
HELPING YOUR BUSINESS EVOLVE WITH YOUR 
CLIENTS



2

EVOLVING WITH THE NEEDS OF YOUR CLIENTS

-Not for every client
- Clients are aging, clients parents are aging
- As people age we become vulnerable to life’s surprises. 
- As people age we realize we may not have saved as 
much as we need.
- You may not think you have clients who can benefit now 
however, you should at least know about these strategies 
so  you are a resource if the need arises.
These solutions are simply another option in your quest 
to help clients and their families.
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Demographic Trends
Seniors are the fastest growing segment 
of Canada’s population

• There are 5.0 million seniors (65+)1 and 
6.8 million over 602

• For a 65-year old couple, there is a 1-in-
2 chance that one of them will reach 
the age of 923

• The number of Canadians over 60 will 
grow 19% between 2011 and 20174

1 Statistics Canada. Table 051-0001. July 1, 2010.

2 Statistics Canada, Catalogue no. 91-520

3Fidelity Investments Viewpoint – The Five Key Risks to Retirement Income, 2011

4 Statistics Canada, 2011 Census
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Canadian boomers want to stay in their
homes as they age

91%

About 91 per cent said they want to stay in their home or 
in their neighbourhood and live independently as long as 
possible. Remaining in familiar surroundings — in a 
home of their own, in their current neighbourhood and 
close to family and friends — is definitely how Canadian 
Boomers wish to live when future health changes occur

1. Amalia Costa, RBC head of retirement strategies and successful aging, said in a press release.
2. Source CBC article Posted: Oct 24, 2013
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The Stats back that up

Roughly one out of three people in 
their 20s move in any given year

As people age into their 50s and 
beyond, the ratio drops to one in 20.

“The propensity to move drops dramatically as people get older.” 
1. According to Sandra Rosenbloom of the Urban Institute, who studies retirement trends
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The reality is….

“ Contrary to some dire predictions, 
population aging will not fuel a 
demographically-induced 
sell-off in Canadian real estate

“
Today’s seniors are healthier, 
wealthier and living longer than 
prior generations. They are 
increasingly likely to own their 
own home and to live in their 
homes for longer.

1. Scotiabank economist Adrienne Warren told a conference on global housing
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In the absence of better solutions, retirees are 
forced to consider unfavourable options….

Selling the family 
home and 
renting

Downsizing when 
motivation is 
simply to invest 
the proceeds and 
create some 
income

Spending less 
during their 
retirement out of 
fear

Depleting 
investment 
assets faster than 
desired due to 
lack of income

Needing to take 
lump sums 
periodically that 
create undesired 
tax outcomes
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Real Estate’s Role in the Net Worth Plan

Demographics are such that Real Estate 
needs to be an active asset class in every 
Retirement Plan

Life expectancy has caused this to be a 
necessary financial planning approach 

For many clients it creates signficant  tax 
saving scenarios

Plus why fund retirement with only a portion 
of a clients’ net worth? 

Practice optimal diversification
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Activating Real Estate in your Net worth 
Planning with Clients

Traditional Approach Diversified Approach

• Liquidate Investment assets for funding 
retirement

• Most investments have tax implications and 
the approach is not necessarily tax efficient

• This approach has a large amount of Net 
Worth dormant that has no tax implications 
to access

• Optimized tax efficiency
• Ensures diversification during the 

de-accumulation phase 
• Utilizing entire Net Worth to fund retirement
• Betters your ability to fund longer retirement 

plans with all assets employed

Home Equity
(Dormant)

Investment Assets
(Declining significantly)

77%

23%

77%

23%
Home Equity

(Declining slightly)

Investment Assets
(Stabilized)

Home Equity Other Assets
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We want to support your net worth planning 
approach

Actively using Real Estate Assets

• Extend time horizon on portfolio’s
• Tax efficient retirement cash flow
• Ensure life events covered 
• Mirror de-accumulation phase to the 

accumulation phase
• Assists in ensuring the estate is protected  

and estate liabilities covered
• Put more after tax dollars in their pockets
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Extend the Time Horizon

Significantly decrease the rate of redemption on taxable assets and more specifically their 
investment assets

You can control tax brackets, avoid claw backs but more importantly get money out of taxable 
scenarios at the lowest tax rate possible

Clients are enabled to stay in markets longer providing for a longer investment time horizon

Clients can potentially have a larger percentage of equities due to the longer time horizon 
should risk tolerance permit

Planners can create same level of income or more with much less tax being paid or for some 
provide a better lifestyle or home care

1

2

3

4

5
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Who might use these strategies?



Client Stories - CHIP
• 64 year old widow in house worth $504,000
• Existing mortgage of $121,000 – payments of $248 bi-weekly
• Struggling with cash flow, so started drawing $600/month from her RRSP
• This increase in taxable income eliminated her survivor benefit and excludes her from GIS
• FP noticed the situation, and recommended CHIP to pay debts and supplement income
• Solution:

• Approved for $197,000 CHIP
• Advanced $165,000 to start, paying debt, providing renovation $$, and extra cash flow
• No longer has that bi-weekly payment of $248, and no longer needs the $600/mth

from RRSP
• Investments stabilize, leaving an extra $7200 in the fund each year until it converts to a 

RRIF
• Client can now qualify for both the survivor pension & GIS



Income Advantage Story
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• 75 & 78 year old couple in London
• Wife in nursing home - $700 per month shortfall on costs
• Home valued at $250,000 and is mortgage free
• Husband wants to stay in his home
• Struggle to cover costs of nursing home
• Sons are trying to help but have financial obligations of their own

Solution
• Approved for $125,000 limit at HomEquity Bank
• Advanced $10,000 to retro-fit his bathroom – grab bars, raised toilet and new walk-in 

shower
• Created monthly cash-flow to cover the costs of nursing home



Income Advantage
• Successful couple in mid 60’s drawing income from both registered 

and non-registered investments
• Advisor was looking for ways to reduce draw down and taxes
• Advisor recommended reducing the draw on registered and non-

registered assets providing her with some control over the tax 
bracket and then suggested accessing the equity in the house in 
the form of income to supplement the reduced draw.

• This helps extend and grow the life of assets under mgmt. and 
reduced the taxes for the couple.
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Estate and Insurance Planning

Life annuities - create an increased cash 
flow where appropriate

Life insurance for estate liabilities

Tax liabilities on investments, cottages, 
rental properties

Provide proceeds to beneficiaries with 
potentially no tax implications

Potentially purchase other income 
producing products with beneficiary 
and capital guarantee options 
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Retirement Bridging

Opportunity to bridge as part of any 
retirement plan

Option to defer CPP to age that 
maximizes the plan

Allows for earlier retirement and defer 
start of DBP

Allows to bridge the gap until OAS 
available

Can defer Registered Plans 

Run a normal monthly amount after 
bridge time is up
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Managing lump sum Life Events 

Provides clients with ease of access to 
funds for lump sums with tax efficiency

Cover costs maintenance and taxes on 
vacation properties

Medical devices and homecare costs 
available for unplanned needs

Home improvement costs covered to 
facilitate aging in place
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HomEquity Income Plan Solutions

0

50,000

100,000

150,000

200,000

250,000

300,000

350,000

400,000

450,000

500,000

1 2 3 4 5 6 7 8 9 10 11 12 13 14 15

67%

57%

Home Equity

Home Equity Preservation with the use of $100K over 15 years

CHIP Home Income Plan

Income Advantage
98%

63%

The illustration uses conservative values:
 Home appreciation of 3.00%. Average home appreciation is 6.7% annually.  (Source: CREA, Canadian Real Estate Association 15-year national house appreciation average, February 2014)
 CHIP interest rate of 5.69%. The Annual Percentage Rate (APR) is 5.79%, which is the total cost of borrowing expressed as a percentage for one year. The APR includes interest and closing costs.
 Income Advantage Planned Account with $500/month at the interest rate of 4.25. The Annual Percentage Rate (APR) for the Planned Advance Account is 4.25% which is the total cost of borrowing expressed as a percentage for one year. 

The APR includes interest.
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Fundamental Change Needed

Increased longevity means 
we need to position real 
estate at the front end of 
retirement plans

Removing the stigma that 
real estate assets are 
untouchable

Optimize tax efficiency in 
retirement

Diversification should look the same in the 
accumulation and de-accumulation phases

Start utilizing our solutions for retirement 
cash flow, periodic lump sums or estate 
planning and large purchases 
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HomEquity Bank Products and Your Clients

Retired Clients – Lump Sum

• Renovations to stay in their own home
• Pre-Fund estate plan or Inheritance
• Replace old car, take an annual vacation
• All of the above ensures clients do not pre-

maturely drain investments or savings.

Health Care 

• Costs of Medicine are increasing and not  
always covered

• Costs of in home care can put a significant 
strain on parents and family

• Parents maintain independence /dignity

Retired Clients – Tax Free Income

• Reduce amount drawn from investments 
extending life of investments.

• Pro-active Tax planning 
• Income that does not get included in claw-

back calculations
• Increasing  Life/Disability insurance costs

Adult Clients With Retired Parents

• Advisors  may not have older clients, but 
their clients have parents who will impact 
them financially if they do not plan.

• Opportunity to extend relationship beyond 
just existing clients.
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HomEquity Bank Helps You Build Business

ConsolidateExpandPreserveBuild 

Build your book and 
generate revenue by 
putting your clients’ 
home equity to work.

Preserve your existing 
assets under 
administration by 
alleviating the need to 
sell investments as 
quickly and keep your 
clients healthier

Expand your client 
base in a growing 
market segment by 
differentiating your 
practice from others

With a fully wholistic 
approach you can 
ensure you have all 
your clients assets 
while fully optimizing 
their ability to be 
diversified and tax 
efficient. Simply put it 
is better net worth 
planning
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HomEquity Income Advantage Product

Eligibility

• Homeowners age 55 and older
• No income qualification
• No credit requirements

Value

• Qualify for between 25 and 50% of the 
home’s value 

• Money can be received monthly, periodically 
or as a lump sum

Flexibility and Choice

• No payments required until the house is sold 
or both owners move out

• Clients have the option to repay the 
principal and interest in full at any time

• Two accounts one for monthly cash flow and 
one for lump sums

Ownership and Estate Protection

• Owner maintains title 
• They can move or sell any time
• Amount to be repaid is guaranteed not to 

exceed the fair market value of the home at 
the time it is sold
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HomEquity Bank Resources for you

IIIROC, 
Advocis, 

IQPF

Dedicated 
Business 

Development 
Manager 

(BDM)

Comprehensive 
Marketing 

Support

Online 
Information, 

Tools and 
Calculators

Client 
Brochures

Sales Tools

Professional 
Development

Free CSI 
Course 
(Two CE 
Credits)

Resources
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Do You Have Any 
Questions?

THANK YOU FOR YOUR TIME
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Thank You
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