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ACUMA Returns to  
In-Person Conference 
in 2021

The 25th Annual ACUMA Conference (LiveWire25!) got under-
way Sunday, September 12, 2021, as attendees who traveled to 
the Gaylord National Resort in National Harbor, Maryland, reg-

istered for the event in the afternoon at the beautiful waterfront venue, 
which featured a view of Washington, D.C. across the Potomac River.

In the early evening, attendees were treated to a Welcome Reception 
that featured appetizers and beverages, as well as an opportunity to visit 
with colleagues and make new contacts. (Another well-attended recep-
tion was held after Monday’s program, and, continuing an ACUMA 
tradition, hot breakfast and lunch buffets were also provided during the 
event.)

“Everyone was so excited for the opportunity to see and network 
with other ACUMA members,” said ACUMA President Tracy Ashfield. 

Although masks were also in attendance, ACUMA provided brace-
lets—green, yellow and red—for attendees to show their comfort level 
with proximity to others. The system worked well and the large Exhibit 
Hall provided lots of space for conversations and distance.

On Monday morning, when a show of hands indicated about two-
thirds of the crowd were first-time attendees, Ashfield told them, “Don’t 
be shy. Take the opportunity while you’re here to visit with peers and 
exhibitors” as well as “grow and enhance your mortgage programs” 
through the many conference sessions.

The hundreds of attendees did just that, listening to expert speakers 
and attending top-notch educational sessions on everything mortgage.

Calling the conference a success, Todd Lambright, VP of Sales 
at Georgia’s Own Credit Union, praised the “solid content, great 
partners and a schedule that made networking valuable.”

During the conference, ACUMA Board Chairman Barry 
Stricklin recognized Ashfield for steering the organization 
through the Covid-19 pandemic, “the most challenging year in 
the history of ACUMA.” 

Stricklin commended the many ACUMA members who 
staffed credit unions during the pandemic as essential workers. 
“Financial well-being goes hand-in-hand with being healthy,” 
he said. “You should be proud of yourselves.”

LIVE     WIRE 25      MONDAY PROGRAM CAPSULES

    “How Credit Unions Can  
Leverage Diversity as a  
Competitive Advantage.”
Monday’s program opened with a 

Keynote Session by J. Tony Thompson, 
Founder & CEO of the National Asso-
ciation of Minority Mortgage Bankers 
of America (NAMMBA). He spoke on 
the importance of creating and main-
taining a diverse workforce within an 
organization, and he shared steps a 
credit union can take to engage and 
connect with the multicultural market-
place to help grow membership.

Thompson noted that one in three 
Americans are credit union members 
and only one in 10 get their mortgage 
loans there. He said that provided a great 
opportunity to grow loans, especially if 
credit unions increase diversity by reach-
ing out to single women, communities of 
color and the LGBTQ community. 

Keep in mind, Thompson said, that 
by 2040 an estimated 70% of U.S. home-
buyers will be minorities. That means 
credit unions must “build a high level 
of trust” with minorities by communi-
cating with them in the ways they want, 
within their communities and through 
an increasingly diverse CU workforce.

J. Tony Thompson
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Noting the importance of Diversity, 
Equity and Inclusion (DEI), he said, 
“Bring them to the party, but also ask 
them to dance.”

   “Managing Mortgage Loans in 
Today’s Environment”
Emily Hollis, President, and Travis 

Goodman, Principal in the Advisory 
Services Group, of ALM First Financial 
Advisors, explained the basics of loan 
hedging to the assembled attendees. 

Noting that the experts were wrong 
about 80% of the time about where inter-
est rates were headed, they said, “Nobody 
should be trying to predict interest rates.” 
Instead of guessing, they urged credit 
union mortgage lenders to develop a 
plan to mitigate risk by hedging loans. 

Hedging is a strategy most any size 
credit union can use—not just large-
asset outfits, they said. 

  “How Did They Get to the Top?”
Two credit unions that became the 

premier mortgage lenders in their com-
munities explained how they did it in a 
Talk Show-style format. Moderated by 
ACUMA President Tracy Ashfield, the 
session included panelists Kristin Nes-
bitt, VP of Mortgage Lending at Summit 
Credit Union, and Ryan Doehrmann, 
CMO at GreenState Credit Union.

Each shared the ways in which they 
reached and maintained mortgage 
dominance in their market, describing 
a fascinating set of tools and underlying 
strategies for credit unions to consider.

The afternoon program featured a 
choice of two breakout sessions in two 
time blocks. The first sessions were:

 “Internally Hedging Your Mortgage 
Pipeline,” showcased Alec Hollis, Man-
aging Director of the Strategy Group, 
and Travis Goodman, Principal of the 
Advisory Services Group, at ALM First 
Financial Advisors. It provided a deep-
er trip into hedging strategies that fol-
lowed up on an earlier session.

  “Washington Update: Federal Pol-
icy Changes and the Housing Mar-
ket” examined the latest Washington 
developments impacting the housing 

finance market and credit unions with 
John McKechnie, Senior Partner at To-
tal Spectrum in Washington, D.C.; and 
Amy Moser, SVP of Lending/CLO at 
Mountain America Credit Union. The 
far-ranging discussion focused on dif-
ferences between the former and cur-
rent administration’s appointees and 
policies. It included assessments of the 
FHFA, CFPB, NCUA and the GSEs (in-
cluding the FHLBs).

A second round of breakout sessions 
included two more choices:

 “Forbearance: Where We Have Been 
and Where We Are Headed” used a 
panel discussion to discuss best practic-
es, trends and lessons learned as rules 
and regulations around them continue 
to evolve and change. Participants in-
cluded moderator Barry Stricklin, SVP 
& Chief Lending Officer at Tower Fed-
eral Credit Union; W.H. Mitchell Redd, 
SVP at FHN Financial Capital Assets; 
and Lori Michaud, SVP and COO at 
CUSO Home Lending. Stricklin steered 
the discussion while Redd and Michaud 
presented data and experiences they 
dealt with under the recent forbearance 
period. Attendees added their own ex-
periences. 

 “Grow Your Purchase Business 
Through Construction Lending: Mar-
ket Advantages and How to Succeed” 
with Eric Burgoon, SVP of Mortgage 
and CLO; and Amanda Hallo, Direc-
tor of Construction Administration at 
Lake Michigan Credit Union, focused 
on “Why we like construction lend-

ing” and marketing to homebuilders, 
highlighting risks and profitability. An 
interesting discussion talked about how 
to handle loan “draws.”

  TUESDAY PROGRAM CAPSULES

   “Charting the Path Forward to 
Sustainable Growth”
Keith Kemph, Founder and CEO of 

BlackFin Group, provided 
a framework for conduct-
ing an assessment of a credit 
union’s mortgage technol-
ogy stack—a blueprint to 
ensure scalable, efficient and 
cost-effective growth.

Kemph told attendees that 
productivity, not volume, is 
the metric that matters most 
going forward. 

He urged credit unions 
to undertake a “full-scale, 
end-to-end business review” 
and to assign an employee 
to analyze, synthesize and 

mine information to validate that their 
organizations were moving in the right 
direction to increase productivity, tick-
ing off cross-training, technology, prod-
uct mix and culture change as key com-
ponents.

After a Networking Break came a choice 
of two Breakout Sessions:

 “Growing Your Mortgage Beyond 
Your Credit Union’s Retail Footprint” 
had moderator Bob Pondelicek, Senior 
Director Real Estate Sales and Service at 
BCU, with panelists Eric Burgoon, SVP 
of Mortgage and CLO at Lake Michigan 
Credit Union; and Frank Petrie, Direc-
tor of Retail Mortgages for Wright-Patt 
Credit Union. Burgoon explained how 
LMCU expanded from western Michi-
gan into the Detroit area and the Upper 
Peninsula of Michigan before gaining a 
foothold in Florida, where he said many 
from Michigan have purchased second 
homes.  Petrie explained how Wright-
Patt decided to target Columbus, Ohio, 
for its expansion and what hurdles it 
encountered as it opened five branches 
and hired employees to staff them and 

J. Tony Thompson

Amy Moser and John McKechnie
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build business in a much more upscale 
market. Attendees got to hear tips, les-
sons learned and best practices when 
expanding.

 “Managing your Mortgage Loan 
Originator Compensation Plan” fea-
tured presenters Kris Kully, Compli-
ance Expert and Law Partner at Mayer 
Brown in Washington, D.C.; and Ber-
nie Chavira, AVP of Mortgage Lend-

ing Originations with Define Mortgage 
Solutions, a wholly owned subsidiary 
of Desert Financial Credit Union. The 
interactive discussion revolved around 
five Loan Officer compensation re-
minders: 1) The LO Comp Rule has 
not changed. 2) Not every LO must be 
compensated the same, but every LO 
must receive the same compensation. 
3) Comp cannot vary based on differ-
ent loan products or programs. 4) Cal-
culation of overtime includes commis-
sions. 5) Don’t forget other compliance 
requirements such as Fair Lending 
and avoiding UDAAPs, as well as state 
wage/hour laws.

A second choice of Breakout Sessions 
followed:

 “Loan Growth and Retention 
Roundtable Discussion” moderated 
by Mark Wilburn, EVP and COO at 
Truity Credit Union talked about mar-
ket share and loan growth strategies, 
and retention strategies. It built on 

three points: 1) Strategies that promote 
business development within the mort-
gage lending area. 2) Market strategies for 
Realtors, members and the community. 
3) Positioning your credit union to pur-
posefully originate mortgages culturally 
(leadership buy-in and employee accep-
tance), strategically (with concrete plans) 
and operationally (to absorb peaks and 
valleys in the loan cycle).

 “Talent Round-
table Discussion” 
was led by Alissa 
Sykes Tulloch, 
Chief Experience 
Officer at Ameri-
CU. The audience 
participated in 
the discussion on 
recruiting, retain-
ing and training 
the credit union’s 
team. Topics in-
cluded additional 
benefits and train-
ing, and the value 
of comparing 
them to competi-
tors; use of robot-

ics and automation; and tools for employee 
retention. A chunk of the hour considered 
the impact of the pandemic, comparing re-
mote, in-person and hybrid models, as well 
as productivity.

   “Exam Insights and Priorities for 
the Coming Year”
The conference’s lone virtual session 

brought Tim Segerson, Deputy Direc-
tor of NCUA’s Office of Examination 
and Insurance at NCUA, to the confer-
ence—onscreen from his home due to 
Covid policies. 

Segerson discussed examination pri-
orities, as well as pandemic impacts, 
appraisal bias, CARES Act forbearance, 
commercial real estate issues and lag-
ging employment effects. He singled 
out Automated Valuation Models and 
said regulators had not yet agreed on 
how to treat them, but he said they 
should not be used exclusively to deter-
mine value.

He also touched on Fair Lending,  
estimating 30-40 off-site exams by 

NCUA in 2022. 

  “Fireside Chat: Mortgage Industry 
Past and Future”
ACUMA President Tracy Ashfield 

interviewed Scott Happ, President of 
Secondary Marketing Technologies for 
Black Knight. Happ recalled the days of 
Lotus spreadsheets and “lots of paper,” 
and the 1994 introduction of the origi-
nal Netscape browser, ushering in the 
Internet Age. 

That “set the stage for a revolution on 
how we do things,” Happ said, leading 
to technological innovation that has 
changed the mortgage industry.

The innovations, along with the re-
mote working environment caused 
by the pandemic, have helped credit 
unions move into the digital world and 
created opportunities for “exciting but 
daunting” choices for open systems. 
“Specialization is the way it’s going to 
be,” he said. 

 “Insights from the CLO”
Ashfield moderated a “Talk Show” 

discussion that featured an animated 
discussion with Jason Sasena, CLO at 
Westerra Credit Union; Cary Shum-
way, SVP of Lending at UNIFY Finan-
cial Credit Union; and Lori Leven-
good, SVP and CLO at Diamond Credit 
Union. 

Each panelist described their credit 
union’s mortgage program, including 
statistics, strategies and outlooks. They 
shared loan volumes, percentages of 
loans held and sold, working environ-
ments (especially influenced by the 
pandemic), marketing and the role of 
the CLO.

Sasena described stripping down the 
Westerra lending operation and rebuild-
ing it with an eye toward strategy, cross-
functionality and building a brand. At 
SEG-based UNIFY, which has 50 loca-
tions nationwide, Shumway discussed 
how UNIFY streamlined the mortgage 
process and reduced the “hoops” many 
mortgage lenders put their members 
through. Levengood said Diamond CU 
halted its indirect auto lending program 
2-3 years ago and ramped up mortgages 
to diversify their portfolio.

Kris Kully and Bernie Chavira



ness and equity beyond origination 
and into servicing.” She also reminded 
attendees that there is no small servicer 
exception for Fair Lending provisions. 
“Double-check your due diligence 
program and third-party vendors” for 
compliance accuracy, she said.

Further discussion included QM 
and Loan Officer compensation, and 
the need to establish positive relation-
ships with examinations instead of be-
ing adversarial. And a reminder: Any 
issues pointed out by examiners, and 
especially any changes they require, 
should be given to you in writing.

  “Getting Your Team Off the Refi-
nance Roller Coaster”
An expert panel discussed strategies 

to ensure the future growth of your 
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       WEDNESDAY PROGRAM       
                   CAPSULES

  “What Can We Expect from the 
CFPB?”
The session featured three compli-

ance experts, Amanda Phillips, EVP of 
Compliance with ACES Quality Man-
agement; Beth Millstein, Principal at 
Millstein Consulting Services and for-
mer Fannie Mae executive; and Rich-
ard J. Andreano Jr., Practice Leader of 
the Mortgage Banking Group at Bal-
lard Spahr LLP.

What ensued was an enlightening 
discussion among the three that cov-
ered a lot of ground relating to poten-
tial 2022 compliance and exam topics. 
“Servicing, sub-servicing, Fair Lend-
ing—expect a lot of scrutiny there from 
more regulators than the CFPB,” 
Millstein warned.

Andreano said the Biden ad-
ministration has sent signals that 
Fair Lending and related areas, 
including servicing, will get a 
closer look, so make sure for-
bearance programs are conduct-
ed correctly.  He said training 
programs will be looked at posi-
tively by examiners and warned 
of “subconscious bias” that might 
paint your credit union in an un-
favorable light, such as the imag-
es you project into the commu-
nity through your website.

After Andreano told the 
audience, “Fair Lending 
and servicing is here to 
stay,” Phillips followed by 
suggesting, “Now would 
be a really good time 
to look at your policies 
and procedures” 
and to “in-
grain fair-

purchase business. Moderator Shannon 
VanSickler, Vice President of Credit 
Union Engagement for Arch Mortgage 
Insurance, was joined by panelists Ron 
Vaimberg, Mortgage and Real Estate 
Trainer and Coach; Todd Lambright, 
Vice President of Sales for Georgia’s 
Own Credit Union; and Craig Chap-
man, SVP of Mortgage Sales at Teachers 
Federal Credit Union.

VanSickler noted that loan refinanc-
ings averaged 70% of a credit union’s 
mortgage business in 2020, but was pro-
jected to plummet by 2022. The chal-
lenge, then, is to prepare for the shift to 
a majority of purchase loans. 

Most CUs, the panel agreed, are not 
ready. What’s needed, Vaimberg said, is 
a commitment by leadership, a culture 
that accepts and plans for change, and 

a strategy or vision of what 
it will look like. Added Van-
Sickler, and how it will make 
sense for your membership. 

Leadership often under-
stands the importance of 
mortgage but not the intrica-
cies, Vaimberg said. Without 
leaders pushing a shift, the 
culture reacts only in emer-
gency mode, and usually that 
means a plan has not been 
developed.

The panel also touched 
on the importance of work-
ing with Realtors to build 
and maintain a successful 
purchase-loan program, 
and consideration of imple-
menting meaningful (not 
one-time) training with a 

CU leader to carry on the program. 

    ANNUAL CONFERENCE 2022

It’s not too early to plan for the next iter-
ation of the credit union industry’s best 
event. ACUMA will return to Las Vegas 
for its 2022 Annual Conference. Join us 
at the Cosmopolitan Hotel and Casino 
in the heart of the Las Vegas Strip for 
the conference, September 18-21. Mark 
your calendars now, and look for details 
on registration, agenda and speakers in 
late May.

Beth Millstein

Todd Lambright, Ron 
Vaimberg,  Craig 
Chapman and Shannon 
VanSickler
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LIVE     WIRE 25  
Attendees enjoyed participating in ACUMA’s 2021 Annual 

Conference, a return to in-person events.
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