
WHAT ARE YOUR 
MISSING PIECES? 



*KEY CONCEPTS
*KEY DISCLOSURES
*RIGHT REFERRAL 
PARTNERS
*DOING MORE THAN    
QUALIFYING
*ADVANCED TOPICS
*ASKING THE RIGHT 
QUESTIONS



ARE WE 
EDUCATING 
CLIENTS ON 

THE KEY 
CONCEPTS? 



Borrower Responsibilities

• Occupy the property as their primary residence
• Maintain the home in good repair
• Pay all property charges when they are due



Fixed VS Adjustable 

Fixed Rate

• Closed end loan

• One time draw

Adjustable Rate

• Borrower sensitivity

• Funds can be drawn in multiple ways
• Cash out

• Term payment

• Tenure payment

• Line of credit

• Combination



What causes a HECM to mature? 
The loan matures when the borrower (or last surviving borrower) does one of the 
following: 
*Passes away
*Sells the home
*Transfers the title to the property 
*Fails to live in the property as their primary    residence
*If absence is due to a physical or mental illness, and exceeds the 12 months 
(nursing home stay)
*Fails to pay property charges
*fails to maintain the property or allows it to fall into disrepair



What happens at 
maturity? 

• Communicate! Within 30 days in writing
• Communicate!  Request extension
• Communicate!  Request extension

Due and payable letter



What is due back at the 
end of the loan? 



ARE WE 
EDUCATING 

CLIENTS ABOUT 
KEY 

DISCLOSURES? 



Total Annual Loan Cost (TALC)
Two unknowns: Loan Term and Appreciation Rate

The TALC shows a downward-sloping annual rate because when 
you stay in the home longer, the initial costs are spread out over a 
longer time period.



Amortization Schedule
• Projects loan balance, 

LOC, and equity 
position

• Extended to age 100 
or a min of 5 years

This disclosure allows us 
to make future 
projections about your 
loan, including the 
interest accrual and 
mortgage insurance 
accrual over the life of 
the loan. 



Loan Comparison
• Show multiple options
• Demonstrate LESA?

There are multiple 
products and features 
available under FHA’s 
reverse mortgage 
insurance program 
This document will allow 
you to compare the rate 
structure and available 
funds for multiple options.



Security Deed (Lender/HUD)
• Recorded with the county
• Why a Maximum Amount?
• How much is recorded?

The first DEED secures the lender’s position, while HUD has the 
second. This ensures that you will continue to receive loan payments 
if the lender becomes incapable. When the loan is paid off, both 
security instruments will be released from county records. 



ARE WE 
WORKING 
WITH THE 

RIGHT 
REFERRAL 

PARTNERS? 



Are you working with the right 
referral partners?

Select referral partners who 
work the way you work. 
Interview several and select 
those you’d like to work with 
as you build your network.



Referral Partners

• Realtors® (not only reverse for purchase!)

• Financial Advisors 

• Attorneys

• Divorce                                                  

• Elder Law

• Estate planning

• In Home Care Professionals



Realtors-What’s In It 
For Them? 

• Double their business (a listing becomes a listing 
and a sale)

• Larger transaction amounts

• How To:

• Speak at their offices and at conferences

• Attend conferences

• Become an affiliate member of the local board 
of Realtors AND Home Builders Association

• Write for industry publications

• www.sres.com

http://www.sres.com/


Financial Planners/Advisors-
What’s In It For Them? 

• Protecting assets under management

• Additional tool for retirement planning

• How To:

• Speak to their office and at conferences

• Attend conferences

• Write for industry publications

• Illustrate LOC/loc growth as a wealth 
preservation tool

• Webinars- partner with them

• https://www.napfa.org/ (fee only)

• https://www.financialplanningassociation.org/

https://www.napfa.org/
https://www.financialplanningassociation.org/


Attorneys-What’s In It For 
Them? 

• Elder/Estate planning- overall estate 
planning

• Divorce-solve one of the biggest challenges

• How To:

• Speak at conferences (local level, too)

• Ask for warm introductions

• Write for publications

• They should be part of your network

• Focus on the safeguards

• https://www.martindale.com/

https://www.martindale.com/


In Home Care Professionals-
What’s In It For Them? 

• You represent a funding source

• Private pay-

• Keep current clients

• Attract new clients

• Increase services 

• How To:

• Networking groups (older adult focused)

• Speak at conferences (local level, too)

• Local agencies and Franchises

• Educate their staff (address caregiver bias)



ARE WE 
DOING 

MORE THAN 
QUALIFYING 

CLIENTS? 



Are we qualifying clients too early? 

Potential borrower calls seeking information about a reverse mortgage.

• O.K. Great let’s see if we can do that for you.

What do you think your house is worth? 

Do you have a mortgage? 

What is the balance of your mortgage? 

What is your date of birth?

I will need to pull your credit, what is your social security number? 



How much time is spent on needs 
assessment? 

Ask Additional Questions  

Active Listening



How much time is spent on 
qualifying questions?
• You want this to be as conversational as 
possible. 

• Most qualifying questions can fit naturally 
into a conversation.

• Do not run down a list firing off questions 



How much time is spent on  
product features? 

• Are you talking about applicable product 
features?

• Are you wasting time explaining things that 
do not apply?

• Are you showing the client exactly what 
they are looking for?



What order should things 
be done?

• Needs Assessment- minimum 5 minutes

• Qualifying- minimum 5 minutes

• Product features-minimum 5 minutes



ARE WE 
ABLE TO 

ADVISE THE 
CLIENT ON 
ADVANCED 

TOPICS?



Non Borrowing Spouse
• Complex concepts

• Eligible vs Ineligible NBS
• Due and payable deferral
• MOE Assignments
• Recent changes

• Simple Explanation [Assuming this is a new application] 

With a HECM, if you are a non-borrowing spouse who occupies
the subject property at application, you may qualify for limited 
protection after the last borrower dies or permanently moves 
into a healthcare facility. 
That protection may allow you to stay in the home and defer 
repayment until another maturity event occurs.



Financial Assessment
• Complex concepts

• Willingness test
• Capacity test
• Life Expectancy Set-Aside (LESA)

• Simple explanation:

We need to examine your credit history, property charge 
history, and residual income to make sure we are providing a 
sustainable solution for you and your family.
To ensure sustainability, we sometimes need to set-aside a 
portion of your principal limit so that we can pay critical 
property charges on your behalf. 



Line of Credit Growth

• Complex concepts 
• Organic growth – Current interest rate +0.50%
• Prepayment growth
• Servicing waterfall

• Simple explanation

The HECM LOC is the most popular reverse mortgage payout 
option because 1) it lets you access your funds whenever it is 
needed, and 2) the available funds grow in your favor over time.
This credit line growth is best described as a greater capacity to 
borrow more of your equity over time.



ARE YOU 
ASKING THE 

RIGHT 
QUESTIONS?



Are We Asking The Right 
Questions? • What are you looking to accomplish with a reverse 

mortgage?

• Does your current home meet your current and
future needs?

• Who is your support system as your needs change?

• At this point what is you biggest concern?

• Tell me about your kids? Would they like to be 
involved?

• Who else is involved in making this decision?

• If we can accomplish A, B, and C, will this this allow 
you to remain in your home comfortably and safely?



INDUSTRY JARGON



Are We Making Things too 
complex?-Industry Jargon

• Borrowers are not impressed that we know a 
variety of reverse mortgage terms.

• Makes them skeptical

• What are you hiding 

• Instead, use plain easy to understand language 
and if you must use an industry term, define it. 
Prepare a few sentences to explain the key 
concepts, using examples whenever possible.



Examples

• Borrower obligations – Occupy and maintain 
and pay all property charges

• Maturity Event- when the loan generally  
becomes due and payable. 

• Just what does this mean to you? More 
importantly, what does your borrower think it 
means?



SUMMARY AND FINAL 
THOUGHTS


