
How advisers can help clients live well 
using the value in their home
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Who is Heartland Bank?

— A NZ-owned specialist bank with roots going back to 1875

— Serving markets not always well supported by the major banks

— Deliberately focused on specialist lending and savings products

— The market-leading Reverse Mortgage specialist in NZ

— With more than a decade of specialist experience

— Has helped over 26,000 Kiwis unlock the value in their homes.
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We believe there are better outcomes for senior clients 
when advisors are supported with the right education and 
specialist expertise.

— Advisors are trusted guides for clients aged 60+

— Reverse Mortgages are ideal for the advisor’s toolkit

— Better education leads to better client outcomes

— Heartland brings specialist expertise 

— Strong protections help advisors support clients 
with confidence

— We support advisors, not compete with them.

Why are we talking with you?

Presenter Notes
Presentation Notes
Advisers are trusted guides for clients aged 60+�Mortgage advisers are often the first to see when clients are asset‑rich but cash‑poor and need options beyond traditional lending. Heartland recognises the central role advisers play in helping clients make informed, confident decisions. 
Reverse mortgages deserve a place in the adviser toolkit�We believe reverse mortgages should be a legitimate, well‑understood option advisers can consider as part of broader retirement and lending conversations — not a last‑resort product. 
Better education leads to better client outcomes�Many misconceptions still exist around reverse mortgages. By engaging advisers, Heartland helps ensure clients receive clear, balanced information earlier — leading to better, less pressured outcomes.w
Heartland brings specialist expertise advisers don’t need to build themselves�Advisers don’t need to be reverse‑mortgage experts. Heartland provides the product knowledge, safeguards, and specialist execution — advisers simply identify when it may be appropriate
Strong protections help advisers support clients with confidence�Heartland reverse mortgages are built with key safeguards, including lifetime occupancy and no negative equity guarantees, helping advisers feel comfortable raising the conversation with clients and families. 
We support advisers, not compete with them�Heartland’s approach is referral‑based and collaborative — advisers retain the client relationship while we handle the complexity and delivery. 



Presenter Notes
Presentation Notes
A Reverse Mortgage is a loan that unlocks the equity in your clients’ home�helping fund a more comfortable retirement without having to sell. No regular repayments are required, and the debt is repaid from the future sale of the property. 

It can be used for a wide variety of needs
Our customers use a reverse mortgage to fund home renovations, debt consolidation for bills and expenses, travel and holidays, to upgrade their car, or pay for medical and aged care costs. You can access ongoing funds to supplement your income or even set some aside for a rainy day. 

No regular repayments are required�There are no ongoing repayments. The loan is typically repaid when the home is sold in the future.

Flexible ways to access funds
The amount borrowed can be taken when you need it, now as an initial advance, as required through a cash reserve like a line of credit, as an ongoing regular advance or a combination of all three. The total amount you can borrow depends on factors including age and the value of your home. 

Borrowing grows with age
At 60 you could access 20% of your home's value, but by 90 it's possible to release 50%. Interest is only charged on the amount borrowed and is added to the loan monthly. No regular repayments are required, although you are free to make voluntary repayments at any time. The loan, including interest, is repaid when you sell your home. 

Choose to stay in the home they love
Otherwise, you continue to own your property, live in your home for as long as you choose and benefit from any increase in its value. 


https://www.youtube.com/watch?v=l-UU9CLr0xM&list=PLBbHqF3qUEHHllzd2PbF4ZXafOdW7Cqd3&index=16
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Designed to support better retirement outcomes, reverse 
mortgages give advisors a safe, flexible way to help clients 
unlock options without pressure.

— Solves a real retirement funding gap

— Helps clients stay in the home they love

— Supports modern retirement realities

— Shifts the product from ‘last resort’ to planning tool

— Designed with strong customer protections

— Supported by specialists, not advisors alone.

Why is this product important?

Presenter Notes
Presentation Notes
Solves a real retirement funding gap�Many clients are asset‑rich but cash‑poor. A reverse mortgage unlocks equity without selling the home.
Helps clients stay in the home they love�Clients can access funds while retaining ownership, control, and lifetime occupancy.
Supports modern retirement realities�Retirement is longer, more active, and more expensive. Housing wealth is a legitimate planning asset.
Shifts the product from “last resort” to planning tool�Used proactively, not just in crisis, to create flexibility and options.
Strengthens advisor relationships�Gives advisors a solution when traditional lending and income strategies fall short.
Designed with strong customer protections�Lifetime occupancy, no negative equity guarantee, and clear safeguards.
Supported by specialists, not advisers alone�Advisors identify the opportunity and Heartland manages execution and complexity.
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Who else offers similar solutions?

SBS Bank Unwind Loan
SBS offers a reverse-equity style 
mortgage positioned as a retirement 
funding option, making it the clearest 
like-for-like competitor in New Zealand.

Lifetime Retirement Income
Positioned as an emerging substitute, offering 
retirement income solutions that compete 
with reverse mortgages for consideration 
when clients think about funding later life.

Presenter Notes
Presentation Notes
Heartland vs SBS�Specialist scale: Heartland is the market‑leading reverse mortgage specialist; SBS Unwind is a smaller, secondary offering. 
Higher flexibility over time: Heartland offers higher age‑based borrowing limits as clients get older. 
Dedicated specialist support: Heartland provides end‑to‑end support from reverse‑mortgage specialists. 
Planning‑led approach: Heartland positions reverse mortgages as a proactive planning tool, not a last resort.

Heartland Bank vs Lifetime Retirement Income
Ownership vs equity sale: Heartland clients retain 100% home ownership; Lifetime involves selling a portion of equity under a home‑reversion model.
Flexibility vs fixed income: Heartland offers flexible drawdowns over time; Lifetime provides a fixed income stream with less flexibility. 
Planning tool vs last‑resort use: Heartland is positioned as a proactive planning solution; Lifetime is often taken later, once savings are depleted. 
Specialist bank protections: Heartland operates as a regulated bank with lifetime occupancy and no‑negative‑equity guarantees; Lifetime positions itself as a debt‑free alternative with different risk trade‑offs.
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A Heartland Reverse Mortgage is designed to help older 
homeowners unlock flexibility, security, and peace of mind 
in retirement.

— Stay in the home they love

— Unlock the value they’ve already built

— No required regular repayments

— Flexible access to funds

— Strong protections built in

— Supports independence and choice

— Designed for informed, pressure-free decisions.

How does this benefit your clients?

Presenter Notes
Presentation Notes
Stay in the home they love�Clients continue to own and live in their home for as long as they choose, without being forced to sell or downsize. 
Unlock the value they’ve already built�Releases equity tied up in the home to help fund retirement needs, without giving up ownership or future capital gains. 
No required regular repayments�There are no ongoing loan repayments, which helps reduce cash‑flow pressure and financial stress in retirement.
Flexible access to funds�Clients can choose how and when to access funds — as a lump sum, regular payments, a cash reserve, or a combination — and only pay interest on what they use.
Strong protections built in�Lifetime occupancy and no‑negative‑equity guarantees help protect clients and their families, even if circumstances change.
Supports independence and choice�Provides flexibility to fund healthcare, home improvements, lifestyle goals, or family support — on the client’s terms, not a bank’s.
Designed for informed, pressure‑free decisions�Independent legal advice is required and family discussions are encouraged, ensuring clients fully understand their options before proceeding.



8

Heartland Reverse Mortgages help advisors solve complex 
later-life scenarios with confidence, while keeping the 
advisor firmly at the center of the client relationship.

— Expands the advisor product offerings

— Strengthens advisor–client relationships

— Simple referral, specialist execution

— Keeps advisors in control of the relationship

— Supports better long-term client outcomes.

How does this benefit you?

Presenter Notes
Presentation Notes
Expands the advisor toolkit�Provides a legitimate, specialist solution for asset‑rich, cash‑poor clients aged 60+, where traditional lending or income strategies no longer fit. 
Strengthens advisor–client relationships�Helps advisors support clients through a critical life stage, reinforcing trust by offering practical options rather than saying “no solution.” 
Simple referral, specialist execution�Advisors identify the opportunity and refer; Heartland’s specialists manage education, assessment, and fulfilment end‑to‑end. 
Keeps advisors in control of the relationship�Heartland works in a referral‑based, non‑competitive model, allowing advisors to retain ownership of the client relationship. �Advisors are supported by dedicated BDMs, loan processors, tools, and education materials to help with complex scenarios.
Supports better long‑term client outcomes�Earlier, informed conversations lead to less reactive decision‑making and better outcomes for clients and their families.
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When you identify a client aged 60+ who may benefit, 
Heartland makes it simple to take the next step and 
hands the complexity over to our specialists.

– No need to make an application

– You can use the Advisor Hub for helpful tools 
and forms

– Heartland takes over client engagement

– Earn a $2,000 referral incentive
Upon settlement, with no claw back provisions.

What do you need to do next?

Presenter Notes
Presentation Notes
No need to make an application�All you need to do is complete our referral form and pass on to the team to talk to our mutual client
Use the Advisor Hub for tools and forms�Advisors can access referral forms, fact sheets, explainer content, and advisor‑ready materials through the Heartland Advisor Hub, making it easy to share information with clients.
Heartland takes over client engagement�Once referred, Heartland contacts the client directly and guides them through valuation, legal advice, approval, and settlement, keeping the advisor informed along the way.
Earn a $2,000 referral incentive�For a limited time, advisors receive $2,000 for every successful reverse‑mortgage referral that settles, paid after the cooling‑off period. 
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Customer stories

Dave & Adrienne - Christchurch Anne - Rotorua Peter - Auckland

Tim & Kathryn - Auckland Guy - Auckland Jill - Christchurch

https://www.youtube.com/watch?v=P18FRCpnhm8&list=PLBbHqF3qUEHHllzd2PbF4ZXafOdW7Cqd3&index=10
https://www.youtube.com/watch?v=UVuODX0x8qk&list=PLBbHqF3qUEHHllzd2PbF4ZXafOdW7Cqd3&index=12
https://www.youtube.com/watch?v=HJtRXcleff4&list=PLBbHqF3qUEHHllzd2PbF4ZXafOdW7Cqd3&index=13
https://www.youtube.com/watch?v=6KHtuhRgVe0&list=PLBbHqF3qUEHHllzd2PbF4ZXafOdW7Cqd3&index=9
https://www.youtube.com/watch?v=U20wqhrFoHo&list=PLBbHqF3qUEHHllzd2PbF4ZXafOdW7Cqd3&index=14
https://www.youtube.com/watch?v=09Jt0N1eh2E&list=PLBbHqF3qUEHHllzd2PbF4ZXafOdW7Cqd3&index=11
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Visit the Advisor hub to find your nearest BDM or 
email advisorsupport@heartland.co.nz

Colin
027 344 6074
Auckland to 
Northland

Robyn
027 527 3172
Waikato, BOP, 
Whakatane & Taupo

Tony
027 329 1497
Wellington, 
Horowhenua & 
Wairarapa

Jim
027 534 7150
Nelson, Marlborough 
& Central North Is

Ben
027 307 7054
Southland to 
Canterbury

Andrew
027 344 6074
National - Village 
Access and Bridging 
Finance
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