
In just four steps, you can show your client how real the 

potential effect of long-term care expenses could be on his 

or her portfolio.

Which assets would your  
client sell to pay for long-term care?

1�	 �Ask the question: “Which assets would you sell first?” 

�“�As your advisor, there’s something I need to know. If you should need  
long-term care for any reason, that care could cost more than what you have  
in income today.

�“�Of the assets in your portfolio, which would you like to sell first? The reason I’m 
asking is because, again, should something happen to you, it’s your family who 
may be calling me, not you. They don’t really have a good knowledge of your 
portfolio, and I don’t want to make the mistake of liquidating the wrong assets.

�“�So which should I sell first?”

2	 �Verify what the client answers.

“�It’s great that you have something available if you should need long-term care. 
What you’re doing is what we call ‘self-insuring.’ 

“�One of the things I like about that is that you have control of this money. It may 
as well have a sticky note on it saying ‘reserve for my care,’ or ‘reserve for my 
vacation home in Maine.’

“�Another thing is that because you’re self-insuring, your money remains with you, 
hopefully earning interest. You’re not using it to pay other bills. If you live a nice, 
long life and never need long-term care, you’ll never have to tap into it.  
You may even be able to pass it along to your spouse or your children!”

3	Discuss the downside of self-insuring.

“As I said, there are some benefits to self-insuring. But there’s also a downside. 

“If you should need long-term care, have you set aside enough to pay for it?

“�Also, I’d like to remind you that this money may not pass to your beneficiaries in 
the most tax-efficient manner.”
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Important disclosures. Please read.

Lincoln MoneyGuard® Reserve is a universal life insurance policy with a rider that accelerates the specified amount of 
death benefit to pay for covered long-term care expenses. An Extension of Benefits Rider (EOBR) is available to continue 
long-term care benefit payments after the entire specified amount of death benefit has been paid. The Return of Premium 
Rider (ROPR) may be included at issue on certain policies. The amount of premium returned is adjusted for any benefits 
paid, any loans or withdrawals taken, and it may have tax implications. The cost of riders will be deducted from the policy 
account value. Guarantees are backed by the claims-paying ability of the issuer and are subject to policy 
terms and conditions. The insurance policy and riders have limitations, exclusions, and/or reductions.

Lincoln MoneyGuard® Reserve is issued by The Lincoln National Life Insurance Company, Fort Wayne, IN, on Policy  
Form LN850 (8/05) with a Convalescent Care Benefits Rider on Rider Form LR851 (8/05), an Extension of Benefits  
Rider on Rider Form LR852 (8/05), and a Return of Premium Rider on Rider Form LR850 (10/07) or LR850F (10/07).  
The Lincoln National Life Insurance Company is not authorized, nor does it solicit business in the state  
of New York. Contractual obligations are backed by the claims-paying ability of The Lincoln National  
Life Insurance Company.

Policies sold in New York are issued by Lincoln Life & Annuity Company of New York, Syracuse, NY, on Policy Form LN850 
(8/05) with a Convalescent Care Benefits Rider on Rider Form LR851 (8/05), an Extension of Benefits Rider on Rider Form 
LR852 (8/05), and a Return of Premium Rider on Rider Form LR850 (10/07). Contractual obligations are backed by 
the claims-paying ability of Lincoln Life & Annuity Company of New York.

Products and features, including benefits, exclusions, limitations, terms, and definitions, may vary by state.

This material was prepared to support the promotion and marketing of a universal 
life insurance product. Lincoln Financial Group® affiliates, their distributors, and their 
respective employees, representatives, and/or insurance agents do not provide tax, 
accounting, or legal advice. Any tax statements contained herein were not intended 
or written to be used, and cannot be used for the purpose of avoiding U.S. federal, 
state, or local tax penalties. Please consult your own independent advisor as to any 
tax, accounting, or legal statements made herein.
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4	 Ask some “closing” questions.

“�What I’m hearing is that you like what you’re doing. You like the fact  
that you’re in control. You’re not using it for anything else, and if you  
never need long-term care you can eventually pass this money on to 
someone else.

“�But you worry, as I do, that it will be enough. If I could show you a way to 
help protect your assets from potential long-term care costs and still have 
control of your money — would you be interested?”

5	 Then, tell them the Lincoln MoneyGuard® Reserve story.
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