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CREDIT CARD NUMBER: _______________________________________________________ EXP. DATE:________________________________  SECURITY CODE: _________________
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  Publication Order Form

The Costs of Aging

❑ The Cost of Aging (includes advertisements)          

_____________________ qty @ $1.50 = $_____________________________

 Through our relationships with various professional 
organizations, NRMLA’s editorial team compiled
a catalogue of costs that will help your clients plan for 
later life and help you explain what they may need, 
among them housing, health and wellness, personal 
fi nancial, transportation and social engagement.
 Every loan offi cer should have this resource sitting 
on their desks ready to hand out to potential reverse 
mortgage clients.
 We hope that having all this information at one’s 
fi ngertips will help you and your prospective clients 
make choices, plan retirement and ease some of the
burden of affording later life.


