
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 

 
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?” 

Why it’s important to 
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"Every time
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of alternatives to a 
reverse mortgage so 
they can make an 
informed decision that 
everyone feels good 
about."
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Alphabetical Letter The ABC's of Living the Dash with your CASH
A _________ in Place, with comfort and confidence, so that you can achieve the Reverse American Dream.

B Some people sell their existing home and use the Reverse Mortgage to _________ a new home.

C To pay off high rate revolving _____________ cards like Visa and Mastercard.

D To help __________ drawing from Social Security until either age 66 or age 70.

E Help family by donating to grandchildren's college ______________.

F Help _________ members who are struggling.

G Get a reverse line of credit with a _________ feature, even if you don't need the money.

H Make ________ Improvements to update and modernize your home.

I Use the proceeds to buy life, long term care or disability ____________.

J Help some people either quit their _______ or cut back hours a little.

K Help tie the _______ and get married or pay for your daughter's wedding.
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Here is a checklist of 10 alternatives you can review with them in a qualifying conversation: 

Downsize the current 
home.

Rent out a room. Get a part-time job. Tap into other assets. 

to assist with 

Review medical 
coverage.

Take advantage of 
government assistance 
programs. 

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 

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. 

1. 2. 3. 4.

Do nothing and wait. In Take out a traditional 
loan.

Borrow with a HELOC. 

(Don’t 
forget to compare and 
contrast the reverse credit 
line and how the borrowing 
power grows over time.)

Get help from children. 

5. 6. 7. 8.

9. 10.




