
How to Expand Your Business Now

 REVERSE MORTGAGES  
JUST MAKE SENSE
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At your fingertips 

It’s an opportune time to explore how to expand 
your business within the Finance of America 
family. We’ve created this guide to help you better 
understand how the reverse mortgage can be a 
versatile planning tool for your Boomer customers.
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Baby Boomer retirement funds may 
come from savings, Social Security and 
investment income; however, a reverse 
mortgage could now be their best source to 
complete their longevity planning puzzle.
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 Reverse Mortgages 

Just Make Sense

* Pew Research Center; http://www.
pewresearch.org/daily-number/baby-
boomers-retire

1  Source: Reverse Market Insight, data as 
of June 2014. 

2  Source: National reverse Mortgage 
Lenders Association, September 2016.

• Tap into Your Existing Customer Base

• Lucrative Product – Lucrative Referral Fee

• Explosive Growth

• Incredibly Beneficial for Boomer Homeowners

• FAR’s HomeSafe® Jumbo Maximizes Home Equity

The reverse mortgage market is experiencing an 
incredible rebound and its growth is fueled by nearly 
10,000 Baby Boomers who turn age 62 daily!*

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

Untapped U.S. 
houshold percentage 
currently eligible for 
reverse mortgages.1

Untapped equity in 
the senior housing 
market.2

million percent trillion

over
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62 and Older 

Customer Profile

Potential HECM Loan Customer Issues 
•  Relying solely on Social Security

•  Rising costs of health care, medications

•  Pension plans not keeping up with cost of living

•  Fixed income with unexpected expenses 

•  Difficulty meeting monthly mortgage payments

•  Desire additional funds for cash reserve/protect investments 

•  Outliving their money

•  Downsizing affordability, single story accessibility 

•  Financial burden on children

HECM Requirements 
•  62 and older homeowner/

homebuyer

•  Must have equity in home

•  Home must be primary 
residence

•  Borrower complies with loan 
requirements such as paying 
taxes, insurance, HOA dues.

•  Borrower financial 
assessment
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62 and Older:  
Clients ready to refi?

Social Security:  
Largest income source

Households age 65-74 with no 
retirement saving

Households age 65-74 with no defined 
benefit plan or retirement savings
Source: 2013 Survey of Consumer Finances (SCF) data. Source: 2013 Survey of Consumer Finances (SCF) data.

Source: GAO analysis of 2013 Survey of Consumer Finances ISCF) data. GAO-15-419

A Quarter of households 
age 65-74 have
• NO retirement savings

• NO defined benefit income

Half of households  
age 65-74 
•  Have NO retirement savings
•  Social Security is the largest 

source of retirement income

 The Senior Market 

 By the Numbers

About half of households age 55 and older have no retirement savings  
(such as in a 401(k) plan or an IRA)
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Shield Your Clients and Their Families 

The Senior Care Challenge

For your clients who are age 62 and older, a Reverse 
Mortgage Standby Line of Credit can be used to 
create a Senior Care funding strategy.

This smart retirement funding tool leverages the power of an important financial asset—
home equity—to help older clients receive the care they need, while they continue to live 
in their own home.

Questions that children of Baby Boomers should be asking themselves:

 1. Can my parents afford $94,000 per year each for nursing home care?

 2. Do they have a Long Term Care insurance policy?

  3.  Am I planning on my parents and/or in-laws moving into my home, and being 
their care provider?

1   Source: American Association for Long-Term Care Insurance, www.aaltci.org/long-term-care-insurance/learning-center/fast-facts.php

2   Source: U.S. Department of Health and Human Services, www.longtermcare.gov/the-basics/who-needs-care

3   Source: U.S. Department of Health and Human Services, www. longtermcare.gov/costs-how-to-pay/what-is-covered-by-health-disability-insurance

4 Source: John Hancock’s 2013 Cost of Care Survey

Over 97% of Americans make 
NO advance financial plans  
for Senior Care needs.1

Yet 70% WILL NEED some 
form of Senior Care in their 
lifetime.2

Most INCORRECTLY believe their 
medical insurance will pay for care.3

Annual costs start at approximately 
$30,000 for In-Home Care4

and range up to $94,000 for Nursing 
Home Care4

(not including therapy, rehabilitation or medication)
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 Facts & Benefits 

Reverse Mortgages

HECM Benefits 
vs Forward Mortgage

•     No monthly mortgage payments*

•      Convert portion of equity into tax-free** funds

•      Virtually unlimited proceed flexibility

•      Borrower never owns more than value of home and is not personally liable for the 
loan (non-recourse) 

•    Less Rate Sensitive: The refi and purchase markets are subject to high volatility, 
whereas a reverse mortgage is based on the more stable LIBOR index.***

HEC-LOC Benefits (Home Equity Conversion Line of Credit)

vs Forward HELOC (Home Equity Line of Credit)

•      HEC-LOCs have no fixed repayment date. (Borrower must comply with loan terms.)

•      No annual fee required to keep loan open

•      No prepayment penalty

•      Unused line of credit grows. Available credit rises every year by approximately the 
mortgage interest rate.

* Payment of taxes, insurance, and property charges required.
** Not tax advice. Consult a tax professional.
*** Black Knight Financial Services (Data as of June 2014) 
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Property Value $300,000   No mortgage

 
Reverse Mortgage Funds Available $149,565
 
Term payments of $1,264.69 per  $60,705 
month selected X 4 years 
 
First year line of credit access $68,853

After the first year, additional access $20,007

John, age 62, currently earns $80,000 annually; he wants 
to delay collecting Social Security to age 66, which 
increases his monthly benefit from $1,426 to $2,186.

Illustration is for educational 
purposes only and assumes a 
borrower age 62 who resides in 
California and an adjustable initial 
interest rate of 2.403% with a 
margin of 2.250% with financed 
fees in the amount of $7,334.95. 
Note: Rates may increase for 
adjustable rate loans. Rate quote 
generated on 04/09/2014. Rates 
are subject to change. 

  Case Study     1

Delay Social Security for a Larger 
Monthly Benefit

$88,860



9

  Case Study     2

Downsizing Affordability:  
HECM for Purchase

Approximate Down-Payment Required by Borrower
A 62-year-old borrower wants to purchase a $250,000 home in Texas. Using the HECM 
for Purchase, the borrower needs to provide $132,000 of his or her own funds for the 
down payment. The HECM for Purchase reverse mortgage will finance the rest of the 
proceeds toward the purchase price.

Illustration is for educational purposes only and assumes a borrower who resides in Texas, with a fixed 
interest rate of 4.99% (6.876% APR) and financed fees of approximately $13,000. Rate quote generated 
11/9/2015. Rates are subject to change.

AGE

62
AGE

65
AGE

70
AGE

75
AGE

80
$250,000 $132,000 $127,000 $119,000 $109,000 $88,000

$450,000 $232,000 $223,000 $209,000 $192,000 $153,000

$625,500 $320,000 $308,000 $288,000 $264,000 $211,000

Approximate Down Payment Required by the BorrowerHome 
Purchase  

Price

*If the borrower does not meet loan obligations such as taxes and insurance, then the loan will need to be repaid.
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  Case Study     3

FAR’S Proprietary Jumbo 
HomeSafe® Reverse Mortgage

HomeSafe was designed specifically for loan amounts up 
to $2.25 million. This allows owners of high-value homes to 
exercise more control over their assets, investments and cash flow. 

Illustration is for educational purposes only and assumes a borrower age 74 who resides in California, a HomeSafe 
fixed interest rate of 6.99%* (estimated 7.328% APR), a HECM fixed interest rate of 5.36% (estimated 7.406 
APR), and an annual growth rate of 4% on the value of the home. Rate quote generated on 03/25/15. Rates and 
assumptions are subject to change. 

*Borrowers requiring lifetime set-asides as a result of FHA Financial Assessment Guidelines will incur a rate increase subject to market conditions.

Dr. Williams, age 74, has a home valued at $2.3 million, with a mortgage balance of 
$350,000. He wants to pay off this mortgage, reduce his monthly expenses and free up 
that money for other things. With HomeSafe, he has $494,733 available funds at closing. In 
26 years (at the age of 100), if Dr. Williams is still living in the home his remaining equity is 
estimated to be $1,139,076 (assuming an average home appreciation of 4%).

HomeSafe vs. a fixed-rate HECM

 Example of a home valued at $2.3 million HomeSafe  Fixed-Rate HECM

 Existing mortgage balance  $350,000  $350,000

 Total reverse mortgage funds available  $844,733  $353,938

  Reverse mortgage proceeds to pay off $350,000  $350,000 
existing mortgage

 Up-front costs  $6,266.95  $25,114

 Out-of-pocket funds required at closing  $0  $23,776

 Reverse mortgage funds available at closing  $494,733  $3,938
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CONTACT - Area Branch 
Manager or class organizer 
contacts Lorraine Geraci, Learning 
and Development VP at 
training@fareverse.com and/or sales 
support at ss@fareverse.com

ARRANGEMENTS  
Training class arrangement 
details discussed.

CLASS 
REQUIREMENTS 
Five, pre-requisite 
Webinar Classes 
required.

                    ACCESS 
                           After you pass 
the final exam, FAR assigns 
student access to POS, 
Learning Portal & training 
materials via wholesale 
website 

IT’S OFFICIAL 
Certificate of 
Completion awarded

CONGRATS!
You’ve completed your pathway 
to reverse mortgage origination

SALES ACADEMY 
One-day engaging 
Reverse Sales Academy 
Class is required 

REVERSE 
MORTGAGE 
101 

REVERSE 
FOR 

PURCHASE

HECM TO 
HECM 

REFINANCES

                    BE 
               ADVISED      
            Manager and 
students advised 
of agenda and 
requirements

FINAL EXAM      
Post-class final exam passing 
grade of 80% and higher is 
necessary for accreditation 

START

HOMESAFE 
PROPRIETARY 

JUMBO

REVERSE 
VISION 
BASICS

If you choose to originate, here is your  

Origination Pathway

FAM Reverse Mortgage Training 
In order for FAM Loan Officers to originate 
reverse mortgages, they must enroll in and 
pass FAR’s Reverse Mortgage Sales Academy 
Training Program. 

Contact your Area Branch Manager or class 
organizer to get started.

Are you interested in 
originating reverse mortgages 
full time or making reverse 
your primary focus?
If so, you may proceed to our Sales 
Academy Phase 2 to be discussed after 
you graduate from FAR’s Reverse Sales 
Academy Class.


