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Pete Kulis
Mutual of Omaha Reverse Wholesale
Wholesale Account Executive & Sales Team Lead

Pete has over 20 years of mortgage industry experience, serving as a 

Reverse Mortgage Account Executive in both retail and wholesale. He is 

known for his product expertise, strong broker relationships, and 

consistent, compliant sales performance.

YOUR PRESENTER

http://www.linkedin.com/in/petekulis

http://www.linkedin.com/in/petekulis
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TODAY’S GOAL

You’ll leave with:

• Better questions

• Better responses

• Better borrower conversations

By the end of today's session, you'll know how to 
confidently handle the five objections that stop 
the majority of reverse mortgage transactions.
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OBJECTIONS AREN’T
REJECTIONS
People object when they:

• Need more information

• Need reassurance

• Need time

• Need someone they trust

Mindset Shift:

Every objection is simply a request 
for more confidence
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THE OBJECTION 
FRAMEWORK

Use:

1. Listen

2. Clarity

3. Empathize

4. Educate

5. Confirm

Simple Formula

“I understand…”

“Tell me more…”

“Can I share something 
many clients find helpful?”

Instead of: Respond → Defend → Overwhelm
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“I’M WAITING FOR 
RATES TO DROP”

• Variable rate flexibility

• Future refinance possibilities

• Growing line of credit

• Opportunity cost of waiting

• Home value uncertainty

Shift the Conversation: “What are you 
hoping happens by waiting?”

Discuss:

OBJECTION 01
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COACHING EXAMPLE

Borrower: “I’ll wait until rates come down”

Instead of: “Rates don’t matter.”

Say: “I can understand that. Besides the 
interest rate, what would need to happen for 
this to feel like the right time?”
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“THIS IS TOO EXPENSIVE”
OBJECTION 02

• Compared to what?

• Monthly payment savings

• MIP protections

• Alternatives also have costs

Topics:
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VALUE VS. COST

• Selling / Downsizing

• Drawing from investments

• Continuing monthly mortgage payments

• Doing nothing

COST OF 
REVERSE 

MORTGAGE

COST OF:

vs.

Cost is easy to calculate. Value is what improves retirement
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“What would improve your situation today?”

“If you had an additional $_____ each month, what 
would change?”

Questions:

“IT’S NOT ENOUGH MONEY”
OBJECTION 03
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REFRAMING THE 
CONVERSATION

Instead of discussing: Loan Amount

Discuss:

• Financial freedom

• Monthly cash flow

• Flexibility

• Growing line of credit

• Peace of mind
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“I WANT TO LEAVE THE 
HOUSE TO MY CHILDREN”

OBJECTION 04

Discuss:

• Homeownership remains

• Non-recourse protection

• Heirs have options

• Remaining equity
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BETTER QUESTIONS

Ask: “What do you hope your children inherit?”

• Less financial stress

• More retirement security

• Preserved investments

• Greater independence

Sometimes it’s:

Not just the house.
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• “What concerns did they raise?”

• “What solution are they recommending instead?”

• “Would it be helpful if we included them in our  
   conversation?”

OBJECTION 05

MY FINANCIAL ADVISOR 
(OR FAMILY MEMBER) 
TOLD ME NOT TO”
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Never argue.

• Clarify

• Compare options

• Educate

• Collaborate

BECOME THE TRUSTED
RESOURCE

Instead:

Position yourself as part of the 
client’s advisory team
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Bonus Objections You’ll Eventually Hear.

BONUS SECTION

These aren’t in the guide, but every LO encounters them.

“I’ll think about it.”

What they’re really 
saying: “I don’t have 
enough confidence.”

“It sounds too 
  good to be true.”

Response: “Many people 
feel that way initially. What 
specifically feels too good 
to be true?”

“I don’t trust reverse 
  mortgages.”

Don’t defend

Ask: “Tell me what you’ve 
heard.”

Separate myths from facts
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• “What concerns you most?”

• “What does success look like?”

• “What are you hoping this loan would accomplish?”

• “What happens if nothing changes?”

CONVERSATION STARTERS 
THAT BUILD TRUST

Examples:

These questions move borrowers from emotion 
to problem-solving.
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✓  They ask more questions

✓  They educate—not sell

✓ They simplify complex topics

✓ They welcome objections

FOUR HABITS OF 
HIGH-PRODUCING 
REVERSE MORTGAGE 
PROFESSIONALS
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• Objections are opportunities

• Listen before you explain

• Ask questions before giving answers

• Focus on outcomes, not features

• Confidence comes from preparation

KEY TAKEAWAYS

Remember:
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Objection Ask This First Key Talking Points Conversation Goal

Waiting for rates
“What are you hoping 

happens?”
Opportunity cost of 

waiting
Move from timing to 

goals

Too expensive “Compared to what?” Compare alternatives Reframe value

Not enough money
“What would help 

most today?”
Cash flow over loan size Focus on outcomes

Heirs
“What’s most important 

to your family?”
Heirs have options

Shift from house 
to legacy

Advisor/family said no
“What concerns did they 

share?”
Collaborate, don’t 

compete
Build trust

BONUS SECTION
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Partner Portal
Under “Trainings” and “Presentations”
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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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