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A Holistic Approach to Aging
and Retirement
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Life Transitions and the 60+ Market
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People Need Help
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If we take a late retivement and an early death, we'll just squeak by.”

“If we take a late retirement and an early death,

we’ll just squeak by.” MetLife
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Few Feel Confident About
Money in Retirement

Insufficient savings _ 599,
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Worry, Worry, Worry
Women — More Concerned than Men

 71% (vs. 62% of men) concerned about being
able to afford health care

e 71% (vs. 63% of men) concerned about
providing for their own or their spouses’ long-
term care

 54% (vs. 44% of men) concerned about outliving
retirement income
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And for Those Who are Confident...

Reasons for Feeling Confident in Having Enough Money to Live
Comfortably in Retirement

(Guaranteed stream

of income 68%

Sufficient savings
Can liquidate assets

Can work if need to

(Other
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Tapping Home Equity —
a Boomer Solution?

Boomers (Age 62-64) Are Becoming Interested in Reverse Mortgages

Age Group FIT Review AARP Survey  HUD Borrowers

2010 2006 1999
<@ 21% 6% 5D

0569 25% 17% 17%
10-74 21% 24% 28%
15-19 16% 26% 24%
80-84 9% 17% 14%

85 and older 1% 8% 1%

Total 99% 98% 100%
Missing 1% 2% 0%

N 21,20 1509 026 mptLife
Source: The MetLife Study of How Aging Homeowners Use Reverse Mortgages, MetLife Mature Market
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Consumer Attitudes are Shifting

 Average age of reverse mortgage prospective
borrowers is declining — now 71.5 years old

« Boomers (age 62 — 64) are entering the market
— represent one In five prospective borrowers.

* Most of the prospective younger borrowers want
to lower household debt — 67%.

 Two-thirds have a conventional mortgage that
needs to be repaid — two-thirds

Metlife
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Boomers at Age 62 More Aware of
Reverse Mortgages

Boomers at age 62 Male Female
Aware that eligible for areverse
mortgage at age 62 74% 74%
Would consider areverse mortgage 14% 17%

« Men and women are equally aware that they are
eligible at age 62

« Slightly more of the women would consider a
reverse mortgage

Metlife
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Awareness Varies by Household Net Worth

$51- | $100- | $250- | $500K
Boomers at Age 62 | <$50K | 100K | 250K | 500K +
Aware that eligible
for areverse
mortgage at age 62 63% 5% | /3% | 78% 81%
Would consider a
reverse mortgage 18% 20% | 28% | 18% 7%

e Less of those <$50K net worth are aware that they are
eligible at age 62

 More of those with $100-250K net worth would

consider one MetLife
Mature Market
Source: MetLife Mature Market Institute Analysis NS T TUTE



Long-Term Care Needs Top of Mind

Reasons for Considering a Reverse Mortgage

To supportLTC

needs
Boomaears
To have extra at Age 62
cash E Women
. B Men
To get rid of
other debt
To meet
iImmediate
financial needs
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Especially Among College Graduates

Reasons for Considering a Reverse Mortgage

To support LTC
needs
Boomers
at Age 62
*
To get rid of B Post Grad
other debt @ College
H.S. or Less
To meet
Immediate
financial needs
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Different Ethnicities Have Views

Reasons for Considering a Reverse Mortgage

To support LTC
needs

To have extra
cash

To get rid of other

Boomers
at Age 62

M@ Black*

B White

debt

To meet
immediate
financial needs
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Marital Status Plays a Role Too

Reasons for Considering a Reverse Mortgage

To support LTC

needs Boomers

at Age 62
& Single*
B Divorced*

& Married

To have extra
cash

To get rid of other
debt

To meet
immediate
financial needs
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Younger Boomers Express Even More
Interest In Reverse Mortgage

Would you consider using a reverse mortgage sometime to increase
your income during your retirement?

18%

Yes 24%

/8%

No 76%

0
Don't Know - 5%

HYoungest Boomers B Oldest Boomers
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Adult Children of Homeowners Are Open
to Using Home Equity for their Parents
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Broader Role of Home Equity for Aging in
the Community

FAMILY

- Extra help reduces strain.

COMMUNITY

- Strengthen ties of reciprocity.

A
v

- Pay out of pocket expenses. - Neighborhood vitality.

. HOME _~

EQUITY

N

- Home repairs, maintenance.

- Support working caregivers - Reduce isolation.

- Adaptive tech, home mods.

- Preventive measures.
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A Holistic Retirement Plan —
Fitting the Pieces Together
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* Funds/brokerage
» Deferred annuity ; .
- Reverse mortgage | * Survivorship

* Longevity insurance

S Retirement

annuities Financia| LTC insurance
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* Life insurance
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