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Agenda

Guest speaker introduction

Recent activity in the Group & Multi-life marketplace

Worksite benefits marketplace update 

Relationship-building techniques  (best practices)

Challenges in working with benefits brokers 

Marketing to benefits brokers 

The CLASS Act

Q&A



Moderator:  Steve Cain



Guest Speaker:  Ruth Larkin

Ruth Larkin is President of LifeCycle Benefits, and is one of the most successful Group Market Sales Leaders in 
the United States. 

With over 25 years in the Employee Benefit Market, Ruth Larkin has forged successful relationships and 
employer solutions with every market sector, and worked with virtually every product offer available. Her 
experience includes working in Product Development, Training and Customer Service Management, Marketing, 
Sales and Sales Management. From Fortune 50 employers, to upstart entrepreneurial ventures, the experienced 
gained is invaluable and purposeful in these changing times.

For the past 17 years, she has been an industry “Pioneer” with a leading insurance carrier in the Long-Term 
Care Industry, working to educate, train and guide the successful implementation of hundreds of major 
corporate clients, and over $40 million of Group LTC premium. From client evaluation to plan design and 
pricing, to implementation, education and enrollment, Ruth Larkin has been a “beacon” in the industry for 
almost two decades. She has served as a “go to” resource for many Employers, Brokers and Consultants, and 
is a nationally recognized authority on Long-Term Care Insurance.

With the aging of America and the continual evolution of the industry and the solutions available, combined 
with her own personal experience with Alzheimer’s Disease, there has never been a better time to elevate her 
passionate focus on these issues and all the related challenges.

Ruth holds a Certification in Long-Term Care (CLTC), is a member of the Society of Actuaries LTC Group, and a 
member of the American Association for Long-Term Care Insurance (AALTCI), and a graduate in Business 
Administration/Accounting from Wichita State University.

LifeCycle Benefits is a strategic partner with LTCI Partners (an NFP owned firm and one of the nation’s largest 
and most successful LTC Insurance distributors) to ensure a broad spectrum of top quality options, choices 
and program resources from a distinguished, reputable and recognized market leader. 



Marketplace Update

Recent Activity:

Carrier suspension of new sales 
In-force rate increases
Underwriting guidelines changing (concessions)
The CLASS Act 
Group Life products beginning to include LTC riders
Others?



Premium Growth Rates

Source: LIMRA



2010 LIMRA Results



2010 LIMRA Results (Group)



2010 LIMRA Results (Worksite)



The Group LTC Opportunity



An Emerging Employee and Executive Benefit

Planning Concepts:Planning Concepts:

Voluntary (employee paid)

Employer paid base with buy-ups available

Executive carve-outs (100% employer 
funded)



The Group LTC Specialist’s Perspective

What’s your strategy (35,000 foot view)?

Focus – large or small group brokers…and why?

How is your firm marketing to benefits brokers initially…and on an ongoing basis?

Are benefits brokers receptive to this conversation right now?

Can you describe your sales process (securing a strategic partnership)?

How are you using (or not using) The CLASS Act in your conversations and client presentations?

Your challenges or concerns?

Can you share some of your firm’s recent successes or failures (cases or partnerships)?

Are there any “Do’s and Don’ts ” with benefits brokers?

Are “executive benefit” still bad words in the marketplace or are you seeing funding emerge again?

Commission vs. Fees – how do you handle compensation if the consultant is fee-only with the client?

Have clients been asking your strategic partners about The CLASS Act?

What does the ideal strategic partner look like (client focus, book of business, compensation sharing, 
etc.)?

Suggestions for Group LTC specialists attempting to partner with benefits firms / brokers?



Questions?

Thank You for your Participation!Thank You for your Participation!
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