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Situation: Client has available cash, earmarked for family or charity – but wants to retain access in the event of 
      personal medical expenses.

Solution: WealthSure Life – lets your client transfer wealth to benefi ciaries without probate, and gives the owner 
      liquidity to cover expenses in later years.

Example Benefi t Estimate: 
WealthSure Life vs Fixed 
Annuity and CD

Betty, a 62-year old female non-smoker with $50,000 earmarked for her grandchildren, 
She is concerned about health-related expenses during her lifetime, such as medical 
costs or nursing home care.

Reason CD1 Annuity1 (after tax) WealthSure Life

Terminal Illness $57,884 $62,381 $98,075

Nursing Care Confi nement $57,884 $62,381 $103,2502

Chronic Care $57,884 $62,381 $103,2503

1May be subject to additional early withdrawal penalties. 2Paid out over 36 months ($2,868.06 per month). 3Paid out over 60 months ($1,720.83 per month)

Betty Dies CD1 (2%) Annuity1 (3%) Guaranteed Non Guaranteed2

Immediately $50,000 $50,000 $103,500 $103,500

10 Years Later $57,884 $62,381 $103,500 $107,710

20 Years Later $67,494 $79,020 $103,500 $115,110

1Assuming a 28% tax bracket. Values assume CD value less all taxes paid in prior years. Actual CD death benefi t will be current CD amount less 
income tax withheld in year of death. WealthSure Life is an insurance product and is not FDIC insured. 2Assuming 4.9% current interest rate.

Scenario 1: Amounts to Grandchildren at Betty’s Death
WealthSure Life

Scenario 2: Health Problems Occur Ten Years Later
Assume Betty 1) develops a terminal illness, 2) requires nursing care confi nement, or 3) requires chronic care.

Why should you consider 
WealthSure LifeTM for your clients?

NOT FOR CLIENT PRESENTATION. Only an illustration from company-produced software may be used in a client presentation.

Not available in all states. Accelerated Death Benefi t Rider may not be available or may vary by state. Policy issued on form series ETL-
ISWL-2000(01-10) with Rider ETL-ADBR(05-10). EquiTrust Life Insurance Company, West Des Moines, Iowa. For Producer Use Only.
IC13-WSL-1026

Compared to a CD or Annuity, WealthSure Life: 
    • Provides the largest legacy for her heirs
    • Is the only option that allows access to death benefi ts 
        for certain health events
    • Is the only option free of federal income taxation for 
        her heirs

Learn More! Call EquiTrust Sales Support at 800-811-9733

Plus!
    • Simple Underwriting – Telephone interview with client
    • No medical exam, blood or urine tests
    • Underwriting decisions within 48 hours of interview

      Single Premium Whole Life

   Sample Comparison
SPL vs. CD vs. Annuity

 Advanced Wealth Transfer Strategy

f
Situation: Client has available cash, earmarked for family or charity - but wants to retain access in 
event of personal medical expenses.

Solution: A Single Premium Life program - creates a tax-free increase of 20% of 90% increase while
transferring the benefit to beneficiaries without probate, and gives the owner liquidity to cover expenses
later years.

             Single Premium Life

 Single Premium Life

   Up to 100% of benefit 

 Up to 100% of benefit

Up to 100% of benefit

*

*

*

*Access to benefit varies by insurance carrier and product.     1 May be subject to early withdrawal penalties and fees. * Access varies by insurance company and product.



Too often, long term care conversations come far too late for families, which 
leaves them scrambling for options and resources when a loved one has 

an LTC event. Planning ahead for potential LTC needs is crucial to protecting a 
family’s financial, emotional and physical health.

Not health insurance Not Medicare
Medicaid

only under certain 
circumstances

............

...................... ......................

............. .............

............

COSTS TO FAMILY & FRIENDS

CAREGIVING SHORTAGE HAS ALREADY 
STARTED A STEEP DECLINE

....................

......................................................................................................

....................NURSING HOME COSTS RISING

................. .................PLANNING FOR LONG TERM CARE

WHO WILL PAY FOR LONG TERM CARE?

LTC PLANNING
WHO WILL PAY FOR CARE?

$Americans spend 
$48 billion 

on long term care expenses for 
themselves or family members. 

By 2050 they could spend 

$135 billion

Family caregivers in the U.S provide
37 billion hours 

of unpaid care, which is worth 
an estimated

$470 billion
(more than total Medicaid 
spending - $449 billion)

2010
7.2 potential family 

caregivers to person age 80+

The average cost of a one-year stay in a 
nursing home will increase

70% of people turning age 65 can expect to use some form of long term care during their lives.

2014

2030
The cost of nursing home care 

increases by ~4.5% annually 

By

2030
it will fall to 4 to 1

By

2050
it will fall to 3 to 1

$81,000

$146,000

55%
33%

More than half of Americans are 
concerned about paying for LTC services.

Only 1/3 of Americans over 40 have 
set aside money to plan for LTC needs

Don’t wait until it’s too late.
Talk about LTC planning today.

LS-LTC-13002-A ST 09/15

American Council of Life Insurers. Who Will Pay for Our Long-Term Care? Washington, D.C. 2014.
AARP Public Policy Institute. Valuing the Invaluable: 2015 Update. Washington, D.C. 2015.
Centers for Medicare & Medicaid Services. Medicare & You. Baltimore, MD. 2015.
LIMRA and Life Happens. 2015 Insurance Barometer Study. Windsor, CT. 2015



Last year, after finishing with college tuition for their three children, Jessica Galligan
Goldsmith and her husband, James, treated themselves to something she had long wanted:
long-term-care insurance.

It hasn’t been cheap. The couple, both lawyers in their mid-50s, will shell out more than
$320,000 between them over a decade. For that, they will be able to tap into benefits topping $1
million apiece by the time they are in their 80s, the age when many Americans suffer from
dementia or other illnesses that require full-time care.

Plus, the policies pay out death benefits if long-term care isn’t ultimately needed, and most
provide 10% to 20% of the original death benefit even if the long-term-care proceeds are fully
tapped.

Such policies that combine long-term-care coverage with a potential life-insurance benefit
are called “hybrids,” and they are reshaping the long-term-care niche of the U.S. insurance 
industry just as it had appeared headed for obsolescence, financial advisers say. The Goldsmiths 
were among 260,000 purchasers last year nationwide of these hybrids, according to industry-
funded research firm Limra, far outpacing the 66,000 traditional long-term-care policies sold in 
2017.

This copy is for your personal, non-commercial use only. To order presentation-ready copies for distribution to your colleagues, clients or customers visit http://www.djreprints.com.
https://www.wsj.com/articles/long-term-care-insurance-isnt-dead-its-now-an-estate-planning-tool-1528387201

YOUR MONEY

Long-Term-Care Insurance Isn’t Dead. It’s Now an Estate-Planning Tool
Hybrid policies, aimed at af�luent Americans, o�er long-term-care bene�its along with potential death bene�its

By Leslie Scism

Updated June 11, 2018 12�01 p.m. ET

When long-term-care insurance took off in the 1990s, insurers aimed for the broad middle class
of America. The pitch was that policies would save ordinary families from entirely draining
their savings, leaning on children or enrolling in the federal-state Medicaid program for the
poor. (Medicare pays for nursing-home stays only in limited circumstances.)

Now, many insurers are finding their best sales opportunity with wealthy Americans. Many of
these people may be able to afford costly care later in their lives, but they are buying the
contracts to protect large estates, advisers say.

Ms. Goldsmith wanted long-term-care coverage partly because her legal specialty is trusts and
estates and she has seen families whose seven-figure investment portfolios were devastated by
years of care for spouses.

“What felt like a good nest egg” can be hit by “astronomical expenses,” says Ms. Goldsmith, of
Westchester County outside New York City. Their policies are from a unit of Nationwide Mutual
Insurance Co.

According to federal-government projections, about a quarter of Americans turning 65
between 2015 and 2019 will need up to two years of long-term care. Twelve percent will need
two to five years, and 14% will need more than five years. At $15 an hour, around-the-clock aides
run $131,400 a year, while private rooms in nursing homes top $100,000 in many places.

Hybrids can cost even more than traditional standalone products because they typically include
extra features. There is wide variation across the hybrid category and the type the Goldsmiths
bought (known as “asset-based long-term-care”) includes a particularly valuable feature: a
guarantee that premium rates won’t increase.

ILLUSTRATION: LEHEL KOVACS
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Traditional long-term care policies fell from favor in the mid-2000s after many insurers
obtained approval from state regulators for steep rate increases—some totaling more than
100%—due to serious pricing errors. In May, Massachusetts Mutual Life Insurance Co. began
applying for average increases of about 77% that would apply to about 54,000 of its 72,000 LTC
policyholders. Until this move, MassMutual hadn’t previously asked longtime policyholders to
kick in more to better cover expected payouts.

Affluent buyers also can afford to 
pay for their hybrid policies within 
10 years, as many insurers require. 
However at least one big carrier, 
Lincoln National Corp. , has begun 
allowing people in their 40s and 
early 50s to spread payments over 
more years, provided they fully pay 
by age 65.

Besides the death benefit—which is 
as much as $432,000 on a combined 
basis for the Goldsmiths—hybrids
also include a “return of premium” 
feature. This allows buyers to 
recoup much of their money if they 
want out of the transaction, albeit 
without interest.

“We call these ‘live, die, change 
your mind’ policies,” says Natalie 
Karp, the Goldsmiths’ agent and co-
founder of Karp Loshak LTC 
Insurance Solutions, a brokerage in 
Roslyn, N.Y.

that typically lack those features. They charge more and provide shorter benefit periods than 
they did in the past. But Tim Cope, a financial adviser in South Burlington, Vt., for insurance 
brokerage NFP, says the good news is that “policies continue to pay for much-needed care, 
and changes in their policy design, pricing and underwriting are an effort to minimize 
premium increases on recently issued and new policies.”

Many advisers favor standalone and hybrid offerings of three of the nation’s largest and
financially strongest insurers: MassMutual, New York Life Insurance Co. and Northwestern
Mutual Life Insurance Co.

Ms. Goldsmith says she was attracted to the Nationwide hybrid because it doesn’t require
submission of receipts to obtain the long-term-care proceeds. Benefits are payable in cash when
a physician certifies a severe cognitive impairment or inability to perform basic activities, such
as bathing, eating and dressing. Payments are capped at specified monthly amounts. For the
Goldsmiths, the monthly benefit starts at $9,000 per spouse and grows with an inflation
adjustment to more than $15,000 in their 80s.

“Receipts are very hard for older people to deal with, especially when stressed by caring for a
disabled spouse or being disabled themselves,” Ms. Goldsmith says.

Write to Leslie Scism at leslie.scism@wsj.com

Appeared in the June 9, 2018, print edition as 'Long-Term Care Without Handcuffs.'

Copyright ©2017 Dow Jones & Company, Inc. All Rights Reserved
This copy is for your personal, non-commercial use only. To order presentation-ready copies for distribution to your colleagues, clients or customers visit 
http://www.djreprints.com.

About a dozen insurers still offer 
traditional long-term-care policies

This copy is for your personal, non-commercial use only. To order presentation-ready copies for distribution to your colleagues, clients or customers visit http://www.djreprints.com.
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DATA & RESEARCH  November 13, 2018 

Planning for Long-Term Care Needed to 
Alleviate Burdens on Family Members1 
Among family caregivers, 60% said they had no idea how demanding it would be, and 
that an insurance product to help with long-term care could have alleviated some of this 
pressure, according to Lincoln Financial Group. 
By Lee Barney 

 

A new Lincoln Financial Group study released during Long-Term Care Awareness Month finds that nearly 75% of 

Americans believe they will be responsible for caregiving of a family member, but 70% fear they will not be able 

to provide adequate care. Women surveyed were significantly more likely than men to believe that caregiving 

responsibilities will fall on them, and 65% of those surveyed said parents expect more help with long-term care from 

their daughters than from their sons. 

 

More than half of people turning 65 are expected to need some form of long-term care, typically beginning in the 

home with family caregivers. Among those who are providing care, 60% said they had no idea how demanding it 

would be, and that an insurance product to help with long-term care could have alleviated some of this pressure. 

 

“A long-term care event is a difficult time for a family, including the person in need of care, as well as the children 

or spouse making decisions and often providing the care,” says Karen DeRose, president and managing partner of 

DeRose Financial Planning Group, a registered representative of Lincoln Financial Advisors. “Planning before care 

is needed is the best way to ease those stresses. Think about the type of care you’d want, and discuss your 

preferences with your family and adviser. Then, together, you can determine strategies on how to make those 

preferences a reality if the need arises.” 

 

More than half of respondents said they would hire professional services to relieve the burden on their children or 

spouse. 

“In those instances where family members have to provide long-term care for a loved one, women are often expected 

to step in and assume responsibility for caregiving,” DeRose says. “Think about how all family members can 

contribute to caring for a loved one, and the role professional services may play.” 

 

When it comes to hiring professional help, survey respondents said being able to receive care in the home and 

more experienced care are the two top advantages. To help with this issue, Lincoln has created a What Care 

Costs website where people can see what long-term care costs in their area. Enter code “Lincoln” in the upper right 

hand corner. 
 

                                                           
1
 https://www.planadviser.com/planning-long-term-care-needed-alleviate-burdens-family-members/ 
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