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Presenter Notes
Presentation Notes
We are living in a historic moment in our history. Peak 65 represents the cresting of the Baby Boom Age Wave. Back in 1959 was the year that more babies were born than in any year, one born every 9 seconds. That was 65 years ago. In 2024 approx. 12,400 people per day will turn age 65 and almost 4.3 million this year alone. Peak 65 will continue for the next 3 years when more than 4 Million people will turn age 65. 



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,
Inc., dba Mutual of Omaha Reverse Mortgage. This presentation could include technical inaccuracies or
typographical errors. Mutual of Omaha Mortgage 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 Home Equity Conversion
Mortgage program. 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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 The wave is cresting

* The big flip flop

* Problems and possibilities

« Common questions & concerns
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Presenter Notes
Presentation Notes
By 2030, all Baby Boomers will have turned age 65. Then in 2034 we will experience another historic demographic age ratio flip, when for the first time in our history, more people will be age 65 and above then age 18 and below. What are some of the problems and possibilities this epic Paradigm shift will pose to you and your clients? What are the most common concerns you are hearing from your clients regarding their retirement plan?


AGING AMERICA
Older - Faster

65+
* 1900 (3 million)
o 2022 (58 million)

. 85+
. 1900 (122,000)
. 2022 (6.7 million)

e 2040 — A Tsunami
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Presenter Notes
Presentation Notes
Demographics will be our destiny. We are getting Older, Faster and we are Living Longer. Look at the growth of the 65+ population from 1900 to 2022. And, the dramatic increase in 85-year-olds. As a percentage of the population, age 85 and older is the fastest growing segment. By 2040, 80 Million people will be age 65+.  By 2050 more than 19 Million Americans will be 85+. These facts will put unprecedented strain on our social entitlement programs and every area of our health care system. Baby Boomers have and will continue to have, the most predictable economic impact on our society. Aging and Elder Care will be a boom industry.


LONGEVITY, THE
EPIC DISRUPTION

* Income for living
« Care for aging
* Housing for ever

What Obstacles?



Presenter Notes
Presentation Notes
The Possibility of radical increases in life expectancy are being driven by exponential growth in the high sciences of Bionics, Material Science, Machine Learning, Robotics, Neuro-Nanotechnology, Big Data, Artificial Intelligence, and others. We are living in an evolutionary moment in Human History, in that 2/3rds every human being who has ever lived to age 65 is alive on the planet today. Baby Boomers are set to normalize Age 100…and beyond. The Basic Financial implications are massive. As an Advisor, What are the obstacles in establishing sufficient and sustainable Income For-Living?  Care For-Aging? And  Housing For-Ever? 


THE TRANSFORMATION
DECADE

* Youthful to useful — 71%

» Life-span must match health-span
* Aliving legacy and lifestyle
 New Age of aging — 80 vs 60
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Presenter Notes
Presentation Notes
Boomer are transforming Retirement as we know it. NOTE: Go to: agewave.com and read Ken Dychtwald’s new report called: The New Age of Aging. The exciting advances today are heavily focused on the Regenerative Health Sciences, to close the gap between our Health Span and our Life- Span.  Boomers are seeking meaning, purpose and fulfillment as they age intentionally. They will be focused on leaving a legacy of Values and life experiences with their Families. This will not look like our Grandparents retirement!!
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Presenter Notes
Presentation Notes
The Advisors Focus will need to shift, as massive numbers of people begin drawing down their portfolios.  We know with Longevity Risk, Boomers as a generation have not saved enough. And as we shift from  Accumulation to Distribution, the phycology of financial Advising will change as well. We are quickly moving from a Savings Crises to an Income Crises! As the historic Transfer of approx. 80 Trillion in Wealth takes place over the next 30-40 years, much of this wealth will go through Women and the Wives of Husbands who have died.


HOUSING WEALTH,
THE MOST
IGNORED ASSET

Home Equity Conversion
Mortgage (HECM)

» Age 62+ primary residence only

« $13 trillion and the surviving spouse

« Creating multiple income strategies

« Health related concerns and elder care

» Burden relief for adult children through
family emergencies



Presenter Notes
Presentation Notes
This Paradigm Shift will require us to utilize all our many assets to retire the Boomer Generation. What Boomers have done is, they have accumulated more Home Equity then any generation in history. Right now, it is approx. 13 Trillion and likely to grow past 20 Trillion by the end of this decade. With each passing day, approx. 3,000 more homes become age eligible, bringing on average between 200 & 250K in available home Equity. The Advisor will be searching for assets that can produce streams of income and cash flows…Home Equity Conversion can provide such cash flows, while securing the home.  Boomers big fear is Running out of Money, and secondly it is losing their Independence and becoming a Burden on the adult children.  


10 HOME EQUITY
CONVERSION
MORTGAGE
SOLUTIONS

1. Pay off current mortgage, eliminate
required monthly mortgage payment®

2. Growing Line of Credit, cash access
tax-free**

3. Help pay for long-term health care
needs

4. Emergency fund for payment shocks

5. Secure surviving spouse, gap income

*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.
**Please consult a tax advisor.
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Presenter Notes
Presentation Notes
At Mutual of Omaha Mortgage, we are Housing Wealth Specialists, and we are experts in Safely, and Prudently Converting Home Equity into streams of Tax-Free cash flows. We honor the challenges and good work Financial Advisors do, and we partner with Planners who are seeking solutions for the most difficult retirement Income Planning Challenges we face today. Here are 10 ways Home Equity Conversion, when applied in coordination with a Holistic plan can improve retirement outcomes for the Families you serve.


10 HOME EQUITY
CONVERSION
MORTGAGE
SOLUTIONS

6. Convert living space for aging in
place, and caregiving

7. Cover tax expenses in Roth
Conversions

8. Social security delay, income bridge
strategy

9. Buffer account, mitigate sequence of
returns risk

10. Housing costs, deferred maintenance
Er e iingimeys (0 & MumuairOmana
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Presenter Notes
Presentation Notes
The Home is where Family Happens. It is the center of your client's world. Home and Family are what people care about most deeply. We encourage you to engage in  thorough conversations about your client's home. Whether they plan to age in place, or move to be closer to family, or other ideas they have been dreaming of…we can help. Housing will be the number one expense through retirement, and we have versatile strategies to meet the challenges of paying for and securing home for-ever!


Conventional Thinking: Last Resort Draw from Portfolio until Depleted New Wisdom: Coordinate with Investments Draw from LOC Following Down M ark et

. ; . PortfolioAt | Investment | DrawFrom | DrawFrom | Portfolio At
Year Portfolio At | Investment | DrawFrom Portfolio At Year Start Of Year | Rerformance Portfolio End OFf Year

1973 $500,000 27,500 428 652 1973 500,000 27500 428,652
1974 $428 652 28463 338,120 1974 428,652 28463 362,166
1975 338,120 22.3% 29,459 377493 1975 362,166 22.3% 29459 442,932
1976 377493 17.9% 30,490 409,013 1976 442932 17.9% 30,490 486,145
1977 409013 31557 361905 1977 486,145 31557 435,859
1978 361905 2.2% 32,661 338,552 1978 435859 2.2% 32,661 445515
1979 336,552 8.0% 33,805 326,998 1979 445535 8.0% 33,805 444710
1980 326998 154% 34,988 337009 1980 444710 15.4% 34,988 472,861
1981 337009 36212 296,706 1981 472,861 36212 430,710
1982 296,706 252% 37480 324 655 1982 430710 25.2% 37480 539422
083 324 655 13.3% 38,791 323,941 1983 539,422 13.3% 38791 567,34
1984 323941 8.9% 40,149 308,935 1984 567,31 8.9% 40,149 573,872
1985 308935 252% 41554 334734 1985 573,872 25.2% 41554 666,408
1986 334,734 15.2% 43009 336,068 1986 666408 15.2% 43,009 718,156
1987 336,068 34% 44 544 301496 1987 718,156 34% 44 54 696,613
1988 301496 10.3% 46,072 281809 1988 696613 10.3% 46,072 717742
1989 281809 20.9% 47685 283,150 1989 717,742 20.9% 47685 810,367
1990 283,150 10% 49,354 236,087 1990 810,367 10% 49,354 768472
1991 236,087 214% 51081 224 524 1991 768472 214% 51081 870,625
1992 224 524 5.6% 52,869 181,268 1992 870,625 56% 52,869 863551
1993 181,268 79% 54,719 136,559 1993 863,551 79% 54,719 872,810
1994 136,559 56,634 77718 1994 872,810 56,634 793,650
B U F F E R AS s ET Fo R 1995 77718 25.7% 58 617 24,007 1995 793,650 257% 58,617 997459
1996 24 007 N1% 24007 36,661 0 1996 997459 N.1% 60,668 1040493
1997 0 19.3% 0 62,791 0 1997 1040493  19.3% 62,792 1165,909
s E Q U E N c E A N D 1998 0 17.0% 0 64,989 0 1998 1165,909 17.0% 64989 1287967
1999 0 78% 0 67,264 0 1999 1287,967 7.8% 67,264 1,315,795
2000 0 0 69,618 0 2000 1,315,795 69618 1234,712
VOLATILITY RISK oo o o mpws o a0 e
2002 0 0 74,576 0 2002 1189,275 74577  1086,997
End Balances: \ -$538,773 \ $0 End Balances: \ -$692007 |  $1086997
+$394 991 Net

+$933,764 Differential to Estate

Sacks, Barry, and Mary Jo Lafaye. 2016. “Case Study.” In Giordano, Shelley. 2016 “An Alternative Asset to Buffer
Sequence-of-Return Risk in Retirement.” The Retirement Management Journal, 6(1): 17-26.



Presenter Notes
Presentation Notes
This is the sequence of returns risk illustration that shows how you can help preserve the life of the portfolio by using the HECM LOC as a buffer account. The strategy is this: In the year after a volatile and down market, instead of pulling money from the portfolio, the equivalent amount needed in cash to live, gets pulled from the LOC. This gives the portfolio time to recover. Historically, when money is pulled form the portfolio in down markets those losses are locked in. This illustration shows a net/net gain of $394,991.00.


AN IMPORTANT DIFFERENCE BETWEEN A HECM LINE
OF CREDIT VS. HELOC (HOME EQUITY LINE OF CREDIT)

$400,000

$350,000

$300,000

$250,000

$200,000

$150,000

$100,000

$50,000

$0

Now 62

64

66

68

70

7

72

73

Wade Pfau, PhD, CFA

“The message is that opening a
HECM Line of Credit earlier
allows for greater availability of
future credit relative to waiting
until later in retirement.”
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Presenter Notes
Presentation Notes
Since the introduction of Home Equity Lines Of Credit(HELOC’s) in the mid 1980’s Boomers have been using Home Equity to Raise their Families and operating their Households. There are significant risks to retirees with HELOC’s as they age. This illustrations shows the HELOC as the flat green line, with a drop off at the end of the “Draw Period”. It is at that time, any outstanding balance must be paid with Interest and Principal payments, often with sharp increases in required monthly payments. The Yellow line illustrates one of the major innovations of the new HECM line of credit. It has a built-in growth feature, that over time your client can access increase cash flows, tax free from their Home Equity.


HECM LINE OF CREDIT VS.

HELOC GROWTH

$2,400,000 1

$2,000,000

$1,600,000

$1,200,000 |

$800,000

RELOC Borrowing Limit

$400,000

Heloc Growth Is Zero

$0
62 64 66 68 70 72 74 76 78 80 82 84 86 88

Age

@® Home
@ Initial LOC

@ 8%High
@ 6% Mid
® 4% Low

« Compounds monthly at contractually established rate
« Cannot be cancelled, frozen or reduced
« Grows even if housing value does not

$400,000 home at age 62 | 4% home appreciation

This chart by Thomas C. B. Davison illustrates the growth in borrowing power for the HECM Line of Credit compared
to lack of growth in traditional HELOC. $400,000 initial home value with Line of Credit growth rate of 4%.
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Presenter Notes
Presentation Notes
Rule number one in basic financial planning is this: You shore up your lines of credit when you don’t need them, so they are in place when you eventually will!  The blue lines represent the home as it is expected to appreciate over time. The Green line is the HELOC that will terminate at a predetermined time. The Curved lines show the growth of the HECM Equity Line, at various rates of interest. It is even possible that the line of credit can grow beyond the value of the home, giving your clients a hedge against housing price volatility.


WILSHIRE HOME EQUITY
CONVERSION

« Joe, age 72, and Connie, age 70, live in their forever
dream home

« Joe is taking $2,500 in RMDs and SSI of $2,600 =
$5,100/month

« Connie SSI of $2,400 + Pension $1,800 = $4,200/month
« Home Value: $1,250,000

« No Current Mortgage

« Nest Egg: $550,000

« Concerns: Inflation, No LTC, $150Kk life insurance,
running out of money, surviving spouse
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Presenter Notes
Presentation Notes
Joe and Connie have been married over 40 years. Raising 4 children and now 9 Grandchildren, all of which live in near proximity. Joe built their dream forever home, and recently Connie’s Mother and Father have come to live with them. She took early retirement and is the sole care provider. Her Mother has advanced dementia and requires close supervision, and care. This new reality has caused Joe and Connie to look at LTC solutions for themselves. They came in to learn about the growing LOC they had heard about. They have no mortgage, no debt payments and live frugally. They were focused on the rising costs of Elder care, and wanted to be sure they did not become a burden on their adult children. 


_

SOLUTION: HECM EQUITY BUFFER ACCOUNT
Set-up Growing LOC To Protect The Portfolio

« $376,000 LOC, growth to approximately $825,000 in 10 years
» Buffer account for portfolio protection

* Secures home for surviving spouse, provides gap income

« Improves liquidity, inflation hedge and payment shocks

@ MutuarOmana

MORTGAGE
15


Presenter Notes
Presentation Notes
The Solution we presented was to set up the growing HECM Equity Line of Credit. They had no immediate need for cash.  Joe wanted to see what it would grow to at today's rates in ten years time. In ten years, it’s projected to be $825,000,00 and in 15 year $1,250,000.00. This was the solution to their Long-Term Care problem. If neither of them require LTC, then this would serve as a buffer account, an emergency fund, or convert to equity to cash out, when the home is sold.


SCOTT RETIREMENT
REFINANCE

« BIill, age 74, and Kay, age 65, live in their forever home.
Kay wants to retire next year.

« Bill has a pension income of $3,500 and SSI of $2,600 =
$6,100/month

« Kay’s SSl income = $1,700/month

* Portfolio balance = $395,000

« Home value: $760,000

« Mortgage: $115,000 with P&l = $1,585
« 8 years remain

« Concerns: Bill has heart problems, only half his pension
survives him, no LTC
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Presenter Notes
Presentation Notes
Bill and Kay Scott, in their forever home near the SC shore. This couple has spent down their portfolio must quicker then expected. Bill has had heart problems and a triple bypass. His health is not nearly as good as Kay’s. He is concerned if something happened to him, she would not be able to keep up with the $1,585.00 House payment and be forced to sell. If Bill died first, Kay would get his S.S. and since only half his pension survives him and passes to kay, she would suffer a $3,400.00 per month loss of income. They have about eight years of payments remaining, on a $760,000.00 home. They wanted to eliminate the required monthly mortgage payment.


_

SOLUTION: HECM REFINANCE COMBINATION
Eliminate mortgage payment, set-up growing LOC

« $102,000 LOC that will grow to approximately $333,000 in 15 years
« Saves 8 years of required mortgage payments = $152,000

« Secures home for surviving spouse, provides gap income

» Improves liquidity, helps preserve portfolio

@ MutuarOmana
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Presenter Notes
Presentation Notes
By doing this HECM, we eliminate the required monthly payment, which will free up approx. $152,000.00 in payments over eight years time. In the next 15 years the LOC can grow to $333,000.00.  By eliminating the mortgage payment, and letting the LOC grow, this is a $485,000.00 swing in this family’s cash flow. In our experience, when speaking with a married couple, it is the one who believes they will die first, that is worried most about the surviving spouse. The HECM LOC is versatile, and completely customizable to your clients most pressing needs. It is also a peace of mind product, because it secures the surviving spouse, in the home they love to age in place.


Questions/discussion
Run a case study

An idea whose time has come
Single most compelling idea
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Presenter Notes
Presentation Notes
Would like to open a brief discussion with a question: What is resonating with you right now, what ideas are most compelling?   We find it most useful to you the advisor to run a case study on a client that you think might possibly benefit from a Home  Equity Conversion.
We will be sending you a case study sheet, that you can send to me, we will run an illustration and book a time to review it with you.  At Mutual of Omaha Mortgage, we honor and respect what you do for the families you care so deeply about.  It is with that due respect, we seek to earn a seat at your table of subject matter experts, that you can call on when needed, and count on to be reliable and competent in service to your client. We look forward to working with you!


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. If your heirs
want to keep the home after your death, they will have to repay either the full loan balance or 95% of the home’s appraised value, whichever is less.

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; |daho Mortgage Broker/Lender
License MBL-2081025894; lllinocis Residential Mortgage Licensee MB.6761115; Indiana-DFI Mortgage Lending License 43321; lowa 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 1025824; 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 #1106888362 (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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