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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. 

• Plaza Home Mortgage is not acting on behalf of or affiliated with any government agency. 

Products or services described are not authored, approved, or endorsed by HUD, FHA, the 

government of the United States, or any federal, state, or local government agency.

• 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.

© 2025 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
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download any 

handouts.
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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, 
any remaining equity remains with the estate.



Benefits of a Reverse Mortgage

No monthly mortgage payment! – #1 reason 
borrowers get a reverse mortgage.

A senior can now leverage their crucial cash 
retirement assets or buy “up” vs. paying cash as now 

they can finance a large portion of the transaction.

A reverse mortgage is the only home financing 
program specifically designed for retirement.



When Does the Loan Mature? What Are the Family’s Options?

Loan Maturity – Loan Becomes Due and Payable

• 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

1. Sell the home, satisfy the Reverse 

Mortgage, and retain remaining equity

2. Estate can buy back the home at 95% of 

the home value at loan maturity

• Great option if the home is “upside down”

3. Deed In Lieu – Servicer takes 

responsibility

• Great option if the family has no interest in 

the property “upside down”

• Cash for Keys…up to 3,000 (vacate within 

six months)

Non-Recourse Loan!

Borrower / Estate will never owe more than the value of the home.



Why Use Reverse Mortgage 
as a Purchasing Tool?



Why Use Reverse Mortgage as a Purchasing Tool?

Buy up, get more house than 

paying cash, increase your 

borrower’s purchasing power

Increase the longevity of 

retirement funds

Great for relocating, 

downsizing/upsizing
Leverage crucial retirement 

cash liquidity

Long term security with a safety 

net (no monthly mortgage 

payment required)

No mortgage payment! 

(taxes and insurance payments 

are required and must be 

maintained)



Access to New Markets

❖ Bring something new to your 
real-estate agents!

❖ 10,000 baby boomers turn 62 
every day! 

❖ Seniors want to “age in place” 
(stay at home).

❖Market is tremendously 
underutilized; reverse community 
slow to connect to real estate 
agents.



Aging U.S. Population

Source: United States Census Bureau
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Basic Guidelines



Property

• SFRs, PUDs, and FHA approved condos

• 1-4 units are allowed, one of the units must be owner occupied

• No log, dome, farm, etc.

• No second homes or investment properties

• New construction – Certificate of Occupancy (CO) must be issued prior to Docs!

• Any repairs must be satisfied by the seller prior to closing

• Home inspection is not required

• Manufactured housing is allowed, must be taxed as real property

• No new construction (manufactured housing)



New Construction Important Notes

• Case Number can now be ordered prior 

to the month of the CO being issued

• Appraisal cannot be ordered until AFTER 

the case number has been issued

• Appraisal must be written “as is.”

• Appraisals written as “subject to” are 

ineligible



Credit Guidelines

• No credit score criteria

• Bankruptcy – 2 years from a Chapter 7 / 13 – discharge date to case assignment

• Major delinquencies (Short Sale, Deed in Lieu or Foreclosure) 

• 2 Years Seasoning from lien satisfaction to case assignment date

• FHA mortgage would require 3 years seasoning

• Financial Assessment - Full Doc Underwrite

• Financial Assessment / Credit Criteria

• Primarily - 2 Year look back

• Bad credit won’t disqualify, but may require a tax / insurance account (Life Expectancy Set Aside)

• Life Expectancy Set Aside (LESA) drastically increases necessary funds to come in with.

• No partial LESA on a Purchase Transaction (Full Only)



Example 
with LESA



Funds

• No borrowed funds to get our loan 

(business, bridge, mortgage, retirement 

account, credit card, etc.).

• Proceeds from the sale of a business, real-

estate, etc. are allowed. Paper trail must be 

documented.

• All funds must be seasoned for 60 days, 

large deposits sourced.

• Mattress money, cashier's checks, etc. will 

not be allowed.



Real Estate Owned

• Borrowers may keep existing Real Estate 

Owned

• 3 max = 2 REO plus HECM subject

• Rental income must be on tax returns to be 

used or Appraisal with rental addendum.

• Borrowers will sign Verification of 

Occupancy and, in some instances, a Letter 

of Intent

• Must occupy the residence within 60 days or 

default under the terms of the mortgage and 

foreclosure proceedings can begin



Credits are Allowed!

• Contributions up to 6% towards the 

borrower’s Origination Fees (closing costs)

• Origination Fees

• Credit

• Appraisal

• MIP

• Prepaid items

• The 6% credit cannot exceed the total 

closing costs

• Principal Limit reduction is not allowed

• Gift funds are allowed

• They must be sourced



Concessions

Broker and Lender concessions are 

prohibited

• Broker/Lender cannot provide ANY 

interested party contributions

• Premium pricing cannot be used as a 

funding source or as an exception to 

interested party contributions

• Discount points are not allowed

• Rate buydown is not allowed

Only these parties may provide a credit 

towards closing costs up to 6% of the sales 

price:

• Sellers

• Real Estate Agents

• Builders

• Developers

• Other parties that are not the Broker/Lender



No Bridge Loans / Gap Financing

Per FHA guidelines, HECM borrowers may not obtain a bridge loan (also known as “gap 

financing”) or engage in other interim financing methods to meet the monetary investment 

requirement or payment of closing costs needed to complete the purchase transaction.

This restriction includes, but is not limited to: 

• Subordinate liens 

• Personal loans 

• Cash withdrawals from credit cards 

• Seller financing 

• Any other lending commitment that cannot be paid off (satisfied) at closing



New Construction Can Be Tricky

• What you can do to get your loan moving:

• Purchase Agreement

• Counseling 

• Application / Disclosures

• Request Case Number

• Submit your loan to Plaza Underwriting:

• Need all Credit & Income, Title, etc.

• Let’s get that Conditional Approval!

• What we cannot do:

• Cannot order your appraisal until the work will 

be considered “As Is.”

• Appraisal must meet minimum FHA guidelines

Expectations with your builder:

• Clearly this is different than conventional 

financing with builder business.

• We are with you!

• Plaza prioritizes purchase transactions

• Once that CO is issued, we get the  appraisal 

ordered!

• LET’S CLOSE!!!



Most Common Pitfalls

1. Funds are not sourced properly with a 

clean paper trail

• 60 days unless from the sale of another 

property, business, etc.

2. Customary Title Fees may now be shared 

by buyer and seller

3. Solar “lease” in contract.  Is it easily 

transferable?

4. New Construction can be tricky!

5. Closing agent cannot generate a HUD1 - 

#1 Pitfall 
6. Title / Closing agent do not disclose 

fees correctly



Working With Plaza Home 
Mortgage, Inc.



Plaza Reverse Division

• If you are an already approved 

broker/correspondent, you are approved for 

Reverse!

• We have the “forward originator” in mind

• Dedicated staff and operations just for this 

niche product

• Your AE is still available to support you / 

manage us

• Our highly experienced reverse team does 

the heavy lifting:

• Counseling packages, applications, 

disclosures, TIL, GFE, etc.

• Great Team of Dedicated Sales Assistants to 

work with



Origination Procedure for a Purchase Reverse

1. Counseling / 
Purchase Contract - 
Be sure to include 

Amendatory Clause!

2. Application / 
Disclosures

3. Case Assignment 
4. Appraisal Order/ 

Completed

5. Submitted 6. Conditions 7. Clear to Close 8. Fund

Check turn times to insure a smooth closing expectation for all parties. This order is crucial!

Can happen in either order
CO issued.  Appraisal must be “as 

is.”



Bay Docs 
HECM Loan 
Summary



Bay Docs 
Down Payment 
Figures



How Will This Help My Business?     

This will help you get that much needed meeting with your real estate 
agents

Separate yourself with a new program that has strong market acceptance, 
but is still largely misunderstood by the real estate community

Use our resources to build a quick 15 to 20-minute presentation

This is a great vehicle to get you in the room and of course sell your other 
services

Do not be surprised if you pick up a real estate agent for a HECM finance 
before you leave!



Resources



PlazaHomeMortgage.com

https://www.plazahomemortgage.com/


Plaza’s Reverse Mortgage Website

Click Here to 

Get Started!



Suggested Resources

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



Suggested Resources

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



Don’t Miss Our Other Reverse Trainings!

Click the links below to view the webinar recordings for our other trainings:

• Plaza's Reverse Mortgage PreQual Borrower Counseling Package

• Reverse Mortgage Basics

• How to Use the Reverse Mortgage to Purchase a Home

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

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

• Financial Planners Guide to Reverse Mortgages

• 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://vimeo.com/944998578
https://vimeo.com/1046499139
https://vimeo.com/1046499097
https://vimeo.com/1046499009
https://vimeo.com/1046510078
https://vimeo.com/1046498966
https://vimeo.com/1046499203
https://vimeo.com/1046499232
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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