
Considering the frenetic pace of
business and current market
conditions, most of us probably are far
more focused on the first part of that
statement than with the latter part.
Looking ahead to our annual holiday
party this Thursday, December 5, I am
reminded of the similarity between
market conditions our industry
experienced in 1993 and current
market conditions. In 1993, as today,
people were entering the industry in
record numbers and most companies
were operating at or above capacity.
People with whom I associate within
the industry today are frustrated by the
lack of time to enjoy the prosperity
that this refinance boom affords us.
The same dynamic is true for us as an
association: We either have an
abundance of money and no time to
enjoy it, or we find ourselves with
plenty of time but a need to be more
frugal with our dollars. Rarely are we
at a balance between the two where
we have both the money and the time
to enjoy the fruits of our labor. 

At this time, and under current
conditions, we have both the
opportunity and the ability to make a
substantial difference in the life of a

Denver woman, Mickiejean Scott,
who will be the beneficiary of
proceeds generated at this year's
holiday party. Ms. Scott suffers from
multiple disabilities that will soon
limit her to a wheelchair.  She has
applied to HERO Alliance, a nonprofit
group that advocates for
homeownership resources for persons
with disabilities in Colorado, for
assistance in converting her home to
accommodate wheelchair access. The
disbursement of the funds that are
raised at this event fulfill the goal of
the Community Outreach committee
to make a dramatic, long lasting, and
positive difference in Mickiejean's
life.

A History of Giving
The Community Outreach

committee has contributed tens of
thousands of dollars to housing-
related charities over the past ten
years. Thanks to the efforts of this
committee, we have made a
significant difference in our
community, and in a few instances, a
permanent difference in the lives of
Colorado families. Once again, 1993
comes to mind as CMLA members
rallied to contribute over $35,000 to
pay for the construction costs of one
Habitat home occupied by the Lohr
family. “Before Habitat,” said Mr.
Lohr, “we were living in a dump with
no hope of getting out.”  The home

CMLA helped
build for the Lohrs
made a lasting
impact on the lives
of this family of
seven. Of the five
children, the two
older boys have
completed trade
school and are firmly settled into their
careers. The younger boys are home-
schooled and “doing things normal
boys would do.” Andy's outlook is
positive and knows he has CMLA and
Habitat to thank for making a
difference for his family. The Lohr
family attended the 1993 holiday party
as guests and had the opportunity to
meet CMLA members and friends
who had given of their time to build
the home as well as the funds
necessary to purchase materials for the
home. At that time, we gave the Lohrs
a color television for their new home. 

As for the 2002 holiday party, I
particularly want to thank Trina
Phillips and Pat McCabe-Newell, co-
chairs of the Community Outreach
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Sharing Our Prosperity: Making A Difference
By Jay Wilson, President

See “Making a Difference” page 3

“We make a l iving by
what we get; we make a
life by what we give.”

- Sir Winston Churchill (1874 - 1965)



This month's Member Spotlight
features Brian Rindels and Todd
Henderson, co-owners of Pinnacle
Mortgage Group, Inc. 

CMLA: Tell us about how you got
involved in the industry and how
Pinnacle Mortgage Group came into
existence.
Brian: Todd and I started Pinnacle in
December, 1995 with six people -
three originators, two processors and a
receptionist. We both started our
careers in mortgage banking at
Waterfield Financial. Prior to the
inception of Pinnacle, Todd spent a
year with Praski Mortgage. Since
1995, we have grown to a staff of 52
and have expanded our traditional
lending operations to include an
Internet Business Division that nets us
60% of our volume. 

On the lending side, we have kept
a fairly traditional loan
officer/processor/closer team
approach as opposed to becoming a
processing center. Currently, our

repeat business is at the top of the
scale and that speaks very well for our
people and the relationships they have
developed with customers. No matter

where they are shopping,
customers come back to us,
whether they initially find us
through a realtor, the internet,
or through a referral.
CMLA: What factors have
contributed to your growth?
Brian: Our growth has been
steady and controlled; there
has never been a “banner
year” where we just exploded
with growth. One of the
primary keys to our growth is
our selectivity regarding the
employees we hire. We have always
focused on hiring quality people, from
our loan officers to the support staff
and we have been careful to select
people who fit in with the corporate
culture at Pinnacle. Also, our
commitment to doing things right and
maintaining a high standard of ethics
has served us well. 
Todd: Many of the people we've hired
have come to us as referrals,
especially in the internet side of the
company. Quality people want to
work with other quality people; we
haven't ever really needed to
advertise. Our philosophy of hiring
good people, giving them
responsibility, and holding them
accountable has worked very well for
us. 
Brian: We also take pride in providing
our staff a good deal of flexibility.
Employees are expected to put in a
40-hour week, but when business is
slow, they can leave early. However,
when it's crunch time, they need to put
in the time necessary to get things
done. 
Todd: To the employees, the details
are what really count. Our record of
low turnover speaks to our
commitment to and awareness of the
needs of our employees and their
families.
CMLA: You mentioned earlier that
approximately 60% of your volume
comes from the internet side of

Pinnacle, which you started only a
couple of years ago. To what do you
attribute growth on that side of the
company? 
Todd: Quite frankly, I attribute our
success on the internet side to our
internet originations manager, Mike
Burns. I have known Mike for a long
time; he came to us with an idea that
he has been able to implement. His
industry experience coupled with his
integrity, honesty, and knowledge
makes him a perfect fit. 

The Internet side of the company is
very competitive and is completely
price driven. Thus, we make our
money on sheer volume.  Since most
of our business in this arena comes to
us from out of state, our loan officers
have to be aware of many state rules,
regulations, processes, and
documents. 
CMLA: How has involvement in
CMLA helped you grow?

Brian: One of the biggest ways
CMLA provides value to us is the
Wholesale Lending Fair in January.
At the Fair, we've found investors,
made connections, and developed
relationships that have helped us
achieve success. Plus, all the new
ideas we are exposed to at the Fair are
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Pinnacle Mortgage Group, Inc. Todd Henderson and Brian Rindels 
Owners

See “Member Spotlight” page  3 

“CMLA does an outstanding
job of keeping the lending
community connected.”

“Although we are very
proactive with technology, we
continue to preach the
importance of relationships in
our business.”



really helpful. Between the Wholesale
Lending Fair, the Convention in Vail
in August, and monthly luncheons,
CMLA keeps us connected.
Todd: Timely delivery of information
and awareness of industry issues is
also very important and helpful. The
information that CMLA provides

helps us stay on top of what is
happening in our industry and saves
us time perusing all the industry
periodicals. We appreciate proactive
notification about legislative issues
and the opportunity to be aware of
what needs to be communicated to our
congressmen and women when the

need arises. 
Brian: We are thankful that CMLA
exists as a professional association
representing the lending community in
Colorado. It's great to hang the CMLA
membership plaque on the wall in our
lobby and let people know that we
belong to CMLA. Membership in

CMLA sets you apart from others in
the industry. 

I have had the opportunity to
experience the level of professional-
ism that comes with CMLA
membership in situations where I'm
faced with competing with some
unknown company that is trying to

sell price-only through the newspaper.
I tell my borrowers and realtors to
check the CMLA web site and see if
this unknown company belongs to
CMLA. I assure them that if they don't
belong to the one organization that
represents the good quality mortgage
companies in Colorado, they will
probably be gone in a couple of
months.  Sure enough, these
companies are not members of CMLA
and sure enough, they're usually soon
gone. 

One of the first things we did
when we started Pinnacle was to join
CMLA. We decided to make that
commitment from day one. And we've
never had any regrets. 
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MAKING A DIFFERENCE
CONTINUED FROM COVER

committee, for their leadership in
coordinating this event; Mandy
Wingfield, CMLA Administrative
Director, for all her assistance in
making the event possible, and all the
members of the Outreach committee
for their dedication of time and

resources. I'm excited to participate in
this event and I hope you'll join me in
making it a success. Although it's
difficult to expand our focus beyond
loan production and getting loans
closed, I appeal to all of you as
members and friends of the
association to not only register for this
year's holiday party, but also to
consider making a gift donation or
providing a sponsorship. Whether or
not you participate via a donation or a
sponsorship, plan to attend the event
THIS Thursday evening from 6 - 9
p.m. at the Metropolitan Club, 7800
East Orchard Road in Greenwood

Village and be generous with your
bids for the exciting gifts we will have
available for auction. Understanding
that our efforts at making a living are
providing an abundance, let's make
the time and invest the energy in
improving a life—by generously
giving.

If you have questions or wish to
register, please contact Mandy at the
CMLA office at 303-773-9565 or at
admin@cmla.com

“I encourage you to invite
everyone in your office to join
us for this great t ime of
camaraderie and working
together to make a difference
in Mickiejean’s life.”

MEMBER SPOTLIGHT
CONTINUED FROM PAGE 2

CMLA is a consistent presence that unites the industry.

COLORADO MORTGAGE LENDERS ASSOCIATION
7000 East Belleview Ave., #203    •   Greenwood Village, CO 80111    

Phone - (303) 773-9565    •  Fax - (303) 773-8746
Web Site  http://www.cmla.com •    Email - cmla@cmla.com

® Copyright 2002
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Getting to Know Us: 
Meet Julie Piepho, CMLA Northern Chapter First Officer

This month we'd like to introduce a very energetic
member of our CMLA leadership team, Julie Piepho,
Northern Chapter First Officer. 

From day one, Julie has been very active in
recharging enthusiasm in the Northern Chapter. Thanks to
her efforts, CMLA's Certified Mortgage Lender (CML)
program will be offered through CSU beginning in January
2003. The CML program is a great value to people as it
allows them a venue to become formally educated about
various aspects of the mortgage business from loan
origination to secondary marketing. 

The main goal Julie has set for the Northern Chapter
is to bring a more structured sense of community to
mortgage lenders in northern Colorado. According to Julie,
“There is sense of community in that people know and like
each other in Northern Colorado, but there is not a sense of
community in that people get together and share ideas
about what's working for them.”  Julie also is developing a
five-member advisory board that will meet once per
quarter in 2003. One of their first challenges will be to host
the first annual Northern Colorado Mortgage Expo to be
held Friday, April 4, 2003. Planning is underway to have
about 40 exhibitors on hand for a five-hour trade show,
much like the CMLA Wholesale Lending Fair held in
Denver each year.

Julie has been in the mortgage industry for 24 years.
She “grew up” in the Savings and Loan industry in
Wyoming before moving to Colorado in 1985. Julie has
worked in various capacities in the industry, from
processor to Sr. Vice President of Norwest Mortgage.
During the 13 years she worked for Norwest and Wells
Fargo, she became the president of the country's first joint
venture between a bank (Wells Fargo) and a mortgage
company (Norwest Mortgage), prior to Norwest's purchase
of Wells Fargo. She's also been an independent broker.
Throughout her career, Julie's passion has been to help
people achieve the American dream of home ownership.

Along with helping others achieve their dream, Julie
recently achieved a dream of her own - the attainment of
her Certified Mortgage Banker (CMB) designation. The
CMB designation signifies to the real estate finance
community an individual's superior knowledge,
understanding, and competency in both residential and
commercial real estate finance and distinguishes
professionals for their commitment to excellence and high
ethical standards. Only nine individuals in Colorado have
attained the CMB designation.

“Ever since I took my first
School of Mortgage Banking
classes in Wyoming, I knew I
wanted to get my CMB,” Julie
commented. Close friend (and
fellow CMB) Mike Rosser
encouraged Julie to get her
CMB. Working toward a CMB
designation is both expensive
and time consuming, but Julie
believes it's worth the cost in
time and money. “My CMB
designation is important to me
because it fulfills my personal
life vision. I 'm in the
mortgage business to help
people achieve the dream of
owning a home. Getting my
CMB was the fulfillment of a dream that I have had for a
long time. I was inspired to pursue it because I admired
people who had their CMB.”  

Julie also believes in MBA's Future Leaders program.
She cites the fact that current leaders in MBA look to those
involved in the Future Leaders program to be active
participants in MBA and take a leadership role as evidence
of the program's positive effect. 

Julie is owner and founder of Milestone Leadership
Consulting, where she provides leadership coaching and
mortgage consulting for banks and mortgage companies on
various aspects of mortgage lending. When she has time,
Julie likes to play golf, spend time with her friends, and
travel. She also is an avid Denver Broncos fan. 

Julie lives her personal life vision of  ‘a dynamic
world where leadership, creativity, and excitement inspire
the fulfillment of dreams’ through her enthusiasm in
helping people and her zest for life. With Julie at the helm,
expect great success from the CMLA Northern Chapter! 

You can contact Julie by phone at 866-577-5585 or by
email at julie@milestoneleaders.com

For information about the first annual Northern Colorado
Mortgage Expo contact Boo Maltby, CMLA Exhibit Space
Coordinator, at 303-773-9565. 

Julie Piepho and Mike 
Rosser in Chicago shortly 

after she received her CMB.
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1st National Bank of Arizona 17
Accredited Home Lenders 50
Advantage Credit 56 
America’s Mortgage 96
American Mortgage Network 44
Bank of America 104
Bank One P08
Bankers Wholesale Mortgage P13
BNC Mortgage, Inc. 78
Broad Street Mortgage 80
Broker Funding Solutions 12
Byte Mortgage Software P02
Caledon Capital 102
Calyx Software 37
Capitol Commerce Mortgage Co 4
Centex Home Equity Company, LLC 39
CharterWest Mortgage, LLC 89
Chase Manhattan Mortgage Corporation FF
Chevy Chase Bank 84
CIT Group 40
CitiFinancial Mortgage P12
Citimortgage, Inc. 58
CMC Wholesale 98
Colonial Savings P06
Colorado First Commercial Mortgage 53
Commonwealth United Mortgage 63
Countrywide Home Loans CC
Creve Coeur Mortgage 88
Decision One Mortgage 10
Delta Funding Corp 43
Department of Housing & Urban Development 99
Diversified Capital Corporation of Tennessee 83
DMI, Inc. 16
Downey Savings & Loan 34
Ellie Mae Inc 33
eMagic.com 85
Entrust Mortgage 67
EquiFirst 101
Express Capital Lending P05
Factual Data 38
Fair Housing Assistance 62
Fannie Mae LL
Fieldstone Mortgage Company 75
Finance America, LLC 1 & 2
First American Heritage Title Company 13 & 14
First Collateral Services 73
First Community Bank 61
First Franklin Financial 106
First Horizon Wholesale 28
First Magnus Financial Corp EE
First NLC Financial Services 97
Flagstar Bank 23
Franklin Financial 26
Fremont Investment & Loan P04
GB Home Equity 30
Greenpoint Mortgage 46
Guaranty Residential Lending 90
Homecomings Financial GG
HSBC P03
Impac Lending Group 49
Imperial Capital Express 48
IndyMac Bank II
Innovative Funding, LLC 59
Interbay Funding, LLC P01

Interfirst Wholesale Mortgage Lending DD
Irwin Home Equity 19
Irwin Mortgage Corporation 51
JLM Direct Funding P09
LionInc.com 15
LoanCity.com 105
M & T Mortgage Corporation 79
Master Financial, Inc. 3
Matrix Financial Services 52
MGIC 8
Mortgage Insurance Agency Ltd. 29
Mortgage Training Institute 60
Mountain Pacific Mortgage 91
Myers Internet, Inc 92
National City Home Equity 47
National City Mortgage 45
NCO Financial Systems, Inc 100
Neighborhood Gold 93
New Century Mortgage Corporation BB
NovaStar Mortgage Inc. 71
Novelle Financial Services JJ
Olandis 82
Online Documents Inc 7
Option One Mortgage Corp HH
Origination News 42
Ownership Thinking 81
Pacific Republic Mortgage 86
PCFS Mortgage Resources 87
PHM Financial Services P10
PMP- Personal Mastery Programs 69
Premier Bank 18
Premier Nationwide Lending 66
Principal Residential Mortgage, Inc. AA
Property Data Center 35
Pueblo Bank & Trust 11
Quality Mortgage Docs 27
Radian Guaranty Inc. 31
Rapid Reporting 95
RBC Mortgage 22
RBMG/Meritage 76 & 77
Richey, May & Co., P.C. 68
Security Title Guaranty Company 72
SouthStar Funding P11
Spectrum Funding Corporation 65
Synergy Mortgage Corporation 5
Taylor, Bean & Whitaker Mortgage Corp 74
The Duncan Group 25
The Nehemiah Program 20
Transnation/Land America 64
Trust Administration Services P07
U.S. Bank Consumer Finance 57
Union Planters Mortgage 70
United Capital Mortgage Corporation KK
United Guaranty Residential Insurance Corp 24
Universal Lending Corp 41
Universal Mortgage Corp 21
US Bank Home Mortgage 32
Vectra Bank Wholesale Mortgage Group 9
Wells Fargo Home Mortgage 6
Wells Fargo Reverse Mortgage 103
Wilmington Finance 94
WMC Mortgage Corp 54 & 55
World Savings & Loan Association 36

12th Annual Wholesale Lending Fair Friday, January 10, 2003 1-6 p.m. $10 admission 

at the door. Hyatt Regency Denver Tech Center. Exhibit space SOLD OUT!


