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M A R K E T I N G  TO O L S

Name ______________________________________________Age______ 
(Spouse, if any.)

Name ______________________________________________Age______

Address (If rural, give directions.) _________________________________

____________________________________________________________

____________________________________________________________

Daytime Phone No. (            ) ____________________________________

These policies have some limitations and exclusions.  An agent representing
United American Insurance Company will contact you with details.  Of course,
there is no obligation.

If you would like more information,
PLEASE FILL OUT THIS CARD 

This card is postage-paid — no stamp is necessary.

These policies have some limitations and exclusions.  Plans and benefits may 
vary by state.  The primary purpose for contacting you is to solicit your inquiry
concerning insurance.
LC-53 R7

P.O. BOX 8080 • MCKINNEY, TEXAS  75070

Policy Forms LTCIN / LTCBOM

LC-53RC

“... besides, I’m too young to
think about that!”

Those are the myths about long term care.

HERE ARE THE FACTS:

1 About ten percent of the nursing home population is under 65 years of age.1  Nearly
one in two Americans turning age 65 will spend some time in a nursing home.2

2
Because women have a longer life expectancy, they will spend more than twice
what men will for nursing home care — on average, women spend $124,370 while
men spend $56,895.3

3
Medicaid pays for just over half (52%) of all nursing home costs while individuals
and their families must cover about one-third (33%) of the costs.  Medicare does
not pay for long term nursing home care.1

United American Insurance Company’s
LTC Classic and LTC Gold Series coverages offer choices

that can help protect you and your retirement income.

■ Choice of Indemnity (fixed amount) or Expense-Incurred coverage

■ Daily Benefit Amount up to $200

■ Choose Benefit Period of 1 year, 2 years, 4 years  or Unlimited

■ Select 0, 30, 100 or 180 day elimination period

■ Issue ages 40-84

■ Guaranteed Renewable

■ Inflation and Nonforfeiture protection available

1Long Term Care Planning: A Dollar and Sense Guide, 1997;  2Broker World, October 1996; 3Life &
Health Advisor, August 1997.

LTC CONSUMER
Questionnaire*

LTC DISK
Rate Calculator

AD-143
Print Ad*

LC-53R7
Lead Card*

This free tool calculates rates and
rate comparisons for you.  You
must have Windows95 in order to
operate it.

($25/1,000
or $20 for
orders of 10,000
or more)FREE

FREEFREE

Is long term care coverage right for you?

Name _________________________________________________________

Spouse’s Name _________________________________________________

Address________________________________________________________

City, State, Zip __________________________________________________

Home Phone_____________________ Work Phone____________________

Current Age_______________ Spouse’s Current Age____________________

1. Long term care is not for everyone, and it may not be for you.  If you

do not have enough assets to protect, you do not need LTC insurance.

a. Do you have over $70,000 of assets, excluding your home? __________

b. Some people consider self-insuring.  Could you afford $40,000 plus per

year taken out of your savings without a change in lifestyle? __________

c. Do you realize that the insurance premium is usually less than the cost

of two weeks of institutionalized care? ___________________________

2. Health History is very important in determining the need for insurance.

Chronic conditions may be related to your family’s history.

a. Have you been hospitalized within the last five years?_______________

If yes, why?________________________________________________

b. Are you on any medication? ___________________________________

If yes, for what?_____________________________________________

c. Does your family have a history of any chronic illness? ______________

If yes, what is it? ____________________________________________

d. Do you have any health or lifestyle factors that may put you at risk?

(smoking, being overweight, having high blood pressure, etc.) ________

_________________________________________________________

3. As you get older, the need for long term care increases.  If any of your

family members have lived beyond age 85, there is a good chance that

you will, too.  If your family members did not live beyond age 85, you

still may, due to advances in medical technology.

a. Until what age did your parents live? ____________________________

b. Until what age did your other deceased family live?_________________

4. If you are living alone, the possibility of needing care at home or in an

institution increases.

a. Do you have family or friends living close who would provide 

assistance?________________________________________________

b. Would your children be able to provide care for you?________________

c. Could they financially afford to take time away from work, and could they

afford to take time away from their families? ______________________

d. Would this cause hardship or stress for your children and their 

families? __________________________________________________

e. Would your children’s lifestyles change drastically if you moved in?

_________________________________________________________

f. How do you feel about moving in with your children?________________

_________________________________________________________

5. If you are married and think that your spouse can take care of you, ask

yourself these questions:

a. Is your spouse strong enough and big enough to pick you up in order to

help you to bathe, dress, turn over in bed, or walk? _________________

b. Can your spouse emotionally handle the stress? ___________________

c. If working, can your spouse financially afford to leave work to help out?

_________________________________________________________

6. Long term care costs could put a person’s life savings at risk.

a. Do you know that in 1996 the national average cost of a year in a

nursing home was $40,000?1 __________________________________

b. Do you know that depending on where you live in the United States,

home health care can cost $15 to $50 per hour?1

_________________________________________________________

c. Do you know that people between the ages of 18 and 64 make up 40%

of those needing LTC services?2________________________________

d. Do you know that women make up eighty-two percent of seniors living

alone?  And that more than five million people had the need of at-home

care from outside companies?3_________________________________

e. What do you think of the odds of needing some type of LTC insurance?

_________________________________________________________

1 Long Term Care Planning - A Dollar and Sense Guide, United Seniors Health
Cooperative, Washington, D.C., 1997.

2 U.S. General Accounting Office, 1994.
3 New England Journal of Medicine, 1994.

7. Your personal attitude will also determine if LTC insurance is right 

for you.

a. Medicaid is the consumer’s last resort.  Many people call it Welfare.

How do you feel about spending your money down to qualify for

Medicaid? _________________________________________________

b. How would you feel if your children had to financially support you if you

needed long term care? ______________________________________

c. How would you feel if your children would help you finance a portion of

the long term care insurance? _________________________________

d. How would you feel if you had to ask neighbors, family, or friends to

come in to help you?_________________________________________

e. Do you plan to move to a continuing care or retirement community?

_________________________________________________________

f. What are your personal concerns about becoming ill? _______________

_________________________________________________________

g. Do you think that LTC insurance can provide a solution to your needs?

_________________________________________________________

h. Do you think that purchasing a quality Long Term Care policy would help

to give you peace of mind? ____________________________________

8. Would you like a qualified representative to discuss long term care 

insurance with you? ___________________________________________

If you are interested in looking at a quality long term care plan,

with no risk and no obligation, please call us at

(972) 529-5085

or return this questionnaire to:

United American Insurance Company
P.O. Box 8080

McKinney, TX 75070-8080

UNITED AMERICAN INSURANCE COMPANY IS NOT ASSOCIATED WITH MEDICARE, 
SOCIAL SECURITY OR ANY OTHER GOVERNMENTAL AGENCY.  THIS IS A SOLICITATION
FOR INSURANCE AND YOU WILL BE CONTACTED BY UNITED AMERICAN INSURANCE
COMPANY.  THESE LONG TERM CARE POLICIES CONTAIN LIMITATIONS AND
EXCLUSIONS.  POLICY FORMS APPLICABLE BY STATE.

F2541

Do You Need
Long Term Care

Insurance?

Consumer Questionnaire

CQ97

FREE

Agent Guide

&&

FREE

In every profession a person needs the right tools in order to succeed.  At United American, we are
committed to continually providing you with updated tools for you to expand and develop your market
opportunities.  Just like a skilled rock climber would need the right tools and equipment to reach the
summit of a mountain, you, as a skilled insurance Agent,need the right tools to reach the top in your
career.  Below are some useful tools for working the Long Term Care market.

Giving You The Tools And Strategies

AGENT GUIDE

LONG TERM CARE
Guide

* Check state availability with your
current UA Sales Tool Chart.

<LTC
Rate

Calculator
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T I P S  O F  T H E  T R A D E

In today’s market the sales professional takes on two roles.  According to the May 2000 issue of Selling Power
magazine these two roles are: 1.)  Business consultant, and 2.)  Strategist.  As Independent Agents, these two roles
are all too familiar.  As a business consultant, you are in a position of providing solutions to customers’ dilemmas,
and as a strategist you have the role of providing your Agencies with opportunities for growth and development.  At
United American, we are in the position of providing you with what you need to perform these roles with the
greatest success.  Listed below are some points of interest to consider when approaching customers about their Long
Term Care needs.

You Need To Succeed

People cite several reasons for looking into Long Term Care:*

• To preserve their assets for their spouse and heirs

• To avoid being dependent on others

• To be cared for at home as long as possible

• To ensure their option to get into the nursing home of
their choice

• To avoid being dependent on Medicaid

• To ensure peace of mind

When considering Long Term Care Customers look for the following
in a provider:*

• A strong financial rating from a reputable ratings institution
suchas A.M. Best

• Strong financial reserves that are likely to be financially sound
far into the future

• History of stable rates for their policies

• Well-known with excellent reputation

• A good track record for customer service and few reported
customer complaints

How UA fits the need:

• UA has been rated A+ Superior by A.M. Best for 30
consecutive years

• UA has been in the life/health market for over a half century,
and we are likely to operate soundly well into the future

• UA has an excellent team of Customer Service Reps that provide
the best possible service for both Agents and customers alike.

*Information obtained from the United Seniors Health Council

Senior Market Strategies*

Agent To Agent Advice
Do Your Homework: Learn how nursing
homes, assisted living facilities, and home
health care providers work, and inform
your customers about that before you ever
start talking about products.

Start Where They Are: Most Seniors are
more concerned with asset gathering and
protecting those assets than with preparing
for death or talking about LTC insurance.
So start where they are and bridge out
from there.

Don’t Rely On Brochures: Move beyond
the brochures and engage the customer in
learning.

Spend Some Money: If you are presenting
Senior market seminars, remember you do
need to spend some money to do it right.

Be Available 24/7: Return calls to your
Senior clients right away, even if it is
2 a.m.  Otherwise, they start to worry and
this can escalate into wondering if you are
avoiding them.

Make and Get Referrals: If the insurance
you provide isn’t the right fit, offer a
referral to another professional who can
meet the need.  But also ask for a referral
to someone who may need the insurance
you offer.

* Source:  National Underwriter May 2001


