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LEVERAGING THE 
MUTUAL BRAND TO 
CLOSE MORE DEALS
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YOUR PRESENTER

Mark O’Neil
SVP of Wholesale
linkedin.com/in/mark-oneil

Mark O’Neil has over 20 years of experience in reverse 
mortgages, with a background as a real estate attorney, 
loan officer, and top-producing wholesale AE. He currently 
serves as SVP of Wholesale at Mutual of Omaha Reverse 
Mortgage, leading the channel’s national growth.

https://www.linkedin.com/in/mark-oneil
https://www.linkedin.com/in/mark-oneil
https://www.linkedin.com/in/mark-oneil
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LEVERAGING THE BRAND
How independent bankers and brokers benefit                                                           

from their affiliation with Mutual of Omaha
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THE CONSUMER TRUST GAP                               
IN REVERSE MORTGAGE

• Reverse mortgages are still misunderstood by many consumers
• Seniors are often cautious, skeptical, and brand-sensitive
• Independent brokers must overcome:

• Fear of scams
• Negative media narratives
• Family objections
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WHY BRAND MATTERS MORE                        
WITH SENIOR BORROWERS

• Seniors value:
• Longevity
• Stability
• Familiar household names

• Adult children & other trusted advisors influence decisions and look for:
• Reputable institutions
• Clear accountability

• Unknown lenders = hesitation
• Trusted brands = confidence to move forward
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MUTUAL OF OMAHA: A BRAND SENIORS 
ALREADY TRUST

• 100+ years of financial services history
• Deep roots in insurance, retirement, and longevity planning
• Familiar to:

• Borrowers
• Spouses
• Adult children

• Known for stability, protection, and doing things “the right way”
• You’re not introducing a lender – you’re reinforcing trust they already have 
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MUTUAL OF OMAHA 
NAME RECOGNITION

Total brand awareness of 95% 
among 55+ year-olds

• What Mutual of Omaha is best 
known for:
• Well known and established company – 

75%
• Associate with Wild Kingdom – 64% 

(age 55+)
• Is a financially strong company – 53%
• Rich past and values that are still 

relevant – 52%
• Quality products/services – 48%



8

MUTUAL OF OMAHA IS A FORTUNE 300 
COMPANY, WHICH HAS BEEN IN BUSINESS 
FOR 114 YEARS.

How important was Mutual of Omaha’s stability and reputation in your 
decision to work with us?
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LEVERAGE THE 
NOSTALGIA

Wild Kingdom was a new foray 
into sponsorship running from 
1963 - 1988. Throughout the 
years, Wild Kingdom told millions 
about who Mutual of Omaha was 
and what the company stood for.
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It’s back!
• The new series highlights 

positive, modern 
conservation efforts

• Currently airing its 3rd  
season

• Saturday mornings on 
NBC’s “The More You 
Know”

• Stream on Peacock
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WHAT THIS MEANS FOR YOU 
AS A BROKER

• Instant credibility in the first conversation
• Shorter trust-building cycle
• Easier family buy-in
• Fewer stalled or abandoned applications
• Stronger positioning against:

• Call centers
• Online lenders
• Aggressive direct-to-consumer ads
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HOW TO USE THE MUTUAL OF OMAHA NAME    
IN CONSUMER CONVERSATIONS

• “We partner with Mutual of Omaha for reverse mortgages.”
• “You may already know Mutual of Omaha from insurance or retirement 

planning.”
• “They’ve been helping seniors protect their financial future for over a century.”
• “This isn’t a startup reverse lender – it’s a household name.” 
• “Your loan will be serviced by Mutual of Omaha Mortgage”
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BROKER FEEDBACK ON LEVERAGING 
THE RELATIONSHIP
• “The Mutual of Omaha brand carries significant trust. Even when my clients were 

initially unsure of how a reverse mortgage works, knowing your company was 
behind it put them at ease.”  - Daniel Prada, 702 Lending Group

• “If a client is hesitant or worried about RMs we always mention that we use 
MOOM and remind them about the Wild Kingdom show and the longevity of the 
company. They usually calm down simply because they can relate to the 
company and its history.” – Keith Swenson, Security Home Mortgage

• “Compared to other reverse lenders, Mutual of Omaha stands out because of 
name recognition.” – Tom Russo, Encompass Mortgage Services, Inc.
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 Mutual of Omaha Reverse 
Mortgage will not solicit your 
borrowers and will exclude them 
from targeted marketing campaigns

 You will be alerted if a payoff is 
ordered on one of your loans

 Your firm’s name will be added to 
the monthly servicing statement

We Support Your Business – Not 
Compete With It.

BROKER 
PROTECTSM
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WHY PARTNER                
WITH MUTUAL?

• Brand Strength and Recognition
• Competitive Pricing and Products

• SecureEquity®

• Fast Turn Times
• Reverse Simplified
• Broker Processing
• Best-in-Class Training

• Live and Online

• Broker Protectsm

• Your borrowers stay                                          
YOUR borrowers

• Co-branded Materials
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Co-branded 
Materials
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Consumer Marketing Materials
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SUMMARY

• Mutual of Omaha’s brand strength and recognition is unmatched in our 
industry – it will build trust and help win deals

• Use the affiliation when appropriate – it’s not about putting Mutual ahead of 
your relationships; it’s about strengthening your hand

• Mutual of Omaha Mortgage respects the relationship between the TPO 
originator and your borrowers
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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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