" The Hottest Market: Selling
Long Term Care Insurance to Women

Female clients are likelier than men to need LTC eventually

BY COLLEEN GOLDHAMMER
B B OW CAN SELLING long
term care insurance dif-
B B ferentiate you and your
business?

Did vou know that:
€ Over 21% of wormen surveyed
by Genworth plan to buy LTC
insurance in the next 3 years?
& Protecting themselves against
unforeseen circumstances is one
of the top 4 financial concerns
for women, according to the
same study? '

@ The typical famnily caregiyer
is a 46-zear-o woman _who
has at least some college educa-

tign _and Brovides more _than

20 hours of care a week for
hermother according to _the
AARP? ' .

If yoir're a broker looking to
set yourself apart in the market-
place, long term care insurance
targeted to women could be
your signature product. Women
are an important market seg-
ment. They play a key role in
making health and financial de-
cistons for themselves and their
families.

A VITAL PLANNING STRATEGY

Long term care is a critical issue for wom-
en, who are likely to be caregivers as well
as recipients of care. Of the 23 million
people in the United States who provide
substantial amounts of unpaid care, 70%
are women, the AARP reports. Of those

R

who provide constant care, the percent-
age jumps to 80%.

LTC insurance is a vital but underused
strategy in planning for a retirement that
meets the clients’ needs without draining
their resources. It is also important for
safeguarding the financial well-being of
women still in the workforce, who could

- become caregivers for elderly parents or

other relatives.

Women are also disproportionately like-
ly to need LTC. Of nursing home residents
who are 75 and older, 77% are women.

APPROACHING THE MARKET
Consider your relationship with your best
clients. You are their trusted advisor; they
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go 1o you for guidance and will
listen to you.

The general buying practice
of womer: is to speak about
their needs in story form-relat-
ing an incident that happened
to someone they know and
care about. Through their sto-
ries, they will share their feais
and concerns, enabling you to
understand how to best solve
for the need. Be sure to listen
- patiently and ask questions.
Here are some suggested
© approaches: :
¥ When you bring up long
term Care, present It as a fam-
ily issue first, -then as a solu-
tion for protecting their assets

and lifestyle. Ask your client or
prospect, "If you _experience a
long term care situation how
do vou plan to pay for it?”

» When approaching an exist-
ing client over the phone, let .-
her know you are thinking
about her, that it’s time to
do an annual portfolio review
and discuss how LTC insurance
may help protect their assets.
» If your client js not sure she will use an.,
LTC policy, talk with her about a universal
life policy with an LIC gider. This allows
her to take care of a potential LTC scenaxio
while exeicising control. |

B When talking with a business owner, let
her know the purchase of LTC insurance
miay have cerlain tax advantages.

B Reinforce your role as a trusted advi-
sor by heiping clients through the pro-
cess, Share fong term care stories you
have and acknowledge their need for
information.

» Provide your clients with a range of in-
formation and a variety of choices to help
protect their retirement and plan for LTC
issues. [0 ‘
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