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Shelley Giordano

Mutual of Omaha, Enterprise Integration
Founder, Academy of Home Equity in Financial
Planning, University of IL / Urbana-Champaign, IL

Started career almost 2 decades ago,
and assumed various sales and sales
management roles during her career
at Wells Fargo and MetLife

Has spoken on reverse mortgage
lending at retirement income planning
conferences, and for organizations
such as NAIFA, NRLMLA, ABA,
Investment News Retirement Income
Summit, FPA, and NAHB

Author of “What’s the Deal with
Reverse Mortgages” and co-author of
“What You Don’t Know About
Retirement Income Can Hurt You.”

American Advisors Group
Strategic Business Specialist,
Financial Advisor Division

Over 25 years in wealth management &
financial services industry; specializing
in wealth transition for families with
substantial illiquid assets.

Business Strategist for American
Advisors Group, specializing in loan
officer development and financial
professional engagement

Spoken and taught at industry
conferences, summits, and retreats
through out the US, Canada, and
Europe.

Wrote & performed first country song a
year ago after a trip to Bardstown and
Nashville, KY

Hank J Sanders IlI

American Advisors Group
Strategic Business Specialist,
Financial Advisor Division

Started career in 1986 as a Financial
Consultant, worked with Merrill
Lynch, Pierce, Fenner & Smith

Built a practice taking a holistic
approach in designing comprehensive
financial plans with a commitment to
put the clients’ best interest first, and
took fiduciary responsibility of
guidance around their housing wealth

Business Strategist for American
Advisors Group, mentoring and
consulting industry professionals on
the integration of housing wealth
strategies into comprehensive
planning for the mass affluent retirees

Stephen J. Resch
Finance of America Reverse
VP of Retirement Strategies

Over 30 years as a wealth manager,
currently Chief Investment Strategist
for ProEast Asset Management, LLC

Since 2003, has included reverse
mortgages as an income and risk
management tool for his mass
affluent client base

At FAR, leads the education programs
for financial professionals about the
strategic use of home equity within a
comprehensive financial plan

Frequent speaker at both national and
regional professional conferences;
and quoted as a subject matter expert
in various print and media outlets

2



188 Why Financial Professionals?

v" Over 680,000 Registered Individuals (FINRA)

v" Over 49,000 Independent Advisory Reps managing
over 43 million clients and $84 trillion in assets

v" They have direct interaction and the trust and
confidence of several hundred families.

v" Their lack of understanding of reverse mortgage has
resulted in the demise of countless opportunities for
you and the families you serve.

We've done a poor job of engaging!!!

Why...?



l . By the end of this session...

v' Adjust our perspectives on engaging financial
professionals

v Recognize the opportunity in your business
v Obtain new tools to initiate conversations

v Have the confidence to approach them tomorrow!



I P Types of Situations

l‘




8B The Contradiction

Reverse Mortgage Industry Financial Industry

@sﬂ Perhaps we’re communicating the wrong message



11 What does your Financial Professional
need to know?

77% of retirees net worth is tied up in
home equity vewensue

Extending cash flow
Favorable access to liquidity

Overall risk management



] Three Key Concepts to Know and
Effectively Present

HECM Line of Credit Growth

Alternative or Supplement
to In-Home Care

Optional Mortgage Payments
& How It Can Work With LOC




4" B HECM Line of Credit Growth

With home value of $450,000 and first mortgage of $100,000,
what will happen to their access to liquidity over their lifetime?

. . o B B
Home value appreciation assumed at 4.0% Home value appreciation assumed at 2.0%
HECM LOC Growth HECM LOC Growth
$1,600,000 $1,200,000
$1,400,000
$1,000,000
$1,200,000
$800,000
$1,000,000
$800,000 $600,000
$600,000
$400,000
$400,000
$200,000 $200,000
$- 3-
A R R R R R R R R R R SRV 00RO ECN RPN PR PPN PP
=== Principal Limit Outstanding Balance = emm= Home Value === Principal Limit ~ === Outstanding Balance = === Home Value

Providing access to liquidity, at a predictable growth
rate, while removing the risk of a downturn in real estate



I B Advisor asked ....

“I have a client age 62 today; we'd like to plan
for a long term care need at age 8o. What

home value does he need today to cover 3 years
of long term care?”




B Alternative or Supplement to In-Home Care

Current Age: 62 Forecast Age of Care: 80
Current Cost of Care: = $5,000 / month Forecast Cost of Care: $10,129/ month

Forecast Months of Care: 36 months

Current Current
Home Value L.OC Available

$360,077

Projected Line of Credit
to Cover Need

$364,647

$145,111
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l.. If I knew then what I know now...

v' The future is unpredictable

v’ The gradual loss of impairment can be far
more difficult than an acute event

v' The practical use of LTC insurance is more
difficult than many realize

v' The Reverse Line of Credit can provide
flexibility both in plan design and in
utilization
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11 Optional Payments -“Right Size” and Preserve Assets

Situation:

Jim and Sandy are both 68 years old. They are purchasing a home for $650,000 in a Florida golfing

community. After receiving $460,000 from the sale of their current home, they have an additional $175,300
available using the Reverse for Purchase.

Financial Planning Option:
1. Take all proceeds to build up long-term investment reserves.

2. Reduce their loan balance by up to $175,300, and instead have a growing line of credit available for
future use if needed.

3. Make voluntary payments to maintain their equity position, and still create a growing line of credit.
4. Select any combination of these.
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11 Optional Payments -“Right Size” and Preserve Assets

No Voluntary Payments Voluntary Interest only Payments
of $645 per month

$1.600,000 Home Value ] Loan Balance [ ] LOC Balance $1.600,000 Home Value ] Loan Balance [__] LOC Balance
$1,400,000 $1,400,000
$1,200,000 $1,200,000
$1,000,000 $1,000,000
$800,000 $800,000
$600,000 $600,000
$400,000 $400,000
$200,000 g $200,000
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In both examples Home Value increases to $1,173,972 at 3% Appreciation Rate




T1 Building Relationships and Your
Financial Professional Network



1 B Financial Professionals

Certified Financial Planner (CFP) Enrolled Agent (EA) Chartered Financial Analyst (CFA)

c—"‘""“,w‘f . i e e e » ’ ’
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Estate Planning Attorney (JD) Retirement Income Certified Professional (RICP)
e o P PG o SRt PP - e vt ot : L e

Chartered Life Underwriter (CLU)  Certified Divorce Financial Analyst (CDFA)
»r o ¥ i e P s, "“A‘,’J'"‘- P rnmrnsrendll A "’w

Certified Public Accountant (CPA)

» F »

Chartered Financial Consultant (ChFC)

e iy . N -

Registered Investment Advisor (RIA)
2 ol N S

Certified Retirement Counselors https://infre.org/find-a-crc/ Elder Lawyer https://www.naela.org/findlawyer

CFP www.letsmakeaplan.org Estate Planners http://www.naepc.org/

CPA www.aicpa.org NAIFA http://member.naifa.org/Member_ NAIFA_ORG/AgentLocator/start.aspx
Divorce Lawyers www.aaml.org RICP www.designationcheck.com

Divorce Planners https://www.institutedfa.com/ Senior Move Manager https://www.nasmm.org/find/index.cfm
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https://infre.org/find-a-crc/
http://www.let'smakeaplan.org/
http://www.aicpa.org/
http://www.aaml.org/
https://www.institutedfa.com/
https://www.naela.org/findlawyer
http://www.naepc.org/
http://member.naifa.org/Member_NAIFA_ORG/AgentLocator/start.aspx
http://www.designationcheck.com/
https://www.nasmm.org/find/index.cfm

What you think is the problem may not
be the problem...




Jamie Hopkins in Forbes
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https://www.forbes.com/sites/jamiehopkins/2019/06/24/busting-three-half-truths-about-reverse-mortgages/#76ec4d0461a6
https://learning.institutedfa.com/products/using-housing-wealth-to-facilitate-asset-division-in-silver-divorce

J08 It’s More Than a Mortgage!

0 Integration of Insurance

e Risk Management Tool

e Cost of accessing liquidity
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B Taking a Different Approach

® Transaction

Relationship  na

Introductions <%

. Referrals
VS

= Products Solutions

S Cost Value

fee  Litigator
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10 B Contact = Connect = Collaborate

Evangelizing

. (+4)
Sharing
(+3) “How can we
G . partner in
rowing “1d like to sharing this with
c g (+2) introduce the world?
: professiona
Converted make this o
. " available to I work with
Active (0) Thankyou for =y oc
(-1) your help with li ho..."
“I'd like to run my client, I'd clients who...
Understanding “/have  ananalysis (ke to discuss
Seeking (-2) clients this andspeak  gnother...”
(-3) could work with one of
Interested “I see how for” my clients”
(-4) “I've been NS C?Uk!,
. . benefit...
Resistant | wanting
(-5) I'd tolerate to learn..”
learning
“I hate more” Used with permission
reverse from Akili Capital

mortgages”
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§I' B How Many Advisors Will It Take

1. # of Clients in Advisor’s book of business

2. Muultiply by % that qualify for reverse mortgage

3. Multiply by % they are likely to introduce in the next
12 months

4. Multiply by % Advisor-introduced clients that will fund

5. Take the total # of loans you want to fund in the next
12 months and divide it by your #
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Stump The Panel
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