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A letter before we start

Hello, I'm Ragini.

Before I became a mortgage agent, I spent more than twenty years inside Canada's
biggest financial institutions: CIBC, BMO, Scotiabank, and OMERS. For years of that
career I worked on compliance projects, making sure financial products were sold
honestly and that the rules protecting ordinary people were actually followed.

So I'll tell you the same thing I'd tell my own mother if she asked about reverse
mortgages:

It's a genuinely useful tool for some families, a genuinely poor choice for
others, and the difference is knowable in advance. That's what this guide is for.

Here's my promise for the pages ahead:

o Plain English. If a term needs a dictionary, I've failed.

o The cons get equal billing. Compounding interest is real, and you'll see it in
actual numbers, not fine print.

e No pressure, anywhere. There's no countdown clock, no "act now." Home
decisions deserve slow thinking, family dinners, and second opinions.

You'll notice I suggest more than once that you involve your family and your own
lawyer. That's not politeness; it's how I was trained. Good decisions survive scrutiny.
Anyone who discourages scrutiny is telling you something.

If anything in these pages raises a question, my contact details are at the end of the
guide. Calling it costs nothing and obligates you to nothing.

Warmly,
Ragini

Who this guide is for: Ontario homeowners aged 55 and over, and, just as
much, the adult sons and daughters doing careful research on a parent's behalf. If
that's you: welcome, and good on you.



1. What a reverse mortgage actually is

A reverse mortgage is a loan secured against your home. It lets an eligible homeowner
borrow from home equity while continuing to own the property.

1. Regular loan payments are generally not required. Interest is added to the
balance. Repayment is due on the events specified in your contract, including a
sale, moving out, the last borrower's death or default.

2. Eligibility depends on the lender. These loans are usually for homeowners 55
or older using their principal residence. Age, property condition, appraisal and
lender criteria affect the amount.

3. The borrowed funds are not taxable income. The loan itself does not reduce
OAS or GIS. Ask a tax adviser about how you plan to use the funds.

Your home, and your responsibilities

You stay on title, with a mortgage registered against the home. Property taxes,
insurance, maintenance, occupancy and all other contract obligations still matter. A
breach can make the loan repayable; staying in the home alone is not a guarantee.

How much could you access?

There is no guaranteed amount based on age alone. Ask for a lender assessment
showing the approved limit, existing debt to repay, fees and the cash left for your
purpose.

How you receive the money

Depending on the product, you may receive a lump sum, regular advances or a
combination. Minimum advances, additional fees and rate changes may apply.
Compare the cost of taking funds now with drawing them later.



2. Compare Canadian lenders and contracts

Canadian reverse mortgages are different from US products such as HECM loans.
Check the Canadian lender, its regulator and its written agreement rather than relying
on US rules.

Products and providers change. Federally and provincially regulated institutions can
have different consumer protections. Do not assume that every lender has identical

terms.
Ask for this in writing
Borrowing and Eligibility, approved limit, minimum advances and fees for later
advances draws.
Interest and fees Current offer, compounding method, rate changes and all
setup/closing costs.
Repayment Sale, death, moving to care, default, payout deadlines and early
repayment charges.
Any equity Whether protection applies, its conditions and exclusions, and the
guarantee required sale/repayment process.

A guarantee is a contract term. Do not assume a universal promise that a
borrower or estate can never owe a shortfall. Have your own lawyer explain the
actual coverage and obligations. A reverse mortgage is not a government program.

A lawyer of your own

Ask about independent legal advice, choose your own lawyer and obtain a written fee
estimate. The purpose is to understand your obligations and alternatives before signing.

Where I fit in: I help you compare available options and understand the process. Ask
which lenders were considered and how the brokerage is paid, including any fee you
would pay.



3. The "living inheritance"

Here's a pattern I see constantly in Ontario: a couple in their seventies, mortgage-free
home worth $800,000 or more, careful savers their whole lives, watching their forty-
year-old kids battle a housing market and cost of living unlike anything they faced at
that age.

The traditional plan is: live carefully, protect the house, leave it all behind someday.
And for some families that's exactly right.

But more and more families are asking a different question: what if some of that
help arrived while everyone's alive to enjoy it?

What a living inheritance looks like

o A down payment for a child: turning years of their rent into equity of their
own, when it changes their life the most.

o A grandchild's education: paid without anyone taking on student debt.

e Your own comfort, guilt-free: the home care, the renovation, the trip, the
breathing room. Ask your family how they feel about supporting your comfort now
and the effect on a later inheritance.

The honest tradeoff, in one sentence

Borrowing for a living inheritance means using some of your home's value now
and may leave less for your estate later, because the loan balance grows with
compounding interest until it's repaid. Section 5 shows you exactly what that looks like
in numbers, because you should see the price of generosity before choosing it.

A thought worth sitting with: an inheritance at 60 renovates a kitchen. Help
at 35 changes the trajectory of a life. Neither is wrong, but only one of them do you
get to watch.

Two guardrails if you're considering this

1. Your security comes first. I will never recommend gifting equity you may need
for your own care later. We plan for that explicitly, it's Section 8 of this guide.

2. Tell the whole family. Gifts that surprise siblings at the estate stage cause the
fights you're trying to prevent. Openness now is cheaper than lawyers later.



4. The honest pros and cons

-

The potential advantages

Access part of your equity while retaining ownership.

Regular loan payments generally are not required, which may help monthly
cash flow.

Borrowed money is not taxable income.

Qualification differs from a regular mortgage, although lender eligibility still
applies.

Advance and voluntary-payment options may offer flexibility, depending on
the contract.

The important drawbacks

Rates are usually higher than a regular mortgage or HELOC; compare actual
offers.

Unpaid interest increases the loan balance and may reduce remaining equity.
Appraisal, setup, legal, closing and early repayment costs may apply.
A larger debt can leave less for future care, a move or the estate.

The loan must be repaid on contractual triggers. Other borrowing against the
home may be restricted.

The plan matters. Compare what you need, how long you may stay, future care
costs and alternatives. An option can fit one household and be unsuitable for
another; no product is right for everyone.




5. What it costs, and how the balance grows

Get the full cost before deciding

Ask for written appraisal, lender setup, legal and closing fees, plus the early repayment
schedule. Some fees may be added to the loan; others may be payable upfront. Do not
assume there is nothing to pay out of pocket.

A simplified ten-year example

Assume a $300,000 loan and a $900,000 home, with a purely illustrative 6.5%
annual interest rate compounded once a year, no payments, no further advances
and no fees added. Hold the home's value constant to show the effect of interest alone.

Start $300,000 $600,000
5 years About $411,000 About $489,000
10 years About $563,000 About $337,000

Arithmetic illustration, not a current rate quote, offer or forecast. Actual contracts may use a different
accrual/compounding method. Home values can rise or fall; fees, rate changes and later borrowing affect the
outcome.

The balance grows even when your home value does not. Ask for a projection
using the actual lender offer, including a flat or falling home-value scenario. Do not rely
on appreciation to cover interest.

Optional payments: ask whether you can pay interest or part of the balance,
what limits apply and whether a charge applies. Payments may limit debt growth;
they do not guarantee an unchanged estate.



6. Your four options, compared honestly

Reverse Cash from equity while staying Growing balance, eligibility, fees,
mortgage home; regular loan payments occupancy/default terms and repayment
generally not required. triggers.
HELOC Revolving access to equity; Required payments, qualification, rate
interest only on amounts used. changes, lender terms and your
repayment plan.
Refinance A new or changed mortgage with ~ Qualification, payment affordability,
scheduled repayment. term, renewal and prepayment/closing
costs.
Sell and Release sale proceeds after debts  Sale costs, replacement housing, moving
move and costs. costs, possible taxes and the change in
lifestyle.

Questions that help you choose
« Can you comfortably qualify for and service another loan?
e Would you prefer moving, renting or downsizing?
e Could you need to sell or move to care sooner than expected?
« What does each option cost over the period you actually need?
A reverse mortgage can be useful when staying home matters and regular loan

payments do not fit the budget. Compare the alternatives using your own figures; no
option automatically wins.



7. What happens at the end?

When the last borrower dies

The balance generally becomes repayable. Lenders set the deadline and consequences
in their contracts; do not assume six months or automatic extensions. Your executor
should obtain a written payout and legal advice promptly.

When a spouse survives or moves to care

The answer depends on who is a borrower, who remains in the home and the contract's
occupancy terms. Ask the lender how a death, absence or move to care affects the loan.
Do not assume an unchanged rate, no requalification or an automatic exemption.

When everyone moves out or the home is sold

A sale or permanent move can trigger repayment. Your lawyer can explain the payout
and discharge. Family members may be able to keep the property by arranging another
source of funds, subject to qualification and legal requirements.

What could remain for the family?

Remaining equity depends on the home's value, the payout and costs. Ask your lawyer
whether a lender's equity protection applies and what its conditions exclude. Do not
promise a particular inheritance or a universal no-shortfall outcome.

Plan together: give your estate lawyer and executor the lender's actual terms. A
will's intentions, a mortgage payout deadline and an estate's practical ability to
raise funds are different questions.



8. Planning for care in Ontario

Start with the services needed and current written quotes, rather than a general price
range. Public eligibility and support, private providers, accommodation and optional

services can affect the bill.

Home and Ask a care coordinator what publicly funded services you qualify for,
community care availability and any gaps to cover privately.

Private home care Get hourly/minimum-visit charges, planned hours, taxes, travel fees
and backup-cover costs in writing.

Retirement Compare accommodation, care, meals, extras, increases and the
residence cancellation terms.
Long-term care Check Ontario's current accommodation co-payments and basic-room

support; confirm eligibility and costs with the home.

Work out the gap

Use your actual after-tax income, living costs and care quotes. Compare public support,
savings and other resources before considering a loan. If home equity is an option,
include the growing debt, setup costs and the possibility of a later move.

Renovating to stay: get an occupational therapist's assessment and contractor
quotes. Check current CRA Home Accessibility Tax Credit rules for the relevant
tax year; eligibility is not automatic and a credit is not an upfront grant.

Current resource links are at the end of this guide. No private-care, residence, renovation or income figures
here are presented as current market quotes.



9. Red flags to take seriously

Pause and check independently when someone pressures you or makes the process
hard to verify.

1

. Pressure to sign. Offers and rate holds can expire. Ask for the deadline in

writing; expiry is not a reason to skip independent advice.

. Unclear fees or unusual payment demands. Obtain a written cost

breakdown, verify the payee independently and do not pay by gift card or
cryptocurrency.

. Secrecy or isolation. Involve a trusted person if you want to. You should be free

to ask questions and seek another view.

. Unverifiable identities. Check mortgage agents, brokers and brokerages on

FSRA's registry, and independently verify the lender. Do not rely on a short list of
brand names.

. Guaranteed approval or amounts. A lender must assess the application and

property. Treat a promise before assessment with caution.

. US rules presented as Canadian protections. Confirm Canadian terms

rather than assuming FHA or HECM rules apply.

. Unexpected title or authority documents. A mortgage registers a charge.

Have your own lawyer explain any ownership transfer or power-of-attorney
request before signing.

. Unrequested bundled services. Ask who is licensed for each service, how they

are paid and what conflicts or optional costs exist.

A useful rule: make time for independent review. If you suspect fraud, contact

your financial institution, FSRA or the police through a number you verify

yourself.



10. Questions to ask any mortgage agent, including
me

Print this page and bring it to every conversation. Honest professionals enjoy these

questions; the other kind squirm. Both reactions tell you what you need to know.

Ol

"Are you licensed, and with whom?": Then verify the brokerage and agent on
FSRA's public registry yourself. (Me: Ragini Domenichini, Mortgage Agent Level 2,
BRX Mortgage Inc., FSRA #13463.)

"How are you paid, and by whom?": The answer should be immediate and
specific. (Me: ask who pays the brokerage and confirm all borrower fees in writing.)

"Which lenders did you compare for me?": Ask which available lenders and
products were considered, and why others were not.

"Show me the balance in 5 and 10 years, in writing.": The compounding
projection. Refusing or hand-waving this is disqualifying.

"What are ALL the costs?": Appraisal, lender fee, legal, and any prepayment
charges by year.

"What happens if I die next year? If my spouse does? If we move to
care?": The answers should match Section 7 of this guide.

"When is this product wrong for someone like me?": The most revealing
question on this list. Anyone who says "it's right for everyone" is selling, not
advising.

"Can my daughter/son join our next call?": Watch the reaction closely.
Welcome = good sign. Hesitance = leave.

"What alternatives should I rule out first?": You should hear HELOC,
refinancing, and downsizing discussed honestly, with real tradeoffs.

"Can I take less than the maximum?": Ask about minimum advances and
fees. Compare borrowing only what you need with taking the maximum.



11. The family conversation, a gentle script

Family misunderstandings can arise when a mortgage decision is shared late, framed as
a done deal. Here's how to do it well, whichever side of the conversation you're on.

If you're the homeowner telling your kids

o Lead with the why, not the product. "I want to stop worrying about money
every month" or "I'd rather help you with a house now than leave you one later",
the goal makes sense before the tool does.

o Bring the numbers. Show the written projection (Section 5). Vagueness breeds
worry; specifics settle it.

« Name the inheritance thing out loud. "This means the estate will be smaller.
I want to hear how you feel about that." You may be surprised, most adult children
care far more about your comfort than the residual.

« Invite them into the process, not just the announcement: the consultation
call, the lawyer meeting. A shared discussion can expose assumptions and reduce
misunderstandings.

If you're the adult child raising it with a parent

o Ask, don't tell. "How are you feeling about money these days?" opens doors that
"You should look at a reverse mortgage" slams shut. It's their home and their call.

o Do the protective homework together: verify licences, read this guide side by
side, join the calls. Being an ally beats being a gatekeeper.

o Check your own conflict of interest, kindly. If the plan involves helping you,
be the one who insists on the lawyer, the projection, and the pace. That protects
your parent, and protects the plan from resentment later.

« If siblings exist, loop them in early. The estate-stage surprise is the fight that
breaks families. An early group conversation may help reduce that risk.

Standing offer: I do family calls all the time, parents at the kitchen table, kids
dialed in from Calgary or London or down the street. Everyone hears the same
numbers at the same time, and every question gets answered in front of everyone.
It helps everyone understand the assumptions, obligations and tradeoffs together.



12. If you'd like to take one small step

There's no rush and no obligation, but if this guide left you wanting your own numbers
instead of illustrations, here's what happens:

1. A 15 to 30 minute call. You tell me about your home and what you're trying to
solve. I'll tell you honestly whether a reverse mortgage fits, or what I'd do instead.

2. Real numbers, in writing. What you could access from each lender, all costs,
and the 5- and 10-year balance picture. Take it home. Show your family. Sleep on
it.

3. You decide, at your pace. If you proceed, I handle the process end to end,

including coordinating with the independent lawyer you choose. If you don't, the
folder goes in a drawer and we part friends.

Ragini Domenichini
Mortgage Agent Level 2 - BRX Mortgage Inc. (FSRA #13463)

Phone: 647-231-3910
Email: ragini@bluekeymortgage.ca
Website: bluekeymortgage.ca

Verify my licensing anytime on FSRA's public registry at fsrao.ca, and please, verify everyone else's too.

The fine print, in plain sight

This guide is general education for Ontario residents, reviewed October 5, 2026, and is not legal, tax,
investment, or personalized financial advice. A reverse mortgage is a loan secured against your home: it
must be repaid when contractual repayment triggers occur, including a sale, moving out, the last borrower's
death or default; interest accrues and compounds over time and reduces your remaining equity; setup costs
and prepayment charges may apply. All figures shown are illustrations only. Approval, rates, and available
amounts depend on lender qualification and are never guaranteed. A reverse mortgage is not a government
program or benefit. Product features and any equity protection are those of individual lenders and are
subject to their terms and conditions, confirm all features in writing with the lender. Before proceeding with
any reverse mortgage, obtain independent legal advice, and consult an independent financial or tax advisor
about your personal situation. Blue Key Mortgage is the practice of Ragini Domenichini, Mortgage Agent
Level 2, licensed with BRX Mortgage Inc. (FSRA #13463). © 2026 Blue Key Mortgage. You're welcome to
share this guide freely and unaltered with anyone it might help.


tel:+16472313910
mailto:ragini@bluekeymortgage.ca
https://bluekeymortgage.ca/

Sources and current information

This guide combines general education with a simplified arithmetic example. It does
not quote a current mortgage rate, approval amount, private-care fee or legal fee. Check
your lender's written offer and obtain independent advice before deciding.
Primary sources checked October 5, 2026

 Financial Consumer Agency of Canada: Reverse mortgages

» Financial Consumer Agency of Canada: Home equity lines of credit

« Canada Revenue Agency: Home accessibility expenses

Resources to check when you need them
o Ontario: Paying for long-term care
« FSRA: Mortgage consumer information and licence verification
Official resources and lender products can change. This guide's role is to help you ask

informed questions, not to replace a current contract, tax assessment, care assessment
or legal opinion.

Ragini Domenichini
Mortgage Agent Level 2 - BRX Mortgage Inc. (FSRA #13463)
647-231-3910 - ragini@bluekeymortgage.ca


https://www.canada.ca/en/financial-consumer-agency/services/mortgages/reverse-mortgages.html
https://www.canada.ca/en/financial-consumer-agency/services/mortgages/home-equity-line-credit.html
https://www.canada.ca/en/revenue-agency/services/tax/individuals/topics/about-your-tax-return/tax-return/completing-a-tax-return/deductions-credits-expenses/line-31285-home-accessibility-expenses.html
https://www.ontario.ca/page/paying-long-term-care
https://www.fsrao.ca/consumers/mortgages
tel:+16472313910
mailto:ragini@bluekeymortgage.ca


