
Step 2:
Determine how to position an LTC conversation
 • Is this a client with caregiving experience?
   – If so, listen to how that experience impacted them and others. 
   – Would they want the same, or something different, if they needed care?
 • Is this a longevity discussion?
   – Are you helping them plan for a long and healthy life?
   – If so, could they envision needing care along the way? 
 • Is the client,
   – Affluent:
     • Would they have enough income to allocate $5,000 - $10,000 per month to 
      cover long-term care expenses? For how long?
     • Would they want to make this allocation?  
     • If not, what assets could they tap? How would market conditions, taxes, financial 
      and lifestyle commitments impact this decision?  How would it affect your AUM?
   – Middle America:
     • Same questions as above, though the answers are likely different.
   – Financially constrained/Medicaid likely:
     • Client has insufficient assets and income to finance a long-term care event.
     • Your best recommendation maybe that they work with an Elder Law attorney.
 • Is the client,
   – In relatively good health and likely to pass underwriting?
   – Managing some serious health conditions? 
   – Would they benefit from the NeverStop Wellness Rewards program? 
    In other words, a client that:
     • Needs help managing an existing health condition.
     • Values being rewarded for healthy actions they are already doing.
     • Needs a plan to help them remain independent and active for as long as possible.

Step 3:
Recommend a product to fund their LTC plan
Armed with the information you collected in Steps #1 and #2, recommend a product that would 
fund the plan you have discussed. Keep in mind key points like, 
 • How long they expect to live.
 • Who they would expect to provide their care, and where.
 • The average cost of care where they currently live or intend to retire.
 • The average duration of care is 3 years.
 • The value of creating a separate stream of income (other than their retirement income)
  to pay for care.   
 • The opportunity to reposition “lazy assets” to pay for their coverage. 

Know that this conversation will take time and will likely spread over two or more meetings.
Be patient and listen.
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Three Simple Steps
for Starting a Client LTC Conversation
And meeting your fiduciary responsibility.

Initiating a client discussion about long-term care can be tough.  It’s not a subject 
most feel comfortable discussing – denial, misinformation and misunderstanding 
abound.  However, it is your fiduciary responsibility to help overcome these road-
blocks.  You can help your clients create and fund a plan by following these three 
simple steps.
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Step 1:
Identify 3 – 5 clients between the ages of 50 and 64.  
 • These are retirement red zone clients. Why? Because they are actively thinking about 
  retirement. 
 • If you are helping them plan for retirement, then, by default, you are helping 
  them plan for longevity. 
 • Living a long life likely means a high likelihood of needing long-term care.  

Also, take this time to decide when you will raise the subject of LTC planning with your client (e.g., 
annual review).
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Recognition for Current Healthy Lifestyles
If you are already committed to a healthy lifestyle, like a regular exercise routine, 
healthful diet or getting quality sleep, you will have the opportunity to get rewarded 
and recognized for what you are already doing!

Financial Rewards at no Additional Cost
For every successful action you complete (like improving sleep, getting more exercise, 
eating a more healthful diet, expanding social interactions, and more) you will earn 
additional long-term care insurance benefits. They will add up over time, increasing the 
total value of your coverage, at no additional cost. 


