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® What is Long-Term Care?

® How Much is Enough?

® Starting the Long-Term Care Plarining Conversation
® Long-Term Care Insurance for Any Budget

® Group Long-Term Care Solutions

®* Tax Advantages of Long-Term Care Insurance

® Rybrid & Linked Long-Term Care Insurance Solutions












Meaningrul Benetits
For $100/mMoenth
/person










Value Proposition of Multi-Life LTCi

Tax-free benefits for executives and

employees, paid for with

tax-deductible premiums!




Or To Put It Another Way...

Mr./Ms. Business Owner:

Would you like to aiscover how to use
the assets cf your business to protect
your perso:nial retirement income and

\ lifestyle?




Multi-Life LTCi = Simplified Issue

®* Same policies sold to individuals, but with faster, easier
underwriting process and premium discounis (sometimes)

®* Executive carve-out sales are largest segment
* Simplified underwriting for groups of 5+
®* Three employees plus Two spouses
®* 10+ lives: more fiexibility in offerings and contribution levels
® Voluntzry plans for larger groups
® Convtzribiitory groups often have higher enroliments



How to start the conversation and asking the
questions to engage the client.




Types of Opportunities

— Small, closely held businesses “white collar”

industries including:

Law & Accounting Firms
Professional consulting groups

High profile personality management firms-
i.e., music, entertainment industry

Banks, Credit Unions & Financial Institution
Insurance agencies and distributors
Petroleum and mining industries

Trucking and transportation industries
Aviation & aerospzace markets

Casinec and hospitaiity management-

High end auto dealerships

Technology & Computer Companies
Physician Cwned Hospital Groups
Physicians & Medical Associates
Healt Care Management
Veterinarians

Pharmaceutical

Universities and Colleges

Property Management

Textile Management

Closely held corporations



Why Worksite LTCi

Multiple Sales Opportunity

Number of High Potential Employee Employee Spouse v: v Average Premium Per
Employees Participation Applications Applications pPs-SulFmitted Premium ML Case
10 100% 10 70% 17 $ 1,800.00 $ 30,600.00
25 60% 15 70% 26 $ 1,800.00 $ 45,900.00
50 40% 20 70% 34 $ 1,800.00 $ 61,200.00
75 35% 26 780% 45 $ 1,800.00 $ 80,325.00
100 15% 15 70% 26 $ 1,800.00 $ 45,900.00
1 Case Per Quarter Avg Size Annualized Pre Kﬂ
9/3/2009 10 $ 3290,600.00
12/31/2009 10 $ 30,600.00
3/31/2010 10 $ 20,6C0.00
6/30/2010 10 $ 20,600.00
A $ 122,400.00
3/31/2010 50 $ 61,200.00
9/30/2010 50 $ 61,200.00
__ $ 122,400.00



Top 10 Reasons to Sell LifeSecure’s Multi-Life in 2015

Simplest Product in the Industry

Simplified Underwriting for as Few as 3 Employees (s TOTAL APPROVED
APPLICATIONS) through age 65

Simplified Underwriting for Actively at Work Spouses through age 65

Technology Driven Underwriting Making LifeSecure Uriderwriting the Fastest in the
Industry

Clear Guidelines for Multi-Life Approvals

Online Technology and Enhanced E-applications Available to Agents and Policy Holders
Numerous Billing Qpticns and Best List Bill in the Industry

10 Pay OpticnAvailable in Most States

Self Serve Portal

Regional Support and Internal Support
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\Aggregation of Marginal Gains



Small improvements
-- 1% =~
in the individual

aspects, components or processes of whatever
yoiu're trying to improve

adds-up to big overall gains























