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Moving the Needle; 
Accelerating Sales in 

Today’s Market
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Beauty and the Beard

Tabatha Addison
Vice President, 

Wholesale Lending

Steven Sless
President of Reverse, 

Primary Residential Mortgage
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Continuum

Adaptation

Getting Into 
Gear

Call to Action



The Borrower Continuum



Where It All Began 



Timeline 1988 
Housing and 
Community 

Development Act

2009 
HECM for 

Purchase is 
Introduced

2014 
Non-Borrowing 

Spouse 
Protections

2015 
Financial 

Assessment



Pre-Financial Assessment

Loan Age 13-24 25-36 37-48 >48 Total

Serious Default 8.1% 4.2% 11.2% 11.8% 6.8%

T&I Default 6.0% 3.0% 7.4% 8.0% 4.7%

Foreclosure Now vs. Then 

Post-Financial Assessment

Loan Age 13-24 25-36 37-48 >48 Total

Serious Default 1.6% 2.3% 3.0% 4.8% 2.2%

T&I Default .5% 1.0% 1.5% 2.7% 1.1%

Percent Improvement

Loan Age 13-24 25-36 37-48 >48 Total

Serious Default 80% 44.8% 73.5% 59.9% 67.3%

T&I Default 91.2% 67.9% 79.1% 65.8% 76.9%

Source: New View Advisors - April 2020
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The Borrower Continuum 
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Needs Based 
Borrower

2 3 4
Options Based 

Borrower

The Borrower Continuum 

1988 1989 2008 2009 2010 2013 2014 2015 2017 2018



2% 2%

So, Where Are We?





What is a Reverse Mortgage?What are you really selling?



Engage to Gauge



Discovery 

• Insert image to support speaker notes 
Establishing rapport 

What is their 
relationship with 

their home?

Understanding your 
specific borrowers' 
needs are far more 
important that your 

own

What does their 
retirement look like?

Who is involved?

How does their 
existing retirement 

portfolio/assets/wea
lth come into play?



Let’s Get Into Gear



First Contact



The Psychology 



Do Not Pitch



Suitability 
Should Be First



Is It A Good Fit?





Second Contact



Absolutely Answer 
All of Their 
Questions 



Do Not 
Talk Numbers 



Gather Borrower 
Data 





Third Contact



Suitability, 
Relationship 



Now Pitch!!



Match the Solutions 
to Their Goals



We Have 
a Fit!



Ask for 
the Business 







Call to Action

Embrace 
the change 

Let’s not 
run from it 

Control what 
we can




