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S ways to transform market
volatility objections into LTC
sales

TIPS TO UNLOCK PRODUCTIVE CONVERSATIONS

During times of market volatility, clients often put planning for Questions?
long-term care (LTC) needs on the back burner. But this Let's talk.
approach can be short-sighted and costly. When a client says,

“With the market so shaky, this isn’t the right time to think 'F\,'ﬁcr)’;]ee umber
about LTC protection.” Email

You can say:

1. lunderstand your hesitation about moving money now. Let's consider two
hypothetical scenarios where you need long-term care down the road:

e In the first scenario, you dont have LTC protection, which means
you’re entirely reliant on your existing assets to pay for care.
What happens if you get sick during a down market? That could
put a lot of undue stress on your portfolio.

e Inthe second scenario, you've already repositioned a portion of
your assets into an LTC solution. It doesn’t matter what the market
is doing or what your income needs are - you have a bucket of
money already designated to pay for care.

Which approach do you think puts more of your portfolio at risk?

2. Many clients tell me they're waiting for the market to recover before
considering LTC protection. | understand the desire to want to keep your
portfolio and retirement income as protected as possible. Here’s one
thing to consider: the right LTC solution can provide guaranteed LTC
protection, helping to ensure your portfolio is resilient to future care
needs, no matter what the market does.

Would you be inferested in hearing more about these solutions?



3.

| like to think of retirement plans as having three main buckets: growth,
income, and protection. Right now, without LTC protection, your growth
and income buckets are potentially being asked to have to do double-
duty down the road, which could drain them faster than you want. By
repositioning a portion of your assets info the protection bucketf, you help
ensure each bucket can do its intended job, creating more balance in
your overall plan.

Would you like to see how this three-bucket approach might work with
your portfolio?

You mentioned self-funding for long-term care. Let's explore what that
really means. There may be tax implications when you need to withdraw
money for care. There’s no telling where the market will be. And, perhaps
most importantly, $1 of assets will get you $1 for care. With the right LTC
solution, you could have a guaranteed benefit for care, meaning $1 of
premium would yield several dollars for care. For me, it’s not a question of
whether you can afford to self-fund, it's about whether this is the most
efficient way to doit.

Do you think this would be the best use of your assets?

Beyond protecting your own retirement, let's talk about your legacy
goals. Without LTC protection, your family's inheritance could become
your unofficial LTC fund. LTC protection helps create boundaries around
that risk, ensuring that what you've built has the best chance of fulfilling
your frue infentions for it, regardless of market conditions.

How would it feel if your care needs became your legacy?



Please keep in mind that the primary reason fo purchase a life insurance product is the
death benefit.

Guarantees are based on the claims-paying ability of the issuing company.
Product features and availability may vary by state.

Life insurance products contain charges, such as Cost of Insurance Charge, Cash Extra
Charge, and Additional Agreements Charge (which we refer to as mortality charges), and
Premium Charge, Monthly Policy Charge, Policy Issue Charge, Transaction Charge, and
Surrender Charge (which we refer to as expense charges). These policies may contain
restrictions, such as surrender periods.

Long-term care insurance may cover care such as nursing care, home and community-
based care, and informal care. Please ensure that your clients consult a tax advisor
regarding long-term care benefit payments, or when taking a loan or withdrawal from a life
insurance contract.

Agreements providing long-term care may not be available in all states or may exist under
a different name in various states. Product features, including limitations and exclusions,
vary by state.

Additional agreements may be available. Agreements may be subject to additional costs
and restrictions. Agreements may not be available in all states or may exist under a
different name in various states and may not be available in combination with other
agreements.

Due to uncertainty in the tax law, long term care benefits taken in the form of policy loans
or withdrawals from a life insurance contract may be taxable. Please ensure that your
clients consult a tax advisor regarding long term care benefit payments from a life
insurance contract.

This material may contain a general analysis of federal tax issues. It is not infended for, nor
can it be used by any taxpayer for the purpose of avoiding federal fax penalties. This
information is provided to support the promotion or marketing of ideas that may benefit a
taxpayer. Taxpayers should seek the advice of their own tax and legal advisors regarding
any tax and legal issues applicable to their specific circumstances.

This is a general communication for informational and educational purposes. The materials
and the information are not designed, or infended, to be applicable to any person’s
individual circumstances. It should not be considered investment advice, nor does it
constitute a recommendation that anyone engage in (or refrain from) a particular course of
action. Securian Financial Group, and its subsidiaries, have a financial interest in the sale of
their products.

Insurance products are issued by Minnesota Life Insurance Company in all states except
New York. In New York, products are issued by Securian Life Insurance Company, a New
York authorized insurer. Minnesota Life is not an authorized New York insurer and does not
do insurance business in New York. Both companies are headquartered in St. Paul, MN.
Product availability and features may vary by state. Each insurer is solely responsible for
the financial obligations under the policies or contracts it issues.

Securian Financial is the marketing name for Securian Financial Group, Inc, and its
subsidiaries. Minnesota Life Insurance Company and Securian Life Insurance Company are
subsidiaries of Securian Financial Group.

For financial professional use only. Not for use with the public. This material may not be
reproduced in any form where it would be accessible to the general public.
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securian.com
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