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What is Long-Term Care?

The goal of long-term care is not to cure an illness, but to give an individual an optimal level 
of functioning and quality of life. 

Long-term care includes a variety of medical, social, personal, supportive and specialized services needed by those who 

have lost some capacity for self-care because of a chronic illness or disabling condition.

1
Referred to as custodial 
care, long-term care, or 
extended health care

2
Not necessarily nursing 

home care — most 
prefer home health care 

if given the option

3
Requiring assistance 
with activities of daily 

living (ADLs) — or a 
severe cognitive 

impairment
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How to Qualify for a Claim

1 Bathing

2 Dressing

3 Eating

4 Transferring

5 Toileting 

6 Continence

You may qualify for a claim if you need assistance with at least 2 out of 6 of the following 
Activities of Daily Living (ADLs): 

OR you suffer from cognitive impairment requiring substantial supervision to get through 
your daily routine.
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How is Care Provided? 

Care can be provided in a variety of ways: 

The most common type of care is 
unlicensed, unpaid care from a spouse or 
family member. 

• Adult Daycare 

• Home Care

• Home Healthcare

• Assisted Living

• Nursing Homes

• Memory Care

• Hospice
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• 63M unpaid caregivers 
in the US

• 3 of 4 workers are 
caregivers

• 25% of family 
caregivers are 
millennials 

• 870 billion per year in 
unpaid caregiving

• There are now more 
people caring for adults 
in the U.S. than 
children

A. Primary Caregiver by Gender

B. Primary Caregiver by Age

Source: Hidden Worker - Worker Survey,” Accenture and Harvard Business School’s Project on Managing the Future of Work, May-June 2020. Percentages may not sum to 100% due to 
rounding

Caregivers of children

Caregivers of children

Caregivers of adults

Caregivers of adults

Caregivers of both

Caregivers of both

Who is Providing Care?
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How Big is the Issue?

70% An American turning 65 today has a 70% chance of requiring LTC services 
throughout the remainder of their lifetime.

20% And of those needing care, 20% will need it for longer than 5 years.

Source: https://acl.gov/ltc/basic-needs/how-much-care-will-you-need. Last modified: 02/18/2020 

7% of people aged 50+ own LTC

56% of Americans turning 65 will develop a disability serious enough to require 
LTC services.

75% Nursing home residents is expected to increase by 75%, reaching 2.3 
million by 2030.

42% of Baby Boomers and Gen Xers have a financial plan for their own LTC 
needs
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Cost of Care

Monthly Median Costs: Omaha Area, NE (2023 vs. 2053)

Annual Median Costs: Omaha Area, NE (2023 vs. 2053)
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1 
“I maintain an active lifestyle and feel as though I am too healthy to need to 
worry about long-term care.” 

Common LTC Misconceptions 

2
“It’s just nursing home insurance. I don’t want to be in a nursing home. 
I will never end up in a nursing home.” 

3
“I am not concerned about having LTC for myself, but I would like my spouse to 
have something in place.”

5 “My family will take care of me.”

4 “My health insurance or Medicare will cover my long-term care.”
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What are our clients planning for?

A long-term care event can derail every other financial goal.

Planning for it is not just about protecting assets—it’s about protecting peace of mind, relationships, and 
dignity.

•Buying a Home
•College for Kids
•Dream Vacations

•Retirement Lifestyle
•Legacy & Estate Planning

“We plan for the things we want to 
happen…”

Common Financial 
Planning Priorities

•Aging Parents Needing Care
•Extended Health Events

•Out-of-Pocket Caregiving Costs
•Family Conflict Over Care Decisions

•Emotional & Physical Toll on Loved Ones

“…but what about the things we hope 
never happen?”

But What About What They’re 
Not Planning For?
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Consumer Interest in Long-Term Care Planning

74% of consumers believe they are likely to need long-term care 
assistance in the future

64% say LTC planning is a priority.

33% feel confident in their current plan.

50% of consumers cite the cost of care as a major concern, and 35%
say competing financial priorities prevent them from planning

Key Insight
“Consumers want to plan—but they need guidance. Financial advisors are in a unique position to 
lead these conversations and provide clarity.”
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Having LTC As Part of the Plan vs Self-Funding

• Protects Retirement Savings: 
Helps prevent depletion of assets due to costly long-term care needs.

• Preserves Family Wealth: 
Reduces the financial burden on family members and protects inheritances.

• Expands Care Choices: 
Provides access to a wider range of care options (home care, assisted living, nursing facilities).

• Maintains Independence: 
Enables you to choose care settings and maintain control over your lifestyle.

• Eases Family Stress: 
Relieves loved ones from the emotional and financial strain of caregiving.

• Offers Peace of Mind: 
Ensures you are prepared for unexpected health events and future care needs.

• May Provide Tax Advantages: 
Premiums may be tax-deductible, and benefits are generally tax-free

Self-funding long-term care is not a plan; it is the default.
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• Competitive Market Differentiation

Proactively addressing LTC planning sets advisors apart from competitors who focus solely on Investments 
or estate planning. Clients value holistic financial planning. 

• Deeper Client Relationships
LTC discussions often touch on emotional and personal concerns helping build trust and empathy

• Portfolio Protection -> AUM Protection

LTC Insurance helps prevent depletion of retirement assets ensuring long-term financial stability

• Multi-Generational Planning

LTC planning involves families, creating opportunities for lasting client retention across generations. LTC 
insurance acts as an intergenerational bridge. 

• Emotional Security for Clients 
Clients gain peace of mind and reassurance knowing they have a plan in place for life’s uncertainties

• Increased Client Engagement 

LTC planning opens the door to meaningful conversations about values, goals, and family dynamics which 

can lead to broader planning opportunities and deeper collaboration. 

Strategic Advantages for Financial Advisors



• Reframe the Conversation

Avoid fear-based language. Instead of focusing on worst-case scenarios, present LTC planning as a way to maintain 
freedom, dignity, and control.

• Start with Home Care
Many clients associate LTC with nursing homes, which can shut down the conversation. Begin by discussing plans for 

home health care. 

• Use Family Experiences

Ask about personal or family caregiving experiences: 
"Have you or someone close to you ever needed help with daily activities? What was that like?”

• Integrate LTC into Holistic Planning

Position LTC as the third pillar of retirement planning, alongside income and legacy:

“We’ve covered your investments and estate plan. Let’s talk about how health changes could impact those plans.”

• Empower Clients with Choices
Ask values-based questions to encourage clients:

“If your health changed tomorrow, what would you want your care to look like—and who would you want involved in 
those decisions?”

How to Bring Up The LTC Conversation
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Plan For Care Documents



1 0 / 2 8 / 2 0 2 5 © 2 02 5 Co l l ab or a t i v e  P la nn i ng  G ro up ,  L L C 1 6

Risk Management & Long-Term Care

Health 
Insurance

Our clients take proactive measures in other aspects of life.  LTC should be no 
exception.

Auto Insurance
Life & 

Disability 
Insurance

Homeowners
Insurance

LTC
Insurance

Wellness Transportation Family and Wealth Home Retirement
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Long-Term Care Insurance

These options are available to your clients:

• Traditional Long-Term Care 

• Asset Based Long-Term Care 

• Life Insurance Rider Options 

• Annuity Long-Term Care 
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We offer the right solutions at the right time:

• LTC solutions for clients 35-80 years old (insurable or uninsurable). 

• Each client's situation (goals, balance sheet, cash flows, etc.) is different. There is no one size fits all. It is 

important to listen to what keeps them up at night. 

• Ideally, every client has an opportunity to get educated and explore their options for LTC before 

retirement to make an informed decision on how they want to handle the potential risk. 

• Has there been a change in cash flow or expenses?

• Annual bonus 

• Increase in pay

• Mortgage paid off 

• Kids out of college and off the payroll 

• Whenever they are healthy enough 

Long-Term Care: When is the Right Time?
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Consider These Scenarios:
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Case Study - Client Profile

• 54-year-old male, spouse is 53 with controlled MS

• No children

• $1.5M balance sheet w/ $400k cash in the bank as part of a recent inheritance from the passing of his father

• Income = He is a teacher ($93k) & She is in Healthcare sales ($114k) / Expenses = $100k now and in 

retirement

• Met with the advisor after receiving inheritance. 

• He mentioned he would like to retire at 59 but is concerned about the cost of his future care and who will 
provide it knowing it will likely not be his spouse. The couple also expressed concern about the cost of her 

care in the future. 

• Piece of mind – felt having some coverage would give him piece of mind retiring early. 

“I like the idea of repurposing a portion of my father's last gift, into a 
solution that will provide peace of mind for years to come, knowing 

that if I need care, I have a plan. I will feel more comfortable retiring 
early!”  



1 0 / 2 8/ 2 0 2 5 © 2 02 5 Co l l ab or a t i v e  P la nn i ng  G ro up ,  L L C 2 1

Case Study – Quote Parameters

• Starting Monthly Benefit = $5,000

• Benefit Period

• 48 months – traditional LTC 

• 4 years – asset based LTC 

• Elimination Period = 90 Calendar Days

• Inflation Protection = 3% Compound

• Funding Source & Structure 

• 10 pay & single pay via inheritance

https://www.genworth.com/aging-and-you/finances/cost-of-care.html
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Source: https://acl.gov/ltc/basic-needs/how-much-care-will-you-need. Last modified: 02/18/2020 *Nationwide Premium is Guaranteed

Product Comparison: 
Thrivent Traditional LTC vs Nationwide Asset-Based LTC
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Source: https://acl.gov/ltc/basic-needs/how-much-care-will-you-need. Last modified: 02/18/2020 

Specified Amount:

$115,835

Maximum Monthly LTC Benefit:
$4,826.46

LTC Benefit Period:

6 Years

Inflation Protection Option: 

3% Compound

Refund of Premium Option:

Maximum LTC Benefit

Premium Payment Period:

Single Premium

Scheduled Premium: $67,905.00 
Annual

Case Study: Tabular Detail
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Source: https://acl.gov/ltc/basic-needs/how-much-care-will-you-need. Last modified: 02/18/2020 

Specified Amount:

$115,835

Maximum Monthly LTC Benefit:
$4,826.46

LTC Benefit Period:

6 Years

Inflation Protection Option: 

3% Compound

Refund of Premium Option:

Maximum LTC Benefit

Premium Payment Period:

Single Premium

Scheduled Premium: $67,905.00 
Annual

Case Study: Tabular Detail



• Client moved forward with the single-pay 6-year benefit asset based LTC contract

• Like the fact the premium was fixed and guaranteed with the asset based

• Single premium was slightly less for 6-year contract vs 4 year. He felt better with 6 years 
of coverage vs 4, even knowing the monthly benefit would be slightly lower.

• Not “use it or loose it” – has $115k death benefit if no care is needed

• Indemnity benefit: Loved the fact that if he needed care, anyone could provide him the 
care which he felt would make it easier for him to age at home. 

• Piece of mind: Felt he would be more comfortable retiring early knowing he had a tax-
free pool of money available for his care if needed. Advisor agreed.  

• Last gift: He mentioned he felt good knowing he was able to repurpose a fraction of his 
fathers “last gift” (inheritance) into a solution that would provide a meaningful benefit to 
he and his family. 

Case Study Summary & Implementation 
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Case Study - Client Profile

• 44-year-old recently divorced female

• 2 daughters, 23 and 26 (both nurses)

• $1.7M balance sheet w/ $197k cash in the bank as part of divorce. No debt

• Very strong cash flow due to salary and divorce terms

• Income = $132k / Expenses = $60k now and in retirement

• $50k teacher salary, $27k alimony (15 years) and 55k business buy-out (20 years)

• Didn’t have any charitable intentions and wasn’t concerned about leaving assets to 
daughters/future grandkids.  

• Met with advisor to discuss financial plan after divorce. Client mentioned her biggest 
concern was the uncertainty of a long-term care risk and her daughters feeling as 
though they need to put their lives on pause in the future to provide her care. 

“I want to give my daughters the option to be my care coordinators, 
not my care providers.” 
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Case Study – Quote Parameters

• Starting Monthly Benefit = $5,500

• Benefit Period

• 60 months – traditional LTC 

• 6 years – asset based LTC 

• Elimination Period = 90 Calendar Days

• Inflation Protection = 3% Compound

• Funding Source & Structure 

• 10 pay & single pay via cash flow

https://www.genworth.com/aging-and-you/finances/cost-of-care.html
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Source: https://acl.gov/ltc/basic-needs/how-much-care-will-you-need. Last modified: 02/18/2020 *Nationwide Premium is Guaranteed

Product Comparison:
Thrivent Traditional LTC vs Securian Asset-Based LTC
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Case Study:
Thrivent Traditional LTC 
vs Securian Asset-Based
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Case Study:
Thrivent Traditional LTC 
vs Securian Asset-Based



• Client moved forward with the 10-pay asset-based LTC contract

• Less premium outlay than traditional LTC ($97K vs $137k)

• Longer benefit period

• Not use it or loose it – has $132k death benefit

• Loved the fact everything was fixed and guaranteed, and she wouldn’t be paying LTC 
premiums in retirement.

• Felt as though she would be able to live more freely and feel more comfortable in 
retirement someday knowing the LTC risk has been transferred to the insurance 
company, and she will not have to self fund. Her biggest worry was lifted off her 
shoulders.

• Indemnity benefit: Loved that she could pay her daughters someday if they insisted on 
providing her care.

10/28/2025 © 2025 Collaborative Planning Group, LLC 31

Case Study Summary & Implementation 
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Case Study - Client Profile

• 61-year-old single female

• VP of Human Resources at manufacturing company

• Income = $310k ($210k salary & $100k bonus)

• 2 daughters, 23 and 32 – had one son pass away in accident

• $1.5M balance sheet w/ $270k left on mortgage

• Both parents are in assisted living; mom has Alzheimer’s

• Was concerned about protecting her assets for her daughters in the event she needed care. Understood the 
benefits of having insurance vs not. 

• Had a whole life insurance policy with a $476k death benefit and an annual premium of $5k. Cash surrender 

value was approximately $74k. 

• Advisor listened to her concerns and reached out to CIS. Advisor did not believe life insurance 

was necessary as part of the plan. 

“This benefit will not only help me and my daughters if care is needed, 
but it will also protect my assets.” 
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Case Study – Quote Parameters

• Repurpose $74,400 of cash value inside the 
whole life policy via 1035 exchange into single 

premium asset based LTC  

• Benefit Period

• 6 years 

• Elimination Period = 90 Calendar Days

• Inflation Protection = 3% Compound

• Funding Source & Structure 

• single pay via 1035 exchange

• Benefit Amount ????

https://www.genworth.com/aging-and-you/finances/cost-of-care.html
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Case Study:
Thrivent Traditional LTC 
vs Securian Asset-Based
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Case Study:
Thrivent Traditional LTC 
vs Securian Asset-Based
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Product Comparison: 
Repurposing Existing Cash Value To Fund LTC Solution
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Q & A
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Austin Hultquist
CLTC

Senior Insurance Strategist

Follow Along

Follow Collaborative Insurance Solutions on 

LinkedIn

Send Us An Email

info@CollaborativeInsures.com

Let’s Collaborate



Collaborative Insurance Solutions LLC is a wholly owned subsidiary of Collaborative Planning Group Inc. 

This material has been prepared for informational purposes only, and is not intended to provide, and 

should not be relied on for, tax, legal, investment, or accounting advice. If you are in need of tax, legal, 

investment, or accounting advice, you should contact a tax, legal, investment, or accounting professional. 

Insurance - CA License #: 6014601
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