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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. 
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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?
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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.
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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? 
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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.
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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.  
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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.
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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!
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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.
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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.
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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.
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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. 
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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.
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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.
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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.
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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!
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