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The ABC's of Living the Dash with your CASH
_________ in Place, with comfort and confidence, so that you can achieve the Reverse American Dream.
Some people sell their existing home and use the Reverse Mortgage to _________ a new home.
To pay off high rate revolving _____________ cards like Visa and Mastercard.
To help __________ drawing from Social Security until either age 66 or age 70.
Help family by donating to grandchildren's college ______________.
Help _________ members who are struggling.
Get a reverse line of credit with a _________ feature, even if you don't need the money.

SOMETHING ON YOUR MIND?
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Make ________ Improvements to update and modernize your home.
Use the proceeds to buy life, long term care or disability ____________.
Help some people either quit their _______ or cut back hours a little.
Help tie the _______ and get married or pay for your daughter's wedding.

Why it’s important to
assess alternative solutions
with your clients

"Every time
you meet a new
potential client,
give them the
rundown of alternatives
to a reverse mortgage
so they can make an
informed decision that
everyone feels good
about."
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In life, the Golden Rule is a basic
principle that should be followed to
ensure success in everything you
do. It goes like this: “Do unto others

as you would have them do unto you.”
In reverse mortgage lending, the Golden
Rule is also important, and it can be
revised to: “Lend unto others as you
would have them lend unto you.”
As a reverse mortgage originator, one
of your primary goals is to close as
many loans as you can. I’m an industry
veteran, and I’ve learned over the years
that the best way to do that is to give
your clients honest feedback about all
of their available choices. Treat each
client the way you would want to be
treated. After all, most people don’t
KDYHÀQDQFLDODGYLVRUVWRKHOSWKHP
weigh their options. They look to us to
give them candid answers about the
pros and cons of each situation and need
our help evaluating the merits of each
alternative. It’s a good idea to treat each
client like your own mom or dad—what
would they want to know? Typically,
you would want your parents (and each
client) to know how a reverse mortgage
measures up against other alternatives.

There’s gold when you deliver the
Golden Rule with integrity, empathy
and love.
Once you apply the Golden Rule,
reverse mortgages can resonate better
once the customer knows “the rest of the
story,” because they have assurance that
they’re making the best decision. Just
like any other consumer making a major
purchase, reverse mortgage borrowers
want to exhaust and evaluate all of their
options. We all want to do business
with someone we trust, especially when
that means getting the best advice and
the best solution to our problem. It’s
up to the loan originator to provide the
rest of the story—not just the reverse
mortgage story. It’s the right thing to
do and results in a positive experience,
which can lead to future referrals from
the client.
Every time you meet a new potential
client, give them the rundown of
alternatives to a reverse mortgage so
they can make an informed decision that
everyone feels good about. Always ask
yourself, “Is this solution suitable and
appropriate for my client?”
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Here is a checklist of 10 alternatives you can review with them in a qualifying conversation:
Do nothing and wait. In
ZVTLPUZ[HUJLZHJSPLU[
TH`WYLMLY[VJVU[PU\L
^P[O[OLJ\YYLU[WSHUL]LU
PMTLL[PUN[OLTVU[OS`
TVY[NHNL
PZ[PNO[
;OL`JHU
SVVRH[
J\[[PUN
IHJRVU
SP]PUNL_WLUZLZPMWVZZPISL
WHY[PJ\SHYS`PM[OL`»YL^HP[PUN
MVYM\[\YLILULÄ[Z[VRPJRPU

Take out a traditional
loan.>P[OSV^PU[LYLZ[
YH[LZL]LU[OV\NO[OL`»YL
ILNPUUPUN[VYPZLH
YLÄUHUJL[VSV^LYTVU[OS`
WH`TLU[ZVYJHZOV\[
LX\P[`JV\SKILH]PHISL
VW[PVUMVYZVTL0[HSSV^Z
MVYHJOPSK[VPUOLYP[[OL
OVTL^P[OTVYLLX\P[`
I\[[OLJSPLU[^PSSZ[PSS
ULLK[VRLLW\W^P[O[OH[
TVY[NHNLL]LY`TVU[O

Downsize the current
home.4HU`WLVWSL^HU[
[VSP]LV\[[OLPYYL[PYLTLU[
`LHYZPU[OLOV\ZL^OLYL
[OL`YHPZLK[OLPYJOPSKYLU
I\[V[OLYZTH`MLLSSLZZ
ZLU[PTLU[HSHIV\[P[(
ZTHSSLYOVTLVYJVUKV
YLX\PYLZSLZZTHPU[LUHUJL
PUZPKLHUKV\[^OPSL
JVZ[PUNSLZZ^OPJOPZ]LY`
H[[YHJ[P]L[VZVTLYL[PYLLZ
0UJPKLU[HSS`H/,*4MVY
7\YJOHZLTPNO[ILHUPJL
VW[PVU^OLUZLSSPUNTHRLZ
ZLUZL
5.

Rent out a room. 9H[OLY
[OHUKV^UZPaPUNYLU[PUN
V\[HYVVTPZHNVVKVW[PVU
[VOLSWWH`[OLTVY[NHNL
^P[OV\[OH]PUN[VTV]L
;OL`JHULP[OLYÄUKHSVUN
[LYTYLU[LYVYSPZ[HYVVT
[V[V\YPZ[ZVUH^LIZP[LSPRL
(PYIUI

Get a part-time job. (SV[
VMYL[PYLLZ^VYRWHY[[PTL[V
Z\WWSLTLU[[OLPYPUJVTL
I\[P[»ZPTWVY[HU[[OH[[OL`
KVU»[LHYU[VVT\JO[V
PTWHJ[[OLPY:VJPHS:LJ\YP[`
ILULÄ[Z9L[HPS[V\YPZ[
H[[YHJ[PVUZSPRLT\ZL\TZ
HUKL]LUKYP]PUNHU<ILY
HYLNYLH[VW[PVUZMVY
YL[PYLLZ[VJVUZPKLY

6.

7.

Review medical
coverage.+LWLUKPUN
VU[OLPYPUJVTLSL]LS
ZVTLZLUPVYZTH`X\HSPM`
MVY4LKPJHPK^OPJOJHU
MYLL\WJHZOI`YLK\JPUN
TLKPJHSL_WLUZLZ0M`V\Y
JSPLU[PZH]L[LYHUVY[OL
^PKV^LKZWV\ZLVMVUL
THRLZ\YLOLVYZOL
PZ[HRPUNHK]HU[HNLVM
WV[LU[PHS=(ILULÄ[Z

Take advantage of
government assistance
programs. ,UJV\YHNL
`V\YJSPLU[[V]PZP[
ILULÄ[ZJOLJR\WVYN
^OLYL[OL`JHUÄUKSVJHS
WYVNYHTZKLZPNULKMVY
OLSWPUNZLUPVYZ;OL`JHU
HSZVJOLJRSVJHSHUKZ[H[L
WYVNYHTZMVY^LH[OLYPaH[PVU
HZZPZ[HUJLYLSPLMMYVT
JV\U[Y`YLHSLZ[H[L[H_LZ
HUKV[OLYWLYRZ

9.

10.

4.

8.

None of these ideas are silver bullets when a senior is trying
to stay in their home, and most won’t work for everyone. It’s
important for each client to determine what their main priority
is in their elder years. Maybe they always had a plan but
when the time arrived to execute it, their priorities shifted. Be
supportive and lend an ear to help them talk out their options
VRWKH\FDQÀJXUHRXWZKDWWKH\DFWXDOO\ZDQWDQGZKDWLV
possible. Never forget to listen with your eyes, care with your
soul, and, of course, apply the Golden Rule.
Once you review a list of possible alternatives with a potential
client, you can then discuss the advantages and potential
limitations of a reverse mortgage. At that point, they have all
the information they need to make a smart, well-informed
decision. By applying the Golden Rule, doing the right thing
at the right time for the right client, you will have earned the
client’s trust. Without trust in you, in the program and in their
decision, they cannot develop a solid retirement game plan. Q
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SPOTLIGHT

2.

TECH

Tap into other assets.
@V\YJSPLU[
TPNO[OH]LHSPML
PUZ\YHUJLWVSPJ`
[OL`JHU[HWPU[V
to assist with
VUNVPUNL_WLUZLZ
0[TH`HSZVIL
[PTL[VJVUZPKLY
^P[OKYH^PUNMYVTHR
VYV[OLYYL[PYLTLU[WSHUPM
[OL`OH]LU»[HSYLHK`

1.

MARKETING

Get help from children.
+LWLUKPUNVU[OLJSPLU[»Z
WLYZVUHSZP[\H[PVUHUHK\S[
JOPSKTPNO[ILHISL[V
OLSW^OL[OLYI`VUNVPUN
ÄUHUJPHSZ\WWVY[HWSHJL
[VSP]LVYL]LUZVTL[OPUN
HZZPTWSLHZHKKPUN[OLT
[VHMHTPS`JLSSWOVULWSHU
:VTL[PTLZ[OLJOPSKYLU
JHUYLÄUHUJLVY[HW[OLPY
LX\P[`SPULZ[VOLSW4VT
HUK+HK
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Borrow with a HELOC.
(NHPUH/,36*HKKZ[V
[OVZLTVU[OS`WH`TLU[Z
I\[JHUOLSWPMHZLUPVY
ULLKZ\WMYVU[JHZOMVYHU
LTLYNLUJ`VYHYLN\SHY
KYH^[VOLSW^P[OYLJ\YYPUN
L_WLUZLZ0[KLWLUKZ
VU^OH[[`WLVMTVU[OS`
I\YKLU[OL`^HU[[V
LSPTPUH[LHUKP[YLX\PYLZ
LX\P[`PU[OLOVTL(Don’t
forget to compare and
contrast the reverse credit
line and how the borrowing
power grows over time.) 3.

