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Discover three reasons your __ !
clients shouldn’t procrastinate. | ¥

Your clients have busy lives. Between family and work obligations, they have a lot going on.
So even if they understand the value of long-term care insurance, purchasing a policy often
isn't a top priority. But they may not be aware there's cost associated with waiting.

It's easy to put things off until tomorrow. But some of The Real Cost of Waiting

life's decisions are too important to ignore. Waiting to Without a long=iermicare insurance policy, your clients

purchase a long-term care insurance policy is one of them. could face paying the entire cost of services out of their

Wiaiting may mean paying higher premiums down the road.
Procrastinating also could lead to the inability to qualify for

own pockets. That's the real cost of waiting.

coverage. - $10,188 th
That makes this concept well suited for: Nursing ' .p?r mon
Home for a semiprivate room
*  People who are inclined to put off the decision to buy
* People who think long-term care insurance is too As§i§ted $5,873.99 per month
expensive (it will only get more expensive the longer L for a one-bedroom unit
they wait)
Home $6,015.68 per month
*  People who are concerned about future health issues Health Care for the services of a home health aide

(a change in health could make them ineligible
for coverage)

Source: Mutual of Omaha's Cost-of-Care Survey conducted by illumifin, 2025; released
March 2026. Nursing home costs are based on the national average of $339.60 per day, 30
days per month. Home health aide costs are based on the national average of $34.18 per
hour, 44 hours per week, 4 weeks per month.
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How it Works

It's important to let your clients know there's a cost
associated with putting off the decision to buy long-term
care insurance.

Make sure they understand their premium is based on their
age when they purchase a policy. That means the younger
they are, the less expensive the premium will be.

For example, Daniel and Meg know they need long-term
care insurance. But with two boys in college, they have other
things to think about and other expenses to consider. At age
50, they feel they have plenty of time to buy a policy.

See how waiting to purchase long-term care insurance
impacts the premium they would pay.
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In addition, a health diagnosis could make them ineligible
for coverage. That means if Daniel’s or Meg's health were to
change tomorrow, they may not be able to purchase long-
term care insurance at any price.

Premium in this example is based on rates for a MutualCare® Secure Solution policy with
a$3,000 monthly benefit, $108,000 policy limit, 36-month benefit period and 90-day

elimination period. It does not include optional features like inflation protection or shared
care. Rates may vary by state.

Concept Advantages

No one knows what the future holds in store. So it's wise not
to put off the decision to purchase long-term care insurance.
Buying now provides these advantages:

* Insurability — Applying for long-term care insurance
when your clients are young and in good health may
make it easier to qualify for coverage.

« Affordability — Because premium is based on age at the
time of purchase, every year your client waits means the
price increases.

* Peace of Mind — An accident or prolonged illness can
happen to anyone at any age. A long-term care insurance
policy may help your clients rest easy knowing they'll be
able to get the care they need.

Consumer Brochure

Discover the Cost
of Waiting Check out our consumer

‘Why it pays to buy now.

brochure, “"Discover the Cost of
Wiaiting,” designed to help you
address this important topic with
your clients.

Order through your normal
channels or download on
Sales Professional Access.

Long-term care insurance is not a deposit, not FDIC insured, not insured by any federal government agency, not guaranteed by the bank, not a condition of any banking activity, may lose value and the
bank may not condition an extension of credit on either: 1) The consumer’s purchase of an insurance product or annuity from the bank or any of its affiliates; or 2) The consumer’s agreement not to
obtain, or a prohibition on the consumer from obtaining, an insurance product or annuity from an unaffiliated entity.





