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New lender in lifetime questions: Does 

it have to be a lifetime? 
By Jane Hanlon, The Premier Equity Release Club

OneFamily launches a mortgage range for the over 55s but covered under the 
Equity Release Council guarantees with clearly defined early redemption payments.

It looks and feels like a mortgage but it 

is more than a mortgage; it is lifetime if 

you want it to be, and in many cases will 

appeal to a new breed of borrower’s  

that have been forced to enter lifetime, 

but just want a mortgage. 

Why?
• Clear rates but a choice of fixed or 

variable tracker linked to Consumer 

Price Index

• Clear ERCs for 10 years

• Clear downsizing guarantee after 5 

years

• Overpayment option called voluntary 

that sits outside of MMR affordability.

Rates start with a Variable Tracker to 

CPI of a monthly rate 2.96% and Fixed 

Lifetime from 4.98%. Voluntary option 

to repay up to 10% per annum, imme-

diately on variable tracker to CPI from 

3.44% to fixed lifetime 5.45%

Looks and feels like mortgage?
Feedback from a specialist was con-

cerned about offering variable?

Feedback from a mortgage broker with 

the equity release qualification: “Fan-

tastic, just what my borrowers needs!” 

If we look at the Variable Tracker with 

the voluntary option to over pay,  it can 

benefit from lower rates.  If CPI goes 

too high then you know the penalties to 

exit. With the 10% overpayment limit 

it could be used as a capital and inter-

est style mortgage to clear, just like any 

standard mortgage.  Added to the 5 

year downsizing guarantee and the 10 

year redemption period, it means a re-

view of your clients’ mortgage is essen-

tial and a reason to keep in touch. 

From an adviser’s point of view this 

product means you’re no longer dealing 

with a one stop client; you 

have the chance to review and 

possibly re-broke at a later date 

as well as the option to port. 

The Lifetime Fixed product will

 suit some borrowers, whilst 

the Variable Tracker would 

appeal more to those that 

are more open to risk with a 

view to gaining.

Early indications are that the Variable 

Tracker with its market leading rates 

and the option to overpay on the volun-

tary of up to 10% per annum means the 

debt will reduce and therefore the ERC 

penalties, if applied, would also reduce 

based if any of up to 10% overpayment 

rule used. 

Visit: www.onefamilyadviser.com
Tel: 0800 802 1645

Email: oflm.sales@onefamily.com

Will others lender follow?  We will keep 

you posted...

Jane Hanlon,  0800 612 5423
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Those customers who are encounter-

ing these types of difficulties could 

benefit from being presented with the 

alternative options available to them, 

such as lifetime mortgages, which 

could help them to stay in their cur-

rent property while accessing funds 

for their retirement.

Last Time Buyers – key facts and 
figures
In contrast to Last Time Buyers, 

young, growing families are more able 

to plan ahead when it comes to seek-

ing a property which is fit for purpose. 

They’re likely to know that they’ll need 

extra bedrooms for children; a garden 

is a desirable asset, as is proximity to 

local amenities, etc. However, most of 

us don’t see ‘moving on’ as being an is-

sue as our lives progress. As we grow 

older, we become less certain on what 

the future holds. As we work our way 

up the mid-life career ladder, moving 

to a larger property with room for a 

growing family is seen to be the way 

to go – but as we age, exactly the op-

posite becomes the perceived norm.

When Legal & General conducted our 

‘Last Time Buyers’ research project 

last year in conjunction with the Cen-

tre for Economics and Business Re-

search, our results showed that over 

3 million homeowners aged 55 or over 

were open to the idea of downsizing 

their family homes. Of course, this is 

something that makes sense as peo-

ple age. Gardens can get out of hand, 

spare bedrooms aren’t used and tak-

ing care of a large house can be a drain 

on the energy and finances of many 

older people.

It’s these homeowners that we call 

the ‘Last Time Buyers’ – individuals 

who are usually in, or on the verge of, 

retirement. Usually 55 or over, these 

older borrowers are starting to re-

view the family home in terms of its 

long term suitability and as an alterna-

tive pension for their retirement.

Many in this bracket would like to 

move, but with today’s housing cri-

sis squeezing supply, it is often very 

difficult for them to downsize. The 

Government is promoting the con-

struction of affordable homes for first 

time buyers, but older homeowners 

are facing a different problem: the 

dichotomy of having ample equity in 

the home they own, but a deficit of 

suitable accommodation. A move to 

‘suitable accommodation’, such as a 

purpose-built retirement community, 

may also result in a drain on capital 

reserves, rather than releasing much 

valued equity for longer term use. 

These potential downsizers 

are also a bracket that can help to ease 

the pressures on the housing market 

as a whole. Our research on LTBs 

found that in 2012 £820 billion worth 

of property wealth rested in the hands 

of the over-55s. If these buyers were 

able to downsize, the equivalent of 

7.7 million bedrooms would be made 

available up in the UK, providing the 

larger homes for new families to move 

into.

Comparative property values rose sub-

stantially during the 70s, 80s, and early 

90s – and these are the homes in which 

our Last Time Buyers are now living. 

According to the Office for National 

Statistics, property prices are now 45 

times what they were in the 1970s – an 

increase that is far in excess of  inflation. 

Continued overleaf >

Where next for Last Time Buyers?
By Bernie Hickman, Managing Director, Legal & General Individual Retirement

We’re all used to hearing about how hard it is for first time buyers to get onto the property ladder, but Last Time 
Buyers (LTBs) can face a struggle to find the right property too, albeit in quite different ways. 
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In fact, our research shows that the 

property wealth of over-55s will rise to 

over £1 trillion by the end of this decade. 

That’s just less than 20% of the nation’s 

current housing wealth resting 

in the hands of people who could ben-

efit greatly from accessing it and who 

already meet the eligibility criteria to do 

so. 

Considering the alternatives

However, whilst downsizing can be a 

suitable option for supporting retire-

ment income, it can often be difficult for 

older borrowers to find the finances to 

fund a move. Mortgage lenders are not 

insensitive to the needs of older people, 

but neither are they well-disposed to-

wards offering new loans that stretch 

into retirement, particularly on an inter-

est-only basis. As such, it is crucial that 

those who are looking to downsize, but 

are unable to, are aware of the other op-

tions available to them so that they can 

make an informed choice. 

Highlighting the alternatives can be par-

ticularly useful for consumers, as the 

emotional attachment one often has to 

their home can make a move just plain 

difficult. As we grow older, memories 

seep into the bricks and mortar, we ac-

cumulate treasured furniture and pos-

sessions that fill a large house, we get 

used to having nearby amenities that 

we know well and there’s that sense of 

ease about inviting friends and family to 

a place in which we feel safe and secure. 

Others may also find it hard to reconcile 

the transition from a larger family resi-

dence to more compact, less spacious 

accommodation. It’s in situations such 

as these that lifetime 
mortgages would be useful, as 

they offer advisers a solution for older 

homeowners which unlocks the oppor-

tunity to release the wealth stored in 

their property. These funds could be 

used to adapt their current home to suit 

their needs, rather than moving out of 

their comfort zone to find another prop-

erty.

The growth of the lifetime mortgage 

market in recent years has meant it’s 

now easier than ever to access the eq-

uity in your own home, without the 

need to move away. Of course, these 

products aren’t for everyone. The alter-

natives must be explored in full before 

pursuing a lifetime mortgage, and it is 

important to understand the product 

before committing. As we have seen, 

downsizing remains an appropriate op-

tion for many older people, but there is a 

lot to consider, such as the cost of mov-

ing and the emotional impact of leaving 

a property that may have served as the 

family home for decades. Increasing-

ly, accessing equity through a lifetime 

mortgage is a realistic solution 
to consider for today’s cash-poor but 

asset-rich generation of retirees. 

A holistic retirement solution

There’s clearly a vast amount of proper-

ty assets owned by over-55s, yet many 

remain unaware of the alternatives to 

downsizing that can help steer them 

towards a financially stable retirement. 

To resolve this, advisers should review 

their existing client engagement strat-

egies to ensure they are raising aware-

ness about lifetime mortgages with 

those who can benefit from these prod-

ucts most. 

As we’ve seen, the mortgage market is 

awash with families and younger buyers 

looking to secure their dream home, but 

people nearing or in retirement have in 

the past been critically underserved. 

Advisers need to ensure they are work-

ing with these older homeowners, many 

of whom may be struggling to downsize 

or finance their retirement. By review-

ing client records and past interactions, 

they can try to locate any previous or 

existing clients who may now be nearing 

retirement age and approach them and 

suggest lifetime mortgages as part of a 

wider conversation on retirement plan-

ning. 

Financial planners 

must advise these 

clients holistically as 

well, as retirement 

plans need to include

income from a 

variety of sources. All the options 

should be taken into account and all as-

pects of retirement planning 
addressed. Tax planning, lifestyle choic-

es and ensuring that enough funds are 

left over to pay for long term care must 

all be a key part of the retirement con-

versation.

It’s also important that advisers involve 

relevant parties in the retirement plan-

ning discussion. Family support will be 

essential when planning for retirement, 

as sons and daughters will want to en-

sure that Last Time Buyers get the right 

advice for the right reasons.  Providers 

and advisers must work together to ed-

ucate the market about the potential of 

lifetime mortgages and releasing equity 

from property assets. The market has 

come a long way in clearing up legacy 

concerns over equity release products, 

and there have been vast improvements 

in product innovation and transparency, 

but there are still borrowers and fam-

ily members out there who may have a 

perceived lack of trust or knowledge of 

lending into retirement. As well as any 

family support, advisers must also look 

to explain the benefits of lifetime mort-

gages and other retirement lending op-

tions clearly.

If the industry is to find the best solu-

tions for LTBs, we need to raise 
awareness about the options avail-

able to those approaching retirement 

in a holistic way. Advisers must discuss 

these products with their clients within 

a wider conversation, where all the al-

ternatives are given due consideration 

and all the risks clarified. Lifetime mort-

gages are not the only retirement option 

out there, and they won’t be for every-

one, but helping clients to consider oth-

er solutions for retirement funding and 

to emphasise the need to plan ahead, 

can make all the difference in making life 

better for customers. 

Contact Legal & General Home Finance

Tel: 03330 048 444

Email: newbusinessenquiries@landghomefinance.com

Visit: www.legalandgeneral.com/advisercentre
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Don’t we owe it to our customers to take a 
fresh look at equity release?
By Roger Marsden , Managing Director, Aviva Equity Release

The birth of the new pension freedoms represented a watershed moment. There is now a responsibility to consid-
er all retirement options afresh – including equity release.

The annuity isn’t dead... It’s just got company

While headlines proclaiming the “death of annuities” have 

been premature, it’s clear that the product will not domi-

nate retirement planning as it once did. At the same time, 

the appeal of drawdown has increased. But it would be mis-

guided to limit retirement planning to these two products 

alone. In ensuring careful balance, all options must 

be placed onto the customer’s retirement planning scales. 

And this, of course, includes equity release.

New landscape, same uphill battle?

The landscape may have changed, but one thing hasn’t: 

many savers still face a struggle to fund the kind of lifestyle 

they want in retirement.

Our research found that the typical over 45 year old ex-

pects to need an annual income of approximately £12,500 

to fund their retirement. But the same research also 

showed that the typical saver can expect only £10,000 a 

year, even when they factor in state pension and private 

savings. 

So how might they make up the shortfall? Perhaps the an-

swer lies here:

Our research found the average 45-74 year old has a prop-

erty worth £286,000, compared to typical savings and in-

vestments of just over £53,000. 

To fail to consider this most valuable asset must surely be 

to fail the interests of the customer.

Busting myths and spreading awareness

The industry continues to counter present-day misconcep-

tions about equity release caused by poor practices dating 

back to the 1980s.  Improved customer awareness and un-

derstanding look likely to boost appetite for equity 

release. But there’s still some way to go. Research from 

Mintel  found that about one in three thought they had to 

own their home outright before using equity release while 

one in five over 45s hadn’t even heard of the product. 

There is, however, evidence that an appetite for equity re-

lease is growing. In the first half of 2015, 10,000 new cus-

tomers took out plans. This is more than a niche product.

With increasing life expectancy, evidence of saving short-

falls, a market shaken by the new pension freedoms, and 

more than 6 million homeowners in England alone over the 

age of 55 (Mintel), it’s not hard to see the opportunity for 

customers and our industry. 

It’s time for our industry to help our customers think afresh 

about equity release.

  Mintel research, May 2015: 

2 Record sales: Equity Release Council

Contact Aviva
Tel: 0845 300 2837

Visit: www.aviva-for-advisers.co.uk

1 Mintel research, May 2015
2 Record sales: Equity Release Council
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Pensions & FreeBen/benefits assessment
By Faye Moutzouri, The Equity Release Council

Pension freedoms are certainly in consumers’ best interest offering them control over the planning of their retire-
ment savings. 

Effective planning requires expert skills, 

to avoid risking a wrong decision that 

could force them in to poverty in later 

years. Encouragement to save is im-

portant given that the average pension 

pot of £55,000 may not be an enor-

mous amount of money in the sense of 

the longer term return it can provide. 

Expert advice - taking into account the 

current and future financial status of the 

person - is key in this process, as it is in 

Equity Release advice. 

One aspect of Equity Release advice 

process is scrutinising means 
tested benefits, and how the 

released cash could affect a client’s el-

igibility for these benefits. Ensuring a 

thorough breakdown of a customer’s 

entitlement position is a complex addi-

tion to an individual firm/adviser’s ser-

vices. In addition, it is important that 

this information is presented in a simple 

and clear manner to ensure that the cus-

tomer understands the content. 

Simplicity and clarity is im-

portant for financial services’ custom-

ers. Thorough presentation of a cus-

tomer’s entitlement position goes a long 

way towards providing good outcomes 

for the benefit of the individuals and 

helps to maintain confidence in the sec-

tor’s reputation, which has been hard 

won over the last 25 years.

Being specifically asked to consider the 

merits of Freeben, I can concur that 

although not a 

member of The 

Council. 

‘Freeben’ is one of a number of plat-

forms that provides concise information 

with an easy to use interface. However, 

as mentioned the key point is that advis-

ers should avail themselves to using a 

reputable and thorough platform wher-

ever possible to help them produce 

reliable customer reports, that will ulti-

mately compliment the advice and ser-

vice they aim to provide to their clients. 

Contact The Equity Release Council
Tel: 07557 856 705 

Email: fayem@equityreleasecouncil.com

Visit: www.equityreleasecouncil.com
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Rate changes from 13th May 2016
Lender Date change Product Original rate Current rate Rate change

Aviva Flexi Standard 6.09% 5.09%

April 5.09% 4.99% v 0.12%

Flexi Enhanced 5.04%

April 5.04% 4.94% v 0.10%

Lump (standard 7.39%) 5.78%

Please note Aviva  assess each case individually.

Hodge  Retirement 4.39%

Flexi Life 6.19%

Lump 5.99%

Just Retirement Roll up 5.42%

Roll up 60-64 5.42% 5.52% ^ 0.10%

Lump sum 6.59%

Enhanced 6.59%

Legal & General Flexi 5.19%

May Flexi 5.08% 4.99% v 0.09%

Flexi CB 5.39%

May Flexi CB 5.28% 5.19% v 0.09%

Flexi Plus 5.54%

Flexi Plus CB 2% 5.74%

Lump 6.04%

Lump CB 6.24%

Max Lump 6.29%

Max Lump CB 6.49%

Premier range Loans over £200K 4.99% *NEW*

Premier Flexi 4.89% 4.80% v 0.99%

LV= Flex 6.04%

Lump sum 5.79%

more2life Tailored Enhanced 6.47%

Tailored Enhanced Cashbacks 6.79% ^ 0.10%

Premier Choice 1 6.27%

Capital Choice New 10% over immediate 5.51% *NEW*

Interest 5.75% 5.36%

OneFamily Lump Lite Linked to CPI 3.00% Variable *NEW*

Fixed 5.10% *NEW*

Lump Standard Linked to CPI 3.20% Variable *NEW*

Fixed 5.30% *NEW*

Voluntary Lite Linked to CPI 3.49% Variable *NEW*

Fixed 5.59% *NEW*

Voluntary Standard Linked to CPI 3.69% Variable *NEW*

Fixed 5.79% *NEW*

Pure Lump 1 6.79%

Lump 2 6.59%

Drawdown 1 from 6.59%

DD1 Max 7.10%

DD2 Max 6.90%

DD3 from 6.75%

DD3 Max 7.24%

Retirement Advantage Interest Gold 5.99%

February Interest Gold 6.52% min age 60

Interest Platinum 6.97%

Voluntary 10% over immediate 6.99%

Lump 6.87%
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Contact Pure Retirement
Tel: 0113 366 0599

Email: info@pureretirement.co.uk

Visit: www.pureretirement.co.uk/professionals

Funding for later life is becoming more 

and more of a concern, with final sal-

ary pensions now totaling a shortfall 

of more than 300 billion, with these 

schemes now equating just 80% of 

the sum needed to meet pension 

pledges. In addition, the recent over-

haul of the state pension system 

means that thousands of people who 

don’t have enough national insurance 

contributions to their name will get 

nothing. 50,000 women and 20,000 

men in their 50s and 60s, who have 

fewer than 10 years of contributions, 

will now not receive a penny of state 

pension when they retire, according 

to Age UK.

Furthermore, twenty-somethings 

were this month warned that they 

may have to wait until the age of 75 to 

receive a state pension, an age which 

may be unrealistic for most people, 

meaning that the new defined contri-

bution scheme will be their only re-

spite.

Even these defined contribution 

schemes however may not be enough 

to support them in later life. Dominic 

Lindley, a member of the Financial 

Services Consumer Panel and for-

merly of Which?, noted at the Pension 

Schemes Bill Committee in 2014, that 

for one family in four, defined contri-

bution pension savings make up only 

4% of their total household wealth, 

and even today the average single de-

fined contribution pot stands at just 

£25,000.

Increasing numbers of over-55s are 

looking to draw upon the wealth con-

tained within their homes to achieve 

financial security and stability 

in later life, with some two thirds of 

equity release products sold being for 

drawdown rather than a single lump 

sum.

Nigel Waterson of the Equity Release 

Council commented recently that, 

‘the popularity of 

drawdown today is 

one example of 

innovation 

benefiting 

consumers, with 

7 in 10 new plans during Q4 2015 in-

volving customers releasing equity in 

stages as and when needed.’  

Uncapped drawdown plans, provided 

by lenders such as Pure Retirement, 

are ideal in that they provide an un-

capped reserve facility, mean-

ing a greater pot which customers can 

continue to draw from into their old 

age to subsidise their pensions.

The retirement landscape has 

changed considerably and there is a 

real challenge to amass the savings 

needed to support a comfortable re-

tirement. Equity Release can play an 

important role for many in helping to 

achieve this, and it makes sense for 

any conversation about financial plan-

ning for retirement to consider the 

role that housing wealth can play.

Navigating the Retirement Landscape
By Rachel Pease, Marketing and Communications Manager, Pure Retirement

The 2014 Budget saw major changes to how retirees can access their pensions, and while the reforms provided 
an unprecedented amount of flexibility for retirees in how they access their savings, they also provided the poten-
tial for people to make financial decisions which may lead to poorer outcomes later in life.
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Contact Hodge Lifetime
Tel: 0800 731 4076

Email: james.young@hodgelifetime.com

Visit: www.hodgelifetime.com

1. Will further withdrawals be based on the 
prevailing new business rate?

Yes. Hodge offers the best prevailing rate available for the initial 

loan and for further withdrawals.  No discounted rates for new 

customers all borrowers treated the same with best prevailing 

rate at the time funds drawn. Very important for customers 

looking to utilise their facility on a regular basis.

2. If circumstances change and the customer 
wants to sell up, can early repayment charges be 
waived?

Yes. Hodge offers a feature allowing our variable early repay-

ment charges to be waived in full should customers choose to 

fully redeem their loan when moving home – Downsizing 
Protection (Years 1- 5 a fixed fee will still apply, 5% to 1%)

3. Can part repayments be made following a 
withdrawal?

Yes. After the first anniversary of the plan Hodge Lifetime allow 

repayments of up to 10% of the total amount borrowed, includ-

ing any withdrawals taken using the Flexible Repayment 
Option.

4. Can a withdrawal be made following a part 
payment?

Yes, immediately. Hodge allow further withdrawals immediately 

following a part repayment using the Flexible Repayment 
Option.

5. What draw down facility is available based on 
the initial lump sum?

The Hodge Flexible Lifetime Mortgage allows customers to 

take 10% of the total available as an initial lump sum (minimum 

£15,000), the rest can be used for fee free further draws as little 

as £1000 when required.

The Hodge Flexible Lifetime Mortgage allows customers to 

take 10% of the total available as an initial lump sum 

(minimum £15,000), the rest can be used for fee free 

further draws as little as £1000 when required.

Flexible Lifetime Mortgages
By James Young, Business Development Manager, Hodge Lifetime

Hodge would like to remind you of the five important features that you may need to consider when recommend-
ing a Drawdown Mortgage to your clients.
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Why are equity release plans 
breaking all records?
By Peter Rylott, Equity Release Specialist, The Right Equity Release 

Since 2011 Equity Release lending has more than doubled to £1.61bn.* Many 
of the myths surrounding Equity Release have now been busted.

If we go back a decade plans were often sold with fixed 

rates of over 7% and had limited flexibility. Additional bor-

rowing was generally only allowed after a period of time 

had passed and we had few mainstream providers involved.

Move forward to 2016 and I am now recommending 

flexible drawdown schemes to clients starting at 4.98%. 

I am moving clients from interest only plans with standard 

variable rates of 4.74%. The competition in the market 

has brought fixed rates for life down to almost the level of 

mainstream mortgages. No longer can this be deemed to 

be expensive.

The minimum release is now £10,000 and then clients can 

access further capital up to agreed limits if and when re-

quired. Drawdown schemes represent 70% of the plans 

sold in Q4 2015*. No longer is it a major decision as many 

will access small amounts to make their retirement dreams 

come true without taking too much risk with the equity in 

their homes.

We now have 3 of the UK’s largest insurers Aviva, Legal 

& General and LV= involved in the market. This gives cli-

ent’s confidence in the brands they are dealing with. 

Specialist lenders and reversion providers are now able 

to offer innovative products including enhanced plans un-

derwritten upon health and lifestyle. There is more choice 

than ever to give clients the perfect features and benefits 

for their situation. 

Product features have been introduced which now allow 

part repayments of capital or to cover some or all of the 

interest. This opens the market to clients with different 

needs than the traditional roll up plans. Clients with inter-

est only mortgages coming to an end are finding a simple 
solution to move to Equity Release plans. There is no 

need to worry about affordability or finding suitable lend-

ers later in life as conventional plans come to the end of 

their term.

Many providers now offer inheritance protection allowing 

clients to protect some of the equity in their home for loved 

ones or to use to raise funds in the future. This takes away 

the fear that you may leave nothing behind for the family 

and you can choose the amount of the property to pre-

serve for them.

The evolution of the marketplace will continue. The 

products and importantly, the funding for the providers 

are now in place for 2016 to set further records. It is a year 

to be positive about a mainstream product which can help 

change lives. 

The Premier Equity Release Club are happy to take refer-

rals or help with your education to give you the confidence 

to write cases yourself. 

Contact Peter Rylott, TRER
Tel:  07949 945 555

Email: peter.rylott@therightequityrelease.co.uk

Visit: www.therightequityrelease.co.uk

* Equity Release Council 22/1/2016


