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Clients may have underlying concerns that prevent them from committing to an LTC 
plan. Proactively address these by offering tailored solutions:

•	 For clients concerned about not needing LTC, showcase policies with LTC riders 
offering a guaranteed return.

•	 For those wanting to leave a financial legacy, consider linked-benefit policies 
with death benefits.

•	 For clients wary of reimbursement complexities, introduce indemnity or cash 
indemnity options that simplify claims without extensive paperwork.
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Long-term care (LTC) needs are a significant factor in retirement healthcare expenses. Despite this, fewer than 8% of Americans 
currently have LTC coverage. Financial professionals can be crucial in shifting client perspectives and encouraging proactive 
planning. Here are five strategies to foster more constructive LTC conversations.

Clients often associate LTC coverage with nursing homes, which can immediately 
discourage productive dialogue. A more effective approach is to emphasize the 
possibility of receiving care at home. Begin with questions like, “How would you 
prefer to stay in your home as long as possible, even if you need assistance?” 
Statistics show that around 73% of initial LTC claims are for home care, making this 
an accessible and relatable entry point.

Presenting a single, overwhelming LTC cost estimate can lead to sticker shock and 
hinder decision-making. Instead, use a tiered approach to demonstrate different 
levels of coverage. Start with a “good” plan and allow clients to inquire about 
“better” and “best” options. Highlight how nonessential income can offset care 
costs, reducing the insurance amount required.

Men and women often approach LTC planning differently. While women may 
prioritize ensuring adequate coverage to protect family members from caregiving 
burdens, men often prefer solutions that offer a financial return. Present life 
insurance policies with LTC riders as a dual-benefit option for men, emphasizing 
potential returns whether care is needed or not. For women, emphasize plans that 
provide comprehensive coverage, caregiver compensation, and inflation protection.

Language choice significantly influences client perception. Frame the conversation 
around “LTC solutions” rather than “policies,” positioning yourself as a problem-
solver. Additionally, replace negative terms like “burden” with “challenge” to foster 
respectful and constructive dialogue.


