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August 5 MBAKY Webinar Recap

Connecting to Close/Top Producer's Mindset
Presented by Susan Walsh - Radian
At the August 5 MBAKY educational webinar, Susan Walsh, the Regional Training Manager
for Radian, discussed Emotional Intelligence (EQ) and how it affects sales. Susan has been
with Radian for the last eight and one half years and she is located in Jacksonville, Florida.
According to Daniel Goleman , an American psychologist who helped to popularize emotional
intelligence, there are five key elements to it:
•

Self-awareness.

•

Self-regulation.

•

Motivation.

•

Empathy.

•

Social skills.

Ms. Walsh said that using Emotional Intelligence will improve the relationships that we have
with our clients. On average, Susan said, we can have 400 emotions in a day. The importance of EQ is to build trust. Emotional intelligence is built into our DNA. Cortisol is our
fight or flight hormone. If we have too much it will reduce the blood flow from our brains.
Ms. Walsh said that we should identify and manage our own emotions and be aware of others’ emotions.
Continued on page 2
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August 5 MBAKY Webinar Recap Continued:
90% of top sales people have a high level of emotional intelligence. EQ accounts for 58% of
performance. Individuals with high EQ earn 20% more.
How do we create closeness? Ms. Walsh said to focus on the people first. Show a general
interest. Listen. Be in tune with your customers’ needs. The key is self awareness. Stop to
pause before you speak. Listen with your eyes and ears. EQ goes beyond just the customer.
Ms. Walsh suggested the book, Emotional Intelligence 2.0 by Travis Bradberry, to learn
more.
Contact the Radian Kentucky Senior Account Manager, Dmitry Ostrovskiy, at (314)
343-7532 or dmitry.ostrovskiy@radian.com

August 19 MBAKY Webinar Recap
Journey to Success in Business and in Life
Lessons Learned Along “The Way”
Blaine Rada
Senior National Trainer & Instructional Designer

Participants of the August 19 MBAKY free webinar were treated to an inspirational journey.
Blaine Rada discussed his personal travels of completing the Camino de Santiago and how
this adventure affected his life and career.
Continued on page 3
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August 19 MBAKY Webinar Recap Continued:
The Camino de Santiago, known in English as The Way of St. James, is a network of pilgrims'
ways or pilgrimages leading to the shrine of the apostle Saint James the Great in the cathedral of Santiago de Compostela in Galicia in northwestern Spain, where tradition has it that
the remains of the saint are buried. This 500+ mile pilgrimage was made famous with the
movie, The Way, starring Martin Sheen. Mr. Rada wanted to complete this journey himself
and as he did he discovered a new perspective: The only person you should try to be better
than is the person you were yesterday.

Mr. Rada said that we kind of crave change and we also resist it. Change can make for a
transformation. “You don’t ever have to be the same after today, except by choice. True
motivation has to come from within. Your calling must be more important than your comfort.”
The Camino de Santiago normally is a 30-40 day journey. Mr. Rada had only 26 days. He
actually completed it in 23. A pilgrimage, Mr. Rada said, is a physical journey with a spiritual
intention. Why did Mr. Rada take this pilgrimage? He said he wanted to be a new, improved
person.
Mr. Rada said to pay attention to your intention. Listen to yourself; listen to your customers.

Give customers what they want—provide value. Don’t give them what they don’t want—show
empathy. Sell like you live here—develop trust.
Why don’t we do the things we should? Distractions, multitasking, procrastination (a compulsion that everything has to be done now!).
Sometimes breakdowns can lead to breakthroughs. The 13th Century poet, Rumi, said “Be a
lamp or a lifeboat or a ladder. Help someone’s soul heal. Walk out of your home like a shepherd.” Kindness and compassion are contagious. How we handle adversity can either define
or destroy us.
Prepare for the road ahead. Plans are nothing. Planning is everything. Trust imperfect steps
to find perfection. Listen so people will talk. Talk so people will listen. Adversity IS the
teacher. (Pain is mandatory; suffering is optional.) The formula for success includes subtraction.
Blaine Rada has written a book about his journey of the Camino De Santiago called From
Sore Soles to a Soaring Soul; Changing My Life One Step At a Time On the Camino De Santiago. Contact Mr. Rada at Blaine@BlaineRada.com or 708-288-7875.
Lisa Bryant is the Account Manager for Arch MI in Kentucky. Contact Lisa at (859)
806-5311 lbryant@archmi.com.
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August 26 MBAKY Webinar Recap
Social Media While Social Distancing
Presented by Zak Stoiber
Digital Marketing Specialist with MGIC

In the “new normal” world of work during a pandemic, the use of social media to do business
has become increasingly important. Zak Stoiber, the MGIC Digital Marketing Program Specialist, presented some tips to help people in the mortgage industry succeed while social distancing.
Building trust with clients and potential clients was one of the key takeaways from Mr. Stoiber’s talk. He discussed the two major social media platforms, LinkedIn and Facebook, and
how to use them effectively. Mr. Stoiber said that Facebook does the social part very well. It
is a means to connect with friends. People buy from people they know and trust. Social media is a relationship-building tool; not a direct sales tool.
Social media use is on the rise. Between 46-51% of United States adults are using social
media more since the outbreak of Covid-19. With less in person meetings, people will use
social media to fill in the gaps. More people will be online because of the pandemic.
LinkedIn has always been known to be more of a business oriented platform. It is the largest
professional network. Essentially, Mr. Stoiber said, it is an online resume. He talked about
the degrees of communication. How does having a common connection affect that relationship. It’s the “who knows who knows who.” The first degree is co-workers, friends, and direct connections. The second degree is people your first degree connections know. The third
degree is those your second degree know.
Mr. Stoiber said for LinkedIn it is a good idea to have a professional headshot and headline.
Profile photos increase profile views 21 times and increase credibility. It is the first and second impression. Words in a headline matter. SEO or Search Engine Optimization is the process of growing the quality and quantity of website traffic by increasing the visibility of a
website or a web page to users of a web search engine.
The summary section on LinkedIn says who you are and makes you special. It’s best to be
concise and not too wordy. In the skills and endorsements area feature recommendations.
Continued on page 5
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MBA of the Bluegrass

August 2020

Looking for Members!

Do you know a bank, an attorney, a title company, an insurance company, or mortgage lender who should be a member of the MBA of the Bluegrass??? Please be inviting! Contact any of the board members listed on the website.

“Remember, members do business with members.”

2020 MBA of the Bluegrass Inc. Board Officers
President—Tyler Gossett, (859) 588-5820, tyler.gossett@53.com
President Elect—Mitch Florence, (859) 533-0764, MFlorence@republicbank.com
Secretary—Mat Hulberg, (701) 425-2287, mat@jetttitle.com
Treasurer—Brad Howard, (859) 281-5217, brad.howard@pnc.com
Past President—Jason Heflin, (859) 621-6592, JHeflin@loandepot.com

August 26 MBAKY Webinar Recap Continued:
In the education and interest section be sure to add volunteer activities, interests, and clubs
which can be linked to your profession.
For content best practices find news that pertains to your business. Mr. Stoiber mentioned
Flipboard.com and Google Alerts. Sprout Social® is a social media management software
solution to assist a business in many areas including analytics.
Facebook has just gone to a new format and Mr. Stoiber showed some of the new features.
A Facebook business page should be separate from a personal page. It is a little more casual than LinkedIn, but it is still important to retain a professional image.
The power of reviews and recommendations is critical to develop trust. It’s always good to
continually monitor those reviews.
If you use a video, quality does not always equal quantity of views. Sometimes real, spontaneous videos get more attention.
For more information regarding social media and how it can assist your business
contact Zak Stoiber at zak_stoiber@mgic.com.
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Indiana MBA Virtual Convention Opportunity September 15th and 16th
MBAKY members, with COVID-19 continuing to impact in-person meetings across the country, the Indiana MBA recently decided to go virtual with their convention in September. They also approved this
offer to MBAKY members to be able to register at the IMBA member price of $79/person, or, $500/
company that includes up to 10 registrations.
While MBAKY is considering a fall virtual event as well, this is a good opportunity to listen to national
and state speakers on important topics the industry is dealing with today! The schedule for this event
includes two sessions, with the first from 9:00AM EDT - noon on Tuesday, September 15th, and the
second on Wednesday the 16th from 1:00PM - 3:00PM EDT. This allows for all registrants to be able
to participate each day, and still have time for regular work during this extremely busy time.
The speakers and topics for this are listed below:
Tuesday

Jack Konyk/Weiner Brodsky Kider - Regulatory Town Hall
Jeff Colsten/Ellie Mae - Encompass Best Practices
Tom Dinwiddie/IMBA Legal Counsel & Lobbyist - IN State Regulatory and Legislative Update
Wednesday
Bill Kilmer/MBA - Political 'Environmental Scan' & Industry Implications Under Different
Election Results
Marianne Collins/Diehl & Associates - Government Loans Underwriting Updates

To register for this as an individual, click the link below, and after clicking on 'Member - Kentucky',
submit and type in the following registration code: 87VBSGAQ on the next screen:
https://indianamba.org/event-3923752
If you have any issues please contact me by e-mail or phone listed at the bottom of this e-mail.
To register as a company, please contact me directly by e-mail or phone listed below.
Alan Thorup
Executive Director

317-428-7699
mbaky@sbcglobal.net
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Title: Share of Mortgage Loans in Forbearance Declines Slightly to 7.20%
Source: MBA
Date: August 24, 2020
Contact: Adam DeSanctis, adesanctis@mba.org
(202) 557-2727
WASHINGTON, D.C. (August 24, 2020) - The Mortgage Bankers Association's (MBA) latest Forbearance and Call Volume Survey revealed that the total number of loans now in forbearance decreased by 1
basis point from 7.21% of servicers' portfolio volume in the prior week to 7.20% as of August 16, 2020.
According to MBA's estimate, 3.6 million homeowners are in forbearance plans.
The share of Fannie Mae and Freddie Mac loans in forbearance also dropped by only 1 basis point to
4.93%. Ginnie Mae loans in forbearance were flat at 9.54%, while the forbearance share for portfolio
loans and private-label securities (PLS) increased by 3 basis points to 10.37%. The percentage of loans
in forbearance for depository servicers dropped 1 basis point to 7.48%, and the percentage of loans in
forbearance for independent mortgage bank (IMB) servicers increased 1 basis point to 7.43%.
"The share of loans in forbearance declined for the tenth week in a row, but the rate of improvement
has slowed markedly. The extremely high rate of initial claims for unemployment insurance and high
level of unemployment remain a concern, and are indications of the challenges many households are
facing," said Mike Fratantoni, MBA's Senior Vice President and Chief Economist. "While new forbearance
requests remain low, particularly for Fannie Mae and Freddie Mac loans, the pace of exits from forbearance has declined for two straight weeks."
Key findings of MBA's Forbearance and Call Volume Survey - August 10 to August 16, 2020
*Total loans in forbearance decreased by 1 basis point relative to the prior week: from 7.21% to 7.20%.
By investor type, the share of Ginnie Mae loans in forbearance remained the same at 9.54%.
The share of Fannie Mae and Freddie Mac loans in forbearance decreased relative to the prior
week: from 4.94% to 4.93%.
The share of other loans (e.g., portfolio and PLS loans) in forbearance increased relative to the
prior week: from 10.34% to 10.37%.
*By stage, 37.91% of total loans in forbearance are in the initial forbearance plan stage, while 61.34%
are in a forbearance extension. The remaining 0.75% are forbearance re-entries.
*Total weekly forbearance requests as a percent of servicing portfolio volume (#) decreased relative to
the prior week: from 0.11% to 0.10%.
*Weekly servicer call center volume:
As a percent of servicing portfolio volume (#), calls increased from 7.9% to 8.7%.
Average speed to answer increased from 2.2 minutes to 2.8 minutes.
Abandonment rates increased from 5.6% to 5.7%.
Average call length decreased from 7.5 minutes to 7.2 minutes.
*Loans in forbearance as a share of servicing portfolio volume (#) as of August 16, 2020:
Total: 7.20% (previous week: 7.21%)
IMBs: 7.43% (previous week: 7.42%)
Depositories: 7.48% (previous week: 7.49%)
MBA's latest Forbearance and Call Volume Survey covers the period from August 10 through August 16,
2020, and represents 75% of the first-mortgage servicing market (37.3 million loans).
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MBA of the Bluegrass
2020 Board Officers and Directors
Board Officers—
Tyler Gossett – President, Fifth Third
Mitch Florence – President Elect, Republic Bank
Brad Howard—Treasurer, PNC Mortgage
Secretary—Mat Hulberg, Jett Title
Jason Heflin—Past President, loanDepot, LLC
Directors—
Brenda Weaver—ehome Network
Tim Vaughan—Supreme Lending
Bryan May—Century Mortgage Company
Alison Sheshull—Bluegrass Land Title LLC
Wayne Thompson—Bankers Mortgage Consulting
Marcie Morris—Kentucky Housing Corporation
Ryan McCord—Ryan McCord Insurance-KY Farm Bureau
Abdul Muhammad—WesBanco Bank
Adam Asher—Liberty Mutual Insurance Company
Shirley Riley—Community Trust
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2020 Committees
The next two pages have the committees for 2020. If you want to plug in and do more for
the MBA of the Bluegrass please contact one of the board officers or committee chairs.
Legislative—Is responsible for reporting to the Board of Directors and the membership any
current activity on local, state, or national legislative issues.
Committee Chair—Tim Vaughan, (859) 327-0085,
tim.vaughan@supremelending.com
By-Laws/Ethics—Reviews the by-laws and proposes any changes that are necessary. Responsible for inquiries or accusations against members and reporting to the Board of Directors
their findings and recommendations.
Committee Co-Chairs—Brenda Weaver, CMB, (859) 221-2821, bweaver@ehomenetwork.org and Bryan May, (859) 539-5626,
bmay@centurymortgage.com
Finance—Shall prepare a budget of the estimated income and expenses of the organization
for the year.
Committee Chair—Brad Howard, (859) 281-5217, brad.howard@pnc.com
Membership—In charge of recruitment and retention. They will devote their attention to the
proper welcoming of new members and guests and to strive to encourage friendships among
members.
Committee Chair—Abdul Muhammad, (859) 244-7254,
AMuhammad@wesbanco.com
Affiliate Relations—This committee is responsible for promoting and recruiting affiliate
members to the organization. This involves planning and conducting special events for our
affiliates.
Committee Chair—Alison Sheshull, (859) 771-6423, alison@bluegrasslandtitle.com
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2020 Committees Continued:
Education/Programs—This committee is responsible for organizing meetings, identifying
location, scheduling speakers, and securing sponsorships for the events. Additionally this
committee is responsible for arranging any special events like the golf outing and Christmas
party. This committee selects topics, arranges dates/times, and secures speakers for Educational Roundtables to educate the membership.
Committee Chair—Mitch Florence, (859) 533-0764, MFlorence@republicbank.com

PR/Communications/Social Media—Supplies monthly notices concerning the organization
meetings and other interesting information of the membership to newspapers, radio and television stations.
Committee Co-Chairs— Jason Heflin, (859) 621-6592, JHeflin@loandepot.com,
Wayne Thompson, wthompson@bankersmortgageconsulting.com
Awards
Committee Co-Chairs—Wayne Thompson, wthompson@bankersmortgageconsulting.com, and Brenda Weaver, CMB, (844) 243-4663,
bweaver@ehomenetwork.org
Nominations
Committee Chair—Jason Heflin, (859) 621-6592, Jheflin@loandepot.com

Important Websites to Know
Mortgage Bankers Association of Louisville
http://www.mbalou.org
Mortgage Bankers of Kentucky
http://www.mbaky.org
The National Mortgage Bankers Association
http://www.mortgagebankers.org

Mortgage Fraud Blog
http://www.mortgagefraudblog.com/
FBI Mortgage Fraud
http://www.fbi.gov/page2/dec05/operationquickflip121405.htm
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