                                          Sales Points
1) Identify yourself

2) Ask how client found out about you

a) If Purchase lead client

1) Align yourself with the lead generation company
2) Remind client they called your organization and wanted info

3) State that you are the only loan officer who will call them

                                    a)  Ask client to write down your name and phone number

3) For Purchased leads, tell client it appears the client qualifies

4) Tell client of qualifiers

a) At least 62 years of age

b) Own home with enough equity

1)  Ask if client has any mortgages, or liens, on home

5) Describe briefly how reverse mortgage works

a) Appraiser does work

b) Based on appraisal and age, they receive a percentage of home value

c) No taxes on proceeds

d) Take money in lump sum, or credit line, or combination

e) They will still be the  only person on title

f) No mortgage payments as long as they live in home

g) Does not affect medicare, property taxes, etc.

h) When pass away, home goes to heirs

i) Heirs can get equity out of home by selling home, or

j) They can keep home, perhaps by refinancing the home

6) Talk about tax value, and estimate of home value

7) Calculate and tell client how much money the client qualifies for

a) if liens, then tell them how much money they can receive, in hand

8) Now is most important part of conversation—time to set appointment, or send disclosures

a) It is best not to ask, but to tell client that you can visit with them, at their convenience, on one of two dates you give them, and you can:

1) Show all facts and figures

2) Describe the program in greater detail

3) Answer any questions the client may have

b) With both leads and referrals
1) Do the above, and tell the client this is best done with the papers in front of them so you can display, and describe, everything

