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Step 1 – Application Solicitation 

• Complete the application questions

• Sign the application

• List Application Designated Contact 



Step 2 – Application Submission

• Check with your marketer for submission process

• Ensure that the application is submitted no later than 30 days from 
client signature

• E-App

• Ensure not in “Sandbox”
• Ensure status is “Submitted”

• Paper Application

• Ensure the Producer Statement is complete 
• Make sure commission code (aka BOB code) is complete and accurate



Step 3 – Application Entry and Initial Review
• The application is received at our office,  

imaged, entered, and transmitted to the Case 
Management team within 3 business days

• Requirements are ordered based on 
information from the application

• The Case Manager reviews the application 
for accuracy and completeness 

• Agent appointment and licensing is verified to 
ensure the validity of the application

• Welcome email is sent to designated contact 
on application

• The ordered requirements are reviewed for 
accuracy and additional requirements may be 
ordered based on results of the review



Step 4 – Requirement Gathering and Risk Assessment
• The Case Manager reviews the case and provides a status update every 

10 business days 
• Please see the next slide for more detail on the 10-day status updates

• When all requirements are received, the Underwriter evaluates the risk
• If age 65 and over, face-to-face assessment is scheduled after medical records are 

reviewed
• Additional requirements may be ordered based on risk evaluation

• All requirements are received (including additional) - Risk Decision
• Issue (please see steps 5, 6, and 7 for issued cases)
• Decline
• Postpone 
• Withdraw/Incomplete 



Step 4a– Requirement Gathering Follow-Ups
• Key follow-up dates for a pending policy:

• Day 1 (w/ case management)- Initial Review is completed and the welcome email is sent
• Day 10/20- The case is reviewed*
• Day 30- The case is reviewed* and if the interview is not completed, we advise it must be 

completed within 2 weeks or the file will be withdrawn
• Day 40/50- The case is reviewed* 
• Day 60 - The case is reviewed* and UW input may be requested based on review
• Day 70- The case is reviewed* and emphasis is placed on withdrawal date (90 days)
• Day 80- The case is reviewed* and continued emphasis on withdrawal date
• Day 90- The case is withdrawn as incomplete and withdrawal email is sent

• If requirements come in after withdrawal, the UW will review and advise next steps (new app is 
probably needed, but UW will advise)

*when the case is reviewed, the CM will review each outstanding requirement and any notes left on the file. Based on 
their review they may need to reach out to a vendor or to an internal partner to get information that will aid in 
gathering requirements in the most efficient way. After all that information is gathered, the CM will send a status 
email to the designated contact. 



Step 4b– Requirement Gathering Follow-Ups
• Medical Records (APS) ordered 

• The APS vendor, ReleasePoint (RP), follows a specified cadence in which they follow up with the medical 
facility/copy service to retrieve the records

• These follow-ups are independent from the Case Manager’s 10 day follow up. That means RP is working 
behind the scenes and touching the case much more frequently than 10 days. 

• Phone (PHI) or Face-to-Face (F2F) interview ordered
• The PHI/F2F vendor, illumifin, follows a specified cadence in which they follow up with the client to schedule 

and complete the interview
• These follow-ups are independent from the Case Manager’s 10 day follow up. That means illumifin is 

working behind the scenes and touching the case much more frequently than 10 days. 

• Final Requirement
• When the last underwriting requirement is received, a task is automatically triggered and sent to the 

Underwriter(UW) for review
• This task is independent from the Case Manager’s 10 day follow up. 
• If policy is being offered “Other Than Applied” (OTA), the underwriter will send an email before the case is 

issued to explain the offer.  



Step 5– Policy Delivery and Post Issue Requirements
• Case Manager sends the issue email to the Designated Contact and the 

Kit is printed and mailed/e-mailed
• The policy is mailed/e-mailed based on the Marketer’s “Opt-In” selection
• Policy must be delivered to the client within 30 calendar days from date of issue
• Policy may contain post issue requirements(PIR) that are due 60 days after date of 

issue

• Types of Post Issue Requirements:
• Policy Acknowledgement Form* (PDAs)
• Amendments
• Premium

*only applies to states with PDAs requirements (IL, LA, NE, SD, and WV)



Step 6– Post Issue Requirement Follow-Ups
• Key follow-up dates for PIR:

• Day 1 Post Issue – Date of Issue
• Day 3/4 Post Issue – Policy Kit Mailed
• Day 20 Post Issue* – DocuSign PDA process begins
• Day 25 Post Issue* – Duplicate Kit Mailed to Client for PDA
• Day 30 Post Issue – CM Review and Email
• Day 55 Post Issue – CM Review and Email
• Day 60 Post Issue – Free Look Period Expires

• If all PIR have not been received at this time, the policy is cancelled (NTO’d)



Step 7 – Policy is Placed in Force

• Once all PIRs are received, the policy 
is placed in force

• Commissions are payable after the 
policy is placed in force



LTC Underwriting
Chris Klement, Underwriting Manager  



LTC Underwriting Team Insights  
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• Our goal is to be able to issue your business!   
• 11 Underwriters 
• Underwriting turnaround time is less than 24hrs
• Updated Guidelines 



Underwriting Guidelines  
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• We look at the total picture and 
evaluate applicants based on a 
number of criteria, including:

• Health History
• Cognitive Status
• Daily Activities 
• Ability to perform and maintain 

activities of daily living (ADL’s)
• Instrumental activities of daily 

living (IADLs)



Underwriting Guidelines  
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• Quote the applicant based on 
their health as it is listed in the 
Underwriting Guidelines or how 
you have been advised to quote 
by underwriting.  



Underwriting Guidelines  
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• Application Requirements
• MIB
• Pharmaceutical Check
• Medical Records
• Personal Health Interview
• Cognitive Assessment 

• For Cause 

Coming soon – Milliman Med 
Data



Preparing Your Client for the Personal Health Interview 

• Next Steps Brochure 
• Preparing your client

• List of doctors and medications 

• Free of distractions
• Cognitive Interview 
• Indicate on the application the best time to contact the applicant for a 

telephone or face-to-face interview.  Reschedule, if necessary.  
• Face-to-face interview must be conducted in the applicant’s home where 

he/she resides.  



Field Underwriting Trends 
• Common Declines and Postponements / FAQ’s

• Diabetes
• Osteoarthritis
• Cognitive
• Cardiac
• Pending Evaluations/incomplete referrals
• Psych
• Brain
• Build
• Cancer
• Alcohol/Drug use



Tips for Higher Placement
• Ask your client about their most recent height and weight as well as their 

heaviest weight in the past 12 months
• If they have a chronic illness (such as diabetes) ask probing questions such 

as date of diagnosis, lab values, change in therapies and complications and if 
there is any limitations.  We have questionnaires available for many common 
medical conditions.

• If your client is on a medication, ask about the dosage, how long they have 
been on the medication, diagnosis associated with the medication, and 
effectiveness.

• Prescreen your application with us at ltcunderwriting@mutualofomaha.com



Statistics & Competitive Advantages 
• Issued Business 

• 74% Select
• 18% Preferred 
• 8% Class 1

• MOO Competitive Advantages  
• Build Chart 
• Prior Declines 
• Frequent Review of Underwriting Guidelines 



Tips for Higher Placement
• Ask your client about their most recent height and weight as well as their 

heaviest weight in the past 12 months
• If they have a chronic illness (such as diabetes) ask probing questions such 

as date of diagnosis, lab values, change in therapies and complications and if 
there is any limitations.  We have questionnaires available for many common 
medical conditions.

• If your client is on a medication, ask about the dosage, how long they have 
been on the medication, diagnosis associated with the medication, and 
effectiveness.

• Prescreen your application with us at ltcunderwriting@mutualofomaha.com



Field Underwriting Tools 
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Diabetes 

Some questions to ask

• Have you had any changes or additions to your diabetic medications within the last 6 months?

• How long have you had diabetes? Has your diabetes been present for 20 years or longer?

• What is your what is your most recent A1c? What is the highest your A1c has been in the past 3 years?

• What is your height and weight? Has your build been stable for the past 12 months?

• Do you have any cardiac history such has heart disease, atrial fibrillation, stroke or other vascular history?

• Do you use tobacco products (including vaping)?

• Do you have tingling in your extremities?

• Do you have any kidney (renal) issues?
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Osteoarthritis 

Some questions to ask

• Do you have a history of joint replacement surgery or recommended joint replacement surgery?

• What medications do you currently use for osteoarthritis? 

• Do you have a history of joint injections? If yes, which joints and when?

• Have you ever been told your osteoarthritis is severe or advanced? 

• When was your last x-ray or MRI to evaluate your osteoarthritis? 

• Specific type of arthritis diagnosis? 

• What is your height and weight?
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Obesity 

Some questions to ask

• What is your current height and weight?

• Has there been any significant weight loss in the past 12 months? 

• If yes to number 2 – was it by choice or due to underlying health concerns?

• Any history of surgery for weight loss? 

• Any additional health history impacted by your build (arthritis of weight bearing joints, diabetes or heart 
disease)?
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Pending Evaluations 

Some questions to ask

• Do you currently have any outstanding testing or upcoming office visits with your primary medical provider?

• Have you been referred to a specialist, for additional testing, or for additional therapy?

• What symptoms or test results led to this referral? 

• Have you had a complete physical exam with labs in the past 24 months?

• Have you had any recent changes in medication or therapy? 
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THANK YOU
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