
LTCi e -Seminar 

Conference Series  

 

 A2 is coming sooné 

Bring in more green in 2013! 

GREAT NEWS! 
Everyone who attends this webinar receives 

AT  LEAST 

 50 Reward Points!* 

PLUSé one lucky attendee earns 

500 Reward Points! 

* Limit 1 Reward Code Per Agent Per Unique Training Topic. 

Using The Suitability Form  

$$ 



Rememberé 

People donôt satisfy their NEEDS in 

order of importance,  

they satisfy their  

DESIRES 

in order of importance!   

Desires that are unique to each! 



Our Job - Find Their Desires 

Â Listen carefully to what theyôre really saying.  

Â What do they really want? 

Â Whatôs important to them? 

Â How do they feel about cost versus quality? 

Â How do they feel about insurance? 
 

Find out what they want ï not what they need  
 

ASK QUESTIONS!  



How Do We Do That? 

Â Use the Suitability Form 

Â Follow-up on questions 

Â Get them talking about the issues 

Â Make good notes to jog your memory in 
the future  

ÂSet up a good ñtickler fileò to make sure 
you donôt pass up sales 



Opening Questions 

 



Opening Questions 

Â At first, potential advantage leadé 



Opening Questions 

Â Do I have a prospect?  For what? 

Â If I do have a prospect ï which 
company? 



Existing Coverage 
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question (Advanced agents ï potential premium dollars) 
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Existing Coverage 

Â Use other health insurance question as a buffer to LTC 
question (Advanced agents ï potential premium dollars)  

Â Critical you begin by finding out their feelings about 
buying LTCi 

Â Potential pivot to Final Expense, NGL Trust or other 
products 
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LTCi Questions 

Â Briefly cover the three reasons people buy 
LTCi 

Â This may present cross-sell right away 

Three reasons people buy LTCi?  
 

1. Choice and independence  
 

2. Avoid burdening their children  
 

3. Protection of assets  

Someone who is expecting their  
children to care for them...  

 

No problem moving in with child...  
 

Talk about CASH!  
Help with household expenses 
Pay grandkids for errands, etc. 
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I hope you have a whole bunch of money in CDôs, 
 

Do you use the interest or just let it grow?  
 

Tells you if they have CDôs dollars or not! 
How is their cash flow in retirement!  

How about retirement funds or annuities?  
 

Are you drawing income or letting it grow?  
 

Potential premium dollars!  

Most of my clients are complaining about interest...  
 

What percent are you getting? 
 

When does your next one come due? 
 

Their numbers...not yours!  

Suitability 
 

Do I have a prospect for LTCi? 
 

How much premium should I recommend? 
 

How to fund LTCi premiums!  



Do I Have A Prospect? 

Â Partnership has changed this area 



Determining Premium 

Â Remember 

Â 1.5% of assets 

Â 7% of income 

Â Use as bookends 

Â There will be exceptions 

Â Younger with growing portfolio  

Â Older ï 75 plus 



Funding Premium 

Â Find a way to buy without changing 
lifestyle and the sale becomes easier 

Â Remember the buffer 

Â $3,500 a month of income - $350 premium 

ÂDecision isnôt $350 versus $3,500 

Â If $2,700 is committed to expenses, $800 
is disposable 

Â Decision is $350 versus $800 



Selling Without A Presentation 

LTCi Single Need Selling Examples 



Single Need Sale Concept: 
Example One 

Â Key Questions? How long ago did you buy this?  
 

Kids use it?  
 

Grandkids use it?  

Many people may not care about 
 

protecting the home...  
 

But lake property is high priority!  



Single Need Sale Concept: 
Example Two 

ÂWhatôs the problem here? Any time you see a spread in the income... 
 

Forget about everything else 
 

They have a major problem!  

5,500 
1,200 
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Single Need Sale Concept: 
Example Three 

Â 1.  Where is potential future sale? 

Â 2.  What questions would you ask on Fund? 

Â 3.  Where is immediate sale potential? 
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Letter regarding annuity bonus?  
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Current annuity?  
 

Replace with indexed or fixed annuity?  
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Â 2.  What questions would you ask on Fund? 

Â 3.  Where is immediate sale potential? 

November?  
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Single Need Sale Concept: 
Example Four 

Â What is reason for coverage? 

Â Cash Value? 

Â Simple Final Expense sale? 

Do they still need that amount of coverage?  
 

Replace with a final expense policy?  
Potential premium dollars?  

NGL Trust?  
 

Move Cash Value to trust?  
 

If no LTC, still need final expense!  



Use Questions To Satisfy Desires! 
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Critical Care  

Tougher underwriting means more declines and uninsurable prospects.  

Donôt walk away.  Turn your declines into gold with Critical Care ï the 

best alternative to LTCi available 

ÁIt should pay more claims then a LTCi policy! 

ÁIssuing 98% of LTCi declines 

Á5 Question application ï 3 day average issue time 

ÁEasy to explain ï easy to sell  

 

If youôre in LTCi ï You need Critical Care 

800-842-7799 
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GoldenCare USA ~ 800-842-7799 

*Want a PDF of todayôs slides?  Go to:  www.ltcagentsalestools.com 

Upcoming Webinars:  www.goldencareagent.com 

Recorded webinars:  www.goldencaretraining.com 

 

THANK YOU FOR ATTENDING! 


