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YOUR PRESENTER

Shain Urwin, CRMP
C2 Financial
National Reverse Mortgage Advisor
https://www.linkedin.com/in/shain-urwin-11942655/
Shain Urwin is a National Director for C2 Financial Corporation’s Reverse 
Division.  His successful career in mortgage origination and real estate 
sales stretches back more than 20 years.  Over that time, Shain’s 
achievements include originating many hundreds of loans as well as real 
estate sales in excess of $100MM.    

Shain is also a Registered Social Security Analyst.  He studied finance at 
Oral Robert’s University and worked as a Financial Advisor for LPL, 
where held series 6, 63, and 7 licenses. Being a Retirement Mortgage 
Specialist, Shain helps his clients reach their retirement goals and dreams 
by offering them mortgage solutions that focus on retirement.  

https://www.linkedin.com/in/shain-urwin-11942655/
https://www.linkedin.com/in/shain-urwin-11942655/
https://www.linkedin.com/in/shain-urwin-11942655/
https://www.linkedin.com/in/shain-urwin-11942655/
https://www.linkedin.com/in/shain-urwin-11942655/
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Dr. Wade D. Pfau
Dr. Wade D. Pfau, CFA®, is a Professor of Retirement Income in the PhD 
in Financial and Retirement Planning program at The American College of 
Financial Services. He is also a contributor to the The College’s 
Retirement Income Certified Professional® (RICP®) designation program 
curriculum.
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HOW TO USE REVERSE MORTGAGES 
TO SECURE YOUR RETIREMENT

Presented by:
Wade Pfau, Ph.D., CFA, RICP                                          
RICP Curriculum Director                                                                   
The American College for Financial Services                                      
& RetirementResearcher.com 
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BUFFER 
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CONCEPT
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THE IRS

Age funds become available
Social Security: 62-70
Pensions: Generally, 60-70
401k’s: 59.5-73
SEP’s: 59.5-73
Traditional: 59.5-73
IRA’s: 59.5-73
ROTH IRA’s: 59.5
Brokerage: Interest is taxed first
Savings: Interest is taxed first

• Food
• Gas
• Daily Expenses

Age “Tax-Free”* Funds 
Become Available
• 62
• “Voluntary Payments”

INCOME ASSETS

JOB

EQUITY

15%

25%-40%
Forced Payments

1098 Check with CPA on 
what interest is deductible

“Tax-free*”

Taxable
1099 
Income4%-7% 4%-7% *Please consult 

a tax advisor.
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ACQUISITION INDEBTEDNESS

• Any debt that is used to 
buy, build, or 
substantially improve a 
qualified residence of the 
taxpayer.

• Interest becomes tax 
deductible when it is 
paid, not when it 
accrues.

• HECMs make interest 
stacking possible. 
Mortgage payments are 
made strategically as 
HECM payments are 
optional and not required 
as they are on traditional 
mortgages.

• Unpaid interest may 
even be tax-deductible to 
the heirs of a deceased 
HECM borrower. See 
Tax Attorneys Dr. Barry 
Sacks’ article in The 
Journal of Taxation
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POSSIBLE ROTH CONVERSION STRATEGIES

• With the proper use of a 
HECM, homes that are 
full of dormant equity can 
be a great place to 
acquire the funds to pay 
necessary taxes that are 
needed to convert 
traditional IRAs into Roth 
IRAs without depleting 
funds from the 
investments themselves.

• Strategic conversion 
strategies can be done 
over a several year 
period to reduce 
taxation.

• Voluntary monthly 
mortgage payments* can 
be made to reduce the 
debt on the HECM and 
increase the credit line 
on LOC HECM products.

*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.

• Lump sum Roth 
conversion strategies are 
possible when coupled 
with acquisition 
indebtedness interest 
stacking strategies.
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NON-CORRELATED ASSET                              
“BUFFER ASSET”

• Using a coordinated 
strategy HECM 
borrowers can reduce 
potential losses and 
reduce taxable income.

• Loans are almost always 
tax-free.* The proper use 
of HECM proceeds can 
help borrowers better 
navigate retirement and 
reduce the risk of 
outliving their money.

• Many HECM borrowers 
are able to delay Social 
Security withdrawals and 
reduce the overall 
taxation on their fixed 
income and IRA 
distributions/RMDs.

• Down markets matter! 
Having access to more 
funds in retirement gives 
a retiree more options to 
spend from. More 
options can lead to lower 
overall costs on funds 
and result in a higher 
legacy for any potential 
heirs.
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REVERSE MORTGAGE INCOME                              
TAX REDUCTION STRATEGIES                            
HECM PURCHASE SCENARIO

$650,000 Purchase Price
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REVERSE MORTGAGE                                               
Line Growth
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REVERSE MORTGAGE INCOME                              
TAX REDUCTION STRATEGIES                            

HECM LINE OF CREDIT SCENARIO

$650,000 Purchase Price
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C2 REVERSE MORTGAGE                                     
CASE STUDY

14
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C2 REVERSE MORTGAGE CASE STUDY
3 Buckets Scenario Information

Your Name: _____________________ Email: ______________________ Phone: ______________________

Bucket 2 – Nest EggBucket 1 – Monthly Income Bucket 3 – Home Equity

Approximate 
Combined Household 
Income:

Borrower Age:

Co-Borrower Age:

_____________________

_____________________

_____________________

Qualified Funds:

Non-Qualified Funds:

Approximate Net 
Worth:

_____________________

_____________________

_____________________

Home Value:

1st  Mortgage:

2nd  Mortgage:

_________________________________
_

________

________

_______
_

_______
_

__________
__

(Includes Home Equity Lines of Credit)

(Refinance)

Monthly 
Payment:

Monthly Payment:

Interest Rate:
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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 (“MOOM”). This presentation 
could include technical inaccuracies or typographical errors. MOOM 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 Lifestyle 
Home Loan. 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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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.

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; Idaho Mortgage Broker/Lender License MBL-2081025894; Illinois Residential Mortgage Licensee 
MB.6761115; Indiana-DFI Mortgage Lending License 43321; Iowa 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 1025894; 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 #1025894 (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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