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Section 1

Introduction to the HECM



What is a HECM?
The HECM, introduced in 1989, is a federally insured home loan 
that allows adult homeowners aged 62 and older the ability to 
convert a percentage of their home equity into cash or a line of 
credit.

HECM features are:
• Homeowners retain full ownership of the property.
• There are no monthly mortgage payments.
• The HECM is a non-recourse loan, so borrowers will never owe more 

than the value of the home.
• The maximum claim amount is $726,525 or the appraised value, 

whichever is lower.
• The borrower chooses from multiple payment options: term payments, 

tenure payments, or line of credit.
• The borrower chooses from multiple types of loans: fixed interest, 

monthly adjustable interest, and annual adjustable interest.
• Payments are made from the lender to the borrower. Payments to the 

lender are an option but not required.



What is a HECM Purchase Option

In 2008, HUD released a mortgagee letter approving HECM use 
for home purchase under the Housing and Recovery Act (HERA).

The Home Equity Conversion Mortgage for Purchase (H4P) allows 
adults age 62 and older to purchase a new principal residence 
using loan proceeds from the reverse mortgage along with a one 
time equity contribution from the borrower.

Real estate agents and builders can work together partner to help 
more borrowers purchase the “right-sized” property without a 
required monthly mortgage payment.

H4P gives real estate agents and builders additional sale 
opportunities.



Benefits for the Borrower

The HECM for Purchase program is a great option for older 
borrowers to buy a new home without using all of their cash, or 
taking out a traditional mortgage. Buyers can use a HECM to 
finance part of the purchase price. This significantly reduces the 
amount of out-of-pocket funds they must bring to the table. 

Buyers can save more of their proceeds from the sale of their 
current homes.

At closing, they only bring the difference between the reverse 
mortgage proceeds and the sale price.

There are no monthly mortgage payments, and the loan does not 
need to be repaid unless: 
• The borrower sells the home.

• The home is no longer the primary residence of at least one of the borrowers.

• The borrower does not meet loan obligations, such as taxes, insurance or property 
maintenance.         



A HECM for Purchase can make the purchase of a home easier 
and more affordable for your clients who are age 62 or older. It 
can also set the realtor apart as they tap into a currently under-
served market.

Current home New Home

HECM for Purchase



There are no monthly payments, and the loan 

does not need to be repaid unless:

A The borrower sells the home.

B
The home is no longer the primary 
residence of at least one borrower.

C
The borrower does not pay taxes or 

insurance, or maintain the property.

D All of the above.

Knowledge Check



There are no monthly payments, and the loan 

does not need to be repaid unless:

A The borrower sells the home.

B
The home is no longer the primary 
residence of at least one borrower.

C
The borrower does not pay taxes or 

insurance, or maintain the property.

D All of the above.

Knowledge Check



Section 2

The HECM Purchase Target Market



Opportunity

There is an opportunity for realtors in the 62+ market place.

Will you be ready?

Every day over

10,000
Baby Boomers 

turn 65

There’s over

$7 trillion
in home equity held by 
homeowners age 62+

By 2030,

20%
of the U.S. 

population will be 
65 or older

Today,

1/4
of all home 

buyers are age 
60 and above



The number of older 
Americans aged 65+ is 
projected to increase from 
43 million in 2012 (12.9% 
of the population) to 84 
million in 2050 (20.9% of 
the population). 

The projections indicate 
that there will be 92 
million older Americans in 
2060. Source: American Century Investment Blog at 

AmericanInvestmentblog.com

Demographics



The population of 
borrowers aged 65 and 
older has particularly 
increased in certain 
areas. The darker the 
blue, the higher the 
increases in those 
states.

Geographic Distribution



HECM for Purchase Market
The new homes forecast for 55-74 year old buyers is as follows:

• 2016: 230,000 units  

• 2020: 248,000 units 

• 2025 to 2030: 252,000 units annually 

That’s more than a decade (2016–2030) in which about 20% of all 
new homes will be built for or bought by people 55 and older.

Source: Pew Research Center, Baby Boomers Retire, December 29, 2010 250+ Housing Market and 
Economic Forecast by National Association of Home Builders 2014 



Increase your 
listings

Produce more 
sales

Expand inventory 
of homes to 

include higher
values

More opportunity 
to work with 

builders
Market to 55+ 
communities!

Increase buyers 
purchase power

How Realtors Can Benefit

Retiring Boomers are choosing to maintain a comfortable lifestyle in a 
home that better fits their needs.  This opens up a huge market of 
potential clients who can benefit from selling their current home and 
purchasing another for retirement.

This could help you:



Buyer Profile

The HECM for Purchase might be appropriate for borrowers who:

• Are ready to downsize, upsize, or move closer to family

• Wish to purchase their “dream home” without having a 
required monthly mortgage payment

• Live on a fixed income

• Want a new home that is a better fit for their physical needs

• Want to move to a low maintenance community

• Want to increase their purchasing power 

• Want to preserve some of the proceeds from the sale of their 
home for a cash reserve or other retirement savings



What are the differences?

Reverse Mortgage: 
Increase Liquidity

Conventional Mortgage:
Increase Equity

• Has an age restriction
• No monthly payments are required
• Equity decrease/loan balance increase
• Liquidity increases
• Borrower owns the home
• Property taxes, insurance, and maintenance must 

be paid
• Non-recourse loan: borrower can never owe more 

than the value of the home at the time of 
repayment

• Contribution towards purchase may include 
departure home equity proceeds, and reverse 
mortgage proceeds

• Able to preserve retirement funds

• No age restriction
• Monthly payments are required
• Equity increase/loan balance decrease
• Liquidity decreases
• Borrower owns the home
• Property taxes, insurance, and maintenance 

must be paid
• Risk of foreclosure if payments are not made
• Contribution towards purchase may include 

departure home equity proceeds, financed 
mortgages, and funds from retirement 
accounts



The Current Adult Client
• 55-64 year olds outspend the 

average consumer in nearly every 
category including: food away 
from home, household furnishings, 
entertainment, personal care, and 
gifts

• Adults aged 55+ represent one 
third of the 195.3 million internet 
users

• Pre-retirees feel that enjoying 
retirement and making sure their 
spouse is taken care of is a bigger 
focus than leaving an inheritance

• Adults 55+ are the fastest growing 
age group among gym members. 
This percentage is up more than 
266% since 1987.



It’s About Lifestyle

Today’s older buyers are looking for more from retirement:

Active 
lifestyle

Working and 
volunteering

Travel

Being close to 
family and 

friends

Maintenance-
free housing

Green, 
energy-
efficient 
property

Remember: Buyers buy emotionally, and justify logically. Most will 
not move unless they’re shown the various choices they have.



Which of the following is FALSE regarding the Home 

Equity Conversion Mortgage?

The loan does not have to be repaid to the 
lender until the home is sold or passed to the 
heirs.

B

A
The loan becomes due and payable if the borrower does not 
meet the loan obligations, such as failure to pay taxes and 
insurance.

C The HECM is a non-recourse loan.

D

The borrower does not retain title with a HECM loan.

E

The HECM is a government-insured loan.

Knowledge Check



The loan does not have to be repaid to the 
lender until the home is sold or passed to the 
heirs.

B

A
The loan becomes due and payable if the borrower does not 
meet the loan obligations, such as failure to pay taxes and 
insurance.

C The HECM is a non-recourse loan.

D

The borrower does not retain title with a HECM loan.

E

The HECM is a government-insured loan.

Which of the following is FALSE regarding the Home 

Equity Conversion Mortgage?

Knowledge Check
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Eligibility



Mandatory HUD 
counseling is 

required.

All borrowers 
must be age 
62 or older.

Eligible non-borrowing 
spouses receive 

protection from losing 
the home should the 
borrower predecease 

them.

The home must be 
the primary 

residence and the 
owner must occupy 
it within 60 days of 

closing.

A non-borrowing 
spouse is 

permissible, but we 
factor his or her age 

into the 
calculations.

Borrowers own the 
property, and as 

such are responsible 
for paying all 

property charges.

Borrower Eligibility
All borrowers 
must be US 
citizens or 
permanent 

resident aliens.



The property being purchased must:

• Meet Federal Housing Administration (FHA) property 
standards and flood requirements.

• Be one of the following property types:

Single-family 
home

HUD/FHA 
approved 

condo

Manufactured 
home that meets 

certain 
requirements

Two-to-four 
unit properties

Property Eligibility



Ineligible properties include:

Boarding houses

Existing 
manufactured 

homes that have 
moved or 

otherwise do not 
meet all FHA and 

FAR standards

Condominium 
units that are not 

HUD/FHA 
approved

Bed and breakfast 
properties

Existing 
manufactured 

homes that were 
built before 
7/15/1976

Cooperative 
units (Co-ops)

Ineligible Properties



Which of the following is not a HECM borrower 

requirement?

A Must be 65 years old or older.

B Must receive counseling.

C Must be a U.S. citizen or legal resident.

D Must live in the property as his or her 

primary residence.

Knowledge Check



Which of the following is not a HECM borrower 

requirement?

A Must be 65 years old or older.

B Must receive counseling.

C Must be a U.S. citizen or legal resident.

D Must live in the property as his or her 

primary residence.

Knowledge Check



Section 4

How the HECM Purchase Works



After borrowers decide to purchase a more desirable home, a real 
estate agent can sell their existing home, determine the purchase 
price range, and identify properties of interest.

The Purchase Process



The initial Principal Limit (PL) is defined as the maximum amount 
that is available to a HECM borrower at the time of closing. The PL 
is calculated using tables provided by HUD. These include:

Age of the 
youngest 

borrower, or 
eligible non-
borrowing 

spouse

Product Type

Expected 
interest rate
(Libor 10 year 

swap plus lender 
margin)

The lowest of 
the following:

Appraised value

Maximum Claim 
Amount

($726,525)

Sales Price

Principal Limit Factors



For a purchase, the PL is calculated using the youngest borrower’s age, the 
expected rate, and the purchase property value.

The borrower pays the closing costs to the third parties associated with the loan. 
They are a cost to secure the loan, and are not available to put toward the 
purchase price. Therefore they must be subtracted from the PL to determine the 
required borrower contribution.

The borrower contribution is the balance of the purchase price of the home and 
the net PL.

The contribution must come from the buyer’s funds such as the sale of the 
current home, sourced checking, savings, or retirement accounts.

Borrower’s Contribution

Example:

• A 65 year old borrower wants to purchase a $500,000 home.
• The Principal Limit is $223,000 with closing costs of $12,000.
• The available proceeds towards the purchase after the closing costs are $211,000.

The borrower contribution is $289,000.

This assumes a 4.60% expected rate, 5% closing costs, and a 2.25% lender margin.

Note: These figures are subject to change due to birthdate, interest rate, and FHA program changes. Illustration is for educational purposes only.



Note: These figures are subject to change due to birthdate, interest rate and FHA program 
changes. Illustration is for educational purposes only.  This assumes a 4.60% expected rate, 5% 
financed closing costs, and 2.25% lender margin.

Home 
Purchase 
Price

Age 65 Age 70 Age 75 Age 80

$300,000 $173,400
(.578%)

$163,200
(.544%)

$155,400
(.518%)

$142,100
(.477%)

$400,000 $231,200
(.578%)

$217,600
(.544%)

$207,200
(.518%)

$190,800
(.477%)

$500,000 $289,000
(.578%)

$272,000
(.544%)

$259,000
(.518%)

$238,500
(.477%)

$600,000 $346,800
(.578%)

$326,400
(.544%)

$310,800
(.518%)

$286,200
(.477%)

Approximate Contribution Toward Purchase



The Costs

Financed closing costs include:

• Upfront mortgage insurance premium, which 

is 2% of the Max Claim Amount

• Origination fee, depending on the loan 

product

• Traditional third-party closing costs



The National Housing Act of 1987 put safeguards in place, and 
provides a guarantee to borrowers that the General Insurance 
Fund will protect them against disappearance of their lender, 
and obligations beyond the value of their home at sale. This 
insurance fund is now referred to as the Mutual Mortgage 
Insurance Fund.

The Initial MIP is generally funded within the closing costs of 
the HECM loan as an upfront fee of 2% of the home value. 

The Annual Mortgage Insurance Premium accrues at a rate of 
.5% of the loan balance. 

Why an MIP/insurance fund?



Ongoing Obligations

Making monthly principal and interest payments is NOT an 
ongoing obligation for the homeowner. However, failure to keep up 
with the required homeowner obligations could cause the 
homeowner to be in default on the mortgage. The critical 
borrower obligations and mortgage requirements are below.

The borrower must:

• Occupy the home as his or her primary residence

• Keep the property in good repair

• Pay the property taxes

• Pay the homeowners insurance

• Pay other property charges including, but not limited to: flood 
insurance, HOA dues, condo dues, and so forth.



Principle limit calculations that determine the 

amount of loan proceeds available to the borrower 

include all of the following except:

A Product type.

B
Age of the youngest borrower, or 
eligible non-borrowing spouse.

C
The highest of the following: 

appraised value, max claim amount, 

and sales price.

D Expected interest rate.

Knowledge Check



Principle limit calculations that determine the 

amount of loan proceeds available to the borrower 

include all of the following except:

A Product type.

B
Age of the youngest borrower, or 
eligible non-borrowing spouse.

C
The highest of the following: 

appraised value, max claim amount, 

and sales price.

D Expected interest rate.

Knowledge Check
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Scenarios



• Sale Price (old home) $500,000
• 8% closing costs         $-40,000
• Net Proceeds              $460,000
• New Home Price         $350,000

• Funds Remaining        $110,000

Downsizing with Liquidity With a 

HECM for Purchase

Downsizing

Without a HECM for Purchase

• Sale Price (old home)  $500,000
• 8% closing costs          $-40,000
• Net Proceeds               $460,000
• New Home Price          $350,000
• HECM for Purchase     $155,500
• Equity Contribution

(from proceeds)            $194,500
• Funds Remaining       $265,500

to increase Liquidity

A 70-year-old couple sell their home for $500,000, and purchase 
a new home for $350,000. They can pay cash for their new 
purchase, but want to retain as much funds from the sale of their 
departure home, and increase liquidity.

Strategy: HECM for Purchase Downsizing



• Sale Price (old home) $500,000
• 8% closing costs         $-40,000
• Net Proceeds              $460,000
• New Home Price         $650,000

• Funds Required         $190,000

Upsizing with Liquidity

With a HECM for Purchase

Upsizing 

Without a HECM for Purchase

• Sale Price (old home)  $500,000
• 8% closing costs          $-40,000
• Net Proceeds               $460,000
• New Home Price          $650,000
• HECM for Purchase     $287,000
• Contribution from          $363,000

Sale of departure home
• Funds Remaining         $97,000

A 70-year-old couple sell their home for $500,000, and 
purchase a new home for $650,000. They do not want any 
monthly mortgage payments.

Strategy: HECM for Purchase Upsizing



• Sale Price (old home) $500,000
• 8% closing costs         $-40,000
• Net Proceeds              $460,000
• New Home Price         $650,000

• Funds Required          $190,000

Overfunding with 

HECM for Purchase

Conventional 

Mortgage

• Sale Price (old home)            $500,000
• 8% closing costs                     $-40,000
• Net Proceeds                         $460,000
• New Home Price                    $650,000
• HECM for Purchase funds     $287,000
• available
• HECM proceeds used            $190,000

• Contribution from sale      
of old home                            $460,000

• Borrower overfunds
toward line of credit               $97,000

In this case a 70-year-old couple wishes to purchase a new 
home without a monthly mortgage payment, with an available 
line of credit available that will continue to grow regardless of 
the property appreciation. They sell their home for $500,000, 
and purchases a new home for $650,000. 

Strategy: HECM for Purchase Overfunding



Which of the following properties is 

ineligible for a HECM?

A Single-family home

B HUD/FHA approved condo

C Two-to-four unit property

D None of the above

Knowledge Check



A Single-family home

B HUD/FHA approved condo

C Two-to-four unit property

D None of the above

Which of the following properties is 

ineligible for a HECM?

Knowledge Check
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Safeguards



Protection for your Clients

Mandatory FHA Counseling sessions are required for borrowers, 
non-borrowing spouses, and POAs. This screens for competency and 
comprehension of the loan program.

Financial Assessment determines if the borrower has financial 
capacity to pay taxes and insurance, and provide ongoing 
maintenance to the property. 

Non-Borrowing Spouse Rules make it possible for a qualified non-
borrowing spouse to remain in the home even if the borrower dies.

Non-Recourse Property Protection for borrowers and heirs 
ensures the loan payoff is secured by the property. Borrowers and 
heirs can never owe more than the house is worth when the loan is 
repaid.

No Pre-payment Penalty provision means the borrower can pay 
down the loan at any time or defer payment.



Prior to 2015 there were no measures to determine the willingness and 
capacity of the borrower to handle debt responsibly. 

This resulted in a greater risk of tax foreclosure.

FAR uses the Financial Assessment (FA) guidelines, issued by the 
Stabilization Act, and enforced by HUD to evaluate whether a borrower 
qualifies for the HECM loan, and under what conditions. The FA specifically 
looks at the “willingness” and “capacity” of the borrower to meet his or her 
financial obligations, and to meet HECM requirements. 

• Willingness is determined based on past performance and credit history.

• Capacity is determined using income, assets and expenses to calculate 
the residual cash flow.

Financial Assessment Purpose



Repayment

The loan does 
not need to be 
repaid until all 

borrowers die or 
leave the 
property.

The loan can be 
repaid through the 
sale of the property 

or other assets, 
such as proceeds 

from a life insurance 
policy, or a loan 

refinance.

No debt is 
passed along to 
the heirs, and 

there is no 
personal 
liability.

Once the loan is 
repaid, any 

remaining equity 
belongs to the 

homeowners or 
their heirs.

Family 
members can 
purchase the 

property at 95% 
of its appraised 

value.



Section 7

Summary



The Realtor Advantage

In summary, a HECM for Purchase is a great alternative for people 
age 62 and older, as opposed to traditional mortgages. 

The HECM purchase will separate you from your competition.

The informed realtor increases their earnings with this life changing 
program while increasing the quality of life of their older clients

Your information of The HECM for Purchase has the ability to give 
older adults strategies to:

• Relocate to be near family and friends

• Downsize

• Upsize

• Maintain an active lifestyle

• Increase purchasing power

• Boost retirement funds

• Create financial longevity



Next Steps

Look back over your book of business

• Eligible aged borrowers you could not help

• Parents of clients who are contributing to parent’s home expenses

• Retirees looking to relocate

Sign up and be an approved SRES realtor

• Be a step ahead in securing the designation now and set yourself apart 
from peers

• Learn the topics that involve the 55+ American homeowner

Partner with a specialized HECM for Purchase loan officer

• LO is able to run numbers to create a scenario

• LO is able to give you parameters for looking for available properties for 
borrower

• LO provides marketing material that can be used as a joint marketing effort 



Financial Safeguards



Section 1

What is elder abuse?



What is elder abuse?

The Elder Justice Roadmap report uses the following definition of 
elder abuse:

• “Physical, sexual, or psychological abuse, as well as neglect, 
abandonments, financial exploitation of an older person by 
another person or entity, that occurs in any setting ( e.g. home, 
community, facility), either in a relationship where there is an 
expectation of trust and/or when an older person is targeted 
based on age or disability.”

• This definition was found in laws (such as the federal Elder 
Justice Act, Older Americans Act, and Violence Against Women 
Act, various states’ laws and others), and those developed by 
various entities such as the National Academy of Sciences, the 
Administration of ____ Centers for Disease Control, and 
Prevention and the New York City Elder Abuse Center1

1U.S. Department of Justice , Department of Health and Human Services, 
Connolly, M.T., Brandi, B., & Breckman, R. (2014)The Elder Justice 
Roadmap: A  Stakeholder Initiative to Respond to and Emerging Health, 
Justice, Financial and Social Crisis.



Why is this topic important?

• Financial abuse against older adult victims is nothing new, but 
with the aging population and more access to personal 
information online, it is a crime that is reaching epidemic 
proportions. Seniors in the US lose about $36.5 billion per year 
to various types of financial abuse.

• We, as professionals who advocate for older adults, are in a 
position to observe potential problems and concerns. Fighting 
fraud and financial abuse is a responsibility we must take 
seriously.



Why is this topic important?

• Unfortunately, we simply do not know for certain how many 
people are suffering from elder abuse and neglect. Signs of 
elder abuse may be missed by professionals working with older 
Americans because of lack of awareness and adequate training 
on detecting abuse. The elderly may be reluctant to report 
abuse themselves because of fear of retaliation, lack of physical 
and/or cognitive ability to report, or because they do not want 
to get the abuser in trouble. 

• Below is a sampling of findings that show what is known about 
the incidence and prevalence of elder abuse and neglect. Keep 
in mind that the studies referenced employ a variety of research 
methods and operational definitions and are based in various 
geographic areas across the United States.



Why is this topic important?

• A comprehensive review article found the prevalence of elder 
abuse to be approximately 10% including physical abuse, 
psychological or verbal abuse, sexual abuse, financial 
exploitation, and neglect.2

• In a study on elder abuse by family members in which data was 
collected by elder abuse type, Laumann and colleagues found 
that respondents most frequently reported verbal mistreatment 
(9%), followed by financial mistreatment (3.5%) and lastly 
physical mistreatment (less than 1%).3

2Lachs, M., & Pillemer, K. (2015). Elder abuse. New England Journal of 
Medicine, 373, 1947–56. doi: 

3Laumann, E., Leitsch, S., & Waite, L. (2008). Elder mistreatment in the 
United States: prevalence estimates from a nationally representative 
study. The Journals of Gerontology Series B, Psychological Sciences and 
Social Sciences, 63(4), S248–S254.



Why is this topic important?

• A groundbreaking study based in New York estimated that 260,000 
(1 in 13) older adults in the state of New York had been victims of 
at least one form of elder abuse in the preceding year. This study 
found that major financial exploitation was self-reported at a rate of 
41 per 1,000 surveyed, which was higher than self-reported rates of 
emotional, physical, and sexual abuse or neglect.4

• Available data from state Adult Protective Services (APS) agencies 
show an increasing trend in the reporting of elder abuse.5

• Elder abuse is also underreported. The New York State Elder Abuse 
Prevalence Study found that for every case known to programs and 
agencies, 24 were unknown.4

4Lifespan of Greater Rochester, Inc., Weill Cornell Medical Center of Cornell 
University, & New York City Department for the Aging. (2011). Under the 
Radar: New York State Elder Abuse Prevalence Study (PDF).

5Quinn, K., & Benson, W. (2012). The states’ elder abuse victim services: 
a system in search of support. Generations 36(3), 66–71.



Section 2

Types and Indicators of Abuse



Types of Financial Abuse

There are three types of abuse:

• Occasion/Opportunity: The perpetrator wants something the 
older adult has, and seeks to take it.

• Desperation: Family, friends or caregivers become so 
desperate their morals or character become affected. They 
rationalize the act against the older person, or feel entitled to 
take from that person because they have provided some type of 
assistance. 

• Predation: This is typically premeditated – “predatory” – and 
often comes in the form of a scheme that might be very 
sophisticated. The activity is planned and detailed, and often 
scripted to prey on the goodness and values of older adults.

Fraud: A deception deliberately practiced in order to secure unfair or unlawful gain.
Scam: To swindle by means of a trick.  ~The American Heritage Dictionary



Indicators of Abuse

It is important to be alert for changes that could indicate elder 
fraud:
• Changes made to  property title, deeds, mortgages , power of attorney 

documents, wills , trusts or other financial related documents for reasons senior 
did not authorize

• Financial activity that is inconsistent with financial history or habits that may 
exceed the seniors means, increased or unexplained credit card activity, 
withdrawals in spite of penalties, or newly authorized individuals given access 
to accounts

• A caregiver or “new best friend” refuses to use  funds for necessary expenses, 
care or medical treatment for senior

• Being asked to sign documents that are unread or not understand

• Confusion, fear or lack of awareness on the part of the senior

• Documents are missing and checks or documents have suspicious signatures.

• Feeling of being under threat of harm, neglect, or abandonment if you do not 
agree to financial arrangements presented by someone with the power to harm 
you.

• Bank statements no longer go to customers home.

• ATM withdrawals by a senior who has never used a debit or ATM card



Section 3

Common Scams, Fraud, and Perpetrators



Common Scams and Fraud

Although scams and fraud may appear in many forms, there are 
some that are commonly  targeted at older Americans.   For 
example:

• Telemarketing fraud: Phone solicitors may suggest that they are in 
some official capacity so the person being solicited feels obligated to 
participate.  

• Internet Fraud: Internet fraud often is designed to appear to be 
“official.” It requires a response or overstates something that seems too 
good to be true. Ignore unsolicited offers.

• Mortgage Fraud:  Equity Theft Schemes (aka straw buyers), 
Foreclosure Rescue Schemes, Investment Schemes. 

• Medicare/Prescription Fraud: The victim may provide personal 
information that triggers more solicitations, or it may lead to credit card 
or checking account withdrawals.  If drugs are provided they may not be 
appropriate and could even be dangerous.



Common Scams and Fraud, cont.

• Health and Healing Remedies: These promise unbelievable results 
and make unbelievable money for the con artists. They promise pain 
relief, or sight and hearing restoration.   

• Get Rich Quick: These promise to improve someone’s financial 
position. This is appealing to any age group, but a group on fixed 
incomes may be more open to an investment or contest winnings.



Common Perpetrators

Perpetrators can be anyone, such as:

• “New friends”

• Salespersons

• Solicitors

• Relatives

• Caregivers

• Spiritual leaders

• Other older adults



They Cannot Disconnect

Some older adults are unwilling or unable to hang up on solicitors. 
This is often driven by their politeness, loneliness, or their trust of 
a pleasant voice on the line.

Although this call could be potentially dangerous, it may be the 
only call the person has had all day. The caller “seems nice,” and 
the elder has nothing else to do but listen. 

The chance to believe in a wonderful opportunity or to make life 
better is compelling. The older adult may also feel backed into a 
corner as solicitors become relentless with their offers and the 
frequency of their calls, sometimes dozens of calls per day.



Section 4

Fighting Elder Abuse



Fighting Elder Abuse

Proactive Measures

There are proactive responses when concerns arise:

• Being informed and aware of what steps to follow increases your
chances of successfully curtailing activities that are detrimental
to your clients.

• It’s important to listen, observe, and evaluate the situation.

• Know what resources are in your area, and who within your
company can give advice and you may be able to protect your
client from a disastrous event.



How has the HECM industry protected 
older adults against elder abuse?

The HECM industry has been regulated by the government since 
1989. Because of this, lending institutions have a variety of 
safeguards that protect older adults from financial abuse. Benefits 
and Safeguards include:

• Prospective clients are required to receive third party counseling.

• Mortgage Insurance is incorporated into the program to protect the 
client.

• There are restrictions on how much a borrower can access in available 
funds beginning in year 1.



How to Avoid Financial Exploitation

What older adults can do How

Stop unwanted telemarketers Add name to “Do not call registry”. Call 888-382-1222 or visit www.donotcall.com

Learn how to protect themselves Read about fraud scams at www.stopfraud.gov/protect.html

Avoid isolation Keep in touch with others, take up a hobby, visit a senior center, volunteer

Protect personal information Only share personal information with those they know and trust

Don’t feel pressured Not be pressured into making a hasty financial decision. Get advice from someone 
trusted

Trust, but verify Never rush into a financial decision. Ask for details in writing and get a second opinion

Be a skeptic If it sounds too good to be true, it probably is

Sign nothing Consult with a financial advisor or attorney before signing any document that is not 
understood

Keep security information secure Not provide Social Security number, account information, personal identification, or 
financial information to anyone unknown either in person, over the phone, or online

Leave no trace Tear up or shred financial records when no longer needed

Lock it up Lock up checkbook, account statements, and other sensitive information when others 
will be in the home

http://www.donotcall.com/


Resources

Familiarize yourself with these resources:

• National Committee for the Prevention of Elder Abuse www.preventelderabuse.org

• National Do-Not-Call registry at www.donotcall.gov or 888-382-1222

• National Fraud Information Center - Internet Fraud Watch  
www.fraud.org 800-876-7060 

• Consumer Financial Protection Bureau 
https://www.consumerfinance.gov/practitioner-resources/resources-for-older-
adults/

• National Reverse Mortgage Lenders Association www.nrmla.org

• U.S Postal Inspection Service www.usps.com/postalinspectors/fraud/seniorwk.htm

• Better Business Bureau Wise Giving Alliance www.give.org 703-276-0100 

• American Institute of Philanthropy www.charitywatch.org 773-529-2300

• AARP www.aarp.org/bulletin/consumer 888-687-2277

• Local Adult Protective Services (refer to your state’s Department of Human 
Services)

http://www.preventelderabuse.org/
http://www.donotcall.gov/
http://www.fraud.org/
https://www.consumerfinance.gov/practitioner-resources/resources-for-older-adults/
http://www.nrmla.org/
http://www.usps.com/postalinspectors/fraud/seniorwk.htm
http://www.give.org/
http://www.charitywatch.org/
http://www.aarp.org/bulletin/consumer
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Thank you.
To learn more please contact:

Remarkable Reverse Mortgage

Mark Schmidt Owner & Broker 

mark@remarkablemortgage.com 720-206-4539

NMLS #846014 CO 100037582 Remarkable LLC NMLS #1791529




