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Getting in touch with your inner “Idea Monkey”

The LTCi industry at the end of 2013 and onto 2014
Barry Fisher

Multi-life FIRE SALE with LifeSecure
Susan Blais

Easy ways to automate and diversify your marketing 
and sales efforts

Michael Ashwill, CMO – Borden Hamman Insurance Marketing

Online tools from Warner Pacific to help you prosper 
in the ever changing world of ACA

Joe Navarro, Director of Marketing – Warner Pacific

Audience Questions & AnswersFor 
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CE0 & COO of Maddock Douglas
“Innovation Company” 
Helped over 25 of Fortune 100 Companies

Successful companies recognize that 
there’s MONEY in innovation

Smart money knows that relevant new 
products, services and business 
models are incredibly valuable for 
three key reasons:

Expands customer base by attracting new clients

Gets a greater share of the customer’s wallet

Helps retain existing customers by showing that 
you’re actively listening to their needsFor 
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Death of CLASS Act & Birth of Federal Commission on LTC
Long-term support services (LTSS) for young and the elderly
Growing care crisis with very little expectation of an “ordered” approach
Medicaid pays for 60%+ of LTSS
Economic & emotional impact on family caregivers and businesses
Americans are on their own – THEY NEED YOUR HELP!

Traditional LTCi market consolidation “slows”
Remaining major carriers have reaffirmed commitment to market
New products and new business premiums reflect today’s economic realities

Expect to see a quickening pace of new products with higher premiums
More product innovation

In-force premium increases will continue
Older polices issued in a significantly higher interest rate environment cannot be 
sustained under current circumstances
Consumers have benefited from the time value of money
Companies have been very sensitive to working with policyholders
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Fire Sales will continue until interest rates rise
5% compound inflation option has become unaffordable for most
Lifetime benefits “relic” of a bygone era
Limited-pay options, going, going and maybe gone
Policy innovation -- “share the pricing risk” with consumers

E.g. – John Hancock’s Benefit Builder (not in CA yet)
Bigger initial benefits with Future Purchase Options

Smaller policies with “Money purchase” approach to coverage
Life insurance with long-term care planning leverage

Accelerated death benefits and hybrids
Linked annuity products when interest rates rise

“Lifetime” of long-term care planning
Multiple product purchases throughout lifetime that will provide liquidity 

pay for long-term care costsFor 
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“Multi-Life” LTCi (you can call it group) means 
individual policies with discounts and simplified 
underwriting when guidelines are met

Flexibility in employee and benefit selection

Tax-deductible premiums to purchase tax-FREE 
benefits = winner for employers, employees, and 
you

Individual policies = flexible benefits for each 
employee, plus vested renewals for youFor 
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LifeSecure: three employees and above

Discounted multi-life rates

Discounts for employees with spouse/partner
10% if spouse/partner doesn’t apply
30% each if spouse/partner applies and is accepted

Simplified UW: age 18 – 68, up to $400K benefits

Minimum employer contribution $10 per employee per 
month up to 74 lives

Voluntary available for 75+ lives with simplified 
underwritingFor 
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Employer Customized Quote Calculator for Every Group

Online (paperless) Application Process
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LifeSecure rules changing January 10, 2014

Will need FIVE applications for multi-life

Three must be employees

Minimum contribution goes to $25 per employee per 
month

Spouses/partners won’t have to be working to get 
Simplified Issue if employer contributes

GROUP PRE-QUALIFICATION FORMS  MUST BE AT HOME 
OFFICE BY JANUARY 10, 2014 – NO EXCEPTIONS!For 
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Call Warner Pacific, your LTCi Marketer, or Barry 
or Susan to get started

Barry J. Fisher/Borden Hamman Direct Lines
Debbie Dale: 818-444-7767
Dolores Marquardt: 818-444-7736
Paniz Raeisi: 818-444-7735
Barry Fisher:  818-444-7730
Susan Blais: 818-444-7757

Email – first.last@bordenhamman.com

Borden Hamman Main Number: 800-492-9190For 
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Innovations

EZEmployeeInfo
Easy data collection and census creation
Meets 2014 ACA rating methodology
Best in the industry

Warner PROvider Check
Search all plans in one place
Create personalized provider directories
Rank plans based on best fit

WarnerNavigator
Latest Healthcare Reform news and guidance
Handy HCR calculators
ACA timelines
100+ Frequently Asked Questions
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We’ll Be Here When You Need Us
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