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and boost your business.
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Are you ready to grow your
LTCI client base?

Long-term care insurance (LTCI) provides critical
financial protection for individuals requiring extended
care due to chronic illness, disability, or age-related
conditions. With an aging population and the rising
costs of healthcare, there is a growing demand for
LTCI products. However, identifying and attracting
long-term care insurance clients requires a strategic
approach, considering both demographic trends and
specific market challenges.

Throughout this white paper, you'll learn about seven
actionable steps you can take to find LTCI clients,
including targeting specific demographics, leveraging
digital marketing, building referral networks, and
educating potential clients.

Understand the Target Market

Leverage Digital Marketing

Build a Referral Network

Educate Prospective Clients

Attend Industry Events and Expos

Engage with Family Members
and Caregivers

Follow Up and Nurture Relationships

Step 1. Understand
the Target Market

To successfully find LTCI clients, it's essential to
understand the primary demographics most likely to
purchase such insurance. Typically, these clients share
the following characteristics:

a— Age Group

—_— Most LTCI buyers are between the ages
of 50 and 70, since individuals in this
age range are typically planning for
retirement and healthcare costs.

2 — Income Level

—_— LTCI is more commonly purchased by
middle-to-upper-income individuals who
can afford premiums and understand the
risk of depleting assets due to long-term
care needs.

2 — Health Concerns

—_— Individuals with a family history of
chronic illness or those with personal
health concerns are more inclined to
consider LTCIL.

@ — Financial Planners

S People working with financial planners
are often aware of LTCI and its benefits
in asset protection and estate planning.
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Step 2: Leverage
Digital Marketing

In today’s digital age, the internet offers a powerful
platform for reaching potential LTCI clients. Here are a
few ways you can utilize digital marketing effectively:

Search Engine Optimization (SEO)
SEO ensures your website appears when potential
clients search for terms like “long-term care insurance;’
“LTCI providers near me,” or “how to pay for long-term
care”” Developing a content-rich website, including blog
posts, articles, and FAQs, can help position your brand
as a trusted source for LTCI information.

Pay-Per-Click (PPC) Advertising
Investing in Google Ads or similar platforms can allow
you to target specific audiences who are actively
searching for long-term care solutions. These ads can
direct users to landing pages optimized for LTCI services.
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Social Media Marketing

Platforms like Facebook and LinkedIn are excellent

for targeting older demographics and professionals.
Running targeted ad campaigns or sharing educational
content (such as videos or infographics) can build
awareness about the importance of LTCI and increase
brand awareness for your business.

Email Campaigns

Email marketing remains an effective tool for
nurturing leads. A well-segmented email list that
targets individuals approaching retirement age or
caregivers can provide relevant information about
LTCI products, benefits, and cost-saving strategies.




Step 3: Build a
Referral Network

Personal referrals are one of the most effective
ways to grow your LTCI client base. To expand
your referral network, you may want to consider
collaborating with financial advisors and /or
partnering with healthcare professionals.

Collaborate with Financial Advisors
Financial advisors, wealth managers, and estate
planners frequently counsel clients on insurance
options for long-term care. Building relationships with
these professionals can result in steady referrals, as they
trust you to guide their clients through LTCI options.

P> Financial Advisors
P> Wealth Managers

P Estate Planners

Partner with Healthcare Providers
Physicians, eldercare professionals, and geriatric care
managers interact with individuals who may need
LTCI. By partnering with healthcare providers, you can
connect with potential clients facing health challenges
that make LTCI more relevant.

} Physicians

} Eldercare Professionals

P> Geriatric Care Managers
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Step 4. Educate
Prospective Clients

Many people are unaware of the need for LTCI or the
financial risks of not having coverage. An educational
approach can help overcome this barrier.

Host Workshops and Seminars
Hosting free seminars or webinars on retirement
planning, healthcare costs in later life, and long-term
care options can attract potential clients. These events
position you as an expert and provide an opportunity
for face-to-face interaction with prospective clients.

Provide Educational Content

Writing e-books, white papers, or articles that explain
the costs of long-term care, the benefits of LTCI, and
how to choose the right plan can drive traffic to your
website and generate interest from potential clients.
Offering this content in exchange for contact details
also builds your lead list.

Utilize Testimonials to
Build Credibility

Client testimonials or success stories can help increase
your credibility. When potential clients see how others
have benefited from LTCI, they may be more inclined
to explore their options with you.




Step 5: Attend Industry
Events and Expos

Industry-specific events, such as retirement planning
expos, senior care conferences, or health fairs, are
ideal for networking with potential clients. These
gatherings often attract individuals who are in the
planning stages for long-term care or are already
exploring insurance options.

Represent Your Business
with a Booth

Setting up a booth at such events allows for direct
interaction with attendees, providing you with an
opportunity to answer questions, offer consultations,
and distribute educational materials.

Take Advantage of

Speaking Opportunities

Position yourself as a thought leader by securing
speaking engagements at industry events. Presenting on
topics related to long-term care and insurance solutions
demonstrates expertise and builds trust with attendees.

KRAUSE AGENCY | 7 Steps to Finding Long-Term Care Insurance Clients

Step 6: Engage with Family
Members and Caregivers

Family members, especially adult children of aging
parents, are often the ones who initiate conversations
about long-term care needs. By targeting this

group, you can tap into a motivated market segment
concerned with the well-being of their loved ones.

Targeted Marketing to Caregivers
Develop marketing materials and campaigns aimed at
caregivers who may be exploring options for themselves.
Offering content that speaks to their concerns about
affordability and care quality will resonate.

Collaborate with

Caregiving Organizations

Partnering with caregiving organizations, such as
senior living facilities or home care agencies, can help
you connect with families who are actively seeking
long-term care solutions.




Step 7: Follow Up and It's time to get started
Nurture Relationships growing your LTCI

Not everyone will be ready to purchase LTCI right CI lent ba S€.

away. It’s crucial to have systems in place to follow up

with prospects and keep them engaged over time. Finding and securing long-term care insurance clients

requires a multifaceted approach that combines

understanding the target market, using digital
CRM Systems marketing, building strong referral networks, and
educating prospective clients. By using a combination
of these strategies, LTCI agents can position
themselves as trusted advisors, helping individuals and
families secure their financial future as they plan for
potential long-term care needs.

Using a Customer Relationship Management (CRM)
system to track and follow up with leads is critical
for ensuring that potential clients stay connected
with your business. Regular follow-ups, personalized
communication, and targeted offers can eventually
convert a lead into a sale.

Implementing these techniques consistently will not
only help identify prospects but also build lasting client
relationships, ensuring sustained business growth in
the long-term care insurance market.

Automated Email Drip Campaigns
Sending a series of automated emails that educate

and inform potential clients about the benefits of LTCI
can gradually move them through the sales funnel.
Focus on addressing common concerns like costs, plan
flexibility, and the financial security LTCI provides.

Looking for more

guidance?
Schedule a call with our team today!

krauseagency.com/ltci-call
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