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Discussion Overview:

 Retirement planning & healthcare (“the why”)

 Marketplace update

 An overview of Insurance planning solutions (Traditional, Hybrid Life+LTC, Life Insurance with riders, etc.)

 Overcoming client objections

 Applying behavioral finance lessons to client conversations

 Case studies (Individual & Corporate)

 Q&A  

Today’s Objective & Discussion Overview 

Most estate planning professionals have seen the recent studies or read the reports.  We know that clients’ greatest retirement 

concern today is HEALTHCARE.  And Long-Term Care (LTC) can be the most challenging and expensive piece of healthcare 

during someone’s retirement years.  Join our meeting to learn more about LTC planning strategies – in just 45 minutes or so, 

you’ll walk away with a better understanding of the risk, candidates for these conversations , insurance solutions, and best 

practices for improving client outcomes.



UCSB Baseball (1993-1996) 



Summary of Retirement Risks







45% of financial advisers surveyed said 

they don’t factor healthcare and medical 

planning into their clients’ overall retirement

plans.

Source: Nationwide Retirement Institute (2018) 



Why Have “The Talk”?



Long-Term Care Services in Santa Barbara 

Source: Geworth Cost of Care Study, 2019.





 Growing awareness or consciousness 

 Sales growth (Individual, Multi-life & Hybrid Life/LTC plans) 

 Carrier entries 

 Continued in-force premium increases 

 Increase in HSA limits

 Proposed changes to Medicare Advantage

 State of WA Long-Term Care program 

Insurance Marketplace Update 



 Mortality

 Morbidity 

 Interest Rates

 Lapse Assumptions

 Regulatory Environment

 Adverse Selection 

1st Generation LTC Insurance Challenges: 

Marketplace Update 



A Word on LTC Insurance Rate Increases 



Long-Term Care Insurance Planning Solutions 

 Traditional LTC Insurance 

 Linked-Benefits (Combination Life/LTCI plans) 

 Life Insurance with CI /ADB / QLTCI riders

 Group Life Insurance with LTC Benefits 

 Annuities with LTC Riders  

 Immediate-need LTC Annuities 

 Short-Term Care 



Long-Term Care Insurance Planning Solutions 



What’s the Best Fit? 



Overcoming Client & Advisor Objections 



Important Disclaimer (Behavioral Finance)



REALITY = Behavior Change is Hard



Benefits of Behavioral Finance

Source: BeFi Barometer (2019)



Behavioral Finance & LTC Planning 

Source: BeFi Barometer (2019)



Tips for Productive Long-Term Care Planning Conversations…

1. Keeping choices as simple as possible

2. Focus on the possible gain vs. possible loss

3. Use stories, not statistics!

4. Focus on now benefits, not the future

5. Help guide heuristics (“rules of thumb”)

6. Formalize a strategy (with or without Insurance) 
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