
Marketing & Distribution

Creating “Action” for your LTC business byCreating Action  for your LTC business by 
partnering with regional/local banks, BDs, 

RIAs, P&C and Employee benefit firms



ILTCI Mobile App Download Instructions
1) Type https://crowd.cc/s/1fIyo in web browser

2) Click “Download iPhone/iPad App” to load Apple’s App Store and 
download the app.

1) Type https://crowd.cc/s/1fIyo in web browser

2) Click “Download Android App” to load the Google Play Store and 
download the app.

1) You’ll be using the web version of the app. Open the web browser, 
click the BlackBerry menu button, select “Go To” and type 
https://crowd.cc/s/1fIyo.

A Special Thank You to this year’s 
Mobile App SponsorYou can also just go pp pj g

to your app store and 
search ‘AttendeeHub’. 
Once installed search 
‘ILTCI’ and you’ll findILTCI  and you ll find 

our app.



Session Survey Instructions

Once you are in the app go 
to the schedule and the 
session you are in. 
Scroll to the bottom to findScroll to the bottom to find 
the Live Polling questions.
This year the session surveyThis year the session survey 
questions can be found in 
this section and will take justthis section and will take just 
a couple seconds to 
complete

Session Title 3

complete.



Presenters

• Rich Kupetsky, CLTC,SSK LTC Associates

• David Shulman, CLTC, SSK LTC Associates

• Shawn Britt, CLU, CLTC, Nationwide 
FinancialFinancial

Z R d CLTC N ti id Fi i l• Zac Raymond, CLTC, Nationwide Financial
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Identify Prospects/Profile of Ideal Clients 

• Banks/Credit Unions

1- Local or Regional
(a) Insurance department with management structure

2- Financial advisors who are licensed to sell insurance
( ) 5 100 FA(a) 5-100 FAs

3- Access to clients3- Access to clients
(a) 5,000-25,000 clients
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Identify Prospects/Profile of Ideal Clients
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Identify Prospects/Profile of Ideal Clients

• Registered Investment Advisors (RIAs)

1- Local or Regional
(a) Smaller groups of 5-10 RIAs
(b) Do not have insurance license

2 H li ti Pl i P ti2- Holistic Planning Practice
(a) Not Product Driven

3- Agree to refer clients
(a) No commission split (can pay referral fee)
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Identify Prospects/Profile of Ideal Clients
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Identify Prospects/Profile of Ideal Clients

• Property & Casualty Agencies (P&C)

1- Local or Regional
(a) Insurance department with management structure

& sales force& sales force

2- Agents licensed to sell life, health & LTC insurance
(a) 5 50 agents(a) 5-50 agents

3- Access to individual and business clients
(a) 500- 2,500 clients
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Identify Prospects/Profile of Ideal Clients

• Employee Benefit Firms
1 Local or Regional1- Local or Regional

(a) Specializes working exclusively with Employers

2 D di d E l & I l S l T2- Dedicated External & Internal Sales Team
(a) 5-50 agents

3- Small-to-Medium Sized Employers
(a) 5-250 employees
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Positioning Your Value Proposition

• What exactly is a value proposition?
• Explains how your product or serviceExplains how your product or service 

solves customers' problems or improves 
their situation (relevancy)their situation (relevancy),

• Delivers specific benefits (quantified value)
T ll th id l t h th h ld• Tells the ideal customer why they should 
buy from you and not from the competition 
( i diff ti ti )(unique differentiation).
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Uber’s Value Proposition

Uber's value proposition, offering uber convenience
• Without explicitly saying so, Uber expertly highlights 

h h k b k d l deverything that sucks about taking a traditional taxi and 
points out how its service is superior. 

• One tap and a car comes directly to you
• Your driver knows exactly where to go• Your driver knows exactly where to go
• Payment is completely cashless
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Positioning Your LTC Value Proposition

• We simplify planning for long-term care 
and the execution of applying for pp y g
coverage for you and your clients by:

1- Providing access to our LTC-only specialists.

2- Unbiased recommendations on LTC insurance  
product solutions.p

3- Complete all paperwork for you & clients.
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Positioning Your LTC Value Proposition

How about instead…

1- Create a tailored made “LTC Financial Risk
Analysis” and “Health Care Assessment” for
your clients.

2- Paperwork is history.

3- Add sustainable insurance revenue to your
practice.
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LTC Support Model

“Concierge Service Platform”
• Firm/Advisors/Agents/ d so s/ ge ts
1- Dedicated LTC-only specialists.
2- Phone (sales desk) or Live (POS) assistance2 Phone (sales desk) or Live (POS) assistance.
3- Assistance with:
• Client LTC Financial Risk AnalysisClient LTC Financial Risk Analysis
• Health Care Assessment
• Case Design, Multiple LTC Quote Comparisons
• Consultation with Client
• Completing all Paperwork
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• Process/Status all Applications with LTC carriers



LTC Support Model

• Employers
1- Dedicated team1 Dedicated team
2- “Intellectual Capital”

( ) B h(a) Brochures
(b) Process
(c) Education
(d) Enrollment(d) Enrollment
(e) Post-Sale Support
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The Three Paths to LTC Insurance Coverage

#1 Commit to Unbiased Approach to 
LTC Insurance Product SolutionsLTC Insurance Product Solutions

Definition: UnbiasedDefinition: Unbiased
• To be unbiased, you have to be 100% fair 

you can't have a favorite or opinions that— you can t have a favorite, or opinions that 
would color your judgment.
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The Three Paths to LTC Insurance Coverage

• Traditional LTC Insurance (Individual & Group)

• Hybrid/Asset/Linked Based LTC 
(Life & Annuity)

Lif I ith LTC Rid• Life Insurance with LTC Rider
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The Three Paths to LTC Insurance Coverage
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Best Practices - Client LTC Financial Risk Analysis
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Best Practices – Health Care Assessment
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Best Practices - SALES
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Best Practices - SALES

Traditional LTC 
Individual Clients
• Leverage lower premiums to maximize LTC benefits
• Larger “pool of money” in future to pay for LTC expenses 

th h b ilt i i fl ti th f 1 5%through built-in inflation growth of 1-5%
• Shared LTC benefits for spouses/partners
• Use of “Cash” benefit to pay for home care expenses• Use of Cash  benefit to pay for home care expenses
• Designing coverage to pay for declined spouse/partner

Session Title 23



Best Practices - SALES

Traditional LTC 
Business Clients
• Per HIPPA, choose owner/key executive as a “select 

class.”
P i f d d 100% th h b i• Premiums funded 100% through business

• Spouses included
• Policies fully portable• Policies fully portable 
• *Tax deductible to company
• *LTC benefits tax-freeC be e s a ee
• *Premiums are not taxed as ordinary income
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*[IRC 7702B, 104(a)(3) and 105]



Best Practices - SALES

Hybrid/Asset/Linked Based LTC
Client Profile: Business Owner
Business Continuation
• Owner/Executive unable to work due to a chronic illness
• Buy-Sell LTC agreement
• Key-Person LTC Agreement -

*Executive (Section 162) Bonus Agreement with
LTC Kicker

*IRC Section 162
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Best Practices - SALES

Hybrid/Asset/Linked Based LTC
• Client Profile: Business OwnerC e t o e us ess O e

1- Pass-through Entity
2- Money on the books to invest with tax advantages

• Solution:
1- A linked based Life/LTC policy 
2- Death Benefit can be paid to business
3 Owner sells the business and policy can be transferred3- Owner sells the business and policy can be transferred
4- No tax liability
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Best Practices - SALES

Hybrid/Asset/Linked Based LTC
Client Profile: Business Owner

Cross Purchase Buy Sell Agreement
F d d th h Lif /LTC h i d it• Funded through a Life/LTC cash indemnity 
contract

• Partner A needs LTC Partner B receives monthly• Partner A needs LTC, Partner B receives monthly 
payments from LTC contract

• Partner B uses to fund monthly installments for• Partner B uses to fund monthly installments for 
Partner A buyout

• *Life and LTC benefits paid tax-free
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Life and LTC benefits paid tax-free
*Section 7702, IRC 7702B, 101(g)(5) 



Business Plan
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Business Plan

Session Title 29



Revenue Stream Projections

LTC Sales Revenue Year 1 Year 2 Year 3 Year 4 Year 5 Total

*Traditional LTC Paid $30,125 $41,500 $62,750 $85,950 $115,250.00 $335,575.00

Hybrid LTC Paid $125 000 $175 000 $225 000 $350 000 $420 000 00 $1 295 000 00Hybrid LTC Paid $125,000 $175,000 $225,000 $350,000 $420,000.00 $1,295,000.00

Total LTC Revenue $155,125 $216,500 $287,750 $435,950 $535,250.00 $1,630,575.00 

*Includes LTC renewals
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Session Survey Instructions

Once you are in the app go 
to the schedule and the 
session you are in. 
Scroll to the bottom to findScroll to the bottom to find 
the Live Polling questions.
This year the session surveyThis year the session survey 
questions can be found in 
this section and will take justthis section and will take just 
a couple seconds to 
complete
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complete.


