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Legal Disclaimers

• This information is published and provided by Plaza Home Mortgage, Inc.® and intended 

for mortgage professionals only, as a courtesy to its clients and select audiences, and is 

meant for instructional purposes only. 

• It is not intended for public use or distribution.

• None of the information provided is intended to be legal advice in any context. 

• Plaza does not guarantee, warrant, ensure or promise that information provided is 

accurate. 

• Terms and conditions of programs and guidelines are subject to change at any time 

without notice. 

• This is not a commitment to lend.

• Plaza Home Mortgage, Inc. is an Equal Housing Lender.

© 2024 Plaza Home Mortgage, Inc. Plaza Home Mortgage and the Plaza Home Mortgage logo are registered trademarks of Plaza Home 

Mortgage, Inc. All other trademarks are the property of their respective owners. All rights reserved. Plaza NMLS 2113



Your GoToWebinar Toolbar

Use speakers or a telephone to listen 

to the audio.

Use the information in your toolbar to 

dial in from your telephone.

If you have any questions, please 

type them in here. All questions will be 

addressed, time permitting.

Click here to download any handouts.



Presenter

Mark Reeve

VP, Reverse Mortgage Division

Plaza Home Mortgage



Agenda

Introduction to Reverse Mortgages

Conversations with the Borrower at Initial Contact

Program Benefits and Protections

Conversations with the Borrower and their Family

Working with Plaza’s Reverse Division



Introduction to Reverse 
Mortgages



What is a Reverse Mortgage?

A HECM (Home Equity Conversion 

Mortgage) is a special type of mortgage that 

enables homeowners aged 62 or older to 

tap into the equity in their home. 

Unlike traditional home loans, no 

repayment of the HECM loan is required 

until the borrower no longer occupies the 

home as their principal residence. At that 

time, the lender will declare the mortgage 

due and payable. What is borrowed plus 

interest is due to the lender, remaining 

equity remains with the estate.



Definition Explained

• Minimum age is 62, age of the youngest borrower is always used.

• No monthly mortgage payment - #1 reason borrowers get a reverse mortgage.

• Loan Maturity

• No longer occupy the residence - (death, move out)

• Failure to maintain property Taxes / Hazard Insurance

• Failure to Reside in Subject for 12 months

• Convey Title to someone else

• General maintenance on the Property

• Sells the home



Loan Maturity

• What are the Family’s Options at Loan 

Maturity?

• Sell the home – satisfy the reverse mortgage 

– retain remaining equity

• Estate can buy back the home at 95% of the 

home value at loan maturity

• Great option if the home is “upside down”

• Deed In Lieu – Servicer takes responsibility

• Great option if the family has no interest in 

the property 

• Non-Recourse Loan! Borrower / Estate will 

never owe more than the value of the home.



Guidelines that Protect the Borrower

Non-Borrowing Spouse (NBS) (ML 2015-02)

If the borrower is married, both individuals need to be accounted for in the underwriting decision of a 
Reverse Mortgage. If the borrower’s spouse was not of qualifying age when the reverse mortgage 
was taken out, this guideline prevents the mortgage from being called “due” in the event of the 
borrower’s death. NBS and Non-Borrowing Occupant can remain on Title!

Income and Credit Underwriting (SEL 2015-10)

This guideline requires the borrower(s) to be subject to a credit and income underwriting decision. 
The intent of this guideline is to minimize property tax and insurance defaults and help to ensure the 
desired loan is a positive benefit for the borrower.

Limitations on Cash Out in the First Year (ML 2014-12)

Regardless of how much the borrower is eligible to borrow, the amount of loan proceeds they can 
access during the first 12 months after closing is limited to 60 percent of the loan amount. For 
example, if they are eligible for a $100,000 reverse mortgage, they may only access $60,000.

Principal Limit and Floor Rates (ML 2017-12)

This Mortgagee Letter increased the upfront Mortgage Insurance Premium (MIP) for many, lowered 
the annual MIP for all, as well as reduced the amount borrowers will be able to receive under the 
program. This change was to help ensure long term sustainability of funds available through FHA 
programs into the future.



Working with Seniors

• Do you like seniors?

• More importantly, do they like you?

• Knowledge wins - do you know what you are talking about?

• It’s a presentation, not a close

• Discuss mechanics of the loan before numbers.

• Get the family and key people involved as early as possible

• Must be sensitive to their situation

• Seniors will not share until you care

• Comfort and Trust

• Win more – you need to listen more!

• Meeting in person is crucial

• Paperwork in person is crucial

• If remote, send a notary for the app / disclosures

• The FHA Counseling is not going to “sell” them for you



Conversations with the 
Borrower at Initial Contact



To Start, Ask the Borrower These Questions

What is it that causes 

you worry or fear 

about this loan? I suspect you may have heard many 

things about this loan program. Is 

there anything in particular that really 

concerns you?

Why are you 

considering a 

Reverse Mortgage?



Initial Contact with the Borrower

Begin with explaining how the loan works, no numbers!



Explain How the Loan Program Works

The loan amount, how much you qualify for depends upon the 

value of the home, the age of the youngest borrower, and the 

prevailing rate. The lending matrix (LTV) is determined by FHA / 

HUD. You do not have to own the home free and clear, but you 

will need a lot of equity; ballpark is 40-60% depending upon the 

youngest borrower’s age.



Once You Have a General Loan Amount, 
Go into More Detail with the Borrower

We pay off your existing mortgage; you no longer have to make a mortgage payment.  
Interest does accrue on the loan balance, and it does grow each month; meaning your loan 
balance gets bigger.

One item seldom talked about is that you can, if you want, make a payment each month to 
slow the growth of the mortgage; entirely optional.

• Interest Tax Deduction: If you are not making payments, you will not receive a 1098 form from 
your reverse lender with interest paid.*

• If you make mortgage payments, you will receive a 1098 Mortgage statement with interest paid.

*Consult with a tax professional



Make the Borrower Aware of the Benefits of the Program

You can access your loan proceeds through a number of different options: cash at close, 

monthly payment schedule or a credit line to access as needed. Most common is some 

cash out at closing and then leaving the remaining proceeds on a line of credit to access 

when needed. These options are flexible, can be combined and changed at a later date.

You / your family / Estate will never owe more on the reverse loan than the value of the 

house; meaning, there will never be reverse mortgage debt passed on to your heirs, estate 

or even yourself should you desire to leave. This is a very important protection feature 

referred to as a “non-recourse loan” and is designed to protect you and your family.

If you decide to sell your home in the future and there is equity, you keep it. There is no 

equity sharing with the lender. When I run numbers for you, the models will give you some 

estimates of your home’s equity position in the years to come.



Address the Borrower’s Concerns

Ask: “What have you heard about the Reverse Mortgage loan?”

Expect these types of questions and comments. You must address them.

Borrower: People lose their homes.   

Originator: First - You never give up Title. Second - If you pay your 

property taxes and homeowner’s insurance, maintain the home as your 

primary residence and keep up general maintenance, then the lender has 

no reason to call the loan due. Actually, these are the only instances the 

lender can call the mortgage due. You may have heard that someone was 

foreclosed on; most likely the result of not paying their property taxes over 

a few years.

Borrower: Widows were foreclosed on.

Originator: That is true, it was a very big problem with the 

program and was corrected in early 2015. Now, all spouses 

must be accounted for in the underwriting of a reverse 

mortgage. The problem has been corrected and is behind us.



Address the Borrower’s Concerns

Borrower: Expensive, really high fees, crazy…

Originator: The fees are higher than a conventional loan. The main 

reason for that is the MIP (Mortgage Insurance) which goes to FHA. FHA 

insures your loan and your protections. There is a cost associated with 

this. The other charges are normal in nature. Origination fee, Title, 

Escrow, Appraisal, counseling, etc. round it out. I will have a full cost 

benefit for you to help you determine if you think this is “worth it.” 

Typically, these charges are rolled into the loan and your only upfront fee 

is the appraisal.

Borrower: Ok, I get this wonderful loan, great, but then you guys 

take the house at the end. I wanted to leave something for my 

family as an inheritance. It is all that is left.

Originator: Having no equity left can happen, but in most 

instances, it does not. I will show you an amortization schedule to 

help you and your family better understand what the family’s 

equity in the home will potentially look like all the way out to your 

100th birthday. Most borrowers are pleasantly surprised to see 

that equity can be maintained.



Address the Borrower’s Concerns

Borrower: Yes. I get this loan and then I die, how long until my kids have to 

sell the house, etc.

Originator: Great question. Your Note indicates maturity is immediate, the 

next day. However, the servicer just wants to communicate with the family on 

intent (buying the house, selling it, etc.). Servicers typically grant 3 months 

initially. Industry standard is six months with extensions given when needed 

and approved. If there is no response from your family or estate, they will 

foreclose to recoup their loan proceeds. Foreclosing is really the last thing 

they want to do – it’s more time-consuming and costly for the servicer than 

working through other alternatives.

Borrower: How long does the loan process take? I heard they can take 

forever!

Originator: Not true! Most loans can be finalized in 30–45 days. Much 

of this timeline is dependent upon you. 

❑ Scheduling the counseling (1-2 days typically). 

❑ My return to you with a formal application and disclosures. 

❑ Getting all the required documents.  

❑ Appraisal and Underwriting by the Lender.  



Be Honest and Direct with the Borrower

It’s a loan. It’s set up to allow you to continue living in your 

home without the worry of a monthly mortgage payment and 

allowing stronger cash flow for other reasons, like the 

reasons you have shared with me. The loan does have 

interest and it does grow. However, you and your family 

have some great protection built into this program. It does 

allow you to live in your home without a mortgage payment.  

You must maintain your property taxes and hazard 

insurance obligations.

Once you see some figures as they relate to your personal 

situation, I think you will be pleasantly surprised.



Program Benefits 
and Protections



Benefits

• No monthly mortgage payment is ever required

• “Think about this instant relief and how it will change things for you.”

• Credit line growth rate

• Unused available funds grow at the same rate as the interest being charged

• Guaranteed regardless of future equity position

• Borrowers should look at home equity as asset allocation that is accessible

• No pre-pay penalty – make payments if you want (interest only)

• Funds are tax free*

• Homeowners keep all future appreciation, no equity sharing

• Borrowers retain Title to the home

• No limitations to how the borrower may use the funds

*Consult with a tax professional.



Consumer Protection

• Reverse Mortgages are Non Recourse Loans

• Non Borrowing Spouse (< 62) is now protected!

• All FHA HECM’s are insured through the Federal Housing Administration (FHA)

• Borrowers have no limit as to how long they can stay in the home

• Education – counseling is required

• Safeguards – Mortgage Insurance Premium (MIP) ensures the amount owed on the loan can 

never be more than the value of the home at the time of sale. This protects the borrower and the 

Estate.

• Estate can always buy the home at loan maturity at 95% of the current value; regardless of what 

is owed.



At the Kitchen Table: 
Conversations with the 
Borrower and their Family



At the Kitchen Table

In most situations you will know what type of program your client desires.

Fixed Adjustable



At the Kitchen Table

Sitting down and addressing the family dynamic…

• Asking the “group” why they are interested in the idea of a reverse mortgage (typically cash flow 

through the elimination of the existing mortgage payment).

• Try to assess who is in charge 

• Is it the borrower or one of the children?

• Do not “leave” your borrower. 



At the Kitchen Table

I always start by asking a basic question to the entire group, even though I may have 

already addressed these with the borrower.

What do you know or what have you heard about reverse mortgages? I allow everyone at 

the table a chance to reply before I address all the questions. The responses are often 

incorrect and fearful in nature. Hopefully, you can address these items on the phone and 

then repeat them again in person.  

“The bank takes your house.”

“A widow was kicked out for no reason.”

“There will be nothing left for the kids.”

“Once the house is upside down, they kick you out.”

“If the spouse dies, the other has to leave.”



At the Kitchen Table - Children

Involve the adult children as soon as 

possible (assuming the borrower wants to).

• Children typically have their parent’s best 

interest at heart

• Children want to see their parent(s) retire at 

ease

• Family dynamics can be difficult

• Power of Attorney is not uncommon

• Senior financial fraud is usually a family 

member using a POA



Loan 
Comparison 
Summary



Loan 
Comparison 
Summary 
Cont.



Loan Comparison



Amortization 
Schedule



Summary of Closing Costs



Counseling 
Guidelines



Counselor List

Example of the 

counseling 

disclosure and 

counselor list that 

is provided to the 

homeowner:



Frequently Asked Questions

Be prepared for these FAQs:

Q. How do we get access to our funds?

A. Notify the servicer.

Q. Do I get a monthly statement?

A. Absolutely, Yes!

Q. How long does this process take?

A. Typically 4-6 weeks, depends on you!

Q. Who is responsible for taxes and insurance? Can I get an impound / escrow 

account?

A. You are responsible for your taxes and insurance. We can set up an escrow account 

(LESA). If voluntary, Full LESA. Cannot have future access to these funds.



Frequently Asked Questions

Q. What happens if I take a really long trip?

A. As long as this is your primary residence a long trip is ok. You will sign a Verification of 

Occupancy on an annual basis declaring the home as your primary residence.

Q. Can I get my funds wired?

A. Direct deposit is recommended.

Q. When do I receive my payments?

A. First business day of the month.

Q. Can my kids access the funds?

A. Not unless you set up and have a POA that is approved.

Q. How long once I pass away do the kids have to sell the home?

A. Note indicates it is due immediately. Industry standard is six months with extensions 

given when needed and approved.



Review

1. Motivation

• Ask: “Why are you considering this?”

2. Misconceptions, Fear, Ignorance, and 

False Rumors

• Find out immediately why the borrower 

(family) may have fears surrounding this 

product. 

• Ask them, “What do you know or what have 

you heard about reverse mortgages?”

• Addressing them will allow you to move 

forward with confidence

• Promotes you as the authority, the 

professional with the “right” answers

• Do not leave “anything” out

• Correct information wins the business!!

3. Protection of the Program

• This will usually defeat 90% of the 

misconceptions and fears they may have

4. Numbers as They Pertain to the 

Client

• Always present both programs  

• Stay with the basics (rates, fees, cash 

available (cash in hand), no mortgage 

payment!

• Worse case scenario – No Equity Left

• Best case scenario – Equity Left along with 

immediate relief and lifestyle change

• Look at the Amortization in terms of 3, 5, 7, 

10+ years from now

• Tie in the product benefits as you go



Review

5. Why are the Fees so High?

6. FAQs 

• Get familiar with all FAQs from Plaza’s 

Reverse Mortgage User Guide RV-UG-001

• Some will be addressed prior to loan terms

• Some are Post-Occupancy

• What happens when I die?

• How long do they have to sell the house or 

leave

7. I’m not sure I “need this now?”

• Get it before the program becomes more 

restrictive

• Get the credit line to work for you NOW 

before you need it.



Review

Remember this: Most people, even mortgage 

professionals, need this program explained to 

them 4+ times.

The earlier the better. The discussions will become 

shorter, and you will be able to tell by the quality of 

the borrower’s questions how far they have come 

to fully understanding what you have presented.

❑ Intro

❑ Follow Up

❑ Counseling

❑ Application/Disclosures

❑ Pre-Closing

❑ Closing

❑ Post Closing



Marketing 
Keep it Simple



Working with Plaza Home 
Mortgage’s Reverse Division



Testimonial

“I’ve been in the loan business for over 30 years and 

this product is life changing for the borrower. It’s a lot 

of paperwork to sort through but it is worth it because 

of the benefits to the client. Thanks again for all your 

hard work on this file.”

- A comment from one of our Brokers



Plaza Home Mortgage’s Reverse Division

• Typical closing time is 4 weeks +/-

• We have the “forward originator” in mind

• Dedicated, highly experienced staff and 

operations just for this niche product

• Ginnie Mae Issuer and Servicer HMBS

• No retail platform to compete against you

• 100% Broker/Correspondent

• Your AE is still your AE

• Tremendous support

• Your success is our success!



PlazaHomeMortgage.com

Client ID &

Password

https://www.plazahomemortgage.com/


Switch to Reverse



Plaza’s Reverse Mortgage Website

Click Here to 

Get Started!

News



Plaza’s Reverse Mortgage Website

Links - Useful Websites



Streamline Reverse Mortgage Title Orders with Plaza





Suggested Resources

*Plaza is not endorsing any third-party products or services.



Don’t Miss Our Other Reverse Trainings!

Plaza is pleased to offer additional on-demand Reverse training on topics including:

• Reverse Mortgage Basics

• Originating a Reverse Mortgage with Plaza: File Flow from Start to Finish

• How to Use the Reverse Mortgage to Purchase a Home

• Financial Planners Guide to Reverse Mortgages

• How to Present a Reverse Mortgage: The Kitchen Table Approach

• The Impact of a Rising Rate Environment on Reverse Mortgages and Their Loan Amounts

• What is the Reverse Mortgage LESA?

Upcoming Webinars: plazahomemortgage.com/calendar

Recorded Webinars: plazahomemortgage.com/training

https://www.plazahomemortgage.com/calendar/
https://plazahomemortgage.com/training/


Thank You for Attending!

Webinar recording, slide deck, and other resources will be emailed to you within the next 24 

hours. Check your junk/spam folder if you do not receive the email.

Please let us know your thoughts on the survey form when you exit the webinar. We value 

your feedback!

If you have any questions or comments, please feel free to contact your Plaza Account 

Executive or mark.reeve@plazahomemortgage.com.

mailto:mark.reeve@plazahomemortgage.com
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