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2025 LTC Awareness Month Resource Guide

Promoting Long-Term 
Care Awareness Month
Exclusive resources from Nationwide® created for you

November is Long-Term Care Awareness Month — making now a great time to start  
long-term care (LTC) planning conversations with your clients.

Explore these resources to help with client conversations and prospecting, and to learn more 
about Nationwide’s industry-leading suite of LTC solutions.1 We’re committed to helping you 
protect more clients and being your trusted LTC partner.

CareMatters® Prospecting: 
Find the Right Fit 
Download
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Nationwide CareMatters® sales idea

Find the right fit
The majority of people will need long-term care (LTC) at some point during their lives,1 and the costs can be significant. 

Nationwide CareMatters® II offers your clients an efficient way to plan for these potential expenses. The included LTC 

coverage carries a death benefit that protects premiums paid from loss if LTC benefits are not needed.

Four potential client profiles that may be a good fit for Nationwide CareMatters II 

1 Clients with cash or other  
“sleeping assets,” such as:

• CDs or bonds that are maturing

• Proceeds from selling a business

• Funds from downsizing/selling a home

• A recent inheritance

Concern:
The impact an LTC event could have on their spouse, 
family and finances

Payment type:
Single-pay to five-pay premiums

2 Clients closing in on retirement who are:

• In the peak of earning capacity with excess income available 
for premiums

• Preferably age 59½ or older so they can access qualified money 
(without 10% penalty tax) not needed for retirement income

Concern:
The financial and lifestyle impact that LTC expenses could 
have in retirement and for a surviving spouse

Payment type:
Five-pay or 10-pay premiums 
Pay to attained age 1002

3 Retirees with IRAs, annuities or  
income sources to reposition:

• Required minimum distributions (RMDs) from IRAs (after-
tax amount) not needed for income purposes

• Annuities not needed for retirement income purposes

• Social Security benefits not needed for living expenses

Concern:
Protecting assets/income from depletion
Reducing LTC dependence on family

Payment type:
Five-pay or 10-pay premiums

4 High earners, not rich yet (HENRYs) who:

• Have excess annual liquidity

• May have experienced providing care for a parent or 
grandparent

• See the value of buying earlier rather than later

• Would like to insure their parent(s) for LTC to protect their own 
savings and retirement assets

Concern:
Protecting assets/income from depletion
Reducing LTC dependence on family

Payment type:
Five-pay or 10-pay premiums
Pay to attained age 653
Pay to attained age 1002

1  “What is Long-Term Care (LTC) and Who Needs it?” LongTermCare.gov (Jan. 4, 2021).
2 This premium structure is available to issue ages 30 through 65.
3 This premium structure is available to issue ages 30 through 54.
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Nationwide CareMatters® | Sales idea 

Why CareMatters® II?
For nearly 25 years, Nationwide® has been providing clients with industry-leading long-term care (LTC) 
solutions. We remain committed to finding innovative ways to meet both their future care needs and 
budgets with products such as Nationwide CareMatters® II. 

Top reasons to consider CareMatters

1 Cash indemnity benefits

Nationwide provides cash indemnity benefits in a linked-benefit product that offers clients value 
and maximum flexibility when it’s time to file a claim. Nationwide places no restrictions on how the 
benefits are spent.

•  Family members or friends as caregivers 
Policyowners can use 100% of the LTC benefits for informal care, including care provided by 
family members, friends or less expensive unlicensed caregivers.1

•  Guaranteed full monthly cash benefit 
The full cash benefit is available each month2 — regardless of their LTC expenses — without 
the hassle of submitting monthly bills and receipts. 

2 Potential tax advantages: separately identifiable LTC and life insurance premiums 

The LTC premium might be eligible for a tax deduction or reimbursement from a health savings 
account (subject to applicable requirements and aged-based limitations). The life insurance 
premium is not tax deductible or HSA eligible.

3 Elimination period retroactive payment of LTC benefits

Upon completion of the 90-calendar-day elimination period, the LTC benefits for the first 90 days 
will be paid retroactively along with benefits for month 4.

4 Return of premium 

The death benefit will never be less than the premiums paid minus any policy distributions (LTC 
benefits paid, loans or withdrawals).

5 Currently the highest guaranteed residual death benefit in the industry

Even if all LTC benefits are used, a 20% residual death benefit is paid to the policy’s beneficiaries.

6 Extended premium payment options

In addition to single-, 5- and 10-pay options, the options to pay  to attained age 65 and pay to 
attained age 100 allow for lower monthly or annual premium payments.

7 Streamlined underwriting process

A short application and interview (completed online or by telephone) are all that’s needed to get 
started. No exam (paramed) is required.3
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Nationwide CareMatters® | Sales idea 

Why CareMatters Together℠

For nearly 25 years, Nationwide® has been providing clients with industry-leading long-term care (LTC) solutions. 
We remain committed to finding innovative ways to meet their future care needs with products such as Nationwide 
CareMatters Together℠.

Top reasons to consider CareMatters Together

1 Cost-effective benefit coverage for 2 people

With CareMatters Together, a single policy provides coverage for 2 people and can be more  
cost-effective than 2 separate policies in most cases.

2 Flexible, shared pool of benefits

The shared pool of benefits provides your clients comfort in knowing they are both protected while 
addressing the uncertainty of which spouse may incur more expenses for long-term care if needed 
in the future.1

3 Cash indemnity benefits

Nationwide provides cash indemnity benefits in a linked-benefit product that offers clients value and 
maximum flexibility at claim time. Nationwide places no restrictions on how the benefits  
are spent.

•  Guaranteed full monthly cash benefit 
The full cash benefit is available each month2 — regardless of their LTC expenses — without the hassle 
of submitting monthly bills and receipts. 

•  Family members or friends as caregivers 
Policyowners can use 100% of the LTC benefits for informal care, including care provided by family 
members, friends or less expensive unlicensed caregivers.3

4 Potential tax advantages: separately identifiable LTC and life insurance premiums 

The LTC premium may be eligible for a tax deduction or reimbursement from a health savings account 
(subject to applicable requirements and age-based limitations). The life insurance premium is not tax 
deductible or HSA eligible.

5 Retroactive payment of LTC benefits after meeting the elimination period

Upon completion of each insured’s 90-calendar-day elimination period, the LTC benefits for the first 90 
days will be paid retroactively along with benefits for month 4.

6 Extended premium payment options

In addition to single-, 5- and 10-pay options, the 20-pay and pay to attained age 100 options allow for 
lower monthly or annual premium payments.
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Nationwide CareMatters® Annuity | Sales idea

Why CareMatters® Annuity?
For over 25 years, Nationwide® has been providing industry-leading long-term care (LTC) solutions. We 
remain committed to finding innovative ways to meet clients’ future care needs with products such as 
Nationwide CareMatters® Annuity — a straightforward LTC solution built on a deferred fixed annuity chassis.

Top reasons to consider CareMatters® Annuity
The cash indemnity benefits provide maximum flexibility
Your clients’ full monthly cash benefit is available,1 regardless of monthly LTC expenses, without 
the hassle of submitting bills and receipts. Nationwide places no restrictions on how LTC benefits 
are spent, allowing 100% of the benefit to be used for informal care, such as care provided by 
family members, friends or less expensive unlicensed caregivers.2

It’s a triple-tax efficient LTC solution
The contract grows tax-deferred, pays out tax-free LTC benefits and can also be funded through 
a tax-free exchange of an existing nonqualified annuity.

It provides predictability and guarantees
The contract value will never go below your clients’ initial investment3 and a guaranteed fixed 
crediting rate provides guaranteed LTC benefits.4 If care is not needed or LTC benefits aren’t 
used in full, any remaining contract value will be paid to their beneficiaries.

It offers a retroactive payment of LTC benefits after meeting the elimination period
Upon completion of the 90-calendar-day elimination period, the LTC benefits for the first 90 
days will be paid retroactively along with benefits for month 4.

It has a streamlined underwriting process with no interview
A simple 6-question application is all that’s needed to get started — and no paramedical exam 
is required.5 Quickly discover whether clients qualify for double or triple their contract value in 
LTC coverage. 

It makes coverage attainable for more people 
With minimal underwriting requirements and a maximum issue age of 80, you can offer LTC 
coverage to help protect more of your clients.

1
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The top reasons to consider the 
Nationwide® Long-Term Care Rider II 
Most people (80% in our research) would prefer to receive home-based care if they need long-term care.1 
For clients with a life insurance need who could also benefit from LTC planning, consider a Nationwide® life 
insurance policy with the Long-Term Care Rider II. The rider’s cash indemnity design and flexible features 
can help your clients plan for LTC expenses now and maintain control later on. 

1
A benefit designed to keep them in control
The Long-Term Care Rider II offers clients a cash 
indemnity benefit.

• Tax-free payments are made directly to  
the policyowner each month for the full 
benefit amount

• No monthly bills or receipts need to be 
submitted after the claim is approved, and 
no proof of billable services is required

• Leftover benefits not needed for care may 
be used for other purposes, such as home 
safety and accessibility improvements, 
housekeeping, lawn care or prescriptions

Please note that rider benefits are subject to the 
limits established by HIPAA.

2
A tax-efficient solution for affluent clients
Our cash indemnity LTC benefits allow for a life 
insurance policy with the Long-Term Care Rider 
II to be placed into an irrevocable life insurance 
trust (ILIT). The proper use of this concept can 
help provide a more tax-efficient transfer of 
wealth for affluent clients who assume they 
can self-insure LTC. Please keep in mind that 
Nationwide and its representatives do not give 
legal or tax advice, so clients should consult 
with their tax advisors for answers to their 
specific questions.

3
Choice of coverage amounts 
Your clients can select the total amount of LTC 
coverage, called the LTC specified amount, 
when applying.

• It can be as much as 100% of the policy’s 
total specified amount, as little as 10%  
of the total specified amount or anything  
in between

• In New York and the U.S. Virgin Islands, the 
policy’s total specified amount and the  
Long-Term Care Rider II specified amount 
must be equal

4
A wide range of underwriting classes
Clients don’t have to be in perfect health 
to qualify for the rider. It’s available on 
underwriting risk classes from Nontobacco 
Preferred to Table E. 

1  “The Nationwide Retirement Institute® 2021 Long-Term Care Consumer Survey,” conducted by The Harris Poll on behalf of the Nationwide Retirement 
Institute (November 2021).
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Long-term care solutions  | Side-by-side guide

The total package
The Nationwide® suite of cash indemnity long-term care solutions
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Nationwide Retirement Institute®  |  Long-term Care

Six ways to have better LTC 
conversations with clients
Shawn Britt — CLU®, CLTC® 
Director — Long-Term Care Initiatives, Nationwide's Advanced Consulting Group

Key highlights:
Keep the conversation positive  
with a focus on home care.

Men may view LTC coverage as 
a waste of money if it isn’t used; 
offer solutions that provide a return 
either way.

Women are usually more open to 
buying LTC coverage; let her take 
the lead in the conversation.

Long-term care (LTC) needs may be a significant part of health care costs in 
retirement, yet it is clear that people are still not taking action. It is estimated 
that fewer than 8% of Americans have long-term care coverage.¹

According to a Nationwide Retirement Institute® survey,² 87% of adults said 
that because of the pandemic, they feel it is more important than ever to 
receive care at home, to have a care plan in place and to have long-term care 
(LTC) insurance. Yet 43% have not even discussed those concerns with their 
spouse, their children or a financial professional.³ Will pandemic concerns 
raise awareness to the point of increased LTC policy ownership? Only time 
will tell. Regardless, it can be challenging to achieve successful results when 
presenting LTC solutions to a client, but once we understand some of the 
roadblocks, we can avoid them and help direct clients toward a more positive 
and comprehensive outcome.

Long-term care coverage may have more negative connotations for clients than 
any other financial product. What follows are six suggestions that a financial 
professional can use to help redirect the discussion to a more positive path and 
hopefully to completion of a client’s LTC plan.

1 Start the conversation with a focus on home health care

Many people still think of LTC coverage as “nursing home insurance,” and once 
that thought enters a client’s head, the discussion may end. The conversation 
can be opened more easily, and possibly continued on to a positive solution, 
when the focus of the discussion centers on receiving care at home. Avoid the 
words “long-term care” in the beginning and focus on conversation openers, 
such as, “Let’s discuss how to pay for keeping you in your home as long as 
possible, should you start needing some help with your care.”

While statistic dumping generally doesn’t work to motivate clients, it might  
help to understand the numbers of people getting care at home. According to 
The American Association of Long Term Care Insurance (AALTCI), approximately 
73% of initial LTC claims are now for care at home.⁴ Another 18% of LTC claims 
are for assisted living — where individuals often live in apartment-like living 
quarters surrounded by their own furnishings and belongings.

Home health care can be both the least expensive and the most expensive form 
of long-term care. Costs vary greatly depending on the type of care needed, as 
well as the number of hours and days per week that care is needed. However, 
when a client focuses on a goal, such as staying at home as long as possible,  
he or she may be more receptive to planning for and funding this goal with  
LTC coverage.

¹ United States Census Bureau (Oct. 8, 2021); American 
Association of Long-Term Care Insurance 2020 report.

² Nationwide Retirement Institute® Long-Term Care Survey 
with The Harris Poll (November 2021).

³ Nationwide Retirement Institute® Long-Term Care Survey 
with The Harris Poll (November 2020).

⁴ American Association for Long-Term Care Insurance, 2022, 
www.aaltci.org
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1Nationwide is #1 in linked-benefit LTC total premium and policy count (LIMRA quarterly Market Share Reports, 2024-2025).
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Nationwide Retirement Institute® | Long-term care

Having a long-term care conversation 
at your holiday gathering
Shawn Britt, CLU®, CLTC®
Director of LTC Initiatives, Advanced Consulting Group

Key highlights

Family gatherings are a good time to 
launch the LTC discussion, so that all 
stakeholders are present

Getting family members in alignment first 
can make it easier to bring up the topic 

Success will require multiple 
conversations, so it’s important to get  
the first one off on the right foot

The holidays are on the horizon, and for some families, 
it is a rare opportunity to be gathered together in one 
location. Over the years, I have heard both positive 
and negative stories about long-term care (LTC) 
being brought up during holiday visits. However, bad 
reactions are often related to bad timing or faulty 
strategies in bringing up the topic.

Discussing parents’ or other loved ones’ potential 
long-term care and eldercare needs should be done 
in person if at all possible — not by phone or email. 
With so many adult children living far away from their 
parents, the holiday season is one time when children 

come home to visit, making face-to-face conversations 
possible. These conversations are sometimes 
uncomfortable and emotional, so being able to have 
personal contact to comfort a family member having a 
hard time with the conversation can sometimes make 
or break success. With the right strategy and some 
thoughtful planning, a holiday can be the perfect time 
to discuss LTC and eldercare planning.

Share with your clients
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Long-term care | Quick reference

Planning now 
gives you more 
options later
ICC22-LAM-1795AO.10
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Nationwide CareMatters® II

Why you should consider 
long-term care coverage
How Nationwide® can help you spend the future  
with those who matter most

80%
of people say they’d 
prefer to receive 
home-based care.1

What would you do if you needed some 
assistance with your care? 

Where would you want to receive care? 

Who would you want to care for you? 

Let’s face it: Most of us would prefer to stay  
in our own homes to receive care for as long  
as possible. And we’d like to be around people 
who are familiar and with whom we are 
most comfortable. 

Even if you choose not to receive care at home, 
you’ll want the freedom to choose the kind of 
care that best fits your needs and helps 
maintain your choice of living arrangements as 
long as possible. 

There are more options than ever for receiving 
care while still living a fulfilling life — and more 
options could be available in the future. It  
takes planning and proper funding to optimize 
those opportunities.

1   “The Nationwide Retirement Institute® 2021 Long-Term Care Consumer Survey,” conducted by The Harris Poll on 
behalf of the Nationwide Retirement Institute (November 2021).
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Start the 
conversation 
today.
LTC Awareness Month 
canned emails and  
social posts for you  
to use with clients
Download

Additional resources

LTC Client Resource Page

LTC Cost Comparison Tool

Nationwide LTC Solutions

Your next steps: For more information, call your wholesaler or one 
of the following resources:
Life Insurance 
Solutions Center:
1-800-321-6064

World Financial Group
Solutions Center:
1-855-455-4139

Producer Group
Solutions Center:
1-844-867-8159

• Not a deposit • Not FDIC or NCUSIF insured • Not guaranteed by the institution • Not insured by any federal government agency • May lose value

This material is not a recommendation to buy or sell a financial product or to adopt an investment strategy. Investors should discuss their specific situation with their 
financial professional.

This information is general in nature and is not intended to be tax, legal, accounting or other professional advice. The information provided is based on current laws, 
which are subject to change at any time, and has not been endorsed by any government agency.

Nationwide Investment Services Corporation (NISC), member FINRA, Columbus, Ohio. The Nationwide Retirement Institute is a division of NISC. Nationwide provides 
this sample content for your use and to download as is. Nationwide is not responsible for any alterations, additions, or other revisions made to the information by the 
user of such content after it is downloaded. All Selling Firms, Distributors, Agencies, including their respective financial professionals should consult their Compliance 
Department for specific guidance regarding the distribution of this sample content.

Products are issued by Nationwide Life Insurance Company or Nationwide Life and Annuity Insurance Company, Columbus, Ohio.

Nationwide, the Nationwide N and Eagle and Nationwide is on your side are service marks of Nationwide Mutual Insurance Company.
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Long-Term Care Awareness Month 

Canned emails and social posts for financial professionals 

For Long-Term Care Awareness Month, Nationwide® is providing the following canned emails, social posts and 
corresponding visuals for you to use to help start LTC planning conversations with your clients. 

The content should be copied and pasted “AS IS.” Nationwide is not responsible for any alterations, 
additions or other revisions made to the information by the user. All Selling Firms, Distributors and 
Agencies, including their respective Financial Professionals, should consult their Compliance 
Department for specific guidance regarding the distribution of this sample content.      

       Emails 

For prospects 

 

 
Hello [NAME], 
 
Having a plan for long-term care (LTC) can play a critical role in both your physical and financial well-
being into the future. 
 
Did you know that 22% of Americans believe they have LTC coverage1 — but actual ownership is 
closer to only 3%-4%?2 That’s a significant gap, and unfortunately, it could prove costly.  
 
Let’s talk about some options together and make sure you’re covered for the road ahead. Send me a 
couple of dates and times you’re available and we can set up a time to discuss. 
 
I look forward to connecting with you soon. 
 
Best, 
 
[NAME] 
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