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DIAM Preparation

OD\ LV 'LVDELOLW\ ,QVXUDQFH $ZDUHQHVV ORQWK
WLPH IRU DQ LQFRPH SURWHFWLRQ UHDOLW\ FKHF
PDNH VXUH DOO RI \RXU FOLHQWY ZKR GHSHQG RC(
SURWHFWHG LI DQ HIWHQGHG LQMXU\ RU LOOQHV)
ZRUNLQJ 7KLV FDQ EH GRQH LQ D SDLQOHVV WKL

7KH AUVW VWHS LV WR LGHQWLI\ \RXU FOLHQWV Z
WKHLU AQDQFLDO REOLJDWLRQV DQG GRQ-W KDYF
LQ SODFH )LQDQFLDO SODQQHUV DJUHH WKDW C
PRVW LPSRUWDQW IRUPV RI LQVXUDQFH FRYHUDJI
KRZHYHU LW LV RIWHQ RYHU ORRNHG GXULQJ WKF
WHOO XV PRVW RI \RXU FOLHQWY DUH XQSURWHFV
IDFH

7KH VHFRQG VWHS LV WR GHYHORS D VWUDWHJ\ W
VKRXOG LQFOXGH D SHUVRQDO QRWH IURP \RX Ol
SDUW\ LQIRUPDWLRQ DERXW WKH LPSRUWDQFH RI
3DFLAF $GYLVRUV FDQ KHOS \RX GHOLYHU WKLV P
FXVWRPL]J]HG HPDLO QHZVOHWWHU RXWOLQLQJ WK
SURWHFWLRQ $GGLWLRQDOO\ ZH FDQ SURYLGH
WKDW LQFOXGH ZRUNVKHHWY DUWLFOHYVY DQG LQI

'PS BHFOU VTF POMZ OPU UP UIF QVCMJD .
(continued on page 4)

News You Can Use

DIAM Preparation FROWLQXHG

(continued from page 1)

+f 3DFLILF $GYLVRUV zZDV UHFRJQL]JHG DV D 7RS
7KH 6WDQGDUG IRU WKH WK FRQVHFXWLYH \HDU
KDYH KHOSHG PDNH WKLV KDSSHQ

 HV B QRE PRIR p@RH G RYKHW®R LOQWHQW WR H[LW WKF
WAKHE R XBW H { WP O RSWLRQV IRU \RXU HPSOR\HU F
LR (WKKR\VARKNYVH B30HDVH FDOO OHJDQ RU .HOO

age News

7KH WKLUG DQG AQDO VWHS LV NH\ DQG ZKLOH LW WDNHV YHU\ OLWWOH
LPSOHPHQW <RX PXVW IROORZ XS DQG KDYH D KHDUW WR KHDUW GLVFX
LQFRPH SURWHFWLRQ SURJUDP LV LPSRUWDQW WR WKH SODQQLQJ \RX KI

f

SODQ WR SURWHFW WKHLU HDUQLQJ FDQ EH HDVLO\ LPSOHPHQWHG £ 2XW RI RYHU RUJDQLIDWLRQV &RQVWDQW
3DFLILF $GYLVRUV D $00 6WDU IRU RXU PDUNF
SHYLHZLQJ \RXU ERRN RI EXVLQHVV DQG UHDFKLQJ RXW WR \RXU FOLHQ > PHSURWHEWLRQ

#
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SODQV LQ SODFH QRW RQO\ FRXOG VDYH WKHLU AQDQFLDO OLYHV LW ZL
3DFLAF $GYLVRUV ZLOO EH GRQDWLQJ WR WKH %HQ 7RZQH )RXQGDWLR
VXEPLWWHG GXULQJ 'LVDELOLW\ ,QVXUDQFH $ZDUHQHVYV ORQWK $OVR |
TfIROORZ:- ZH JHW GXULQJ WKH PRQWK RI OD\ ZH ZLOO GRQDWH H XU
KWWS EHQWRZQHIRXQGDWLRQ RUJ IRU PRUH LQIRUPDWLRQ 7KLV YHU\
SURFHHGY WR UHVHDUFK WR AQG D FXUH IRU SHGLDWULF FDQFHU 3DFL
this cause, and encourage you to submit many applications to us in May. Let us know how we can help!

DGUHQ LQ \RXU FRPPXQLW\
\ D STBKH. B DAD IOR® WK KWVLVHFHQWO\ DQQRXQFHG LQF
TQPNMW-VD QL YRWIWKH 1HZV VHFWLRQ RI ZZZ SDFLIL
ZHEMLWPHD WWR Q

PLWV RI
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News You Can Use

<RX FDQ AQG OLQNV WR ERWK RXU )DFHERRN DQG *RRJOH SDJHV DW Z2Z7Z : ,
LTC Sales Solution; LTC Sales Tip

Manual Updates Lead to Improved Underwriting
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LTC Sales Solution - Spouse Security Benefit

The Situation:
A couple applies for LTCi, but one spouse is declined. Now, they're rethinking their decision
and considering looking elsewhere for LTCi coverage.

The Sales Solution:

Use the Spouse Security Benefit to help save the sale. This optional rider provides additional funds when
the insured spouse goes on claim. The money can be used to pay for LTC services or living expenses for
the uninsured spouse.

Here’s How it Works:
e Your clients purchase a policy for the insurable spouse and include the optional Spouse
Security Benefit rider. Medical underwriting is not required on the uninsurable spouse

* When the insured spouse goes on claim, the policy pays an additional 60 percent of LTC
expenses incurred

e |f the uninsured spouse also needs care, the additional funds can be used to pay for LTC
services or living expenses for that spouse

e Spouse Security Benefits paid are not deducted from the policy’'s maximum lifetime benefit

¢ Should the uninsured spouse die, the Spouse Security Benefit rider can be removed from the
policy fo reduce the premium for the insured spouse

As your clients are working on and finalizing their taxes, consider turning their tax refund into an LTC insur-

ance premium payment. It's a great way to plan for the costs of insurance and can make annual pre-
mium payments a non-event.

LTC Sales Tip - Don’t Forget the Family

LTCiis an emotional sale. There's a growing trend that shows many people who purchase a policy, do
so because they know someone who needed LTC services. They heard first-hand accounts of the
importance of a caregiver, the high cost of LTC services and the impact that can have on a family.

Some people also have seen firsthand the benefits of having an LTCi policy. They saw how LTCi allowed
a friend or loved one to choose a plan of care that fit their needs. And they know how it protected the
family. The fact is people buy LTCi because they love their families. So, rather than focusing your sales
and presentations on benefits and features of the policy, focus your conversation on how the need for
LTC services can impact the client’s family.

Here are five conversation starters that can help you make a family-focused sale:

I"d like to talk to you about living a long life and how to be prepared in order to protect your family.
Long-Term Care insurance is not only protection for you. It's protection for your family.

Long-Term Care is a family issue. Do you have a plan to protect your family?

It's not a question of who will take care of you. Your family will because they love you. Instead, it's a
question of how your family will take care of you and the impact it could have on them.

Long-Term care insurance allows your family to keep the promise they made to take care of you by
providing the funds to help them do it better and longer.
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Medical Manual Updates Lead to Improved Underwriting

Medical Disability Income (DI) underwriting manuals are continuously updated and enhanced.
Following is a list of medical conditions with revised guidelines that may result in more favorable offers
to your clients:

Thyroid Cancer

e Papillary, follicular and mixed papillary/follicular thyroid cancer may be standard, with the criteria
varying with the specific type of thyroid cancer, stage, duration of remission and age of the client

e Favorable papillary thyroid cancers with a history of lymph node involvement may be offered with
a substandard rating and/or an exclusion rider after at least five years

e Medullary and Hurthle cell cancers may qualify after a minimum of five years at substandard rates
and with an exclusion rider

Atrial Fibrulation

* Asingle episode of atrial fibrillation with no underlying heart disease may now be standard after
two years

* Paroxysmal atrial fibrillation with no underlying heart disease may now be standard after four years
of no recurrent episodes

e After two years post RF ablation without symptoms, favorable case may be considered for standard
issue

Ulcerative Colitis

» Ulcerative colitis that is medically freated can be potentially considered one year after the last
attack, in general premium ratings are lower and benefit periods higher, and, if no attacks in ten or
more years a policy can be offered with only a rider

e Ulcerative colitis freated with a total proctocolectomy can be possibly considered one year after
surgery, in general premium ratings are lower and benefit periods higher, and, five years after
surgery a policy can be offered with only a rider

ADHD

* ADHD that is mild, of the inattentive type only, stable for at least five years, not requiring
medications, well adjusted with a stable work history, and no other psychiatric disorders may
be standard

Hodgkin’s Lymphoma

* For stages with more favorable prognoses, offers may be available five years after successful
freatment

» Offers may be available for Stage llIA disease seven years after successful treatment

* For stages with more favorable prognosis, after long periods of remission, offers to age 65 may be
available

Liver Function Test (LFT) Abnormailities

* Ratings may be lower for abnormalities in ALT, bilirubin, and GGT

* Consideration now given to age and sex-based normal values, leading to lower ratings for many LFT
abnormalities

For additional information please contact your new business coordinator at Pacific Advisors.
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