
For agent or broker use only. Not for use with the public.

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

LCN-2633317-070919

Planning for long-term care

Page 1 of 2

As more Americans are living longer, long-term care planning is increasing in importance.  
Being proactive before care is needed can make a lasting impact on a client’s quality of care, 
ability to maintain dignity, and their family’s financial security.

Clients rely on you to guide them to a financially secure retirement. 

The toolkit below contains clickable links to everything you need to make long-term care 
conversations an integral part of the retirement planning process.

1 VerstaResearch, “2017 LTC Marketing and Thought Leadership Research, Findings from Surveys of Advisors and Consumers,” October 2017.  
http://newsroom.lfg.com/sites/lfg.newshq.businesswire.com/files/doc_library/file/Lincoln_LTC_Study_Part_1_Final_02.21.18.pdf.

* 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.

individuals believe that 
their financial advisors 

should be taking the lead in 
discussing long-term care 
plans with their clients.1

9 out of 10

Financial professionals 
project that clients who 

experience an unplanned 
long-term care event may 

spend their savings

2 to 3X
faster than anticipated.1
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Planning	for	long-term	care	expenses	— as	a	family

The	purpose	of	this	communication	
is	the	solicitation	of	life	insurance.	
Contact	will	be	made	by	a	licensed	
insurance	agent/producer	or	
insurance	company.
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UNDERSTANDING THE IMPORTANCE OF BEGINNING THE 
LONG-TERM CARE CONVERSATION AS A FAMILY: WHY LONG-TERM 
CARE SHOULD BE PART OF YOUR RETIREMENT PLANNING.

A RECENT STUDY CONDUCTED BY LINCOLN FINANCIAL1 HIGHLIGHTS THE CONCERNS THAT FAMILIES HAVE ABOUT 
THE AFFORDABILITY AND IMPACT OF LONG-TERM CARE COSTS.

NINE OUT OF TEN PEOPLE SURVEYED (91%) BELIEVE IT IS IMPORTANT 
TO PLAN FOR LONG-TERM CARE EXPENSES AS PART OF THEIR 
OVERALL PLANNING; ONLY HALF (49%) HAVE STARTED DOING SO. 

52%

45%

27%
WORRY THAT THEY WOULD RUN OUT OF MONEY

WORRY THEY WOULD NOT BE ABLE TO AFFORD HELP

WORRY THEY COULD LOSE THEIR HOME

34

FEEL CONFIDENT THEY WILL HAVE THE FINANCIAL 
RESOURCES TO PAY FOR LONG-TERM CARE

%

While three-quarters (73%) 
of those surveyed say they 
would want home-based care 
if long-term care is needed, 
many would feel reluctant to 
put that responsibility onto 
their families. 

73% 44% believe that spouses 
should not be worried with having 
to provide long-term care

72% would be reluctant to ask their 
children to provide care

68% feel children should not feel 
worried by having to provide care

58% would feel uncomfortable by 
having their children provide care

72% OF THOSE SURVEYED 
WORRY THAT THEY WOULD 
NOT BE ABLE TO PROVIDE 
ADEQUATE CARE IF SOMEBODY 
IN THEIR FAMILY NEEDED IT 

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_libraryfile/2017_Long-Term_Care_Thought_Leadership_Research_Source_Deck.pdf, 
February 2018. Information presented here is from those polled in our survey.
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91% OF AMERICANS SURVEYED 
believe long-term care planning  
is an important component of  
retirement planning.*

HOWEVER, FEW ARE ADDRESSING THE NEED. 
Only half of spouses surveyed have talked about 
long-term care needs, and far fewer people have 
discussed it with parents or children.*

91%

100

$325,000

REALITY: Medicare and Medicaid coverage is restricted. 
MEDICARE: pays only a portion of costs up to 100 days 
MEDICAID: only available to those with limited assets and income†

REALITY: People underestimate the costs of long-term care. 
An unplanned care event may drain savings 2–3 times faster 
than anticipated.*

REALITY: Caregiving negatively impacts women in the family.
Those caring for ill parents are twice as likely to experience 
depression or anxiety.
Cost is nearly $325,000 due to lost wages and diminished 
working hours.‡

MYTH: “IT WON’T HAPPEN TO ME.” 

MYTH: “MEDICARE OR MEDICAID HAVE ME COVERED.” 

MYTH: “THAT’S WHAT MY SAVINGS ARE FOR.” 

MYTH: “MY FAMILY WILL BE ABLE TO TAKE CARE OF ME.” 

REALITY: People tend to unrealistically downplay their personal risk: 
50% of those surveyed expect a parent to need long-term care*
40% of those surveyed expect their spouse to need long-term care*
33% of those surveyed expect themselves to need long-term care*
In reality, the actual risk is much higher for everyone.†

A RECENT STUDY CONDUCTED BY LINCOLN FINANCIAL* FOUND THAT MANY ARE CONFUSED ABOUT LONG-TERM CARE.

THE LONG-TERM CARE CONVERSATION
TALKING WITH YOUR FAMILY TODAY CAN HELP YOU FEEL 
CONFIDENT ABOUT YOUR FUTURE TOMORROW. 

FACT SHEET

OF THOSE SURVEYED WHO  
ANTICIPATE HAVING TO PAY FOR  
LONG-TERM CARE ASSISTANCE SAY  
THEY WILL RELY ON MEDICARE,  
HEALTH INSURANCE, OR MEDICAID.*

73%

MOST OF THOSE SURVEYED GUESS 
THAT A PRIVATE ROOM IN A NURSING 
HOME COSTS ROUGHLY HALF THE 
REALISTIC ESTIMATE.§

OF THOSE SURVEYED WORRY THAT THEY 
WOULD NOT BE ABLE TO PROVIDE ADEQUATE 
CARE IF SOMEBODY IN THEIR FAMILY 
NEEDED IT.*

72%
8 OUT OF 10 WOMEN SURVEYED (78%) 
BELIEVE THAT IF SOMEBODY IN THEIR 
FAMILY NEEDED LONG-TERM CARE, THE 
RESPONSIBILITY OF CAREGIVING WILL 
FALL ON THEM.*

ICC18-LCN-1985762-010518
MGR-CONV-FLI007_Z01
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* Versta Research, “2017 LTC Marketing and Thought Leadership Research, Findings from Surveys of Advisors and Consumers,” October 2017. For a printed copy, pleasecall 
877-ASK-LINCOLN. Information presented here is from among those polled in our survey.

† Department of Health & Human Services, “Long-Term Services and Support for Older Americans: Risks and Financing,” ASPE Issue Brief, https://aspe.hhs.gov/pdf-r port/long-term-
services-and-supports-older-americans-risks-and-financing-research-brief, February 2016.

‡ Family Caregiver Alliance, “Women and Caregiving: Facts and Figures,” FCA, https://caregiver.org/women-and-caregiving-facts-and-figures, February 2015.
§ LTCG, “2016 Lincoln Financial Group Cost of Care Survey,” http://bit.ly/LincolnCostOfCareStudy2016, February 2017.

MGR-PLAN-PPT002 ICC Version* 
MGR-PLAN-PPT003 Non-ICC Version † 
Client seminar
Use this client seminar to establish the 
value of planning for long-term care as 
a family. 

MGR-PLAN-FLI003 ICC Version*
MGR-PLAN-FLI004 Non-ICC Version † 
Family LTC Conversation fact sheet 
Learn why having discussions, especially 
as a family, is one of the best ways clients 
can prepare for long-term care.

MGR-CONV-FLI007 ICC Version *
MGR-CONV-FLI012 Non-ICC Version † 
4 Myths flier
Guide families through the long-term care 
conversation and help them tackle the 
myths of LTC. 

Cost for private room in skilled nursing facility1*

What care costs
PLAN ACCURATELY FOR THE CARE YOU WANT

Monthly Care for Home Health Aide1

Know the cost for facility care1

*Note that in California this type of facility is licensed as a residential care facility

1 LTCG, “2018 Lincoln Financial Cost of Care Survey," https://www.whatcarecosts.com/lincoln, March 2018. 
For a printed copy, call 877-ASK-LINCOLN. 

Important information:
Lincoln Financial Group is the marketing name for Lincoln National Corporation and its affiliates, including
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. Affiliates are separately responsible for their own financial and contractual 
obligations. The policies and riders have exclusions, limitations, and/or reductions.

Skilled Nursing Facility* 
(Private Room)

$8,678 
Monthly Cost

Assisted Living*

(1 Bedroom)

$4,725
Monthly Cost

 

Costs for Care Can Vary Widely
The cost of care within your local area can differ greatly. 

High quality care may cost more than the average.

Based on 30 days/month

For more information, go to 
WhatCareCosts.com/Lincoln and enter 
code “Lincoln” in the top right corner.

The level of 
care offered 

The location/region 
of the country 

The quality of 
the facility

When planning for long-term care it’s 
important to consider the costs for 

the type of care you may want.

What Care Costs to Help You 
Remain Independent

$4,318 
New England 

(CT-MA-ME-NH-RI-VT)

$3,912
National Avarage 

Miami-Ft.
Lauderdale, FL Phoenix-Mesa, AZ Atlanta, GA

 NY/NJ/CT DC/MD/VA California

 $7,142 $5,245 $4,480

Many people want to maintain their quality of life 
and independence while receiving long-term care 
benefits. A variety of home healthcare services 
make it possible to age in place.

Monthly 
Average 

 Metro Average $10,157 $10,741 $7,545

Maximum Cost $13,500 $21,180 $9,897

State Average $9,769 $8,816 $6,911

LCN-2587595-061219

Cost for one bedroom 
in Assisted Living1*

THE FAMILY LONG-TERM CARE CONVERSATION 
A VITAL COMPONENT OF RETIREMENT PLANNING

THIS PAPER DISCUSSES THE IMPORTANCE OF BEGINNING 

THE LONG-TERM CARE CONVERSATION AS A FAMILY: 

WHY LONG-TERM CARE SHOULD BE PART OF YOUR 

RETIREMENT PLANNING, WHEN TO PLAN, AND WHAT 

QUESTIONS TO CONSIDER AS PART OF THE CONVERSATION. 

WHITE PAPER
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MGR-COST-INF001 National version
Cost of Care infographic
It's important to explore the costs for the 
different types of care your clients may 
want. Explore options and costs with your 
clients today. 

MGR-PLAN-WPR001 ICC Version*
MGR-PLAN-WPR002 Non-ICC Version † 
Planning for LTC as a Family  
white paper 
Make your clients aware that they should 
be talking about long-term care with you 
and their loved ones now.

www.LFG.com/ExperienceLTC  
Non-ICC Version †

www.LFG.com/LTCExperience  
ICC Version* 
Interactive website 
Explore the importance of LTC with clients 
and their families through videos, fact 
sheets, fliers, research and printable 
questionnaires.

LONG-TERM CARE PLANNING

http://newsroom.lfg.com/sites/lfg.newshq.businesswire.com/files/doc_library/file/Lincoln_LTC_Study_P
http://fulfillment.lfg.com/servepdf.aspx?sku=MGR-PLAN-PPT002
http://fulfillment.lfg.com/servepdf.aspx?sku=MGR-PLAN-FLI003
http://fulfillment.lfg.com/servepdf.aspx?sku=MGR-CONV-FLI007
http://fulfillment.lfg.com/servepdf.aspx?sku=MGR-PLAN-PPT002
http://fulfillment.lfg.com/servepdf.aspx?sku=MGR-PLAN-PPT003
http://fulfillment.lfg.com/servepdf.aspx?sku=MGR-PLAN-FLI003
http://fulfillment.lfg.com/servepdf.aspx?sku=MGR-PLAN-FLI004
http://fulfillment.lfg.com/servepdf.aspx?sku=MGR-CONV-FLI007
http://fulfillment.lfg.com/servepdf.aspx?sku=MGR-CONV-FLI012
http://fulfillment.lfg.com/servepdf.aspx?sku=MGR-COST-INF001
http://fulfillment.lfg.com/servepdf.aspx?sku=MGR-PLAN-WPR001
https://www.lfg.com/static/wcs/digitalbrochure/ltcstory02/index.html
http://fulfillment.lfg.com/servepdf.aspx?sku=MGR-COST-INF001
http://fulfillment.lfg.com/servepdf.aspx?sku=MGR-PLAN-WPR001
http://fulfillment.lfg.com/servepdf.aspx?sku=MGR-PLAN-WPR002
https://www.lfg.com/static/wcs/digitalbrochure/ltcstory02/index.html
http://www.lfg.com/LTCExperience


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. 

For agent or broker use only. Not for use with the public.

* 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.
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Not guaranteed by any  
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May go down in value
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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.
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Make LTC planning part of every client’s retirement strategy.  
For more information and planning resources, contact your Lincoln representative.
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Client materials

A RECENT STUDY CONDUCTED BY LINCOLN FINANCIAL HIGHLIGHTS THE ISSUES WOMEN FACE BOTH AS 
LONG-TERM CAREGIVERS AND NEEDING CARE THEMSELVES.1

Women are more likely than men  
to become caregivers.

When women themselves need long- 
term care, many have concerns about  
imposing on others.

Women are not sure how they would pay  
for care if they needed it.

• 70% of women surveyed are concerned they would not be able to 
provide adequate care if somebody in their family needed it.

• While 97% of women surveyed who have actually been caregivers 
say they are glad to have helped, 66% say they had no idea how 
demanding it would be.

• 73% of women would prefer home-based care if needed, but 
would feel reluctant to put that responsibility onto their families, 
particularly their children.

• Only 28% of women in our survey feel confident they would have the 
financial resources to pay for long-term care expenses in the future.

• 98% of women agree that families ought to discuss plans for how to 
pay for long-term care before it is actually needed, but fewer than 
half (42%) have talked with a spouse.

WOMEN AND LONG-TERM CARE
UNDERSTANDING THE UNIQUE ISSUES WOMEN FACE IN CAREGIVING AND LONG-TERM  
CARE PLANNING MAY HELP YOU SAFEGUARD YOUR FAMILY’S FINANCIAL FUTURE.

FACT SHEET
LCN-2138953-060418

The Lincoln National Life Insurance Company
Lincoln Life & Annuity Company of New York

1. Versta Research, “2017 LTC Marketing and Thought Leadership Research. Findings from Surveys  
of Advisors and Consumers,” October 2017. For a printed copy, please call 877-ASK-LINCOLN.  
Information presented here is from among those polled in our survey. 

2. Family Care Alliance, “Women and Caregiving: Facts and Figures,” FCA,  
https://www.caregiver.org/women-and-caregiving-facts-and-figures, updated February 2015.

3. The Lincoln Financial Group 2017 Caregiving Omnibus Study, http://newsroom.lfg.com/sites/ 
lfg.newshq.businesswire.com/files/doc_library/file/Nov2017_LFG_LTC_Study__Final2_11.01.17.pdf.

of all family caregivers 
are women.266%

69% would 
be reluctant 
to ask their 
children to 
provide care.

65% feel 
children should 
not feel obligated 
to provide care.

54% would feel 
embarrassed by 
having their children 
provide care.

of women caregivers 
in our survey 

reported waiting too long 
before discussing plans and 
options for long-term care.

48%

Not a deposit Not FDIC-insured May go down in value
Not insured by any federal government agency
Not guaranteed by any bank or savings association

THE LONG-TERM CARE CONVERSATION
A VITAL COMPONENT OF RETIREMENT PLANNING

THIS PAPER DISCUSSES THE CRITICAL ROLE  

CONVERSATIONS PLAY IN LONG-TERM CARE AND  

RETIREMENT PLANNING — AND OFFERS TOOLS TO 

HELP YOU BEGIN SECURING THIS IMPORTANT PART 

OF YOUR FUTURE. 

WHITE PAPER

The Lincoln National Life Insurance Company
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MGR-CARE-FLI005 National version
Women and Caregiving fact sheet
Help your clients understand the impact of 
long-term care on women and caregivers. 

MGR-CONV-WPR001 ICC Version * 
MGR-CONV-WPR002 non-ICC Version †

The Long-term Care Conversation 
white paper
Help clients understand why LTC planning 
is an integral component of retirement 
planning and the critical role that family 
conversations play in being prepared for 
the years ahead.

Advisor materials
The Lincoln National Life Insurance Company
Lincoln Life & Annuity Company of New York

APPROACHING LONG-TERM CARE PLANNING 
WITH A DISCUSSION ABOUT CAREGIVING
This paper discusses ways to engage clients in a long-term care conversation by encouraging  

them to talk about their long-term care experiences and their personal plan for care. Whether the  

discussion involves a long-term care situation very close to them, such as becoming a parent’s  

caregiver, or a third-party story about someone who needed care, most likely you’ll find that your 

clients are willing to discuss it. A caregiving conversation can help your clients realize the need to 

prepare for a more financially secure future for themselves and their loved ones.

WHITE PAPER
Not a deposit Not FDIC-insured May go down in value

Not insured by any federal government agency

Not guaranteed by any bank or savings association
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Quality care, choice  
and convenience help clients 

remain independent
  Home care, facility care, and 
additional services, such as  
adult day care, are covered. 

Why hybrid long-term care solutions?
The full picture reveals why Lincoln MoneyGuard ® is the category leader1

1 LIMRA, “2017 U.S. Individual Combination Sales Report.”
2  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 among those polled in our survey.

3   U.S. Census Bureau, “Projected Age Groups and Sex Composition of the Population, Projections for the United States: 2017-2060,” https://www.census.gov/
data/tables/2017/demo/popproj/2017-summary-tables.html.

4  Department of Health & Human Services, “Long-Term Services and Support for Older Americans: Risks and Financing,” ASPE Issue Brief, https://aspe.hhs.gov/
sites/default/files/pdf/106211/ElderLTCrb-rev.pdf, revised February 2016, page 3.

5  Based on $44,328 in 2012 and $56,302 in 2017. Univita and Lincoln Financial Group, “2013 Cost of Care Survey,” https://www.lfg.com/lfg/DOCS/pdf/
rna/2013CostofCareSurvey.pdf, December 2012. For a printed copy of the survey, call 877-ASK-LINCOLN. “Lincoln Financial Group Cost of Care Survey,” https://
www.WhatCareCosts.com/lincoln, February 2018.

6 Provided premiums are paid as planned, and no loans or withdrawals are taken. Flexible payments are not available in the state of New York. 

Benefits for clients  
if they need LTC 

  Coverage for qualified long-term  
care costs 
  Coverage for recoverable and 
nonrecoverable conditions

And benefits if they donʼt
  Death benefits for their beneficiaries or 
option to get their premiums back

Financial flexibility enables  
clients to plan at a younger age
   Extended payment options help keep 

annual premiums as low as possible. 

   Flexible payments, up to 25 years 
depending on your age, and premiums  
that never increase.6

Why the market shift toward hybrid solutions? 1

Why long-term care planning is important

surveyed feel it is important to plan for long-
term care expenses as part of their overall 

retirement savings and planning.2

For example, the cost for private, 
one-bedroom in a state-certified 

assisted living facility has 

risen 27% in 5 years.5

LINCOLN VARIABLE ANNUITIESRETIREMENT PLAN SERVICESLONG-TERM CARE PLANNING
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It helps complete  
retirement planning

Demographics point to  
continued high demand

The number of Americans age  
                    65 and older is projected to grow

to 80 million by 2040.363%

turning 65 today can 
anticipate having at 
least some needs that 

will require long-term care services and support 
during their lifetime.4

1out of 2  
 Americans

 91%
  

of Americans

The cost of care is expensive  
and trending upward
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Making the long-term care conversation
an integral part of retirement planning

For agent or broker use only. Not for use with the public.

MGR-CARE-WPR002  
Caregiving Advisor white paper  
New research sheds light on the role 
women and caregivers play in  
long-term care. 

MGR-HYB-FLI001 
Why Hybrid flier 
See why long-term care planning is 
important, why the market shift toward 
hybrids, and why Lincoln MoneyGuard ®. 

MGR-CONV-PPT003
Merrill Lynch: MGR-CONV-PPT004
Chase: MGR-CONV-PPT006 
Long-term Care Conversation  
Advisor seminar  
Making the long-term care conversation  
an integral part of retirement planning. 

http://fulfillment.lfg.com/servepdf.aspx?sku=MGR-CARE-FLI005
http://fulfillment.lfg.com/servepdf.aspx?sku=MGR-CONV-WPR001
http://fulfillment.lfg.com/servepdf.aspx?sku=MGR-CARE-FLI005
http://fulfillment.lfg.com/servepdf.aspx?sku=MGR-CONV-WPR001
http://fulfillment.lfg.com/servepdf.aspx?sku=MGR-CONV-WPR002
http://fulfillment.lfg.com/servepdf.aspx?sku=MGR-CARE-WPR002
http://fulfillment.lfg.com/servepdf.aspx?sku=MGR-HYB-FLI001
http://fulfillment.lfg.com/servepdf.aspx?sku=MGR-CONV-PPT003
http://fulfillment.lfg.com/servepdf.aspx?sku=MGR-CARE-WPR002
http://fulfillment.lfg.com/servepdf.aspx?sku=MGR-HYB-FLI001
http://fulfillment.lfg.com/servepdf.aspx?sku=MGR-CONV-PPT003
http://fulfillment.lfg.com/servepdf.aspx?sku=MGR-CONV-PPT004
http://fulfillment.lfg.com/servepdf.aspx?sku=MGR-CONV-PPT006

