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GROW YOUR MARKET 
PRESENCE WITHOUT 
COLD CALLING

For professional use only. Not intended for consumer use.

EVENTS:

4373038887



2

Kelly South
MUTUAL OF OMAHA MORTGAGE
Director of Wholesale Content and Communications

Marketing Director with 20+ years of experience in financial services, mortgage, and B2B/B2C marketing, including 
10 years in the reverse mortgage industry.

Chris is a graduate of Eckerd College with a degree in Business Management. He began his career at RME in event-
driven marketing, where he built expertise in face-to-face engagement and live events. Today, he is a team leader 
and top producer, known for using events to build trust, drive leads, and deliver results.

https://www.linkedin.com/in/chrisfigueredo/ 

https://www.linkedin.com/in/kellysouth0714/

Chris Figueredo
LEADING RESPONSE
National Marketing Consultant

YOUR PRESENTERS

https://www.linkedin.com/in/chrisfigueredo/
https://www.linkedin.com/in/kellysouth0714/
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• Why cold calling is declining (and what’s replacing it) 

• Events as a relationship-first, education-driven 
  growth strategy

• Borrowers and business partners want education, 
  not just sales

• Education positions you as the expert. Event marketing                                      

  helps position you as the market expert.

• The compounding effect of consistent, small events

THE OPPORTUNITY
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TYPES OF EVENTS

Consumer Events
• Homebuyer workshops
• Retirement or financial education seminars

Business Partner Events
• Realtor lunch & learns
• Financial advisor co-hosted sessions
• Be aware of RESPA!

Community Events
• Library, senior center, or chamber-hosted talks
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HOW TO PLAN AN EVENT 
THAT ACTUALLY CONVERTS
Picking a topic people will say yes to—consider 
perceptions

• “Understanding Home Equity in Retirement”

• “Using Home Equity to Age in Place”

• “Reverse Mortgage Myths vs. Facts for Seniors 
 &  Families”

Timing matters (Spring/Summer are best)

• Consider weather and time of year 
(Holidays, election mail, Medicare enrollment)
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Simple venue options
• Private or semi-private rooms preferred (no hotel ballrooms)
• Consider noise level and parking situation
• Within 15-mile radius, depending on area and traffic
• Planned and printed menu – service timing
• Audio/visual equipment
• Lunch, dinner or both

• 5:30pm dinner events perform well

Registration tools and reminder best practices

• Reminder email/call/text
• Online registration – Constant Contact tool
• Be prepared to take phone calls – set up VM
• Confirm age and homeownership

HOW TO PLAN AN EVENT 
THAT ACTUALLY CONVERTS



7

MARKETING 
YOUR EVENT
• Leveraging your existing database—do you have 
  email addresses?

• Mail 5-7k for best results
• Results can vary but we’ve seen anywhere from 
  10 to 80 households depending on many 
  factors, like the area, data, and venue

• Consider age, LTV, with lien perform best

• LinkedIn and local Meta (Facebook) groups

• Email + social promotion timelines
 • Allow 2-3 weeks for registrations
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EVENT CONTENT

• Education-first content framework
• PPT available on Mutual partner portal

• Testimonials

• Soft CTAs that start conversations, not pressure
 • Steer towards a free, no obligation consultation 
            that’s personalized for their financial situation 
            and goals

• Compliance-friendly presentation tips
 • Keep it high-level. Don’t get into the weeds.  

  Must be licensed to talk rates.
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POST-EVENT FOLLOW-UP 
THAT BUILDS BUSINESS
• The 48-hour follow-up rule

• Turning attendees into appointments
 • Ask about their goals and how/if they can see 

  Home Equity as a way to get them there

• Nurturing non-immediate prospects
 • It might be their first exposure to Reverse 
     Mortgages. Longer lead time but be patient and 

  stay the course. Consistency is key.
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GETTING STARTED

• Co-branded Mutual mailer, flyers/brochures 
  can add trust and credibility

• Mailer (New on partner portal)
• Presentation Deck (PPT, new on partner portal)
• Handouts/Flyers (available on partner portal)

• Tablecloth for registration table (SDSign.com)

• Retractable banner stand at 
   welcome/reception area (SDSign.com)

• Lead Slips to capture additional info and 
   insights, like retirement goals

• Event checklist

• Launch in 30-45 days with an event marketing 
  company like Leading Response

• Data
• Mailer Invite
• Ads
• RSVPs
• Registration and check-in systems

DO IT YOURSELF EVENT MARKETING COMPANY
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CHRIS FIGUEREDO
https://www.linkedin.com/in/chrisfigueredo/

Ph: (813)885-8234
chrisf@leadingresponse.com 

https://www.linkedin.com/in/chrisfigueredo/
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These materials are designed to provide the reader with a general overview and understanding of the topic(s) presented and are not 
intended as a substitute for consultation with qualified legal counsel regarding the manner, in which the laws, regulations, and guidelines 
covered may apply to a particular fact pattern or business model.  No part of this presentation may be reproduced, forwarded, copied, or 
redistributed in any form or by any means without the prior written consent of Mutual of Omaha Mortgage (“MOOM”). This presentation 
could include technical inaccuracies or typographical errors. MOOM does not guarantee the accuracy of the information provided and 
disclaims any and all express or implied warranties, including, but not limited to, any warranties of merchantability or fitness for a particular 
purpose or use. This presentation should not be construed as legal advice or relied on as a sole resource for any part of the Lifestyle 
Home Loan. Unauthorized reproduction, forwarding, distribution or display of this copyrighted work is subject to criminal and civil penalties 
under federal law. These materials are not from and were not approved by HUD or FHA.
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Borrower must occupy home as primary residence and remain current on property taxes, homeowner’s insurance, the costs of home maintenance, and any HOA fees.

Mutual of Omaha Mortgage, Inc. dba Mutual of Omaha Reverse Mortgage, NMLS ID 1025894. 3131 Camino Del Rio N 1100, San Diego, CA 92108. Alabama Consumer Credit License 22123; Alaska 
Broker/Lender License AK1025894. Arizona Mortgage Banker License 0926603; Arkansas Combination Mortgage Banker/Broker/Servicer License 109250; Licensed by the Department of Financial 
Protection & Innovation under the California Residential Mortgage Lending Act, License 4131356; Colorado Mortgage Registration 1025894; Connecticut Mortgage Lender License ML-1025894; 
Delaware Lender License 028515; District of Columbia Mortgage Dual Authority License MLB1025894; Florida Mortgage Lender Servicer License MLD1827; Georgia Mortgage Lender 
License/Registration 46648; Hawaii Mortgage Loan Originator Company License HI-1025894; Idaho Mortgage Broker/Lender License MBL-2081025894; Illinois Residential Mortgage Licensee 
MB.6761115; Indiana-DFI Mortgage Lending License 43321; Iowa Mortgage Banker License 2019-0119; Kansas Mortgage Company License MC.0025612; Kentucky Mortgage Company License 
MC707287; Louisiana Residential Mortgage Lending License 1025894; Maine Supervised Lender License 1025894; Maryland Mortgage Lender License 21678; Massachusetts Mortgage Broker and 
Lender License MC1025894; Michigan 1st Mortgage Broker/Lender/Servicer Registrant FR0022702; Minnesota Residential Mortgage Originator Exemption MN-OX-1025894; Mississippi Mortgage 
Lender 1025894; Missouri Mortgage Company License 21-2472; Montana Mortgage Broker and Lender License 1025894; Nebraska Mortgage Banker License 1025894; Nevada Exempt Company 
Registration 4830. Licensed by the New Hampshire Banking Department, Mortgage Banker License 19926-MB; Licensed by the New Jersey Banking and Insurance Department. New Jersey Residential 
Mortgage Lender License 1025894; New Mexico Mortgage Loan Company License 1025894; North Carolina Mortgage Lender License L-186305; North Dakota Money Broker License MB103387; Ohio 
Residential Mortgage Lending Act Certificate of Registration RM.804535.000; Oklahoma Mortgage Lender License ML012498; Oregon Mortgage Lending License ML- 5208; Pennsylvania Mortgage 
Lender License 72932; Rhode Island Lender License 20163229LL. Rhode Island Loan Broker License 20163230LB; South Carolina BFI Mortgage Lender/Servicer License MLS-1025894; South Dakota 
Mortgage Lender License ML.05253; Tennessee Mortgage License 190182; Texas Mortgage Banker Registration 1025894; Utah Mortgage Entity License 8928021; Vermont Lender License 6891; 
Virginia Mortgage Broker and Lender License, NMLS ID #1025894 (www.nmlsconsumeraccess.org); Washington Consumer Loan Company License CL-1025894; Wisconsin Mortgage Banker License 
1025894BA; Wyoming Mortgage Lender/Broker License 3488. (866) 200-3210. Subject to Credit Approval. 

Charges such as an origination fee, mortgage insurance premiums, closing costs and/or servicing fees may be assessed and will be added to the loan balance. As long as you comply with the terms of 
the loan, you retain title until you sell or transfer the property, and, therefore, you are responsible for paying property taxes, insurance and maintenance. Failing to pay these amounts may cause the loan 
to become immediately due and/or subject the property to a tax lien, other encumbrance or foreclosure. The loan balance grows over time, and interest is added to that balance. Interest on a reverse 
mortgage is not deductible from your income tax until you repay all or part of the interest on the loan. Although the loan is non-recourse, at the maturity of the loan, the lender will have a claim against 
your property and you or your heirs may need to sell the property in order to repay the loan, or use other assets to repay the loan in order to retain the property.

These materials are not from HUD or FHA and the document was not approved by HUD, FHA or any Government Agency.

For licensing information, go to: www.nmlsconsumeraccess.org
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Mutual of Omaha Mortgage, Inc. dba Mutual of Omaha Reverse Mortgage, NMLS ID 1025894. 3131 Camino Del Rio N 1100, San Diego, CA 92108. Subject to Credit Approval. 
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