
ELEVATE YOUR CLIENTS’  
RETIREMENT OUTCOMES WITH

reverse  
mortgages.

For financial professional use only, not for consumer distribution.

Over 70 million baby boomers are looking for 
innovative and secure financial tools to fund  
or optimize their retirements. 

Learn how to empower your clients to leverage 
their home equity as a part of a comprehensive 
retirement plan. 
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Retirement Planning and  
Reverse Mortgages
As reverse mortgages have evolved to include increased transparency, 
clarity of cost and added consumer safeguards; they have now become 
a trusted financial tool for planning and advisory professionals.

As one of your clients’ most trusted resources, you play an important 
role in providing clear direction to help strategically shape and plan 
for their future. Offering sound advice and innovative financial options 
tailored to get your clients moving on their retirement journey is what 
makes you someone they confidently turn to for guidance. 

In collaboration with Finance of America Reverse LLC, 
you can help your clients responsibly leverage their 
home equity, often times their greatest asset, as part of a 
holistic approach to funding their retirement. 
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Why Reverse Mortgages? 
With an aging demographic and record levels of accumulated 
housing wealth, the challenge of funding a decades-long retirement 
period has led to seismic shifts in the retirement planning landscape. 

In reconsidering home equity as its own asset class, you can 
proactively and successfully solve for several retirement challenges 
your clients may encounter, including:

• Income Sourcing & Asset Liquidity

• Long Term Care Planning

• Healthcare and Medical Needs

• Portfolio Conservation

•  Estate and Legacy  
Preservation

• Aging in Place

• Gray Divorce

• Safety Net 
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Market Opportunity  
Research-based data and statistics prove that many of the tens of 
millions who are approaching retirement are financially unprepared. 
In your advisory role to your client, the opportunity lies in extracting 
and then leveraging your client’s home equity to help them achieve a 
greater retirement outcome.

1. NRMLA/RiskSpan Reverse Mortgage Market Index, Q3 2018
2.  https://www.fool.com/retirement/2018/12/03/social-security-is-millions-of-retirees-main-incom.

aspx Dec 2018
3. National Reverse Lender’s Association, September 2018
4.  https://www.forbes.com/sites/davidrae/2018/08/13/reverse-mortgage/#64cae3a92166,  

August 2018
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The number 
of U.S. 
households 
currently 
eligible for 
a reverse 
mortgage.1

33 
million

49 
percent

Social Security 
is primary 
income source 
for nearly half 
of the adults 
retired for 
more than 10 
years.2

66 
percent

Two thirds of 
the average 
retiree’s net 
worth is in the 
form of home 
equity.3

7.05
trillion

Untapped 
equity in the 
senior housing 
market.4
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What is a Reverse Mortgage?
A reverse mortgage is a loan for senior borrowers allowing them to 
access the equity in their home without any required payments.* 
Interest and fees are added to the loan balance over time. The 
balance is repaid when the borrower permanently leaves the home 
or if the terms of the loan are not upheld. 

Eligibility Requirements:
•  Age 62 or older

•  Home must be primary 
residence

•  Must meet FHA minimum 
property standards for HECMs

•  Continue to pay all property 
charges, including taxes, 
homeowner’s insurance and 
HOA fees

Benefits & Features:
•  Income tax-free funds**

•  Non-recourse, meaning  
that no assets other than the 
home must be used to repay 
the debt.

•  Flexible disbursement options

*  The borrower must meet all loan obligations, including living in the property as the principal residence and paying property 
charges, including property taxes, fees, hazard insurance. The borrower must maintain the home. If the homeowner does not 
meet these loan obligations, then the loan will need to be repaid.

**    Finance of America Reverse LLC is not a tax consultation firm. Please seek advice from a tax professional.
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Comparing Reverse Mortgages to 
Traditional Loan Products
For your clients in or nearing retirement, reverse mortgages may 
offer key strategic advantages over most traditional loan products, 
including greater freedom and flexibility.

Goal Challenge Reverse Solution

Cash  
Out  
Refi

Client is 
looking to 

refinance to 
achieve a 

lower monthly 
payment

Employment 
status and 

income 
qualification 

concerns

Offers access to 
home equity, but 

with modified income 
qualifications. Also 
allows for flexible 
payment options, 

or peace of mind by 
making no monthly 
mortgage payment  

at all.

HELOC

Client would 
like to access 
home equity 

to pay off 
high-interest 

debt

In volatile 
market 

conditions 
the line of 

credit can be 
revoked or 

frozen.

A reverse mortgage 
line of credit also 
includes a growth 

feature and can never 
be frozen or revoked 

due to market 
conditions.

*  The borrower must meet all loan obligations, including living in the property as the principal residence and paying property 
charges, including property taxes, fees, hazard insurance. The borrower must maintain the home. If the homeowner does not 
meet these loan obligations, then the loan will need to be repaid.

Flexible Payment 
Options

Disbursement  
Choices

Strategic  
Uses

Pay Interest Only Line of Credit with 
Growth Portfolio Preservation

Pick to Pay Monthly Installments Establish Retirement 
Income

Payments to Create 
Liquidity Lump Sum Fund Legacy Plans

Make No Payments* Combination of 
Options Delay Social Security



Reverse Mortgage Personas & 
Strategy Studies
Grouping consumers into personas can help you identify practical 
and emotional realities that your client is facing as they prepare 
for retirement. As you pair your knowledge of reverse mortgage 
strategies with the skill of identifying the behaviors, goals, joys 
and pain points that are shaping your client’s reality, you can more 
effectively set them on a path toward achieving their retirement goals.

 Cash Flow
Consumers who need to address their current cashflow needs

Their Reality
•  Working just to pay their mortgage

•  Overall expenses are too high

•  Wondering how they’ll ever be 
able to retire

• Have significant high-interest debt

The Opportunity
•  Emotional relief knowing there are 

options

•  A sense of financial preparedness

•  Allowing the hard work they put 
into their home to pay them back

•  Peace of mind in no longer making 
monthly mortgage payments*

  STRATEGY STUDY**

Joyce and Jim refinanced their current mortgage with a new reverse 
mortgage, and eliminated their current mortgage payment to increase cash 
flow.

Home Value: $2,800,000  | Mortgage Balance: $1,100,000 
Client Age: 71 & 72 |  Current Mortgage Payment: $6,808

The Solution: With reverse mortgage proceeds, pay off existing mortgage 
debt using cash at closing. Their overall monthly cashflow  
is immediately increased by eliminating the monthly mortgage payment.

 
 Potential Loan Amount: $1,528,000
 Paid off Mortgage Balance: ($1,100,000)
 Remaining Cash Available: $414,800 
 Monthly Cash Flow Improvement: $6,808

*  The borrower must meet all loan obligations, including living in the property as the principal residence and paying property 
charges, including property taxes, fees, hazard insurance. The borrower must maintain the home. If the homeowner does not 
meet these loan obligations, then the loan will need to be repaid.

**  Illustration is for financial professional educational purposes only and assumes a borrower age 71 who resides in CA and and 
a fixed interest rate of 4.9% and financed fees of approximately 0.5% of the home value. Rate quote generated on 8/1/2021 
Rates are rounded down to the nearest 0.125% and are subject to change.
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 Lifestyle Improvement
Consumers who are looking to optimize or improve their 
lifestyle in retirement

Their Reality
•  Want to relocate to be closer to 

family or to a warmer climate

•  Have chosen to retire in place and 
remain in their current home

•  Want to travel and explore  
the world

•  Would like more time to pursue 
hobbies and leisurely activities

The Opportunity
•  To make their house in retirement 

a forever home

•  Can fund home improvements to 
support aging in place

•  Less time spent working, more 
time doing what they love

•  Starting their retirement adventure

Linda and Steve live in Oregon and have $250,000 left on their mortgage. 
Their daughter and her family now live in Texas. Linda and Steve would like 
to purchase a home in Texas to be closer to their family without having to 
sell their home in Oregon. They have $3,000,000 in investment accounts 
but would rather keep invested assets in place to avoid paying capital 
gains tax. 

Home Value: $1,200,000 | Mortgage Balance: $250,000 | Client Age: 64 & 65
 
Potential Loan Amount: $592,000
Paid Off Mortgage Balance: ($250,000)                                                   
Remaining Cash Available: ($336,800)

*  Illustration is for financial professional educational purposes only and assumes a borrower age 64 who resides in OR and a 
fixed interest rate of 4.9% and financed fees of approximately 0.5% of the home value. Rate quote generated on 8/1/2021. 
Rates are rounded down to the nearest 0.125% and are subject to change.

STRATEGY STUDY*



  Safety & Security
Consumers who are looking to solve for longevity and to address 
potential risk factors in their retirement plan
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Name: Sarah S.  |  Client Age: 66 
Home Value: $525,000  |  Potential Loan Amount: $288,225

Goal: To maximize Social Security benefits.

Their Reality
•  Absence of traditional retirement 

account, pension or 401(k)

•  Have no concrete retirement 
income plan in place

•  Investment accounts may be 
underperforming

•  Need to replace income after the 
death of a spouse

The Opportunity
•  Relieved knowing their home can 

be a source of hope and freedom

•  Sense of security in established 
safety net, cash reserves

•  Feel empowered knowing they are 
prepared for the unexpected

•  Confidence in the comprehensive 
approach to their retirement plan

*     Illustration is for financial professional educational purposes only and assumes a borrower age 72 who resides in CT and an 
adjustable interest rate, with an initial rate of 1.82% (+0.50% MIP), and financed fees of approximately 3.3% of the home value. 
Rate quote generated on 8/1/2021. Rates are rounded down to the nearest 0.125% and are subject to change.

 STRATEGY STUDY*

The Solution: A reverse mortgage line-of-credit to supplement her 
cash flow, allowing her to delay taking Social Security and maximize 
the benefit.



  Aspire to Leave a Legacy
Consumers who would like to act now to leave a part of their legacy 
while they are here to witness the impacts
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Name: Charlene K.  |  Client Age: 72 
Home Value: $650,000  |  Potential Loan Amount: $360,700

Goal: Pay for grandchildren’s college expenses.

Their Reality
•  Financially secure and comfortable 

in their retirement

•  Grandchildren may be approaching 
college age or have just graduated

•  Would like to leave an early 
inheritance to loved ones

•  Need to replace income after 
death of spouse

The Opportunity
•  Joy and fulfillment knowing  

they can help their family in 
meaningful ways

•  Create more lifelong family 
memories and stories to be shared

•  Proud they could make a tangible 
difference for a cherished 
organization or institution

•  Confidence in the comprehensive 
approach to their retirement plan

*     Illustration is for financial professional educational purposes only and assumes a borrower age 72 who resides in CT and an 
adjustable interest rate, with an initial rate of 1.82% (+0.50% MIP), and financed fees of approximately 3.3% of the home value. 
Rate quote generated on 8/1/2021. Rates are rounded down to the nearest 0.125% and are subject to change.

 STRATEGY STUDY*

The Solution: A reverse mortgage line of credit withdrawing  
$40,000 per year for 10 years** while retaining home equity.



Let’s work 
together
to strategically incorporate your clients’ home 
equity into their retirement plan. 

Let’s Talk: 888-580-6895 or 
strategies@fareverse.com 

For business and professional use only. Not for consumer distribution.

These materials are not from HUD or FHA and were not approved by HUD or a government agency.

©2021 Finance of America Reverse LLC is licensed nationwide | Equal Housing Opportunity | NMLS ID # 2285 (www.
nmlsconsumeraccess.org) | 8023 East 63rd Place, Suite 700 | Tulsa, OK 74133 | AZ Mortgage Banker License #0921300 
| Licensed by the Department of Financial Protection and Innovation under the California Residential Mortgage Lending 
Act | Georgia Residential Mortgage Licensee #23647 | Kansas Licensed Mortgage Company | Massachusetts Lender/
Broker License MC2285: Finance of America Reverse LLC | Licensed by the N.J. Department of Banking and Insurance | 
Licensed Mortgage Banker — NYS Banking Department where Finance of America Reverse is known as FAReverse LLC in 
lieu of true name Finance of America Reverse LLC | Rhode Island Licensed Lender | Not all products and options are avail-
able in all states | Terms subject to change without notice | For licensing information go to: www.nmlsconsumeraccess.org

When the loan is due and payable, some or all of the equity in the property that is the subject of the reverse mortgage 
no longer belongs to borrowers, who may need to sell the home or otherwise repay the loan with interest from other 
proceeds. The lender may charge an origination fee, mortgage insurance premium, closing costs and servicing fees (add-
ed to the balance of the loan). The balance of the loan grows over time and the lender charges interest on the balance. 
Borrowers are responsible for paying property taxes, homeowner’s insurance, maintenance, and related taxes (which may 
be substantial). We do not establish an escrow account for disbursements of these payments. A set-aside account can 
be set up to pay taxes and insurance and may be required in some cases. Borrowers must occupy home as their primary 
residence and pay for ongoing maintenance; otherwise the loan becomes due and payable. The loan also becomes due 
and payable (and the property may be subject to a tax lien, other encumbrance, or foreclosure) when the last borrower, 
or eligible non-borrowing surviving spouse, dies, sells the home, permanently moves out, defaults on taxes, insurance 
payments, or maintenance, or does not otherwise comply with the loan terms. Interest is not tax-deductible until the loan 
is partially or fully repaid.
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