
More than a funding solution 
Lincoln MoneyGuard® Solutions

Leverage this suite of material to elevate your long-term care (LTC) discussions and help show your clients that 
their financial futures are better protected from unplanned events by having a long-term care strategy that includes  
a funding solution AND the resources and support needed to alleviate the emotional, financial and time-consuming 
impact on families.

Financial professional materials

Tailor your conversation to clients’ needs
Align the opportunity with the flex-pay option that fits best

Pre-retirees 
 � Contribute $5,000 to  

$50,000 in annual premiums

 � 5- to 10-pay premium2

Meet Tim and Sue
   On-track with retirement planning

   No designated funds if they have  
a sudden change in health

   Do not want their children to 
become their caregivers

Life stage considerations
 � Children are out of the house and also  

may be out of college

 � No longer funding 529 plan to  
fund education 

 � Mortgage is paid off

 � May have recently lost their parents

Elevate the conversation
 � What is the plan if either of your clients experience  

an extended health care event?

 � Which asset would they liquidate to cover  
a long-term care need?

 � If either of them were to need care, would they rely  
on a family member to become their caregiver?

Retirees
 � Contribute $5,000 to  

$50,000 in annual premiums

 � 3- to 10-pay premium2

Meet Jack
   Financially comfortable  
in retirement

   Willing and able to reposition 
assets

   Focused on passing wealth 
 along to future generations

Life stage considerations
 � Has grandchildren he wants to spend  

time with

 � Will need to start taking required  
minimum distributions (RMDs)

 � Focused on taking income from IRAs  
and annuities

Elevate the conversation
 � What would happen to your clients’ legacy if  

they needed care?

 � Would they be comfortable having loved ones  
change their lifestyle to take care of them?

 � Would they be willing to reposition an asset to help 
preserve their wealth from the cost of an extended  
health care event?

Young professionals
 � Contribute $5,000 to $50,000 in  

annual premiums  

 � 5- to 40-pay premium3

Meet Kate
   Maxes out retirement saving 
vehicles, such as 401k and IRA

   Has excess income to invest

   Worries about care for a parent  
as they age

Life stage considerations
 � Choosing to marry or stay single; and 

whether or not to have kids

 � Balancing out career and family 

 � Learning about financial investing and 
prioritizing based on need

Elevate the conversation
 � What financial obstacles are your clients currently 

preparing for?

 � If a loved one experiences an LTC event, what would  
be the impact on their savings?

 � Are they able and willing to become a caregiver?

Cash-strong clients
 � Contribute $50,000 to  

$500,000 in premiums 

 � Single- to 3-pay premium2

Meet Michael and Tracy
   Could self-fund if they experienced 
a sudden change in health

   Concerned with future tax 
consequences

   In control of their financial 
decisions

Life stage considerations
 � Funding children/grandchildren’s education

 � Maxing out retirement plan options 

 � Looking for tax advantages, including  
gifting strategies

Elevate the conversation
 � What is the plan if either of your clients experience an 

extended health care event?

 � Would they be comfortable having loved ones change 
their lifestyle to take care of them?

 � Who would they want to be the decision maker if they  
had an extended health care event?
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Three questions to ask your clients
Take the lead in long-term care conversations

Integrate long-term care solutions into your clients’ overall retirement planning by determining the  
answer to these 3 questions. 

 Questions    Takeaways 

1    Who will provide 
care should your 
clients need it?

Long-term care events happen to the whole family, not just one person. 
Ensure that your clients and their loved ones are on the same page and 
have plans in place before the need for care arises. 

The facts:  

 � 61% of sons and 51% of daughters surveyed hope they don’t become  
their parents’ caregivers.¹ 

 � 68% of Americans surveyed agree that their children should not feel 
burdened by having to provide care.¹

Tip: 

Help your clients create a care circle to help them communicate their care 
plans with loved ones.

It’s important to 
include your clients’ 
loved ones in the 
long-term care 
planning discussion. 

2    Where would your 
clients want to 
receive that care?

Hybrid long-term care solutions offer options for care that help 
individuals remain independent for as long as possible. 

The facts:  

 � 63% of surveyed consumers believe LTC helps allow people to stay in 
their home longer.¹

 � Types of care can include: in-home care, assisted living, alternative care 
services, nursing homes and transitional care.  

Tip: 

Lincoln MoneyGuard ® solutions offers Concierge Care Coordination to 
customers at time of purchase, allowing them to explore and compare 
care options in their area. 

It’s important for your 
clients to understand 
their options for care: 
home care, assisted 
living, and so on.

3    How will your 
clients pay for it?

Financial professionals project that clients who experience an unplanned 
long-term care event may spend their savings 2 to 3 times faster than 
anticipated.1

The facts:  

 � Americans surveyed underestimate the cost of long-term care by HALF.¹ 

 � The average cost for a one-bedroom assisted living facility* is $4,730  
a month.² 

Tip:

Visit WhatCareCosts.com/Lincoln with your clients to explore costs of care 
in their area. 

It’s important for your 
clients to know the 
costs of care and 
how they’ll pay for it. 
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Are social circles 
impacting your 
clients’ financial plans?

WHITE PAPER

Client Profiles Three LTC Questions to  
Ask Your Clients

Are Social Circles Impacting  
Your Clients’ Financial Plans? 

MG-FIN-FLI001
Broaden your book of business by 
seeing how LTC can help all types  
of clients. 

MGR-3Q-FLI001
Determine the value of asking these  
three key questions with your clients —  
it’s sure to enhance your conversations. 

MG-PLAN-FLI001
This whitepaper reveals new research on 
the importance of financial professionals 
leading the LTC conversation with  
their clients. 

Long-term care planning for couples
When two Lincoln MoneyGuard ® III policies may be better than one

Married couples want flexibility and protection from future uncertainty. While no one can predict if both spouses will 
need care, statistics show that one in two Americans will experience a health issue requiring long-term care during 
their senior years.1 So when you’re helping married couples choose a solution, consider what’s best for each spouse.

MoneyGuard® III strategies for couples (hypothetical clients)

Meet Donna and Keith
 Married — both age 45

 Successful business owners

 Want to protect their assets 

Meet Sue and Cindy
 Married — ages 58 and 60

 Like flexibility

 Want financial security

Planning challenges
 � A lot of their assets are tied up in their business 

 � They need an affordable plan

 � Worried about the future cost of long-term care

Planning solution
 � Inflation protection to help keep pace with increasing  
long-term care costs

 � Premium outlay of $5,000/year for 20 years;  
receive a couples discount

Conversation starters
 � How long would your savings last if one, or both of you,  
were to need long-term care? 

 � What assets would you allocate to cover LTC expenses?

Planning challenges
 � No children to help provide or manage care

 � Concerned with who will be there when care is needed

 � A solution that fits each of their needs as individuals

Planning solution
 � Each purchases their own Lincoln MoneyGuard® III policy, 
with their own benefit; receive a couples discount

 � Design policies with flexible payments to ensure they cover 
the cost of care in their desired assisted living facility

Conversation starters
 � If one of you experienced an LTC event, would you be willing 
to become a caregiver?  

 � What financial obstacles are you preparing for? 

Meet Lara and Sam
 Married — ages 42 and 65

 Sam is looking to retire 

  Want protection from unexpected 
expenses

Meet Dennis and Sheila 
 Married — ages 50 and 53

 Leaving a legacy

  Knowing the benefits will be 
there when needed

Planning challenges
 � Age gap

 � Help planning for care

 � Rising cost of LTC, especially for younger spouse

Planning solution 
 � Two plans with different funding options and policy features; 
receive a couples discount

 � Lara spreads her payments over 15 years and adds inflation 
protection to keep pace with rising costs

Conversation starters
 � Are you aware that hybrid solutions can provide care coverage 
and legacy protection? 

 � What is the plan if either of you were to experience an LTC event?

Planning challenges
 � Adult children do not want to provide care

Planning solution 
 � The flexibility of two policies each with their own 
death benefit to address multiple priorities; receive  
a couples discount

 � LTC benefits for both, help minimize the financial impact on 
each other and their family including their future generation

Conversation starters
 � Would you be comfortable having your loved ones change 
their lifestyle to take care of you?

 � What would happen to your legacy if you needed LTC?
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Lincoln 
Concierge Care 
Coordination
The right resources at your  
clients’ fingertips 
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Financial 
Professional Guide

LINCOLN  
MONEYGUARD® III

LTC Planning for  
Couples Flier 

Financial Professional Concierge  
Care Brochure Spectrum Flier 

MGR-PLAN-FLI001
See the importance of positioning your 
clients who are couples and the power 
of two individual policies. 

MG-LCCC-BRC002
See the added benefits of planning for 
long-term care. 
Not for use in NY or CA.

MGR-SPEC-FLI001
Easily evaluate the difference and 
benefits of Lincoln’s hybrid product suite. 

Client materials
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http://fulfillment.lfg.com/servepdf.aspx?sku=MG-FIN-FLI001
http://fulfillment.lfg.com/servepdf.aspx?sku=MGR-3Q-FLI001
http://fulfillment.lfg.com/servepdf.aspx?sku=MG-PLAN-FLI001
http://fulfillment.lfg.com/servepdf.aspx?sku=MG-FIN-FLI001
http://fulfillment.lfg.com/servepdf.aspx?sku=MGR-3Q-FLI001
http://fulfillment.lfg.com/servepdf.aspx?sku=MG-PLAN-FLI001
http://fulfillment.lfg.com/servepdf.aspx?sku=MGR-PLAN-FLI001
http://fulfillment.lfg.com/servepdf.aspx?sku=MG-LCCC-BRC002
http://fulfillment.lfg.com/servepdf.aspx?sku=MGR-SPEC-FLI001
http://fulfillment.lfg.com/servepdf.aspx?sku=MGR-PLAN-FLI001
http://fulfillment.lfg.com/servepdf.aspx?sku=MG-LCCC-BRC002
http://fulfillment.lfg.com/servepdf.aspx?sku=MGR-SPEC-FLI001


Client materials

A Short Story About Long-term Care  
Costs Digital Experience 

The Journey Ahead  
MoneyGuard® video

ICC version*
Non-ICC version†

Explore the importance of LTC with clients and 
their families through videos, fact sheets, fliers, 
research and printable questionnaires.

National client version 
Financial professionals can watch this video 
with their clients to share the advantages  
of MoneyGuard® III — no matter what life brings. 
Not for use in NY or CA.

The Fundamentals of Long-Term Care 
What is long-term care?
Long-term care is a range of services and supports you may need to help meet your personal care needs. Most long-term 
care needs do not relate to medical care aid, but rather assistance with the Activities of Daily Living (ADL) such as: 

 Bathing  Dressing  Caring for incontinence

 Using the toilet  Transferring  Eating

A long-term care solution may help you cover the costs if you lose your ability to independently perform at least two activities 
of daily living for at least 90 days or require substantial supervision due to a severe cognitive impairment.

What are the costs?†

When planning for long-term care, it’s important to consider the costs associated with the type of care you may 
want, which may vary based on the level of care offered, location and quality of the facility. 

Long-term care services National monthly average cost1

Home care 
May be part or full time, depending on an  
individual’s needs.

$4,160

Assisted living*, 3 
Designed to assist those with minimal needs  
and keep them as independent as possible.

$4,730

Skilled nursing home4  
Offers temporary or permanent services for those 
who need more medical-based care, such as a 
rehabilitation or help with respirators.

$8,790

How do you protect against the cost of long-term care? 
Implement a hybrid long-term care funding solution. 

Hybrid life/long-term care solutions are life insurance policies with an optional qualified long-term 
care insurance rider. Key advantages of these types of products include: 

 � If you do need care, you have a tax-efficient, dedicated funding source, designed to meet your needs. 

 � However, should you not need care, you’re able to give your family a legacy through a death benefit.

 � And, if you change your mind, you’re able to get money back.2

† Subject to a plan of care prescribed by a licensed health care practitioner.
*  Note that in California this type of facility is licensed as a residential care facility.
1  LTCG, “2019 Lincoln Financial Cost of Care Survey,” March 2018,  

https://www.whatcarecosts.com/lincoln. For a printed copy, call 877-ASK-LINCOLN.  
All averages shown in the chart are from this survey.

2 Long-term care reimbursements are generally income tax-free under IRC Section 104(a)(3).
3 Cost based on a one-bedroom facility, from survey noted in 1 above. 
4 Cost based on a private room, from survey noted in 1 above.
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Are social circles 
impacting your 
�nancial plans?

1 Versta Research, “2017 LTC Marketing and Thought Leadership Research, Findings from Surveys of Advisors and 
Consumers,” https://newsroom.lfg.com/sites/newsroom.lfg.com/files/doc_library/file/2017_Long-Term_Care_
Thought_Leadership_Research_Source_Deck.pdf, February 2018. Information presented here is from those polled 
in our survey.

Unless otherwise noted, all statistics mentioned are results of the Planning for Long Term Care study, which 
are based on an online survey of 1,003 adults aged 18 years or older across the United States, conducted 
April 25-28, 2019, by Lincoln Financial Group and Engine. The margin of error associated with the total sample 
is +/- 3.09% at the 95% confidence level. Public report available: 
https://newsroom.lfg.com/document-library/importance-planning-long-term-care, July 2019.

Affiliates include broker-dealer/distributor Lincoln Financial Distributors, Inc., Radnor, PA, and insurance company 
affiliates The Lincoln National Life Insurance Company, Fort Wayne, IN, and Lincoln Life & Annuity Company of 
New York, Syracuse, NY.

Ready to put your plans in motion? 
Contact your financial advisor today. 

MG-PLAN-FLI002_Z01
LCN-2584632-061119

Planning for long-term care 
needs has become an 

increasingly important topic.

That’s the good news. 

Social circles are great for socializing but may not be 
the best place to learn about important topics such as 

long-term care options. Financial advisors may 
provide key insights and planning options. 

When should I plan for 
long-term care? 

Developing a long-term care strategy when 
you are younger and healthier may provide:  

Higher chances
of being 
approved

More affordable 
costs for care 

coverage

Greater care 
benefits 

and options

Don’t know where to begin? 

68%

say they are extremely or 
very concerned about the 

increasing costs of 
healthcare

express concern regarding 
coverage of medical expenses in 

the event of an unexpected 
health crisis

worry about not being able to 
remain home, the emotional toll on 

the spouse/children, depleting 
savings to pay for long-term care

voice concern with the ability 
to get adequate care

58%

56% 56%

63%

5%

28% of surveyed consumers were hindered by 
not knowing who to speak to about options 

think it’s difficult to determine how 
much coverage is needed 

consulted a financial advisor 

Having a proactive plan in place can help alleviate stress on 
your family and provide benefits that matter to your lifestyle.

Consumers surveyed believe an LTC plan helps: 

See the value

76% provide peace of mind 

72%  alleviate the financial impact on their family 

69%
  reduce out-of-pocket costs 

76% allow people to stay in their homes longer

Consumers surveyed are more likely to trust 
a provider that has: 

Financial 
stability 

 79%  
Tools and 

information

 66% 

LTC claims-paying 
experience

 65% 

are discussing it in their social 
circles, which may be why ...

60% 
of those 
surveyed

Advisors 
say 50.¹

Most Americans 

say 65.

Unfortunately ...

Of consumers surveyed:

Yet only

63%    said they do not  
    have any type of 
long-term care plan, informal 
or written.

Fundamentals of LTC Research Insights  
Infographic — Social Circles

MGR-FUND-FLI001
Share the ABCs of LTC with clients to help  
them understand what LTC is, costs, the value  
of hybrids, and the benefits of planning for  
long-term care. 

MG-PLAN-FLI002
Are your clients talking to the right people  
about LTC? Most aren’t and this infographic is  
the perfect opportunity to lead the conversation 
with your clients. 

Disclosures:  

*ICC version is approved in all states except AZ, CA, CT, DC, DE, FL, HI, IN, MT, ND, NJ, NY, SD, and VI. 

†Non-ICC version for use in AZ, CA, CT, DC, DE, FL, HI, IN, MT, ND, NJ, NY, SD, and VI.

Lincoln MoneyGuard® Solutions are universal life policies with riders that reimburse for qualified  
long-term care expenses. 

Affiliates include broker-dealer/distributor Lincoln Financial Distributors, Inc., Radnor, PA, and 
insurance company affiliates The Lincoln National Life Insurance Company, Fort Wayne, IN, and 
Lincoln Life & Annuity Company of New York, Syracuse, NY.

Insurance products issued by:  
The Lincoln National Life Insurance Company and Lincoln Life & Annuity Company of New York 

For financial professional use only. Not for use with the public.

Not a deposit 

Not FDIC-insured 

Not insured by any federal 
government agency 

Not guaranteed by any  
bank or savings association 

May go down in value

©2020 Lincoln National Corporation

LincolnFinancial.com

Lincoln Financial Group is the 
marketing name for Lincoln National 
Corporation and its affiliates.

Affiliates are separately  
responsible for their own financial 
and contractual obligations.

LCN-2907959-011520 
POD 2/20 Z01 
Order code: MG-MORE-FLI001

Make LTC planing part of every clients’ retirement 
strategy. For more information and planning 
resources, contact your Lincoln representative.
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https://www.lfg.com/static/wcs/digitalbrochure/ltcstory02/index.html
http://marketingmedia.lfg.com/lfg/DOCS/lfd/emailMarketing/2019/Video/6107682792001.html
https://www.lfg.com/static/wcs/digitalbrochure/ltcstory01/index.html
https://www.lfg.com/static/wcs/digitalbrochure/ltcstory02/index.html
http://marketingmedia.lfg.com/lfg/DOCS/lfd/emailMarketing/2019/Video/6107682792001.html
http://fulfillment.lfg.com/servepdf.aspx?sku=MGR-FUND-FLI001
http://fulfillment.lfg.com/servepdf.aspx?sku=MG-PLAN-FLI002
http://fulfillment.lfg.com/servepdf.aspx?sku=MGR-FUND-FLI001
http://fulfillment.lfg.com/servepdf.aspx?sku=MG-PLAN-FLI002

