LTCle -Seminar
Conference Series

GREAT NEWS!

Everyone who attends this webinar receives
AT LEAST

50 Reward Points!*
P L U S éne lucky attendee earns

500 Reward Points!

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

“SONE SESTICTIONS WAY APRLY
VT WWW GOLDENCATEREWARCS CON: FOR DFTALY
UMIT ) REWARD COOE PER UNIGUE TRAINNG EVENT

A2 is coming sooné I
Bring in more gr&én in 2013! GOLDENCARE



*Rememberé

Peopl e donoWNEEDSInI
order of iImportance,
they satisfy their
DESIRES
In order of importance!
Desires that are unigue to each!




‘_L Our Job - Find Their Desires

ALI sten caref ul regllydawqg wl
A What do they really want?

AWhat 06s I mportant to t|
A How do they feel about cost versus quality?

A How do they feel about insurance?

Find out what they want i not what they need

ASK QUESTIONS!



‘_L How Do We Do That?

A Use the Suitability Form
A Follow-up on guestions
A Get them talking about the issues

A Make good notes to jog your memory In
the future
ASet

up a good ntick
you do

not pass up s



=1 Opening Questions

PERSONAL and FAMILY INFORMATION DATE / /
Drive? Smoke?

Name Y N Y N D.O.B. Age

Spouse Y N Y N D.O.B. Age

Address Phone

1) Are you eligible for Medicare Part A & B? Y NY N Enrolled@65? Y N Y N

Health Insurance (or) Medicare Supplement Information

Company? Plan: Price: Mr. Mrs.

2) Five Year Medical History?

Mr.
Mrs:
Chronic Medical Conditions?  Hospital? Nursing Home? Home Health Care?
3) Prescription drugs? (include type and reason taken) Monthly Cost?
Mr.

Mrs.




= Opening Questions

PERSONAL and FAMILY INFORMATION DATE / /
Drive? Smoke?

Name Y N Y N D.O.B. Age

Spouse Y N Y N D.O.B. Age

Address Phone

1) Are you eligible for Medicare Part A & B? Y NY N Enrolled@65? Y N Y N

Health Insurance (or) Medicare Supplement Information

Company? Plan: Price: Mr. Mrs.

AAtfirst, pot enti al advan




Opening Questions

2) Five Year Medical History?

Mr.
Mrs:
Chronic Medical Conditions?  Hospital? Nursing Home? Home Health Care?
3) Prescription drugs? (include type and reason taken) Monthly Cost?
Mr.
Mrs.

A Do | have a prospect? For what?

A If | do have a prospect i which
company?



Existing Coverage

4) Existing Insurance Coverage: Company/Coverage Price

Other Health Insurance?
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Existing Coverage

4) Existing Insurance Coverage: Company/Coverage Price

Other Health Insurance?

Long Term Care?

Life insurance? (Spouse)

Y
Y
Life insurance? (Client) Y
Y
Y

& €« £ € £
W N N N D

Burial/Pre-Arranged Funeral?

A Use other health insurance question as a bufferto LTC
question (Advanced agents i potential premium dollars)



Existing Coverage

4) Existing Insurance Coverage: Company/Coverage Price

Other Health Insurance?

Life insurance? (Client)

Life insurance? (Spouse)
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Burial/Pre-Arranged Funeral?

A Use other health insurance question as a bufferto LTC
question (Advanced agentsi potential premium dollars)

A Ciritical you begin by finding out their feelings about
buying LTCi



Existing Coverage

4) Existing Insurance Coverage: Company/Coverage Price

Other Health Insurance?

,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,

Life insurance? (Client)

Life insurance? (Spouse)

< < < < <
zZ zz2z Z
oW éh h O O

A Use other health insurance question as a bufferto LTC
question (Advanced agentsi potential premium dollars)

A Ciritical you begin by finding out their feelings about
buying LTCi

A Potential pivot to Final Expense, NGL Trust or other
products



‘L LTCI Questions

5) Do you know anyone who has been in a nursing home for an extended period of time?

6) If you needed Long Term Care tomorrow, what would you do?

7) Have you ever discussed Long Term Care with your children? Y. N

How would you like them to be involved if you needed care?

8) Are you familiar with how Medicare pays on nursing home care? ) N

[Review Medicare Coverage For Nursing Home Use]

A Briefly cover the three reasons people buy
LTCIi



‘L LTCI Questions

2L Bayouime Three reasons people buy LTCi?

1. Choice and independence

2. Avoid burdening their children

3. Protection of assets
8) Are you familiar

[Review Medicare Coverage For Nursing Home Use]

A Briefly cover the three reasons people buy
LTCIi



‘L LTCI Questions

5) Do you know anyone who has been in a nursing home for an extended period of time?

6) If you needed Long Term Care tomorrow, what would you do?

7) Have you ever discussed Long Term Care with your children? Y. N

How would you like them to be involved if you needed care?

8) Are you familiar with how Medicare pays on nursing home care? ) N

[Review Medicare Coverage For Nursing Home Use]

A Briefly cover the three reasons people buy
LTCIi

A This may present cross-sell right away



‘L LTCI Questions

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, efc.
8) Are you familiar

[Review Medicare Coverage For Nursing Home Use]

A Briefly cover the three reasons people buy
LTCIi

A This may present cross-sell right away



STATE SUITABILITY DETERMINATION

PROPERTY
House;.. $
Business Property:. $
Other Property/Land;,. : —_—3

MONTHLY INCOME
Social Security;...... Client$ Spouse § $
Pension; Client Spouse $ e T -
Interest/Dividends.. ..(If currently using for living expenses.) $———......cccccceeec.... 3
ANNnUity/IRA....oon (I GUTROLN MSIG QL IMING, BXREMSES ) e 9
Property/Business Income; sz $
Wages/Salary........ Client$ Spouse $ R - -

Total;___...._._.§

LIQUID ASSETS | |
GRS s, BaNkK: Inferest Rate: _ RenewalDate: ... $
Bonds;, $
Stocks....... $
Mutual Funds;_ 3y $
Savings; Interastflales:  smossensssssssesssmneyses $
Money Market Accounts__... InferestRate: e, $
Checking..... $
Life Insurance Cash Value;, $
Annuities;_.. Company: intbrestRale::. s nnns $




STATE SUITABILITY DETERMINATION

PROPERTY
House__.. : ; s s $
Business Property.... T
Other Property/Land;,. : —_—3

MONTHLY INCOME

Social Security;...... Client$ Spouse § $
Pension; Client $ Spouse $ T — -
Interest/Dividends.. ..(If currently using for living expenses.) $———......cccccceeec.... 3
ANNnUity/IRA....oon (I GUTROLN MSIG QL IMING, BXREMSES ) e 9
Property/Business Income- $

hope you have a whole b
Do you use the interest or Just let it grow?

rells you 1 f they have
How Is their cash flow in retirement!

Money Ma
Checking..... $
Life Insurance Cash Value . ... y . e $

Annuities;_.. Company: ItorostRate:.: s $




STATE SUITABILITY DETERMINATION

PROPERTY
House_ .
Business Property._.
Other Property/Land;,. : —_—3

MONTHLY INCOME
Social Security;...... Client$ Ty

&

Pension; Client 8 Spouse § R ARG oae
Interest/Dividends.. ..(If currently using for living expenses.). ..o ...

ANnUitYIRA . ..connn (ECUTENEN USING L0 INING, BXREASES ) T e

Property/Business Income-

& & e h

Most of my clients are complaining about interest...
What percent are you getting?
When does your next one come due?

Their numbers...not yours!
Money

Checking:....
Life Insurance Cash Value;,
Annuities;_.. Company: ItorostRate:.: s $




STATE SUITABILITY DETERMINATION

PROPERTY
House__.. : ; s s $
Business Property.... T
Other Property/Land;,. : —_—3

MONTHLY INCOME

Social Security;...... Client$ Spouse § $
Pension; Client Spouse $ T ——— - -
Interest/Dividends.. ..(If currently using for living expenses.) $———......cccccceeec.... 3
ANNnUity/IRA....oon (I GUTROLN MSIG QL IMING, BXREMSES ) e 9
Property/Business Income- $

How about retirement funds or annuities?
Are you drawing income or letting it grow?

Potential premium dollars!

Money Ma

Checking..... $
Life Insurance Cash Value_,,... , y s $
Annuities; . Company: Inferest Rale; ocnannvisnnni $




STATE SUITABILITY DETERMINATION

PROPERTY
House_ .
Business Property._.
Other Property/Land__, : T

MONTHLY INCOME

Social Security;...... Client$ Spouse § $
Pension; Client $ Spouse $ T — -
Interest/Dividends.. ..(If currently using for living expenses.) $———......cccccceeec.... 3
ANNnUity/IRA....oon (I GUTROLN MSIG QL IMING, BXREMSES ) e 9
Property/Business Income- $

Suitability

Do | have a prospect for LTCi?
How much premium should | recommend?

How to fund LTCi premiums!
Money

Checking:....
Life Insurance Cash Value_,,... , y s $
Annuities;_.. Company: ItorostRate:.: s $




‘_L Do | Have A Prospect?

A Partnership has changed this area



‘_L Determining Premium

A Remember
A 1.5% of assets
A (% of Income
A Use as bookends

A There will be exceptions

A Younger with growing portfolio
A OlderT 75 plus



i Funding Premium

A FInd a way to buy without changing
ifestyle and the sale becomes easier

A Remember the buffer
A $3,500 a month of income - $350 premium

A

A

Deci sion isnodt $350

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

Decision is $350 versus $800



‘_L Selling Without A Presentation

LTCIi Single Need Selling Examples



Single Need Sale Concept:
‘L Example One

STATE SUITABILITY DETERMINATION

PROPERTY
L $ 150,000 _
BSOS S P DO I i N s e ica: O
Other Property/Land:.................. Cabwv up north.................. || $_80,000___

Many people may not care about

protecting the home...

But lake property is high priority!




Single Need Sale Concept:
Example Two

MONTHLY INCOME

Social Security....... ClientS_zz700____ Spouse $_&800 A S $ 5500
Pension;................ Clients_2600____ Spouse § TR 1 00 I
Interest/Dividends....(If currently using for IVING €XPENSES.)...............ccceveeceeceee s D
ANNUItYIRAS..ocomnns (I GUIBNIN USING fOLIMING BXDENSES - - e oo veirieieinsveresaseniaeanas $
PropetY BUSIIESS INCOMIB, o i e o s i on e i 1
Wages/Salary:........ Client$ Spouse § PSS .

Total; . . $

Any time you see a spread in the income...

Forget about everything else

They have a major problem!




Client Information

Client first name Client Age

Spouse first name Mary Spouse Age

Client last name Client Client Montly Income

Value of Primary Residence $200,000 Spouse Monthly Income

Value of Other Real Property $0

Net Worth other than Real Estate $200,000

. LTCi Partnership Policy
State of Residence MN Maximum Benefit %0

Agent Name Enter Your Name Phone Humber Enter Your Phone #

Married Asset Spendown “ Married Income Calculation “ Print Married lllustration “

Married illustrations assume Client enters facility

Single Asset Spendown “ Single Income Calculation “ Print Single lllustration “

Single illustrations assume the Spouse survives the clients and enters facility

State Partnership “ Exit Medicaid Tool “

After using a button to view a page, click on Close at the top of that page to come back to this screen

For Agent Use Only




For Agent Use Only

Income Calculation

Prepared for John & Mary Client
Calculation & based upon John entering & nursing home in Minnesota in 2012

hapiopalzed Communky
Spayss ouss
John Mary
Step 1: List current incomes % 5,500.00 $ 1,200.00

List e3ch spowses total monthly Income.
Step 2: Monthly Maintenance Income
Allowance:

Bacauss Mary has Incoms bekow $1333 hadshe ks entied
to some of John's Incoms to bring himiher up to that
Maonthiy allowance. in 3ep 2, 5533 15 mowed from John's

The Communiy 3pouse k5 not required o contrbute any of
thelr Income owands e cost of c2l. They may be entlied o
some of Insiubionzized Spouse's Income, I needed, b Bring

thedr Income up ko he Moninly Maintenance Income incoma t Mary.
Alowancs I applicable, this step moves e entiled Income.
The MMIA 15 cumentl s1839 $ 630 —0 < % 639
Step 3: Determine Balances % 4 261.00 L 1,839.00
Step 4: Community Spouse may be entitled to
additional income in special circum stances. % - L -
The Col ] be entiied ko 3cdional in
r,:e:l. hg";?:;ﬁ_ﬁf;;ﬂ, ;c:ensea d:pmdert mTE Step 4: Becauss of state varatons, tis cakculator Is not
g@ndchild or paent. efc. The maxmum income. nckudhg shown. Howsver, withouta hardship sxcapton, the
aodtional imcome, ks cunmrently 52841 permonth Contact maximum ineame e Community $pouss can recaive
your Counky Case W orker for Information regarding your 52 841
coumby._
Step 5: Institutionalized Spouse is entitled to
a Personal Needs Allowance - currently: s m % 20
The Insiutionz lzed Spouse may be enfilied o addmonz |
Income n special siualbns. Suathns may InClude Healh .
mainzining cerain dependents, o celain Income Rcisding
Specizl Veterans Pension, Semman Repa@bions and the cost of care each month.
Japanese or Aleutian Resthtbn Payments.

Step 6: Monthly contribution to care costs: $ 477200 NIA

| e CRBCUNETION SAOWS (RS amMOUnD Mal Me COUpeE WH nave [0
combribube o fie cost of cale each monkh

John's Income Mary's Income

Question: Gan Mary can five on 51,839 a month without affecting his or her iifestyle?

Step 7: Amount of income left to couple % 89 % 1,839.00
— E

Mote: Medicald Bw vases fmm siate o state. ThE worksheel ks cesigned o show an approximaiion of a Mediczid spencdown.
However, you showld contact your iocal Medicald case wolk er for an accu@be piciune of your shuatbn.

This Is page 3of 3. Nustraton is not valid w ithout all three pages (Cument a5 of January 1, 201 3)

GOLDENCARE

28




Income Calculation
I Prepared for John & Mary Client

Calculation is based upon John entering a nursing home in Minnesota in 2012

Institutionalized Commun ify
Spouse Spouse
John Mary
Step 1: List currentincomes $ 5,500.00 $ 1,200.00

List each spouses total monthly income.

Step 2: Monthly Maintenance Income

Allowance:
The Community Spouse is not required to contribute any of Bi?;;iﬂzﬁjsﬁ‘:;:r:?:n;;ebiﬂﬁn?ﬁnﬁﬁri:;::;tbd
theiri t ds th t of . Th b titled t

Bir ncome towards e cost of care ey may Je enniec o Monthly Allowance. In Step 2, $639 is moved from John's

some of Institutionalized Spouse’s income, if needed, to bring
their income up to the Monthly Maintenance Income
Allowance. If applicable, this step moves the entitled income.

The MMIA is currently: $1,839 $ 639 ————p $ 639

Step 3: Determine Balances 3 4,861.00 $ 1,839.00

income to Mary.

Step 4: Community Spouse may be entitled to
additional income in special circumstances. $ - $ -

The Community Spouse may be entitled to additional income
if they have excess household expenses, dependent child,
grandchild or parent, etc. The maximum income, including
additional income, is currently $2 841 per month. Contact

your County Case Worker for information regarding your $2.841.

Step 4: Because of state variations, this calculator is not
shown. However, without a hardship exception, the

maximum income the Community Spouse can receive




Step 5: Institutionalized Spouse is entitled to
a Personal Needs Allowance - currently: $ 89 $ 89

The Institutionalized Spouse may be entitled to additional
income in special situations. Situations may include Health

insurance premiums, paying a guardian or conservator, John may have to contribute $4:T?2 to
maintaining certain dependents, or certain income including the cost of care each month.

Special Veterans Pension, German Reparations and
Japanese or Aleutian Restitution Payments.

Step 6: Monthly contribution to care costs: 3 4,772.00 N/A
Ine CAICUWATION SNOWS INe amMOount TNat tNe Couple Will NAve 10
contribute to the cost of care each month.

John's Income Mary's Income

Step 7: Amount of income left to couple $ 89 $ 1,839.00

Question: Can Mary can live on $1,839 a month without affecting his or her lifestyle?

MNote: Medicaid law varies from state to state. This worksheet is designed to show an approximation of a Medicaid spenddown.
However, you should contact your local Medicaid case worker for an accurate picture of your situation.

This is page 3 of 3. Illustration is not valid without all three pages (Current as of January 1, 2012)

GOLDENCARE

For Agent Use Only



Single Need Sale Concept:

| Example Three

LIQUID ASSETS

C.D/'s......Bank local Interest Rate: 3 Renewal Date: _Dec_................... $ 80,000

AAARAAAAAN

Bonds..........

SAARRANINNININNNINAANNALLSLLL A SR LLLAPNINNNINININIAAINNALLAALRSSSA LSRN AAAAAARASRSANNNNNG AAAARSAALLRANNNNINNNINAANNAAAR, $

Savings........o o BB IR, i i S s e e s $

Money Market Accounts; ... Interest Rate: $

CheckiNg i s e e s e v 8

Annuities;... Company: _jaa(f;on/ ....... InferestRale’’ 2.5 «............. 0000 i $ 13,000 _

. Where Is potential future sale?
. What questions would you ask on Fund?
. Where is iImmediate sale potential?

pr

pr
w N =




Single Need Sale Concept:

| Example Three

LIQUID ASSETS
CD./s:......Bank leval Interest Rate. _ 3 Renewal Date: . e .................. $ 80,000 ___
$

November?

Letter regarding annuity bonus?

Annuities.... Compemyee___ e $ 13,000 _

A 1. Where Is potential future sale?
A 2. What questions would you ask on Fund?
A 3. Where Is iImmediate sale potential?



Single Need Sale Concept:

| Example Three

LIQUID ASSETS
CD.'s.....Bank: local Interest Rate. _ 2 Renewal Date: . De¢ ... $_80,000___

Current annuity?

Replace with indexed or fixed annuity?

Annuities.... Compemyee e $ 13,000 _

A 1. Where Is potential future sale?
A 2. What questions would you ask on Fund?
A 3. Where Is iImmediate sale potential?




Single Need Sale Concept:

| Example Three

LIQUID ASSETS
CD./s:......Bank leval Interest Rate. _ 3 Renewal Date: . D¢ .................. $ 80,000 ___

HowO0s it been doing

Indexed annuity?

Annuities.... Compemyee e $ 13,000 _

A 1. Where Is potential future sale?
A 2. What questions would you ask on Fund?
A 3. Where Is iImmediate sale potential?



Single Need Sale Concept:
Example Four

4) Existing Insurance Coverage: Company/Coverage

Other Health Insurance?

Long Term Care?

__State Farnmv$120 WL__

Life insurance? (Spouse) __State Farmv $50K WL

Y
Y
Life insurance? (Client) @
Y

Burial/Pre-Arranged Funeral?

A What is reason for coverage?
A Cash Value?
A Simple Final Expense sale?




Single Need Sale Concept:
‘_L Example Four

4) Existing Insurance Coverage: Company/Coverage Price
Other Health Insur — $

)

Do they still need that amount of coverage?

Replace with a final expense policy?

A What Is reasurmrorcoverage”

A Cash Value?
A Simple Final Expense sale?



Single Need Sale Concept:
‘_L Example Four

4) Existing Insurance Coverage: Company/Coverage Price
Other Health Insur —

o

Potential premium dollars?

A What |S FedSUrTTO1 uuvuluge—.’
A Cash Value?

A Simple Final Expense sale?



Single Need Sale Concept:
‘_L Example Four

4) Existing Insurance Coverage: Company/Coverage Price
Other Health Insur —

o

NGL Trust?

Move Cash Value to trust?

If no LTC, still need final expense!
A What |S FedSorTTon uuvulugw

A Cash Value?
A Simple Final Expense sale?




i Use Questions To Satisfy Desires!



. Critical Care

Tougher underwriting means more declines and uninsurable prospects.
Dondt wal k away. Turn your dehelines
best alternative to LTCi available

A It should pay more claims then a LTCi policy!
A Issuing 98% of LTCi declines
A 5 Question application i 3 day average issue time

A Easy to explain T easy to sell

| f y ouOr ieYou meedCritical Care
800-842-7799

GOLDENCARE

For Agent Use Only
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Critical Care

CRITICAL ILLNESS COVERAGE WITH INCREASED BENEFITS FOR
ASSISTED LIVING FACILITY AND NURSING HOME CONFINEMENT.

THANK YOU FOR ATTENDING!
GoldenCare USA ~ 800-842-7799

p .

*Want a PDF of todayodos sl ides? Go t o:
Upcoming Webinars: www.goldencareagent.com

Recorded webinars: www.goldencaretraining.com

GOLDENCARE

For Agent Use Only



