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INSIDER'S 
NOTE
Welcome, summer! Already, we are halfway through 2022 and 
producing our third issue of the Digest. This quarter, you will find a 
variety of topics, all designed to expand your insights into extended 
care planning and develop your practice.  

Bonni Kaplan DeWoskin shares results of Homethrive’s survey of 
employee caregivers. Employer clients would likely be interested in 
the findings, particularly that 43% of respondents reported being 
distracted, worried, or focused on caregiving (rather than work).
Matt DiGangi provides insights into older adults' thoughts and 
interest in hybrid life plans—insights you will want to know as you 
speak with your clients about funding a long-term care plan.

Our other two articles focus on the thought processes driving 
client decision-making and engagement. Shawn Britt discusses 
the importance of talking to clients about long-term care planning 
in a volatile economy—even though they may feel otherwise. And 
Wendy Boglioli discusses how a client’s financial mindset can 
impact their financial planning conversations (and how you might 
be able to influence that).

Finally, don’t miss our spotlight article on one of our new Board of 
Advisors, Linda Thalheimer, CLTC®, RICP. Linda also hosted our 
very popular and practical March webinar. If you didn’t see it live, 
you can find it in our website archives.

It’s all good reading designed to help you grow and broaden your 
long-term care conversations and practice. Enjoy the issue and 
have a wonderful summer!

Celeste Cobb 
Director of Education
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Funding long-term care has become one of the most 
pressing financial issues of our time. According to 
the U.S. Department of Health and Human Services, 
approximately 70% of people turning 65 today will 
need some type of long-term care services in their 
lifetime. We must make it a priority to help more 
Americans get serious about planning, but starting 
those conversations can be sensitive and filled with 
emotional pitfalls.

According to the 2021 Genworth Cost of Care Survey, 
the average cost for home care in the U.S. is $59,000 

per year, assisted living is $54,000, and nursing home 
care is $108,000. Depending on the state, those 
numbers could be almost 40% higher. If recent history 
tells us anything, these numbers will continue to rise at 
an alarming rate.

Throughout my career, I have had the opportunity to 
speak with thousands of individuals about their financial 
futures. It’s abundantly clear through these interactions 
that the lofty and growing cost of long-term care has 
many doubting their ability to cover these costs on 
their own.  

Helping LTC Planning Clients 
Believe in Themselves
By Wendy Boglioli
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Starting the conversation about financial planning often 
depends on an individual’s financial mindset. This is 
particularly true of long-term care planning. However, 
there is a consultative approach that you can take 
with clients that might further engage them in getting 
serious about their planning. 

BELIEFS DETERMINE SUCCESS

Albert Bandura, the world-renowned psychologist from 
Stanford University, has focused much of his career 
on the concept of “self-efficacy.” This concept refers 
to the strength of one’s belief in his or her ability to 
complete tasks and reach goals. Because self-efficacy 
can be such a powerful catalyst for positive and 
meaningful change, researchers continue to explore 
the connection between it and financial well-being.  

Based on Bandura’s research, it would stand to reason 
that people who believe that they can successfully 
engage in personal financial matters will do so with a 
positive outlook, exert more effort, enjoy persistence, 
and recover more quickly from setbacks. People with 
self-doubt will have negative attitudes and remain 
fearful rather than productive and proactive. 

According to Bandura, there are four major sources of 
self-efficacy. By integrating these four sources into your 
conversations and taking an educational approach, you 
can leverage them as motivation and success for your 
clients and build lasting relationships. 

FOUR SOURCES OF SELF-EFFICACY

1 SUCCESS
Performing a task and experiencing success is the 

most effective way to build self-efficacy.

Education Opportunity:  A client’s past success 
or failure in financial matters is the strongest 
indicator of their “financial self-efficacy.” If a client 
has continually failed to achieve financial goals, 
they will likely continue to fail in the future unless 
they can change their mindset. One action you 
should take with these clients is to define short-
term achievable goals that offer the opportunity 
to experience success and build a higher level of 
financial self-efficacy. This could be as simple as 
documenting what they believe their retirement 
years will look like. Where will they live? Will there 

be family nearby? Doing this could provide the 
confidence to take on the next steps in a larger 
financial goal, such as creating a financial plan to 
reduce spending and pay off debt. 

2 VICARIOUS EXPERIENCE
Watching close friends, colleagues, or relatives 

successfully manage their finances.

Education Opportunity:  During client meetings, 
probe for information through open-ended 
questions. The answers may provide insight into the 
people they admire or wish to financially emulate. If 
someone makes a statement such as, “My brother 
and his wife were able to take early retirement,” 
this may open further discussion about how they 
can achieve a similar outcome. 

3 VERBAL ENCOURAGEMENT
Verbal encouragement can persuade people that 

they possess the skills necessary to succeed.

Education Opportunity: Highlight areas where 
your client has enjoyed success. Then, explain how 
those same skill sets can deliver success in their 
financial matters.

4 MANAGING PHYSICAL AND 
EMOTIONAL RESPONSE

Moods, emotional states, physical reactions, and 
stress can all affect how one views their capabilities. 
The ability to minimize stress and elevate mood while 
performing challenging tasks can improve a person’s 
self-efficacy.

Education Opportunity: Although the stress in a 
person’s life, or the mood they are in, are difficult 
for you to control, the unknowns of future finances 
like long-term care can have a significant impact on 
one’s mental state. This is the perfect opportunity 
to suggest that your clients have conversations 
with family members and implement a plan to 
deal with the emotional, physical, and financial 
challenges that may happen if they can no longer 
care for themselves. 

Your Communication Strategy: You cannot 
expect to control a client’s stress or emotions (there 
are other professionals better trained for that task), 
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but conversations about future financial challenges 
like the one posed by long-term care may impact 
their emotional state. Knowing how to guide a 
conversation based on a client’s self-efficacy can 
benefit them in the long run. 

When it comes to long-term care planning, given the 
number of financial obligations facing those nearing 
retirement and those already in their post-employment 
years, it is easy to understand why this can become 
overwhelming and complex for clients. The good 
news is that the number of solutions outside of self-
funding to help them cover some or all long-term care 
costs continues to grow. These include long-term care 
insurance, annuities, life insurance, reverse mortgages, 
continuing care communities, and veteran’s benefits.

BuddyIns is focused on educating consumers about the 
importance of long-term care planning. Make it your 
mission to pass along practical resources to help clients 
take control of their financial futures and manage the 

planning process. At BuddyIns, we are here to partner 
with you to help more clients plan for their long-term 
care.

SOURCES

“Behavioral Models for Driving Prosperity for Low-Income People: EARN’s Model of 
Financial Self-Efficacy,” by William M. Lapp, Ph.D., EARN White Paper, Nov. 2010. 

“Self-Efficacy,” by Albert Bandura in Encyclopedia of Human Behavior (edited by V.S. 
Ramachaudran). ©2012 Money Quotient, Inc. 

WENDY BOGLIOLI

Featured speaker, long-term care expert, healthy 
aging advocate, and Olympic gold medalist 
Wendy Boglioli brings professional versatility 
and captivating insight to audiences across the 
country. Wendy’s positive message and riveting 
personal story encourages everyone to take a 
holistic approach to their physical and financial 
outlook. As a BuddyIns account manager, 
Wendy focuses on educating financial advisors, 
agents, and consumers about the power of a 
long-term care plan. Wendy can be reached at 
wendy@buddyins.com.

http://www.BuddyIns.com
https://www.buddyins.com/aging/the-future-of-living-the-olympic-way/
mailto:wendy%40buddyins.com?subject=
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If not now when? The pressures on today’s workforce 
have never been greater. Healthcare, finances, work, 
children, aging loved ones; it is all a balancing act. If 
just one piece of that intricate puzzle falls out of place, 
things can go poorly.

We’ve seen this; we know this.  We hear about it on the 
news. We hear our friends and colleagues tell stories. 
We see women, and men, leave the workforce much 
earlier than expected because the precarious juggling 
act is too much. 

What kind of impact does caring for an aging loved one 
have on working adults? Are employers supportive? 

Do employees get the help they need? We asked 
these questions in the Homethrive 2021 Employee 
Caregiving Survey to find the answers.

SURVEY AT A GLANCE

The Homethrive 2021 Employee Caregiving Survey was 
conducted via a third-party survey provider from June 
28 to July 21, 2021. Two hundred adults in the U.S., who 
work outside the home while also providing support for 
an aging loved one, were surveyed about how those 
caregiving responsibilities impact their employment. 
Respondents were from a variety of companies and 

2021 Employee Caregiving Survey
The Case for Supporting Employee Eldercare Caregivers

By Bonni Kaplan DeWoskin
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industries, make at least $50,000 
per year, and currently support 
at least one aging loved one. 
The survey pool was 64 percent 
female and 36 percent male.

• Forty-three percent 
of respondents are 
distracted, worried, 
or focused on 
c a re g i v i n g — a n d 
not their jobs—five 
or more hours per 
week, while 20% are 
distracted at work 
more than nine hours 
per week

• More than half of 
respondents indicated 
their supervisors were 
not as supportive as they 
needed them to be about 
their outside-of-work caregiving 
responsibilities

• One third of respondents said that 
because of their caregiving responsibilities 
outside of work, their supervisor had noticed 
a change in their work habits either because 
it was impacting their job performance or 
because they were noticeably under stress 

• Despite the growing need for employee 
benefits that support caregivers, 79% of 
employers are not yet offering them or are not 
communicating about such benefits

• The vast majority (84%) of respondents were 
receptive to the idea of their employer offering 
a benefit that provided them with resources, 
guidance, or support for caregiving

THE RESULTS

The survey results confirmed that managing life 
and career is a delicate balancing act with many 
challenges. Providing support or care for aging loved 
ones is stressful and distracting at work, yet employers 
are not widely aware of or focused on how that 
outside responsibility is impacting their workforce and 
workforce performance. Despite the growing need for 
employee benefits that support caregivers, most 

employers still do not offer them, or communicate about 
such benefits. Conclusion: American employers may 
be missing the boat because employees are distracted 
from their jobs because of caregiving responsibilities 
and the majority would welcome an employee benefit 
that provides resources, guidance, and support. 

Supporting aging loved ones is a multi-year, 
long-term commitment.
As people age, they increasingly rely on their adult 
children to run errands, coordinate services, research 
products, answer questions, lend financial and 
emotional support, and more.

We know from our experiences that this shift to 
greater dependence on adult children doesn’t 
happen overnight and can last for many years. Survey 
respondents agreed: 45% have been providing this 
type of  support for an aging loved one for more than 
three years. 
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How long have you been supporting 
your aging loved one?

Supporting aging loved ones distracts employees. 
Often, even when loved ones are providing this kind 
of much needed support, they don’t necessarily think 
of themselves as caregivers, yet they do experience 
stress, grief, and other difficult emotions. Providing this 
kind of support while working full time, raising a family 
and/or other responsibilities, can take a toll. 

The survey found 43% of respondents are distracted, 
worried, or focused on caregiving, and not their jobs, 
five or more hours per week, while 20% are distracted 
at work more than nine hours per week. 

How many WORK hours per week are you 
distracted, worried, or focused on things related 
to your support of your aging loved one? 

Supporting aging loved ones while working can 
negatively impact performance. 
Distraction at work is challenging enough and the 
addition of caregiving responsibilities only compounds 
worry and stress. One-third of respondents said that 
because of their caregiving responsibilities outside 
of work, their supervisor had noticed a change either 
because it was impacting their performance or because 
they were noticeably under stress. 

Just over half of caregivers said that their supervisors 
were either “not” or only “somewhat understanding” 
of their caregiving responsibilities.

How did your supervisor learn of your 
responsibilities to your aging loved one?

How understanding is your supervisor of that 
commitment to supporting your aging loved one? 

There is a disconnect between supply of and 
demand for caregiving benefits.
Despite the growing need for employee benefits that 
support caregivers, the majority of employers are either 

R E S P O N D E N T S

R E S P O N D E N T S

R E S P O N D E N T S

R E S P O N D E N T S
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not offering them nor communicating about such 
benefits. The survey found that 79% of respondents 
did not have access to any benefits to support elderly 
caregiving responsibilities.

However, the vast majority of survey respondents (84%) 
were receptive to the idea of their employer offering 
such a benefit.

If your employer were to offer such a benefit, 
would you take advantage of it?

Does your employer offer any kind of benefit 
that supports employees such as yourself with 
responsibilities to an aging loved one?

 

The internet isn't helping.
Have you ever experienced the “Google rabbit hole?” 
That is what happens when caregivers try to sort 

through all of the resources freely available online. It 
is difficult to sift through it all and decipher what is 
relevant or what sources are trustworthy. 

Only 27% of those surveyed said that there were the 
“right amount of resources” freely available online to 
help those caring for aging loved ones.

What do you think of the resources freely 
available online to help those who support 
aging loved ones? 

Employers aren't asking about the need.
Even with the growing number of employee caregivers, 
a Harvard Business School Report noted "many 
employers remain strangely unaware of the magnitude 
and impact of the changing demographics of care and 
their economic consequences. Surveys of U.S. employer 
and employee attitudes about caregiving reveal that 
there is a gross misalignment between what companies 
currently provide and what employees need.”
 
The Homethrive 2021 Employee Caregiving Survey 
supports these findings as nearly 40% of respondents 
said that their supervisor is not aware of their caregiving 
responsibilities outside of work or weren’t sure if their 
supervisor was aware. 

This isn’t surprising when we take into account that 84% 
of respondents have not been surveyed by their 
employer to find out what kind of outside caregiving 
responsibilities they have.
 

R E S P O N D E N T S

R E S P O N D E N T S

R E S P O N D E N T S

https://www.hbs.edu/managing-the-future-of-work/Documents/The_Caring_Company.pdf
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Has your employer ever surveyed you to 
find out what kind of outside caregiving 
responsibilities you have? 

Is your immediate supervisor aware of your 
responsibilities supporting your aging loved one? 

CONCLUSION

The U.S. is amid a hidden caregiver crisis that impacts 
companies and employees alike. According to an AARP 
study and Harvard Business School report, today, an 
estimated 53 million adults in the United States, more 
than one in five Americans (21.3 percent), are 
caregivers, yet employers remain unaware of—or 
are not focused on—how that outside responsibility 
can impact their workforce and their employees’ 
performance. 

Without adequate caregiving support for employees, 
companies incur millions of dollars of hidden costs 
through employee mental health issues, turnover, and 
substantial productivity costs such as absenteeism and 
presenteeism.

There is a significant misalignment between what 
employees need and what companies provide in terms 
of caregiving support, borne out by our Homethrive 

survey. Unless companies better comprehend how 
to support the needs of caregivers in the U.S., those 
economic impacts will continue to add up.

We know most American employers do care about 
their employees, but sadly, they are missing the boat. 
As responses to our Homethrive survey showed, 
employees are distracted from their jobs because of 
caregiving responsibilities and the majority would 
welcome an employee benefit that provides resources, 
guidance, and support.

Companies that want to support and keep good 
employees must better understand their employees’ 
caregiving responsibilities and provide benefits that 
support them. When considering the kind of portfolio 
of benefits that are “must haves” to retain a talented 
workforce, choosing the right caregiver benefit should 
be near the top of the list—right up there with excellent 
healthcare coverage.

Leading companies must recognize the impact 
caregiving has on their employees’ wellbeing and their 
company’s bottom line. Any caregiving benefit offered 
should meet two overarching goals: 

1. Help older adults live healthier and 
independently at home for as long as possible

2. Reduce the work, worry, and stress that family 
members (unpaid caregivers) face while trying 
to successfully balance their career with their 
family obligations.

BONNI KAPLAN DeWOSKIN

Bonni Kaplan DeWoskin is the 
Vice President of Marketing for 
Homethrive, the next generation 
caregiving benefit innovator that’s 
revolutionizing support for unpaid 
family caregivers and their loved 
ones. She oversees all activities in 
Homethrive’s marketing department 
and is responsible for the planning, 
development, and execution of 
innovative marketing strategies and 
initiatives.

R E S P O N D E N T S

R E S P O N D E N T S

https://www.aarp.org/content/dam/aarp/ppi/2020/05/full-report-caregiving-in-the-united-states.doi.10.26419-2Fppi.00103.001.pdf
https://www.aarp.org/content/dam/aarp/ppi/2020/05/full-report-caregiving-in-the-united-states.doi.10.26419-2Fppi.00103.001.pdf
https://www.hbs.edu/managing-the-future-of-work/Documents/The_Caring_Company.pdf
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We hear many reasons for delaying the purchase 
of LTC insurance. But those feelings may be even 
stronger when the economy and markets are unstable. 
Clients may see extended care planning as “nice to 
have, but now is not the time." One reason people 
delay planning and purchasing LTC coverage is the 
belief that by waiting for the market to recover, or for 
the economy to change, that they will be in a better 
position to purchase a policy. But will they? What does 
the person consider to be a “recovered” portfolio, and 
how long could that take? What constitutes a better 
economy in reference to buying insurance? And more 
importantly, what are the consequences of waiting that 
these individuals are not considering?

•	 While a client is waiting for a “better time," 
they may have another birthday (or two or 
three). Each year you age, the policy becomes 
more expensive than if purchased today.

•	 For those wanting to add inflation benefits to a 
policy, waiting to purchase lessens the impact 
with less years for the benefit value to grow. 

•	 A big risk is a change in health. A person 
who feels great today may see their health 
change on a dime, resulting in a decline of the 
application. 

•	 Worse yet, a long-term care event could occur 
while the individual is “waiting for a better 
time” to purchase coverage.

•	 The biggest impact may be how self-funding 
LTC expenses during a down market can 
financially upset a retirement plan. Generally, 
it is less disruptive to pay smaller insurance 
premiums during a down market, than to pay 
for larger LTC expenses during a down market.

THE RISK OF SELF-FUNDING, 
PARTICULARLY IN A DOWN MARKET 
OR A HIGH INFLATION ECONOMY

Individuals and couples have been known to declare 
that they can afford to self-fund an extended care 
event. They may even tout that they can grow their 
account higher than any benefit pool offered by an 
insurance company. How sound is their plan?

Self-funding (often incorrectly called “self-insuring”) 
presents flaws that do not exist with LTC insurance. 

• How long will you have to save and invest for 
an extended care event before it happens?  

• What rate of return will be earned over the 
long term? 

• Will an economic period of high inflation 
impede your ability to contribute into your self-
funded plan or cut deeper into the retirement 
income being used to pay for extended care? 

Dealing with Objections 
to Purchasing LTC Insurance 
in a Volatile Economy
By Shawn Britt, CLU®, CLTC®
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• Even if all goes well, can you be certain there 
won’t be a crash in the market at the time funds 
are needed to pay for an extended care event? 

It's all unknown.

When you look at the above considerations, you can’t 
be sure that all of these fluctuating circumstances will be 
in a favorable position for self-funding, or for accessing 
funds when the time comes to use the savings to pay 
for long-term care expenses. That is why self-funding 
could be called “un-suring," because you are unsure 
of the timing before the need may occur, unsure of 
the long-term rate of return, and unsure whether the 
market will be (and continue to be) in a healthy place 
while you begin withdrawing funds to pay for care. 

Keep in mind that when taking money out of a down 
market, the loss is permanently realized—you can’t 
grow it back, let alone grow it going forward; therefore, 
one could equate this as a double loss.

When looking deeper into this challenge, we find 
that paying for a LTC insurance policy—even during 
volatile markets and economies —can be done more 
effectively than saving for extended care expenses, 
with an overall outcome that can have a higher chance 
of success. LTC coverage comes in many forms, and 
the purchase of traditional LTC insurance can be very 
valuable, particularly with inflation added. However, 
this article will concentrate primarily on using linked 
benefit LTC coverage to overcome market and 
economic timing objections.

LINKED BENEFIT (HYBRID) 
LTC COVERAGE

Linked benefit LTC policies continue to be a growing 
market. A single premium is no longer required to 
purchase this type of policy, which is good news. With 
the advent of multi-premiums, the purchase of a linked 
benefit policy could make sense at any time, whether 
markets are up, down, or sideways. 

It may help to explain what is meant by a linked 
benefit policy. Also sometimes referred to as hybrid 
LTC insurance, the policy is comprised of two benefit 
pools. The first pool is a small life insurance death 
benefit with a LTC rider that is usually equal to or 
greater than premiums paid. It is not intended to 

provide life insurance protection, but rather, it protects 
against the premium being lost or never used if the 
benefit payout is small. When qualifying for a LTC 
claim, benefits will be paid first by accelerating the 
death benefit. Once exhausted, the second benefit 
pool—which is pure LTC protection—will begin paying 
LTC benefits. Even if the policy is totally exhausted, 
there is usually a guaranteed minimum death benefit 
which varies by carrier from a few thousand dollars to 
as much as 20% of the death benefit amount.

WHY LINKED BENEFIT LTC POLICIES 
MAKE SENSE REGARDLESS OF THE 
MARKET ENVIRONMENT

We normally think of dollar cost averaging as a concept 
where money is placed into the market on a monthly 
basis to help manage the risk of market volatility.  
However, because some insurance companies offer 
linked benefit policies with no modal factor—where 
the cost of the policy is the same whether paying 
annually or monthly—the policy can be paid for using 
“reverse dollar cost averaging."The policy will be 
paid over time using monthly premiums to allow more 
money to remain in the portfolio to capture recovery 
and future growth.

The variety of linked benefit policy premium schedules 
vary by carrier, but let’s take a look at paying for a policy 
over a 10 year period of time, and how it can make sense 
whether the market is down or up. Remember, upon 
that first premium paid, even if a monthly premium, the 
policy is immediately leveraged.
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A 10-year premium schedule (or other extended 
schedules such as pay to age 65) can make sense for 
many reasons including:

•	 Individuals with excess salary may find it 
affordable, easier, or more palatable than 
accessing an asset. 

•	 Withdrawing funds from a portfolio over ten 
years could be looked at as “reverse dollar 
cost averaging."

o In a down market, pulling money out 
slowly could make for a better portfolio 
recovery. And in the case of an early death, 
there is still some death benefit leverage 
which could help compensate for a down 
portfolio and increase what is left to 
beneficiaries.

o In an up market, strong returns could 
allow the policy premium to be paid from 
earnings, a policy itself that will have an 
immediate leveraged amount of LTC 
benefits.

o In a sideways market, whether lasting 
months or even years (such as the period 
between 1966-1982), purchasing a linked 
benefit policy is one way to get guaranteed 
leverage for the purpose of extended care 
planning.

Take a look at a hypothetical example in graph 1 above 
using a 10-year premium schedule on a 55 year old 
male with 3% compound inflation.

As you can see in the above chart, paying just $10,000 
annually for 10 years with 3% compound inflation can 
leverage into a sizable LTC benefit pool, guaranteed. 
The initial first year leverage happens the moment the 
first monthly premium of $833.33 is paid. In addition, 
there is no market volatility risk—the benefit is not tied 
to market performance, so it is an asset an individual 
can own that has a known result.

DEALING WITH ECONOMIC 
UNCERTAINTY: HOW A REDUCED PAID 
UP (RPU) POLICY OPTION CAN HELP

Financial worries can turn into objections as individuals 
face economic uncertainty. Questions may include:

•	 “What if I have to cut back work hours, or I lose 
my job before the policy is paid off and I can 
no longer afford the premium?”  

•	 “What if inflation continues to erode what my 
income can cover, making it harder to afford 
paying premium?”

•	 We’ve been helping family members financially. 
That obligation could eventually make it tough 
to afford the premium.

The good news is that some carriers of linked benefit 
LTC policies also offer a Reduced Paid Up (RPU) policy 
feature during the premium payment phase. Essentially, 
an individual will receive a paid up policy of LTC 
benefits, based on a pro-rata percentage of premiums 
already paid. For example, if you paid premiums for 
six full years of a 10-year premium schedule, and you 

Age

55

60

64

70

75

80

85

90

Policy Year

1

6

10

16

21

26

31

36

Monthly 
Premium

$833.33

$833.33

$833.33

$0

$0

$0

$0

$0

Annual 
Premium

$10,000

$10,000

$10,000

$0

$0

$0

$0

$0

Total Premium
Paid to Date

$  10,000

$  60,000

$100,000

$100,000

$100,000

$100,000

$100,000

$100,000

Death
Benefit

$104,253

$104,253

$104,253

$104,253

$104,253

$104,253

$104,253

$104,253

Total LTC 
Benefit

$337,174

$390,878

$439,936

$525,307

$608,974

$705,968

$818,411

$948,762

GRAPH 1    10-YEAR PREMIUM SCHEDULE ON A 55 YEAR-OLD MALE WITH 3% COMPOUND INFLATION  



CLTC Digest  | SUMMER 2022 15

would like to stop paying premium and take an RPU 
policy, the new guaranteed paid up benefit pool would 
be 60% of the total LTC benefits at end of policy year 
six. If the policy has inflation, it will continue to inflate 
starting at the new RPU amount.  

Look above at graph 2 for an example of an RPU 
policy that has 3% compound inflation with a premium 
schedule of 10 years. You will see that when taking an 
RPU policy at the end of year six, the policy is converted 
to a paid up policy at 60% of the original value1. From 
there, the 3% compound inflation continues to work 
and builds the LTC benefit back up and then forward.

WHAT VALUE DOES THE DEATH BENEFIT 
OFFER ON A LINKED BENEFIT POLCY?

Linked benefit LTC policies are not for people with 
typical life insurance needs, as the purpose of these 
policies is long-term care protection with a death 
benefit whose primary purpose is to protect unused 
premium against loss. However, the first several years 
of a linked benefit policy will see a nice death benefit 
leverage and internal rate of return (IRR). This could be 
an attractive side benefit for those who may value some 
death benefit leverage in early years of the premium 
payment schedule. For example, there may still be a 
small death benefit need for just a few more years. If 
death were to occur during the early years of the policy, 
the capture of death benefit leverage on an early death 
benefit could be useful because:

•	 The house is not quite paid off

•	 The kids are still in college

•	 There is still some debts to pay off

•	 The early death benefit leverage could help 
recover portfolio losses

As you can see in graph 3 on the next page, the IRR on 
the death benefit might be considered attractive and 
could fill the need for additional life insurance needed 
for just a few more years.

LIFE INSURANCE WITH A LTC RIDER: 
FILLING TWO NEEDS WITH ONE POLICY

For those who have a life insurance need and can 
afford permanent life insurance, adding a LTC Rider to 
the policy can provide cost efficient LTC coverage for 
a small amount added to the life insurance premium. It 
is important to note that the LTC rider will reduce the 
death benefit dollar for dollar if used, but as long as 
life insurance needs will decline over time, this can be 
a cost effective solution to provide the life insurance 
needed now with a policy that can transition focus to 
LTC coverage later.

When considering long-term care coverage, 
guaranteed premiums and benefits 

are important features, 
and there are life insurance policies 
with LTC riders that can guarantee 

both the policy premium and benefits. 

The leverage, whether for death benefit, LTC benefits, 
or a combination of both, will be well leveraged for 
the entire life of the policy. For people whose first 
need is life insurance, this may be a better solution. 
The LTC rider added to the life insurance policy can 

Age

55

60

60

75

85

End of Year

1

6

PREMIUM STOPS

6

21

31

Annual 
Premium

$10,000

$10,000

RPU 60%

$0

$0

Total Premium
Paid to Date

$10,000

$60,000

$60,000

$60,000

$60,000

Death
Benefit

$104,253

$104,253

$  62,552

$  62,552

$  62,552

Total LTC 
Benefit

$337,174

$390,878

$234,527

$365,384

$491,047

  GRAPH 2          RPU POLICY WITH 3% COMPOUND INFLATION AND 10-YEAR PREMIUM SCHEDULE  
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  GRAPH 3           

Age

55

56

57

58

59

60

61

End of Year

1

2

3

4

5

6

7

Annual 
Premium

$10,000

$10,000

$10,000

$10,000

$10,000

$10,000

$10,000

Total Premium
Paid to Date

$10,000

$20,000

$30,000

$40,000

$50,000

$60,000

$70,000

Death
Benefit

$104,253

$104,253

$104,253

$104,253

$104,253

$104,253

$104,253

Total LTC 
Benefit

942.53%

176.73%

76.84%

42.28%

25.59%

16.03%

9.97%

provide first steps in extended care planning with an 
affordable solution that meets the immediate needs of 
life insurance.

SUMMARIZING THE STRATEGY

Volatile markets can be a difficult time for individuals to 
make financial decisions. But waiting to purchase LTC 
coverage until a “better time” may not be the wisest 
decision. 

•	 It is generally less disruptive to pay for the 
smaller expense of LTC insurance during 
a down market, than to pay for a large LTC 
expenses during a down market.

•	 Buying now saves age and cost over waiting

•	 When inflation is added to a policy, buying 
now provides more time for benefits to grow

•	 Good health today does not mean good 
health in a few months or years from now

•	 Linked benefit LTC policies have guaranteed 
premiums. When purchased with a multi-pay 
premium schedule, such as a 10-year schedule, 
it can be positioned as “reverse dollar cost 
averaging” that buys a fully leveraged LTC 
benefit pool of protection as well as life 
insurance leverage for a short period of time. 

•	 Reduced Paid Up provision (RPU) provides 
an “out” should you hit on hard financial 
times, allowing you to keep the proportional 
coverage you already paid.1

•	 If life insurance is currently the primary 
need, the combo life/LTC products provide 
immediate leverage for life insurance and 
starts extended care planning with a rider that 
transitions to LTC benefits if needed.

Volatility in the markets or economy should not be 
the lone reason to delay extended care planning and 
the purchase of LTC coverage. Properly positioned, 
purchasing it can be appropriate no matter where the 
markets and economy sit.

1 Keep in mind that linked benefit policies that offer RPU (reduced paid up) policies must 
still meet regulatory requirements, and as such will generally have a minimum death 
benefit that must be maintained – for example $6,000 (varies by carrier). On 10 year or less 
premium schedules this usually can be met even if RPU is requested after just one full year 
of premium payments. However, premium schedules longer than 10 years (such as pay to 
age 65 or pay to age 100) could be affected by this requirement and require more than 
one year of premium payments to achieve the minimum death benefit requirement before 
RPU can be elected.

SHAWN BRITT
CLU® , CLTC®

Shawn is Director of LTC Initiatives 
for Advanced Consulting Group at 
Nationwide Financial. She has been 
engaged in the life insurance and LTC 
industry for over 20 years. Shawn has been 
a major influence in promoting the need 
for long-term care and development of 
Nationwide’s LTC product solutions.



Linda Thalheimer
Q: How did you first get involved in LTC planning?

A: I started my career as an Occupational Therapist, in 
spinal cord injury, one day perfectly healthy, the next…. 
Then I worked as a manager of rehabilitation at a local 
nursing home.  When Medicare changed its billing, 
nursing homes became a greater challenge in which to 
provide quality care.  The population of very sick and 
very poor was not a good financial mix.  When I got a 
letter from GE Financial to learn about long term care 
insurance, I decided to learn more. The idea of helping 
people afford qualify care and minimize their potential 
to rely on nursing homes was a welcomed change from 
consoling people in crisis spend downs.  

Q: What do you find most challenging about LTC 
planning?

A: Denial!!  When I hear, we can self-insure, I hear, “We 
don’t believe we will really need LTC.

Q: What is the best (or worst) thing to happen to you 
since you started in the industry?

A: The best thing is being part of a financial team to 
optimize a person’s financial future.  When people are 
financially prepared, they are less stressed, and have 
more options and a higher quality of care when needed.  
The worst thing is telling people they don’t qualify 
when they really need and want the coverage.

Q: If you could change one thing about the public 
views on LTC planning, what would it be?

A: You are healthy until you are not, and the only time 
to plan is in the moment while you are healthy.  If you 

guess wrong, it does not just impact you, but all 
those that care about you.

Q: What changes do you see happening in the 
next five years?

A: I see shortages in caregivers, giving rise to 
increased costs and less opportunities for quality 
of care.  People who thought they could self-
insure will be grossly unprepared when care is 
needed. 

Q: If you were doing something else, what 
would it be?

A: I can’t think of anything I would enjoy more 
than what I am doing now, helping people plan for 
a LTC crisis, and feeling like a hero when it’s time 
for them to make a claim.  But if not doing this, I 
would spend more time and expand my Friends 
Group, helping more kids with social interaction 
skills so that they can make and keep more friends 
and be happier people. 

Q: How has being a CLTC professional helped 
you succeed?

A: CLTC provides the concept and language of 
how to share risk information in a way that is more 
likely to help people overcome objections based 
in denial.  The language and concepts I learned in 
CLTC over 16 years ago, I still actively use every day 
in my interactions with clients and in educational 
presentations.  I truly believe it is an essential 
education for Financial Advisors and those who 
specialize in LTC planning.
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Recently, I’ve been reading a lot about a rise in 
consumer interest in aging in place. AARP’s 2021 Home 
and Community Preferences study found:

76% OF ADULTS AGES 50 AND OLDER 
WANT TO AGE IN PLACE

The COVID-19 pandemic served to strengthen this 
preference. American Advisors Group, June 2021, 

Importance of Home survey found that, over 90% of 
participants indicated they prefer to remain in their 
homes versus moving into an assisted living community.
For those unfamiliar with the term, the Centers for 
Disease Control and Prevention (CDC) defines aging 
in place as “the ability to live in one’s own home and 
community safely, independently, and comfortably.” 
Here’s how financial professionals can help. Discuss 
hybrid life long-term care protection with your clients. 

OLDER ADULTS OPTING TO AGE IN PLACE 
(Do they even care about hybrid LTC insurance?)

By Matthew DiGangi, CLTC®
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Why? Hybrid/Life LTC coverage typically includes 
licensed home health care and adult day care should a 
long-term care event occur.

Joseph Coughlin, Founder of the MIT AgeLab (and my 
go-to resource when it comes to matters of aging) wrote 
an article entitled, “This Senior Business Model Doesn’t 
Involve Real Estate.” It seems there is an entire industry 
growing up around Virtual Assisted Living (VAL). 

The growth of all things virtual has a lot to do with 
life during the pandemic, even among older adults. 
They had little choice other than to adopt technology 
for their necessities during the pandemic: grocery 
shopping, doctors’ visits, meetings with their financial 
professionals, and staying connected to their family and 
friends. Meanwhile, their adult children were adopting 
technologies that would help keep their parents safely 
in their homes. Beyond staying connected through 
Zoom, they were installing alarms, cameras, and other 
gadgets around the house.

We now know older adults are interested in aging 
in place. But are they interested in long-term care 
insurance? For answers, let’s turn to the 2022 
MassMutual Long-term Care in America Study. This 
study is particularly important because we can now 
compare the results to our pre-pandemic survey 
conducted in 2019.

Among the 2022 study 
participants, the LTC 
insurance feature of greatest 
importance is the services 
that are covered (83%). 
Second most important 
is the financial stability 
of the company. In the 
recent survey, 39% say the 
pandemic has made them 
more concerned about being 
able to afford in-home care. 
This brings us to Hybrid Life/
LTC, which typically includes 
licensed home health care 
and adult day care. For 
people who wish to remain in 
their homes, this is important 
should they experience an 
accident or illness requiring 
long-term care. I should point 
out another key finding:

GROWTH OF HYBRID 
LIFE/LTC INSURANCE OWNERSHIP 

HAS TRIPLED BETWEEN 2019 AND 2022, 
FROM 5% TO 16%

One area that has not changed is the impact of a long-
term care event on family members. Seventy-seven 
percent of those who witnessed a family member 
going through long-term care say it was emotionally 
difficult. Not surprisingly, it’s hard to see someone who 
needs help taking care of themselves. Family members 
are additionally concerned with whether their choice 
of care was the right one. For someone who wishes to 
remain at home, the choice of care is a simple one. The 
question remains, “How much does in-home care cost 
without insurance?”
 
In both surveys, participants demonstrated how little 
they know about the cost of long-term care services, 
whether in a skilled nursing facility or in the home. In 
fact, consumers are more likely to underestimate the 
cost. Seventy-five percent of the participants who 
are working with a financial professional believe they 
should discuss the cost of long-term care insurance. 
Surprisingly, these conversations are not happening as 
much as they should and are down from 66% in 2019 
to 59% now. The survey does not provide an answer as 

https://www.linkedin.com/pulse/senior-living-business-model-doesnt-involve-real-estate-coughlin
https://www.linkedin.com/pulse/senior-living-business-model-doesnt-involve-real-estate-coughlin
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to why conversations about how to pay for long-term 
care protection have fallen, yet 65% of consumers now 
believe it is important to own LTC insurance to avoid 
becoming a burden on family members (vs. 59% in 
2019.) LTC insurance ownership has increased as well, 
growing from 27% to 38% today.

The survey also provides insights into barriers to 
ownership. For the most part, the barriers are consistent 
with the 2019 findings:

• Perceived cost of insurance 

• No need because of adequate savings

• Fear of rising premiums

• Concern about losing money if they die before 
they need the insurance 

One difference is the growth in worry about liquidity 
(61%). Underlying some of these concerns is the 
potential of never needing to tap long-term care 
insurance coverage. According to Morningstar’s annual 
compendium of long-term care statistics (2019 edition), 
52% of people turning age 65 will need some type of 
long-term care services in their lifetime.

So why is this important to financial professionals and 
their clients? According to our 2022 survey findings, 
consumers are interested in protecting themselves 
and see value in hybrid life/long-term care insurance, 
particularly hybrids that include the following three 
features:

Surrender Value
l  29% much more likely to purchase 
l  46% somewhat more likely to purchase

Death Benefit
l  27% much more likely to purchase 
l  45% somewhat more likely to purchase

Opportunity to Earn Dividends
l  23% much more likely 
l  45% somewhat more likely

My question for financial professionals that are not 
discussing hybrid life/long-term care insurance with 
their clients is this: What is the barrier? It’s clear that 
consumers have experienced many difficult pandemic-
related conversations. 

Our survey results indicate clients are 
ready to have a conversation about 
protection that helps them avoid 
becoming a burden on their family 
(65%) and that prevents the stress 
involved in knowing they’ve made 
the right choice of care (50%) for a 
loved one. 

I can’t help but think that the 76% of older adults who 
wish to age in place and remain at home might be 
interested as well.

The pandemic has impacted so many aspects of our 
lives. Many of the impacts were, of course, profoundly 
negative. But not all. The pandemic helped many of us 
clarify our priorities. The importance of our families and 
friends, our health, and our homes came into focus. 
Our surveys in 2019 and 2022 asked consumers about 
the role of advisors. In both cases, 75% of consumers 
believe all advisors should discuss long-term care 
insurance with their clients. They expect to have 
meaningful, sometimes difficult conversations about 
matters of importance, and they expect to have those 
conversations with their financial professionals.

MATTHEW DiGANGI
CLTC®

Matt is Head of Annuity and Hybrid Life-
LTC Distribution for MassMutual Strategic 
Distributors. In his role, Matt leads the way 
toward more advisor-client conversations 
about the need for long-term care 
planning. Matt and his team extend 
MassMutual’s guiding principle to MMSD’s 
financial partners: to help people secure 
their future and protect the ones they love. 
He graduated from Sacred Heart University 
with a degree in finance and earned his 
MBA from Quinnipiac University. Matt 
maintains his CLTC designation, Series 6, 
and 26 licenses.
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