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•  Clients may feel more confident and comfortable buying an LTC 
policy from a producer who has a policy of their own.  Prudential now 
offers a 5% discount for producers and their spouses/partners on their 
Evolution or LTC3 insurance policies.

The Profile of a Typical LTCi Buyer
In an effort to help you know who to target, Mutual of Omaha 
carefully examined LTCi buyers in order to compile a consumer 
profile.  Based on what they learned, the typical LTCi buyer is:

•  Female, Caucasian, age 55 to 64
•  Married with adult children
•  Working in a white-collar profession; not yet retired
•  College educated
•  Living in a metropolitan area with a population of at least 250,000
•  A homeowner with 11 or more years in the current residence
•  Affluent; upper middle class with a household income of $100,000+
•  A “planner” who is interested in financial issues; owns life insurance  
    and other conservative investment products
•  Family oriented
•  Exposed to LTC issues; knows someone (a family member or friend) 
    who has needed LTC services
•  Research oriented; an online user; self-educated about LTCi

What about people who don’t fit this profile?  They certainly can make 
good prospects for LTCi, too.  It’s simply that Mutual of Omaha found 
most people who purchase LTCi share these similarities.  So, as you meet 
new people or search your own database of existing clients for 
opportunities to talk about LTCi, we urge you to keep this profile in mind.  
It might just lead you to your next LTCi sale!

•  Union Central/Ameritas has announced a change to their individual DI 
product that adds Specialty Own Occ language to the definition of total 
disability for physicians and dentists.  

•  MetLife has increased I&P limits.  They are now offering up to $30,000 
per month of individual DI to physicians and up to $40,000 per month for 
qualifying executives.
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•  During Disability Insurance Awareness Month, Pacific Advisors 
donated $6.725 to Ben Towne Foundation for Pediatric Cancer Research.  
Thank you to all the agents who made it possible by submitting
applications and now ‘like’ or ‘follow’ us on Facebook and Google+.

The Standard provides individual disability income insurance (IDI) 
coverage to men and women in the United States military.  Their 
coverage even provides protection when insureds are called to active
duty.  Here are some commonly asked questions about the coverage:

Who in the military is eligible to apply for IDI insurance?
The Standard accepts applications for DI coverage from individuals in 
the reserves as long as the applicants otherwise qualify, aren’t on active
duty, and don’t have call-up orders.1  They also accept applications 
from medical residents and fellows who aren’t on active duty and don’t 
have call-up orders, even if they have pay-back obligations.

Who in the military is not eligible to apply for IDI?
Military personnel on active duty, individuals who have call-up orders, 
and medical residents and fellows with active call-up orders who have 
a military pay-back obligation, i.e. owe one year of military service for 
each year of scholarship received.

When existing insureds are on active duty and deployed, is their 
coverage cancelled?
The Standard doesn’t cancel coverage for insureds while they are 
serving active military duty so long as each insured’s application was 
executed and coverage was issued before the insured received his or 
her call-up orders for active duty.

Do military personnel need to be deployed abroad to be considered 
on active duty?
No.  Insured individuals are covered for any disability so long as the 
disability didn’t result from an act of war.

IDI And The Military:  FAQ

•  Ameritas has increased their Issue & Participation Limits.

•  Mutual of Omaha DI has rolled out Express Standard Issue (ESI), a new 
DI at Work program providing an easy solution for voluntary enrollment 
in the middle market for small employers.  Visit our website for details.

Volume 13 Issue 3 Page 4

IDI And The Military: FAQ (continued)

When insureds are on active duty, can they exercise Future Purchase Options (FPO)?
When coverage was issued before the beginning of active duty military service or the receipt of call-up 
orders, insureds are allowed to exercise FPO while on active duty.  The insureds’ military income is used to 
determine their benefit amounts.

Injuries during active service
A disabling injury or sickness incurred while on active military duty or while training for active duty, even 
during a time of war, is not automatically excluded under the policy’s exclusions for disability due to war.  
This exclusion from coverage is based on disabilities resulting from an act of war, without regard to the 
military status of the insured.  A disabling injury due to enemy gunfire, artillery or an explosion would almost 
certainly be due to war while a disabling injury from an auto accident would not be excluded, unless the 
accident was caused by an act of war.2  Therefore, an injury suffered in the United States would likely be 
covered, even if the injury occurred during military training.  And, subject to war exclusion, benefits will be 
limited to 12 months while the insured resides outside of the United States and Canada.

1. The application must be written, approved and placed before their active duty call-up orders.
2. These examples are provided solely to help explain how the policy works and may not be considered statements regarding the 
way the policy would be interpreted in any specific claim situation.  All disabilities will be reviewed on a case by case basis and will 
depend on the language of the policy.  The terms of the policy will control all claims.

(continued from page 1)
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Licensing and Contracting Q&A With Jaymie Darden

We often receive questions regarding the licensing and contracting procedures here at Pacific Advisors.  
We thought it would be helpful to have Jaymie Darden, our Licensing and Contracting Manager, 
answer a few of these questions to hopefully make the process smoother for our agents.  Continue 
reading for the most frequently asked questions and answers.

When is the best time to complete and submit contracting to Pacific Advisors?
The best time to submit contracting is at the same time as the application as long as your state is not 
considered a pre-appointment by the carrier (inquire if you do not know).  This will help to avoid any 
underwriting delays or failing to get appointed within the time frame allotted by your state.  Even though 
you might not need to be pre-appointed in your state, some of them have very short time frames to be 
appointed.

When do I need to get a license for the state I want to write an application in?
Prior to writing the application.  This rule applies in every state.

When do I need to take my LTC Continuing Education course?
(If applicable in your state) Prior to writing an LTC application.  Most states use the NAIC model for the 
LTC course and that includes an initial 8 hour course to be taken and then a 4 hour refresher course 
every two years thereafter.  Some states do not use this model though, so if you are unsure of your state 
requirements please contact us or visit the insurance website for your state.  LTC courses expire two years 
from the date the course is taken and is not tied to the expiration of your state license.

How long will the contracting process take?
There is no general time frame that can be given for how long the contract and appointment process 
will take because every carrier has their own process and other factors can contribute to the length of 
time. 

Common items that can lengthen the contract and appointment process:

1. Any missing information on your contract.

2. Answering “yes” to any background questions or when something comes up in your background 
 check.  If you think you might have something to be reviewed by the carrier, it is a good idea to  
 send the contracting before or at the same time as the application (and send the application to  
 our office as soon as it is completed by the client).  Some carriers still will not process your contract  
 until they have received your first application, even if you have a background issue, so sending  
 everything in a timely manner will help.

3. Sending contract/appointment paperwork when you have no business to submit.  Some carriers 
 will still process a contract even if there is no new business, but it will go to the bottom of the pile.   
 Many carriers, though, will not even begin the process until an application is submitted to new   
 business.

4. The process can take longer sometimes if the carrier has a larger volume of contracts than usual  
 to process.

For any further questions regarding licensing and contracting, contact Jaymie at 877.455.9580.
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Choosing the right type of inflation coverage is one of the most important decisions your client will 
make when purchasing a Long-Term Care insurance policy.  It’s critical that the policy they purchase 
today enables their benefits to keep pace with the anticipated future costs of care – especially when 
the benefit that your client buys today may not be accessed until 20, 30 or 40 years down the road.  
At the same time, they want inflation protection at a price that fits their budget.  John Hancock’s CPI* 
linked inflation protection is an option that offers them both.

*CPI refers to the non-seasonally adjusted Consumer Price Index for All Urban Consumers, published by 
the Bureau of Labor Statistics of the U.S. Department of Labor.

How the CPI linked inflation protection works -

Every year on the insured’s policy anniversary, the benefit and the total pool of money will be 
automatically adjusted according to the increase in the CPI.   The rates used to determine the actual 
increase in the benefit is the percentage change in the CPI over the one-year period ending three 
months prior to the insured’s policy anniversary.

In addition, the inflation option increase includes a Guaranteed Increase Option (GIO). This feature 
gives the client the opportunity every three years to increase the existing benefit by 5% - for any 
reason, and with no health questions or exams.  Benefit increases made though the GIO will require 
additional premiums.  Additional provisions apply – such as max issue age, and increases cease to be 
offered if the insured has refused two previously.

Benefits of a CPI option:

• The amount of the increase is unlimited.

• The benefit will never decrease based on the CPI 

• This option keeps pace with the rising costs of care

The graph compares the performance of 3% compound vs CPI:

Give us a call to discuss or request an illustration.

Time to Take Another Look...
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