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“Sweep The Porch” Of The 
Competition!

Make and solidify sales in multi-life LTCi using an exciting 
new concept!



The Group Market
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In 2005, some 6,600 
employers now offer long-

term-care plans, 
according to Limra 

International.

June, 2004, “Long-Term Care Insurance in 2002,” America’s Health Insurance Plans Research Findings



Yet, The Market Is Barely Penetrated

• Only 3% of Businesses with under 100 
employees offer LTCi1

• Only 13% of full-time, private-industry 
employees had the option of buying 
coverage through their employers2

Growing awareness of LTCi
+  An under penetrated market

=  A great opportunity!
1 National Caregiving Alliance before the U.S. Senate Finance Committee, 3-27-01 
2 US Department of Labor estimate, 2003



Multi-life LTCi – A Great Opportunity

Are you in the Group Market?
Then it’s time to place more emphasis on growing your LTCi activity!

Not in the Group Market?
Then it’s a perfect opportunity to jump into the Group market with LTCi!

But…Can you do it smarter?



Would You Pay $150?

• An Employer group with 50 employees

• Voluntary LTCi offering

• You get exclusive LTCi rights

• You only have to pay if you write the case



Typical Group LTCi Sales Process

• Media is giving a lot of attention to LTCi 
now

• Your employees face the risk of needing 
LTC
– LTC could cause financial devastation – could lose their 

retirement savings, ability to work, etc. 

• Voluntary benefits improve morale 
• Benefits Employer

– “Employers lose up to $29B in lost productivity due to LTC.”1

1 National Caregiving Alliance before the U.S. Senate Finance Committee, 3-27-01.



Media Attention

Medicaid costs worry state

The state's insurance commissioner advocates long-term care 
insurance to help relieve the expense of nursing home care.

BY NICHOLAS JUNGMAN
The Wichita Eagle
Sat, Oct. 15, 2005



Employees Face Risk
“Long-term care is the notable remaining 

financial catastrophe against which 
employees generally have no 

protection.

Indeed, the probability that an employee 
will one day face a nursing home stay 
is greater than either the probability of 

disability or premature death while 
employed.”

2005, “Long-term Care Coverage: The Missing Element in the Employee Safety Net,” Milliman Consultants and Actuaries
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Typical Sales Process Sounds Good…

• Does it address the real issue?

• Benefits Marketing Online, September, 
2005 
– “Productivity Often Key To Employee Benefit Sales” By James 

M. Ouimet, MBA, CES



James’ Story – The Beginning 

Two years ago my father-in-law, age eighty-one, who lives five hours 
away from us by car, had a heart valve repair and experienced a minor 
post-operative complication. In all other respects, he was in excellent 
health for a gentleman of his age. 
After a thirty-day stay, we received a call from the hospital informing us 
that he would be released “tomorrow.” Wonderful, we thought. We were 
happy to have him back home and didn’t mind dropping everything, 
including work, to be there when he arrived. But wait a minute! The 
hospital informed us that he couldn’t go home. He needed 
rehabilitation. 

So, we asked, 
“Where are you sending him?”

The response was,
“To whichever nursing home you tell us to send him.”

September, 2005, Benefits Marketing Online, “Productivity Often Key To Employee Benefit Sales” By James M. Ouimet, MBA, CES 



James’ Story – The Problem

“At this point it was clear that the hospital would be no help, and 
the questions started coming fast and furious. 

– What kind of rehabilitation does he need? 
– Do all nursing homes provide this, or just certain ones? 
– Could the hospital provide us with a list of nursing homes in the area? 
– How do we determine which on is ‘right’ for him? 
– Which homes are ‘good’ and which are not? 
– Are they all ‘certified’ or ‘approved’ or whatever the terminology is? 
– How long will he have to stay there? 
– What will it cost? 
– Will his nursing home stay, and whatever rehabilitation he needs, be covered by Medicare? 
– And on, and on, and on. 

After asking all these questions, we were left with this one:

Whom can we turn to for help (because we now realize 
we desperately need it),  and what do we do next?”

(Direct quote from Mr. Ouimet’s article.  Formatting, including bold font was added for this presentation.)

September, 2005, Benefits Marketing Online, “Productivity Often Key To Employee Benefit Sales” By James M. Ouimet, MBA, CES 



James’ Story – The Real Issue

“I won’t bore you with the rest of the details. Suffice it to say my father-
in-law is now eighty-three and doing very well, but the episode cost my 
wife and I, and my wife’s brother and sister and their spouses, roughly 

one week each of work at that point, and more later, 

not to mention the interruptions while at work, our 
diminished job focus, and probably a year’s worth of 

longevity from the added stress.”
(Direct quote from Mr. Ouimet’s article.  Formatting, including bold font was added for this presentation.)

September, 2005, Benefits Marketing Online, “Productivity Often Key To Employee Benefit Sales” By James M. Ouimet, MBA, CES 



Presenteeism
The next component in the productivity equation

• Absenteeism –
– Tracking and managing the incidents of planned and 

unplanned employee absences
– Historically, a major focus of many employers 

• Presenteeism –
– Loss in productivity that occurs when workers are on 

the job, or “present,” but not performing at their best
– The next logical step for employers to focus on

•“The Dangers of Presenteeism”, Marybeth Stevens, Human Capital Consulting On-line News, October/November, 2004



Presenteeism Costs
Health-related productivity costs are staggering!

• Industry studies show productivity losses range from $2 to $3 for 
every $1 spent by the employer on direct medical costs. 
– In some industries, the cost can be as high as 10-to-1

• To put this in perspective, the national average of direct medical and 
pharmacy costs is about $7,000 per employee. 
– Using a conservative 2-to-1 ratio, that means 

$14,000 is being spent
per employee - per year

on medically related productivity losses!

•“The Dangers of Presenteeism”, Marybeth Stevens, Human Capital Consulting On-line News, October/November, 2004



"When you look at total costs - meaning direct 
and indirect costs to a corporation in terms of 
medical expenses, absenteeism, short-term 

disability, long-term disability and 
presenteeism - our estimate is that 

presenteeism accounts for about three-
quarters of the total. The rest accounts for a 

little over one-quarter." 

Dr. Wayne Burton, senior vice president and corporate medical director for Chicago-based 
BankOne, “The Dangers of Presenteeism”, Marybeth Stevens, 

Human Capital Consulting On-line News, October/November, 2004



Presenteeism
And

Long Term Care



Caregivers In The U.S.?*

• We estimate there are 44.4 million American 
caregivers (21% of the adult population) age 18 
and older who provide unpaid care to an adult 
age 18 or older.1

• These caregivers are present in an estimated 
22.9 million households (21% of U.S. 
households).2

1 The actual numerical estimate of caregivers is 44,443,800.
2 The actual numerical estimate of caregiving households is 22,901,800.

* April 2004, “Caregiving in the US,” National Alliance for Caregiving and AARP, Funded by MetLife Foundation



Time Spent Caregiving

• Women spend an average of 22.9 hours per 
week - men average 18.9 hours.

• One in five (17%) say they provide more than 40 
hours of care per week. 

• The average length of caregiving is 4.3 years. 
– 30% say more then 5 years.
– 17% of caregivers 50-64 years of age say over 10 

years (Prime working years.)

April 2004, “Caregiving in the US,” National Alliance for Caregiving and AARP, Funded by MetLife Foundation



The Sandwich Generation

• 25% of all households have one adult providing care for 
an elderly person 
– Expected to increase substantially over the next ten years 

• Care giving can be very stressful 
– Physically 
– Financially 
– Emotionally 
– Caregivers are less healthy and more likely to die early than 

non-caregivers.
• Providing assistance with activities of daily living (ADL’s) 

can require full-time effort and constant supervision 
– It can also put increased financial hardship on families covering 

care expenses that are not covered by medical insurance  

2005, “Long-term Care Coverage: The Missing Element in the Employee Safety Net,” Milliman Consultants and Actuaries



54% rate Stressful to Very Stressful

April 2004, “Caregiving in the US,” National Alliance for Caregiving and AARP, Funded by MetLife Foundation



Effects At Workplace

• Six in ten (62%) say they had to make some 
work-related adjustments in order to help the 
person they care for

• More than half (57%) of working caregivers say 
that as a result of their caregiving responsibilities 
they have had to 
– go in (to work) late, 
– leave early, or 
– take time off during the day to provide care

April 2004, “Caregiving in the US,” National Alliance for Caregiving and AARP, Funded by MetLife Foundation



The Employer’s “Real Issue”

This is why employers are
estimated to lose

$29,000,000,000 this year!1

Help solve this problem for the employer 
–

Help Eliminate the competition! 

1 National Caregiving Alliance before the U.S. Senate Finance Committee, 3-27-01.



Offer Your Employers



CareOptionsOnLine

• Employers can offer this unique benefit to all 
employees 
– whether or not they purchase LTCi coverage

• Can be accessed by employees and/or their 
family members of all ages

• Anytime - Anywhere (With internet access)

• Helps employees resolve LTCi issues within 
their families



A Wealth Of Resources

• Find providers and facilities in their area
– Includes quality inspection reports, maps and more

• Find the cost of care in their area
– Includes calculators to help estimate costs

• Design their own personal care plan
– Or, design for their parent, grandparent, etc.

• Access a library of information on LTCi



CareOptionsOnLine

• An invaluable benefit to the employee and 
you’ll have the tools to make the sale easy
– Employer Presentation
– Employee Presentation
– Easy to understand User Guide
– Individual User-ID cards for each employee
– Easy to use administrative interface for YOU!



Effective Employer Presentation

• Play directly on your computer for employer or 
HR personnel
– Small, “Flash” format makes it easy to distribute by email or CD

• So effective, you don’t have to be there!
– Access hard-to-reach employers by allowing them to play at their 

own convenience
– Leave a copy to allow employer to review or distribute to other 

decision-makers



The Micro-Business Market
When the researchers asked micro business owners about the top 3
benefits that they could offer employees, only 6% said they think long 
term care insurance is one of the top 3 benefits sought by employees.

• 25% of the participants said they think LTC insurance is a 
top 3 benefit for themselves 

• Micro business owners said they think LTC benefits are 
more appealing than life insurance or paid sick leave

Solution
Executive Carve-out with Voluntary Plan

CareOptionsOnLine for all employees



My Mom Fell Down – Hip 
Replacement

Example Using Site
COOL



Sites Opening Page



Step One:  Knowledge Library



Step One:  Fall Information



Create A Care Plan



Assessment Tools



Functional Assessment



Functional Assessment Result



Search For Resources



Search Locality And Providers



Search Results



Basic Information On Facility



Considerations



Info I Want To Know

Difference of
28.8 minutes a day

compared to
US Average!



No, Info I Have To Know –
It’s My Mother!



Where Is The Facility?



Cost Calculators



Find Costs By Locality



Local Cost Of Care



Should I Care For Her?



CareOptionsOnLine

• Research Library
• Cost Calculators
• Prepare Care Plan
• Provider and Cost information
• Assessment Tools
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