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A more secure future
A COMPREHENSIVE FINANCIAL PLAN SHOULD INCLUDE 

CONSIDERATION OF “JUST-IN-CASE” SCENARIOS — and statistics  

provide insight into what that should include. For instance, the life expectancy  

for today’s 50-year-olds is 79.6 years for men and 83.2 years for women,¹ 

and 70% of people over age 65 will require some long-term care services.² 

That means a plan should prepare for the impact a spouse’s death could have 

on the survivor’s lifestyle. Financial resources may also be jeopardized if one 

spouse needs long-term care (LTC), and yet some clients may balk at paying LTC 

premiums on a standalone policy. This playbook outlines the solution to these 

concerns offered by a permanent life insurance policy with an LTC rider.*
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* For help in planning discussions, see the Appendix of this document: Digging Deeper –  
A Guide to Exploring Death Benefit and Long-Term Care Planning Needs.
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CONSUMPTION 
(LIFESTYLE) 

Assets that you use, touch, or 

enjoy during your lifetime, or that 

generate the income to support 

your lifestyle, e.g., your home, 

car, toys, investment portfolios, 

retirement accounts, etc.

HOW LIFE INSURANCE CAN HELP:

• Retirement funding

• College funding

CONTINGENCY 
(RISK) 

Assets that cover the “just-in-

case” risks that could impact your 

lifestyle, e.g., health changes, 

catastrophic casualty risks, untimely 

death, or anything that impairs the 

value of an asset in the first bucket.

HOW LIFE INSURANCE CAN HELP:

• Income replacement

• Long-term care protection

• Business-succession planning

• Key-person insurance

• Spousal access trusts

CUSTODIAL 
(LEGACY) 

Assets you will not need during 

your lifetime for the first or second 

bucket. These are, by definition, 

assets that are for someone or 

something else.  

HOW LIFE INSURANCE CAN HELP:

• The “Maxes” (CD, Annuity,  
Muni-Bond, etc.)

• Gifting

• Dynasty trusts

• Charitable planning

• Wealth-transfer planning

Start the conversation
USING THE “THREE BUCKETS” TO UNCOVER LIFE INSURANCE OPPORTUNITIES

This simple “three bucket” level-setting conversation about wealth or assets can help your clients identify and pinpoint their financial planning 

priorities, which in turn helps you identify the strategies that are most appropriate — and where life insurance fits in. Use the “three buckets” to 

help your clients have a better understanding of their overall strategy — and to be ready to move forward with solutions. See below for how 

the conversation would go. (Turn to page 8 for questions to help your clients plan for potential income replacement and long-term care needs.)
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Focus on the need and solution
LIFE INSURANCE WITH A LONG-TERM CARE RIDER 

When your clients identify a need for death benefit and LTC protection in their “contingency (risk) bucket,” life insurance 

can provide a solution.

Why choose permanent life insurance with an LTC rider?
• Offers a more cost-effective approach compared to standalone permanent life and LTC insurance policies

• Allows flexibility to use all, some, or none of the life insurance benefit to pay LTC expenses

• Ensures any portion of the life insurance benefit that is not used to cover LTC expenses is paid as a death benefit

• Provides convenience of one underwriting process for both life and LTC coverage, and one affordable premium

POLICY OWNER PAYS 
PREMIUMS

REMAINDER PAID TO 
BENEFICIARIES AS A 
DEATH BENEFIT

How it works 

CLIENT ELECTS COVERAGE:
• Policy death benefit amount
• Accelerated benefit percentage  

(1-100% of the initial face amount)
• Monthly maximum benefit amount  

(1, 2, or 4%)

BENEFIT POOL

$

LONG-TERM CARE BENEFIT 

4



Offer a great fit
JOHN HANCOCK’S PROTECTION UL WITH THE LTC RIDER

Highly competitive premiums — for both life and LTC coverage

Protection UL with the LTC rider offers the most powerful combination 

of low-cost premiums and comprehensive LTC coverage. See some 

additional features that put Protection UL ahead of competitors:

Enhanced premium savings potential with the  
John Hancock Vitality Program

Your clients can potentially realize several benefits for living a healthy  

life by adding the Vitality solution, including:

• Using any premium savings to help offset the cost of the LTC rider

• Earning entertainment, shopping, gym, and travel rewards and  

discounts for everyday healthy steps 

• Saving up to $600 annually on healthy food purchases with the  

Vitality HealthyFood™ benefit

Innovative tool to help keep policy on track

Clients can opt to take advantage of LifeTrack, a policy-management 

service that helps them stay on track to meet their insurance goals. 

• Adjusts premium notices each year to reflect real-life policy performance  

and updated future assumptions

• Ensures clients will always understand what to pay to keep pace with  

their policy’s objectives

LifeTrack: GPS for your 
clients’ policies
On each billing date, you and your clients 

will receive a LifeTrack premium notice that 

reflects the current policy value, crediting 

rate and Vitality Status (as applicable), and 

missed premium payments. 

LIFETRACK ANNUAL NOTICES SHOW THE 
PREMIUMS THAT ARE PROJECTED TO 
KEEP YOUR CLIENTS ON TRACK!

5



Show how it works
A CASE STUDY: PROVIDING LOW-COST DEATH BENEFIT AND  
LONG-TERM CARE PROTECTION

The situation

Anna is the 45-year-old owner of a 

financially successful optical store whose 

mother recently went into a nursing 

home and now requires around-the-

clock care. Her mother’s declining heath 

made Anna think about the impact on 

both her family and business if she were 

to have a major health crisis or even die 

prematurely.  

The solution

In discussions with her advisor, Anna learned how a 

permanent life insurance policy combined with an 

LTC rider could help pay for qualified long-term care 

expenses. Anna soon purchased a John Hancock 

Protection UL with Vitality policy — and the LTC rider — 

to protect her family and business, and help pay for any 

long-term care costs. This policy not only gives Anna the 

peace of mind that her family is protected from financial 

hardship, but it also supports and rewards the everyday 

steps she takes to live a healthy life.  

Protection UL with Vitality 
FEMALE, 45, PREFERRED, LEVEL PAY $750,000 FACE AMOUNT, 2% MAXIMUM MONTHLY BENEFIT AMOUNT

PRODUCT PREMIUM
MAXIMUM MONTHLY 

BENEFIT AMOUNT

Protection UL with Vitality (Gold Status) & LTC Rider $4,128 $15,000

Protection UL no Vitality or LTC Rider $4,254 $0

Protection UL with LTC Rider $4,585 $15,000

Protection UL with Vitality premium is based on current assumptions, Gold Vitality Status, solving to endow at age 121, and is 
guaranteed to age 76. Protection UL premium is based on current assumptions, solving to endow at age 121, and is guaranteed to 
age 78. This is a supplemental illustration. Not all benefits and values are guaranteed. The assumptions on which the non-guaranteed 
elements are based are subject to change by the insurer. Actual results may be more or less favorable.
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Easy application process
SELLING LIFE INSURANCE IS EASIER THAN EVER

Convenient and quick ticket submission

With our JH Life Paper Ticket,3 spend less time on paperwork and 

more time on selling:

• Provide some basic information and John Hancock handles the rest

• Convenient tracking through your usual case status tools

Opportunity for faster underwriting decisions

When applications are initiated via our new ticket process, eligible 

clients4 will be considered for quicker underwriting decisions with 

John Hancock ExpressTrack™.

• No in-person medical screenings, lab work, or pre-issue medical 

requirements5

• Underwriting decisions in as little as three days6

How it works 
Track your submissions’ progress via your usual pending case status tools.

TELEPHONE INTERVIEW  
WITH CLIENT

•  Conducted by a John Hancock 
representative who completes 
the application and orders 
paramedical exam if needed

•   Client signs application 
(eSignature is encouraged for 
quicker processing) 

POLICY ISSUED AND 
DELIVERED

PRODUCER SUBMITS  
A JH LIFE PAPER TICKET

•  Prior to the client being 
contacted to complete his/her 
tele-interview, provide the client 
with our Preparing For Your 
Telephone Interview flyer

CASE PROCEEDS TO 
UNDERWRITING 

Underwriting review — will be 
considered for ExpressTrack or go 
through traditional underwriting
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Digging deeper
A GUIDE TO EXPLORING DEATH BENEFIT PROTECTION AND LONG-TERM CARE PLANNING NEEDS

Use the following questions to help uncover your clients’ needs for death benefit and long-term care protection.

Are you concerned about the income or 

protection needs of your spouse or loved ones? 

Even if your clients are diligently saving, if they have 

loved ones who rely on their income, life insurance 

can help protect them from economic uncertainty or 

reduced living standards in the event of an untimely 

death. For younger clients who have not built a 

significant nest egg, the death benefit protection can 

help fund not only income-replacement needs, but also 

their spouse’s future retirement needs. For older clients, 

life insurance can offer protection against longevity 

(outliving other retirement assets), and provide for 

replacement of any pensions that might be lost upon 

the death of a spouse.

Do you have permanent life insurance protection 

to replace your current income? If yes, have you 

reviewed your policy(ies) recently? 

Policies should be reviewed regularly to determine:  

1) if the policy addresses current needs (conduct a 

needs analysis to make sure the client is properly 

insured); and 2) if the policy’s benefits, e.g., Long-

Term Care (LTC) rider, etc., reflect the client’s needs/

wants today (particularly relevant with older policies).

What are your plans for long-term care? Do 

you have any experience with long-term care? 

If your clients haven’t already planned for a long-

term care event, consider looking into a permanent 

life insurance policy with an LTC rider. Not only does 

the life insurance policy protect a client’s family, 

but the death benefit can be accelerated (income 

tax free) while the client is still living should he/she 

have a long-term care event. Even wealthy clients 

who can afford to “self-insure” are often interested 

in this type of policy rider, because it helps manage 

taxes. What’s more, the cost of adding this rider is 

often minimal for these clients.

Do you see your doctor every year? Do you use 

a wearable device like a Fitbit®, Garmin™, or 

Apple Watch®? What are your current goals in 

leading a healthy life? 

A positive answer to any one of these questions is 

a good indication that your client may be interested 

in the John Hancock Vitality Program.

APPENDIX

The Takeaway
• Life insurance policies have changed a 

lot over the years and your clients may 

not be familiar with all the benefits — 

such as an LTC rider — that life insurance 

has to offer.

• A study recently found that one-third of 

individuals polled have done no planning 

for their own long-term care needs.7 

• Individuals who have had prior 

experience with long-term care (e.g., 

taking care of an aging parent) express 

higher levels of concern about aging and 

who will provide care.

• Advisors should be proactive in 

discussing long-term care with their 

clients, particularly with those who have 

had personal experience with this type 

of need.
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For agent use only. This material may not be used with the public.
Insurance policies and/or associated riders and features may not be available in all states. Some riders may have additional fees and expenses associated with them.
The Long-Term Care (LTC) rider is an accelerated death benefit rider and may not be considered long-term care insurance in some states. There are additional costs associated with this rider. The Maximum Monthly Benefit Amount is 
$50,000. When the death benefit is accelerated for long-term care expenses, it is reduced dollar for dollar, and the cash value is reduced proportionately. Please go to your John Hancock producer website to verify state availability. 
This rider has exclusions and limitations, reductions of benefits, and terms under which the rider may be continued in force or discontinued. Consult the state specific Outline of Coverage for additional details.
This material does not constitute tax, legal, investment or accounting advice and is not intended for use by a taxpayer for the purposes of avoiding any IRS penalty. Comments on taxation are based on tax law current as of 
the time we produced the material.
All information and materials provided by John Hancock are to support the marketing and sale of our products and services, and are not intended to be impartial advice or recommendations. John Hancock and its 
representatives will receive compensation from such sales or services. Anyone interested in these transactions or topics may want to seek advice based on his or her particular circumstances from independent advisors.
HealthyFood savings are based on qualifying purchases and may vary based on the terms of the John Hancock Vitality Program. 
Premium savings will apply based on the Vitality Status attained by the life insured.
In New York, entertainment, shopping, and travel rewards are not available and are replaced by healthy living and active lifestyle rewards.
Life insurance death benefit proceeds are generally excludable from the beneficiary’s gross income for income tax purposes.  There are a few exceptions such as when a life insurance policy has been transferred for valuable consideration.
Vitality is the provider of the John Hancock Vitality Program in connection with policies issued by John Hancock.
Rewards may vary based on the ownership and inforce status of the insurance policy, and the state where the insurance policy was issued.
John Hancock Vitality Program rewards and discounts are available only to the person insured under the eligible life insurance policy.
Insurance products are issued by John Hancock Life Insurance Company (U.S.A.), Boston, MA 02210 (not licensed in New York) and John Hancock Life Insurance Company of New York, Valhalla, NY 10595.
MLINY081717083

Check out how you can meet your clients’ death benefit protection, LTC, 

and wellness needs — all in one affordable policy. Run a Protection UL with 

Vitality and LTC rider illustration today!


