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Oftentimes clients create a retirement plan through the lens of what they’d like to do—vacations, a
second home, helping to pay for their grandchildren’s tuition—and the financial legacy they want to
pass on to beneficiaries. All of these objectives are important. However, clients oftentimes don’t want
to discuss one of the largest threats to their financial and emotional stability in retirement—long-term
care costs.
Talking about long-term care can be difficult, but it is necessary to protect hard-earned retirement
assets. Establishing a comprehensive longevity planning strategy before a long-term care event arises
provides clients peace of mind and a sense of control over their financial futures by setting in place a
clearly defined roadmap should a long-term care event arise.
But how do you start this sometimes-sensitive discussion? This client-ready toolkit contains exclusive,
customizable resources to help you open up the longevity planning conversation and educate clients
on the best long-term care insurance options for their personal situation.

Client-Ready Materials
Social Post #1:

Prospective Client Letter #1

Long-Term Care Planning

The current uncertainty makes planning for the future seem difficult. But even when things are
uncertain, thorough planning helps minimize risk. The same is true for long-term care
expenses—proper preparation through a longevity plan offers protection for retirement assets
and confidence for you and your family. Message me today to start the conversation.

(Date)

A Critical Component of a Comprehensive Retirement Plan

Long-Term Care

Myth Vs. Reality

Financing Options
for LTC/Longevity Planning

Dear [name],

Have you had an experience with long-term care (LTC)?

The current environment has reminded us that nothing in life is certain. But the last few months
have also taught us that even in the face of uncertainty, thorough preparation can minimize risk.

• What happened?

MYTH

REALITY

Only older people
need to think about
longevity planning.

The earlier you start longevity planning, the
better. Early onset diseases can strike at any time.
Unfortunately, many families delay planning until
care is needed, which can lead to hasty decisions
and limited care options. These factors can quickly
impact the entire family’s financial, emotional, and
physical health.

I won’t need LTC.

70% of people who attain age 65 can expect to use
some form of long-term care (LTC) during their lives.

There’s a government
program that will
take care of me.

Most government programs don’t meet LTC needs.
Medicare covers minimal LTC and Medicaid only
provides coverage under certain circumstances/
financial qualifications.

• Who and where was care provided?

The same is true for longevity planning. None of us know what our future holds, but this lack of
certainty doesn’t mean we should ignore or minimize the probability of future long-term care
needs.

• What was the impact financial, emotionally, and physically?

There are three reasons LTC planning is critical:

In fact, most of us—70% of people over age 65—will likely need long-term care services at some
point.1 Although that number may be daunting, it doesn’t have to be.

1. People are living a longer life due to advances in medicine and technology.

I can help you determine the right longevity planning options for you, your family, and your
budget. And, if you’re concerned about paying premiums for a policy you might not need, we offer
products that provide benefits regardless if you need long-term care services or not.

• The National Cancer Institute states that there were an estimated 16.9 million cancer survivors
in the United States in 2019. The number of cancer survivors is expected to increase to 22.2
million by 2030.

I’ll be in touch soon to see if you’re ready to talk through longevity planning strategies that may
work for you.

• A Wall Street Journal article references a new drug that would save the lives of thousands of
stroke victims each year.
• USA Today mentions an existing drug that has a new application that could help prevent
cervical cancer in women.

Take care,

2. If there is a LTC event, it may impact the entire family—spouse and adult children.
• Family typically provides the majority of care—if there is not a plan in place, this could cause
severe tension among family members.
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• Providing LTC rarely brings families together—it may tear them apart. All siblings may not want
nor be able to provide equal assistance.

The best time to plan for long-term care expenses is before a medical event occurs. Contact me
today to find the right long-term care products to help protect your retirement savings.

• Today, families are smaller and geographically dispersed—if adult children move away, who will
provide and/or organize care?

Two-thirds of Americans 40+ have not set aside any
money to pay for LTC.
I can save the money
I need for LTC.

• Medicare does not cover custodial care.
• Medicaid does pay for custodial care, but generally pays for a skilled nursing home. Additionally,
you would have to qualify for Medicaid, which is becoming increasingly more difficult.

Just three years of care (the average need) can
exceed $300,000.*
Do you have money set aside already, and will it be
enough in the future with increasing care costs?

3. If you have an EVENT, how would you pay for it?
• Your retirement portfolio has been structured to pay for retirement—not for LTC expenses.

QUESTION
If you had a need for long-term care (LTC) tomorrow, how would you pay for it?
Which asset are you going to liquidate first, and second, and so on?

My health insurance
will take care of my
LTC needs.

GOAL
Finance a potential LTC need in the most cost-efficient manner.
Facts and circumstances are different for each individual.
OPTIONS
• Self-Fund
• Traditional LTC Policies
• Linked Benefit
• Life with Rider (LTC/CI)
Risk management: you retain part of the risk and transfer part of the risk.
Who’s going to manage your care?
CONSIDERATIONS
• Tax advantages
• Plan design – “pool of money”
• Supplemental concept
• Medically underwritten
• Reimbursement vs. Indemnity
ADVANTAGE/DISADVANTAGE
Traditional:
• Plan design flexibility
• Partnership eligibility
• Tax deductibility

LTC is not covered by health insurance plans.
Nearly half of Americans (age 40+) are unsure or
believe health insurance plans cover LTC.

Linked Benefit:
• “Limited” premium payment
flexibility
• Guaranteed benefits
• Guaranteed return of premium+
• Death benefit if no, or limited,
LTC needed
• Tax deductibility

Life with Rider (LTC/CI):
• Premium payment flexibility
• Guaranteed benefits possible
• Death benefit can be used for
your own health care needs

• An extended LTC event could have a potentially devastating impact on a retirement portfolio.
The median annual cost nationally of a semi-private room in a nursing home is $93,072.*
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U.S. Department of Health and Human Services

Don’t believe everything you hear.
Talk with your professional advisors about longevity planning today.
It may be prudent to transfer the risk; the concept of spending pennies to protect dollars.
LTC insurance may allow your retirement plan to be executed for the purpose it was intended—
retirement—instead of paying for LTC expenses. What is your plan?

*National average will differ by state.
Associated Press-NORC Center for Public Affairs Research. Long-Term Care in America; Americans’ Outlook and Planning for Future Care.
Chicago, IL. 2015.
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Cancer Survivorship: Addressing Complex Needs throughout the Lifespan, https://www.cancer.gov/research/annual-plan/scientific-topics/survivorship
Genworth Cost of Care Survey 2020, https://www.genworth.com/aging-and-you/finances/cost-of-care.html

The Numbers Behind Long-Term Care
The costs of long-term care (LTC) can be more than financial. Stress on family caregivers,
the uncertainty of receiving your preferred care setting, the frustration of wading through
Medicare and/or Medicaid requirements—all of these can be alleviated through proper
longevity planning.

Will you need it?

Who will care for you?
34.2 million Americans provided unpaid
care for an adult 50+ in the past year.2
60% of family caregivers still
hold a full- or part-time job.3

7 out of 10 Americans will

Determining the Best Longevity
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Am I Insurable?

Health History Questionnaire

Because everyone’s personal and financial situations are different, there are numerous longevity
planning options to address your specific needs, preferences, and budgets.

Traditional Long-Term Care insurance (LTCi) Products:
Client Type: You have plenty of income, are less liquid financially, or have no need
for life insurance.
PROS:

CONS:

• Comprehensive LTC coverage
• Inflation options
• Possible tax deduction of premiums
• Asset protection available
• Ability to pay premiums using HSA dollars*

• Ongoing premiums
• Possibility of rate increases
• Chance of no benefits if no LTC need

The first step in longevity planning is determining insurability. Long-term care
insurance is medically underwritten. Health history will determine carrier, product,
and ultimately the cost of a policy. To begin the process, please complete the
information below, providing as much detail as possible.
I. PERSONAL INFORMATION
Marital Status:

q Married

q Single

q Divorced

q Widowed

q Partner/Living Together

Client
Name:

Sex:

q Male

q Female

Street Address:

need some type of LTC during
their lifetimes.1

62% of caregivers say caring for
a parent has negatively impacted
their own financial futures.4

Average length LTC1: 3 years
Women: 3.7 years
Men: 2.2 years

Can you afford it?
$285,000: Average out-of-pocket medical costs for 65-year-old
retired couple, excluding LTC.5

$152,000: Average retirement savings of a baby boomer.6
Medicare only covers skilled nursing care7:

Client Type: You may want to reposition money from underperforming vehicles
(CDs or money market accounts) or existing life insurance cash values.
PROS:

CONS:

• Always a payout via death benefit (beneficiaries),
LTC benefits, or return of premium option
• Money-back guarantee
• All benefits guaranteed (no possible rate increase)
• Streamlined application process
• Can add inflation options
• Possible partial deduction of premiums with
some products
• Ability to pay premiums using HSA dollars

• Small death benefit
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2

3

State:
Work Phone:

Fax Number:

Email:
Age:

Zip:

Height:

Weight:

Spouse/Partner
Name:

Sex:

q Male

q Female

Street Address:
City:

State:

Home Phone:

Work Phone:

Fax Number:

Email:

DOB:

PROS:

CONS:

• Always a payout via death benefit (beneficiaries)
or LTC/chronic illness (CI) for self
• Addition of LTC/CI benefits with small
premium increase
• Guaranteed payouts
• Premium flexibility—single or ongoing premium

• No inflation options
• No tax deductibility of premiums
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*dependent on age

City:
Home Phone:

DOB:

Client Type: You have little cash and no extra income. A life insurance policy with
built-in living benefit riders is the least expensive way to include LTCi.

• Adult day health care: $19,236
• Home health aide: $54,912
• Homemaker services: $53,772

U.S. Department of Health and Human Services.
Morningstar, “75 Must-Know Statistics About Long-Term Care: 2018 Edition,” August 2018.
AARP Public Policy Institute, Long-Term Services and Supports, August 2019.
AgingCare.com, “Family Caregivers Beat the Burden of High Elder Care Costs,” June 2019.
5
Fidelity, “How to plan for rising healthcare costs”, April 2019.
6
Transamerica Center for Retirement Studies, “19th Annual Retirement Survey of Workers,” December 2019.
7
Medicare.gov, accessed May 2020.
8
Genworth, https://www.genworth.com/aging-and-you/finances/cost-of-care.html, 2020.

Linked-Benefit LTCi Products:

Life with Rider LTCi Products:

• 0-20 days: full coverage
• 21-100 days: you pay co-insurance each day
• 101+ days: no coverage

Annual costs8:
• Private room: $105,852
• Semi-private room: $93,072
• Assisted living: $51,600

Reaching Out:
Social Media Posts

This material is for informational purposes only and is not meant as Tax or Legal advice. Please consult with your tax or
legal advisor regarding your personal situation. Revised 5/28/20 GCF00282
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Start the Conversation:
Longevity Planning
Prospecting Letters

Centers for Medicare & Medicaid Services. Medicare & You. Baltimore, MD. 2015.
LIMRA and Life Happens. 2015 Insurance Barometer Study. Windsor, CT. 2015.

Does leveraging your dollars make sense?

All guarantees subject to the claims paying ability of the issuing insurance company. All optional benefits such as riders
and bonuses are available for an additional cost. The guarantees associated with optional benefits are backed/subject to
the claims-paying ability of the issuing insurance company. It is important to weigh the costs against the benefits when
adding such options to an insurance contract.

Age:

Zip:

Height:

II. CAN YOU QUALIFY? (continues)

Weight:

Client

Spouse/Partner

Do you use devices such as a wheelchair, walker, quad cane,
crutches, hospital bed, dialysis machine, oxygen, or stair
lift? Please circle all that apply.

q Yes

q No

q Yes

q No

Are you cognitively impaired or do you currently need
or receive help in doing any of the following activities of
daily living (ADLs): bathing, eating, dressing, toileting,
transferring, or maintaining continence? Please circle all
that apply.

q Yes

q No

q Yes

q No
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Infographic:
The Numbers behind
Long-Term Care

Infographic:
Determining the Best
Longevity Planning
Strategy

Video: The Basics of Long-Term
Care Insurance

Video: Long-Term Care
Planning Options

Am I Insurable? Longevity
Planning Health History
Questionnaire (fillable)

Need a personal guide to help navigate your clients’ specific needs?
We can help. Contact your Highland Vice President to get started.
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