[bookmark: OLE_LINK2]LendSightAI Reverse Mortgage Calculator - Roccy DeFrancesco Class

Email Outreach
[bookmark: OLE_LINK1]Hi John,
Thanks for accepting the invitation to start using the Lendsight AI calculators.  As one of the presenters for Roccy DeFrancesco's class on reverse mortgages on Thursday August 13th. I'm reaching out to introduce myself and let you know I'm available for any questions on the calculators, Reverse Mortgages or Liability Strategies in general.

We also want to make sure we're addressing your most relevant questions during the reverse mortgage class, therefore, if there were just one or two things you wanted to make sure we covered, what might those be?


LinkedIN
Hi John, thanks for signing up for the free Lendsight AI calculators. I'm one of the presenters in Roccy's Reverse Mortgage class, coming up on Thursday August 13th. Look forward to seeing you there. John










REVERSE MORTGAGE WEBINAR
CLA Outreach Playbook
Instruction manual + ready-to-send email scripts

Event:  Thursday, August 13, 2026  ·  4:00 PM Eastern
Registrants: 151  ·  Call groups: 15  ·  Roughly 10 advisors per CLA


	YOUR ASSIGNMENT IN ONE PARAGRAPH
You have been given a tab of about 10 financial advisors who have already registered for the August 13 reverse mortgage webinar. These are not cold leads. They raised their hand. Your job is three things, in this order: (1) email them a warm welcome and a link to set up free LendsightAI access before the call, (2) call them to make it personal and confirm they will attend, and (3) capture the reverse mortgage questions they want answered on the 13th. That third item is the most valuable thing you will do — the agenda is being built from what you bring back.
Deadline for returning questions: Tuesday, August 11, 12:00 PM Eastern.



Companion file: ROCCY_Webinar_CLA_Call_Groups.xlsx — your group tab is your call sheet.


1.  Why we are calling — the three objectives
Every touch has the same three jobs. If you get all three, the call was a success. If you only get one, make it the third.
	#
	Objective
	What success looks like

	1
	Make it personal
	They know a real person is expecting them on the 13th. Attendance rates roughly double when a registrant has spoken to a human first.

	2
	Get them into LendsightAI before the call
	Send them your partner link, build it for them so they are assigned to you when they sign up for access, will see your picture, etc.

	3
	Capture their reverse mortgage question
	You come back with a specific, quotable question we can address by name on the webinar. This is the highest-value item on the list.



	Why the free access matters so much
135 of the 151 registrants — nearly 90% — already told us on the registration form that a free calculator to run reverse mortgage quotes "could be helpful." They have effectively pre-approved this offer. You are not selling. You are delivering something they already asked for.



2.  Your three-step process
Step 1 — Send the email first (today or tomorrow)
Send the email before you dial. It gives your call a reason to exist ("I sent you a note this morning…"), and a meaningful share of your list will sign up and reply with questions before you ever pick up the phone.
· Send individually, one advisor at a time. Do not BCC a batch. These are professionals, and they can tell.
· Personalize the greeting and the one swap line described in Section 3. Nothing else needs to change.
· Send from your own address, with your normal signature. It should look like a note from a colleague, not a campaign.
· Log the date in the "Email Sent" column on your tab.
Step 2 — Call within 24–48 hours of the email
Use the talk track in Section 5. Keep it to four or five minutes unless they want to keep talking — and if they want to keep talking, let them.
· Check the time zone at the top of your tab before you dial. Your group is clustered into one or two zones on purpose.
· Best windows: 9:00–11:30 AM and 1:30–4:00 PM in their local time.
· Leave a voicemail every time. The voicemail script is short on purpose — it is a prompt to read the email, not a pitch.
· Log the date, the signup status, and — most importantly — their question.
Step 3 — Return the questions to Todd if you get them by Tuesday, August 11 at 12:00 PM ET
Send your completed tab back. Questions arriving after that will not make it into the deck. Even one good question from your group changes the content of the hour, so send what you have even if your list is not fully worked.
3.  The email script
Copy the block below exactly. Replace anything in [BRACKETS]. Then apply the one swap line from the table on the next page based on what that advisor told us on the registration form — column J of your tab.
Subject line — pick one
· Before Aug 13 — your free reverse mortgage toolkit
· Quick note before Thursday's reverse mortgage session
· [First Name] — one thing to do before the 13th
Avoid anything that reads like a blast: no "Don't miss out!", no all-caps, no exclamation points in the subject.





Body — send as written
	Hi [First Name],
I'm [Your Name] with [Your Company]. I saw you registered for our, ‘Good, Bad, and the Ugly’ reverse mortgage session with Roccy Defrancesco on Thursday, August 13 at 4:00 PM Eastern, and I wanted to reach out personally before we get there.
Two quick things.
First, the tools. On the first call, we're going to work through Reverse Mortgages specifically — running quotes, showing how home equity affects a client's income plan, and stress-testing the numbers. Rather than watch us do that, I'd rather you have the same tools open on your own screen. You can set up free access to the LendsightAI calculator suite here:
[LENDSIGHT SIGNUP LINK]
It takes about two minutes, and there's no cost. It means that on the 13th you can run your own client's numbers alongside us instead of taking notes to try later.
Second — and this is the part I'd really appreciate — on both events, the 13th and the 20th (where we do live case studies you’ve submitted) we’d love to know if is there a reverse mortgage question you'd like us to answer on the calls?  Any thing is fair game.
It could be technical (how the line-of-credit growth rate actually works), or practical (what to say when an adult child pushes back), or about a specific client sitting on your desk right now. Just hit reply and tell me. We're building part of the agenda around what registrants send in, and I'd rather spend the hour on your question than on something generic.
Either way, glad you're joining us. See you Thursday.  I’ll be watching for your signup and you should see me and have all my information after you click the link.  I’ll be there for you any time you have a question in the future.
[Your Name]
[Title] · [Company]
[Phone] · [Email]




4.  The phone call talk track
This is a guide, not a script to read aloud. Sound like yourself. The structure matters more than the words.
Opening (15 seconds)
	"Hi [First Name], this is [Your Name] with [Company] — I sent you a note this morning. You registered for our reverse mortgage session on August 13th and I'm calling everyone who signed up personally. Do you have two minutes?"


If they say no: "Totally fine — is there a better time, or can I just leave you with one question by email?" Then get off the phone. Do not push.
The four questions (three to four minutes)
1. "What made you sign up? Is there a specific client situation behind it, or is this more general education?"  — This tells you everything about how to talk to them.
2. "Did you get a chance to set up the free calculator access? I'd love for you to have it open during the session so you can run your own numbers with us."  — If no, offer to resend the link while you are on the phone. Then confirm they got it.
3. "What's the reverse mortgage question you'd most want answered on the call?"  — Then be quiet. Let the silence do the work. Write down what they say in their words.
4. "Anything else about reverse mortgages you've never gotten a straight answer on?"  — This second pass is where the good questions come out. Ask it even if question three landed.
Close (20 seconds)
	"Perfect — I'm going to pass your question along so we can address it on the call. Thursday the 13th, 4:00 Eastern. You've already got the webinar link and you'll get an automated reminder, so nothing else to do. Talk to you Thursday, [First Name]."







Voicemail (leave one every time — 20 seconds)
	"Hi [First Name], [Your Name] with [Company]. You're registered for our reverse mortgage session on the 13th and I'm reaching out to everyone personally beforehand. I emailed you a link for free access to the calculators we'll be using — worth grabbing before the call. And if there's a reverse mortgage question you'd like us to cover, just reply to that email and I'll make sure it gets answered. Thanks [First Name], see you Thursday."


One thing to be aware of
State is an estimate, not a fact
The registration file had no state field. Every state on your tab was inferred from the registrant's telephone area code, which is roughly 85–90% accurate — mobile numbers keep their original area code when people move. Confirm location verbally on the call and correct your sheet. Three rows have a note in the VERIFY column because their phone numbers were malformed in the source file; treat those states as guesses only, and please correct the phone numbers while you have them.

