tanya welcomed Penn Air and Mid Florida to the CUREN.

Lori announced that we have shirts and she has them with her for anyone who needs one.

Florence gave the Treasurer report- starting balance $2842.01, credits of $300, debits of $500 

$2642.07 at the end of February.

Due notices will go out in May via e-mail.

Bob talked about membership. We want to encourage new members around the location we are meeting. If you have contact with a credit union that is not a member please invite them and tell them about features and benefits. We want to revisit the League endorsements. Try to get on e- leverage page.

William talked about the importance of the CUREN.

Let William know if we have any great vendors that we would like to speak at future meetings.

Joe Meyer was special programs chair-Mark Skinner has now moved into Special Programs Chair

Mark talked about special projects. He will be working on a new website. We hope to have a blog. He will look to spend about $60 over the next year. He will look for CUREN input to make the site better.

Tanya asked anyone that can provide assistance to any of the committees to please let the Board know. See Tanya or any program chairs if interested in participating.

End Business meeting at 9:27

Kim Renock with AmeriCU to speak

Renovation/Financing

Purchase or Refinance and incorporate the cost of repairs at the same time

Why it is important:

· 30% on market is foreclosure or pre foreclosure

· Over 50% of homes on market are older than 25 years old

· Helps to increase the values

· Creates sustainable homeownership

Benefits to credit union

· Seize purchase market

· Develop realtor relationships

· Neighborhood revitalization

· Close before work is complete

· Increase revenue

What you can do:

· Nearly limitless the types of repairs that can be done (landscaping can be included)

· You cannot finish a home that was previously started and not finished. Must have existing CO for at least 1 year

· No luxury items (swimming pools etc)

Types:

203K, Homestyle, Homepath, Portfolio

FHA 203K Highlights-

· Most common rehab loan

· 2 types of loans (streamline-a lot of lenders will only do this version-up to 35k in repairs, nothing structural  and full-larger projects, over 35k, structural, qualified person goes in to see what’s going on)

· Flexible down payment sources

· Minimum credit scores-varied

· No reserve requirements

· Up to 110% of the after improved value

· 700-1200 cost of 203K consultant, cannot be financed (full 203k)

· 150-200 feasibility consultant (full 203k)

Homestyle Highlights

· Recent changes

· Underutilized due to previous lack of MI

· No min repair amt

· Repairs limited to 50% of after improved value

· More lenient on types of repairs (can do swimming pool etc)

· Available on different occupancy types

Homepath highlights

· Purchase only

· No mi

· Only available on Fannie Mae homes

· Flexible on down payment

· Limited availability

· No co borrowers allowed

· Maxed LTV o/o-97%, sh 90% investment 85%

· No appraisal required

· Designed for a quick close

· Limited to 35% of the as completed value in repairs and $35k

· LLPA’s are extremely high

How it works:

· Find property

· Place offer contingent upon inspection

· Provide appraiser list of needed repairs

· Appraisal is completed as is and an after completed value is determined

· Bids are collected from licensed contractor

· Contractor provides proof of liability, workman’s comp and signs a contract

· u/w review appraisal and bid and determines mortgage amount

· loan is set for closing

· a rehab escrow is set up to disburse funds upon completion

· work is commenced after closing

Sales contract needs to state there is 203k financing

Presentation ended at 11:08

William –CMG goes to 97% rehab loan

Lunch 11:30-12:30

12:30-2:30 was an interactive session led by Val Spies from the Lotus Pond Retreat Center that showed members how to relieve stress in the office through breathing techniques, stretching etc. All of these stress relieving tactics will help us to think clearly, stay healthy so that we can better perform in our jobs. We need to pay attention to the mind/body connection to allow us to perform at our best.

CUREN ended at 2:30pm

