
For many retirees, declining health and the rising cost of care 
are two of their greatest fears. But when clients don’t know how 
to address their concerns, they can become immobilized by fear 
and indecision. By discussing future care needs with clients and 
letting them know they have options, you can help them create 
a strategy to move forward.

Starting the conversation
Instead of waiting for clients to bring up the topic, it’s up to you to start the 
conversation. Ask clients to think about any personal experiences they’ve had 
with family members or loved ones who needed care. Questions may include:

• Have any family members or friends needed extended care?

• How did this impact the family, both emotionally and financially?

• Was there anything about their loved one’s experience with care that the client 
would want to avoid within their own?

Asking the right questions helps open doors to more in-depth conversations 
about creating a care strategy. Instead of focusing on specific issues such as 
who would provide care, encourage your client to think more broadly about 
their needs and expectations:

• How would needing care impact their lifestyle and family?

• What would a successful care strategy look like to them? (Maintaining their 
independence for as long as possible, staying in their home, minimizing the 
burden of their care on loved ones, etc.)

• Have they talked about caregiving with their loved ones to determine 
their concerns?

Creating a strategy
Clients often have different impressions of what care means. Many think of 
receiving care strictly in terms of receiving care in a facility, such as a nursing 
home or assisted living, but it’s important to help them understand there is a 
spectrum of care that generally starts in the home. 
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Please keep in mind that the primary reason to purchase a life 
insurance product is the death benefit.
Life insurance products contain fees, such as mortality and 
expense charges (which may increase over time), and may contain 
restrictions, such as surrender periods. 
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. Product features, including limitations and exclusions, 
vary by state.
These materials are for informational and educational purposes 
only and are not designed, or intended, 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 affiliates, 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 affiliates. Minnesota Life Insurance Company 
and Securian Life Insurance Company are affiliates of Securian 
Financial Group, Inc.
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.

Not a deposit – Not FDIC/NCUA insured – Not insured by any 
federal government agency – Not guaranteed by any bank 
or credit union – May go down in value

Learn how 
You can start the care conversation with your clients, 
call your Life Sales Support Team today:

1-888-900-1962 (Independent Distribution)
1-877-696-6654 (Securian Financial and Broker-Dealer)

Once your client has a better sense of the options available to them, use our 
Long-Term Care/Chronic Illness Questionnaire as a roadmap to help guide you 
and your client through the appointment process to create a care strategy:

Step 1: Understanding your client’s prior experience with extended care

Step 2: Identifying your client’s care needs and expectations 

Step 3: Discussing the cost of care and your client’s available resources

Identifying a solution
Your client’s answers to the questionnaire, along with an overall assessment of 
their financial portfolio and ongoing needs, can help you determine which type 
of product or agreement would be most beneficial for them.

Long-term care and chronic illness products or agreements can help provide 
your clients with the flexibility and freedom they need to choose where and 
from whom they receive care. By helping clients prepare for potential care 
needs, you can help protect their retirement savings, personal assets and family 
relationships from the impact of an extended care event.


