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We’re All Selling...

“Vastly entertaining and informative.” —FORBES.COM
THE #1 NEW YORK TIMES BUSINESS BESTSELLER
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Initiating the Conversation...

Life Events that Trigger LTC Planning Conversations

Retire Birth of
Abroad a Child
: @ — Marriage

Inheritance —

Health ___ Home
Scare Purchase
Death of ___ Start/Sale of
a Spouse a Business

Divorce
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Code: ax0ddk

@ The Slido app must be installed on every computer you're presenting from



https://www.slido.com/powerpoint-polling?utm_source=powerpoint&utm_medium=placeholder-slide
https://www.slido.com/support/ppi/how-to-change-the-design

Why Is LTC Insurance Hard to Sell?

@ The Slido app must be installed on every computer you're presenting from



https://www.slido.com/powerpoint-polling?utm_source=powerpoint&utm_medium=placeholder-slide
https://www.slido.com/support/ppi/how-to-change-the-design

Waterlily: Most Advanced Al-Driven Personalized LTC Planning

powered by Waterlily

Jane Doe

Welcome to your long-term care plan report. This report provides a visual snapshot of

Softwa re th at e n a b les a nyo n e to b u i ld your current financial care plan for you and your family to review.
comprehensive LTC plans with ease. Funding your Long Term Care

Jane's projected costs: $1,138,108

Early Care: Home Moderate Care: Home Full Care: Home
$89,645 $338,939 $709,524
Self-Funding
Today's Assetsfor LTC Monthly Contribution ARR | Gains Tax Total Monthly Income
$100,000 $250 over 30 years 5% | 24% $79,500
Total Prindpal LTC Payout Mon-LTC Payout Total Payout ROI
$267,500 $604,551 $0 $604,551 126%

Traditional LTC Policy

o i[. -:) 1-1‘1 1 1] L]. t e S I.-l I \'re}’! Max Benefit Amount Policy Purchase Year Home/Fadlity Waiting Period  Monthly Premium

$240,000 2024 90/90 days $592
Limited Pay Period Lurmp-Sump Payment Home Care Max Independent Living Max
$167/day $167/day
Assisted Living Max Mursing Home Max Inflation Protection Payment Type
$167/day $167/day 3% (Compound) Reimbursement
Y
[ ) l % L ( ) \ L‘l l l _1 (] L] ( 1 (; Paid inPremiums LTC Payout Mo LTC Payout Total Payout ROI
\ / - . $208,366 $503754 $0 $503,754 141.76%
Annuity
Annual Payout LTC Annual Payout LTC Payout Period Expected Payout Duration
$5,000 $10,000 5years Ages 65-90
? C } ) Purdhase Price LTC Payaut Mo LTC Payout Total Payout ROI
. - v re 3
¢ i $100,000 $40,417 $102,917 $143,333 43.33%
#1 Choose care Cover costs
TOTAL INVESTED LTC COVERAGE NON-LTC PAYOUT
$575,866 $1,148,722 $102,917
TOTALPAYOUT LTC COVERAGE % COMEINED ROI
$1,251,639 100% 117.35%

© 2025 Waterlily, Inc. All rights reserved. Confidential & Proprietary.
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Likelihood of Long-Term

Care

37%

National Average: 52%

Start of care

85

years old

Length of care

4.4

years

Total Care Hours

Professional Care Services
5,691 hours

Family Provided
810 hours

SOCIETYOF
ACTUARIES



Al-Driven Personalized LTC Planning

1.3-minute intake survey
2.Discover needs
3.Choose care

4. Cover costs

© 2025 Waterlily, Inc. All rights reserved. Confidential & Proprietary.

Waterlily

5> Section 4 of 4: Physical Health

Great job, you're in the final stretch!
Next we'll ask some questions about your physical health.

These questions help us complete your long-term care projection.

Concerned about sharing medical info? Click to learn how we secure your data.

Continue EEHCES

Navigate With Confidence
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Al-Driven Personalized LTC Planning

Waterlily

O Review Results Personalize Plan Finance Costs

1. 3-minute intake survey

Jane's results are in!

*ne's long-term care predictions that follow
4% made using artificial intelligence (Al) by
comparing Jane's information with similar
data from nearly 50,000 families.

2.Discover needs

We draw from a dataset with over
500,000,000 data points to personalize
Jane's predictions. Learn more about our
data and methodology.

3.Choose care

4. Cover costs

Check Out Jane's Numbers

SOCIETYOF
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© 2025 Waterlily, Inc. All rights reserved. Confidential & Proprietary.
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Al-Driven Personalized LTC Planning

| o o
1. 3-minute intake survey Jane’s care timeline

(® Estimated care duration 4.5 years (54 months) 2 Link partner account

2.Discover needs

Early Care @

3.Choose care

L 1-2 self-care activities
® 8 months

® Home

4. Cover costs

% 19,951

© 2025 Waterlily, Inc. All rights reserved. Confidential & Proprietary.
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Al-Driven Personalized LTC Planning

Waterlily -
+ Review Results O Personalize Plan Finance Costs
[ ] [ )
1 ° 3'm|nUte Inta ke Su rvey Early Care % Edit care assumptions
5] Estimated begin: 83 years old (© Estimated duration: 8 months &% Link partner accoumn

> 4

2.Discover needs

Select where Jane will live during Early Care.
Cost Summary (Early Care)

" Care setting cost -
Zip code 10001
3.Ch =]
° o o S e c a re Estimated duration 8 months
Home Independent Living
$0 - $73,01 $135,278 Growth in cost / 365.9%

Over 24.7 years

4.Cover costs

Back

.
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Al-Driven Personalized LTC Planning

Waterlily &

« Review Results O Personalize Plan Finance Costs

1. 3-minute intake su rvey Family involvement in Early Care % Edit care assumptions

Edit the commitment of care hours, totaling 688 hours over 8
’\k,

Link partner account
months. @
Cost Summary (Early Care)

Je

8 Jane Smith (Age 83-84)

2.Discover needs .

John Doe
A Home care cost -
ﬂ‘ & 00 hrs v Zip code 10001 s $29/hr
9 hrs/week
Children Professional care hours 188 hrs
A
3.Choose care s i |
v Growth in cost . o
i /s 365.9%
6 hrs/week Over 24.7 years
Other Family
A Total $19,951
—| - 0 hrs v

4. Cover costs e

Professional Care Service
5 hrs/week .

© 2025 Waterlily, Inc. All rights reserved. Confidential & Proprietary.
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Al-Driven Personalized LTC Planning

Jane’s LTC financial planning

Waterlily

+ Review Results « Personalize Plan O Finance Costs

1. 3-minute intake survey

Jane's long-term care financing plan

2 ° D i S C Ove r n e e d S Projected LTC Cost Projected LTC Coverage Projected Total ROI
$0 0%

$2,190,445

In today's dollars: $494,504 Total LTC Benefit: $0 Total invested: $0

3.Choose care Funding options
°

Quickly add the ways Jane already has or plans to pay for long-term care *

A\_:

4 ) C ove r c O S t S Add Insurance Allocate Savings/Investments Add Annuities

Upload a policy document or Earmark personal funds for long- Track income streams from
provide policy details to get started term care ties

SOCIETYOF
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Al-driven Personalized LTC Planning

Jane’s LTC financial planning
Waterlily
1. 3-minute intake survey

« Personalize Plan Q Finance Costs

Jane's long-term care financing plan

2.Discover needs

Projected LTC Cost Projected LTC Coverage Projected Total ROI

$878,973 $525,437 (59%) 188.5%

In today's dollars: $214,470 Total LTC Benefit: $573,997 Total invested: $182,157

3.Choose care

2 Edit care assumptions 2, Link partner account © View policy ineligibility

k— Show/Hide Columns
4. Cover costs y

Funding Type Tl Cost Tl LTC Payout T. Non-LTC Payout

Total Payout 7. ROI T [  Actions
-term
e b $182,157 $525,437 $0 $525,437 188.5% : On
Insurance
Total $182,157 $525,437 $0 $525,437 188.5%

Showing 110 1of 1 resulits evious Next
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Al-Driven Personalized LTC Planning

Final take-home: easy-to-read summary

Waterlily

. Likelihood of Long-Term
Jane Smith Care
Welcome to your long-term care plan report. This report provides a visual

snapshot of your current financial care plan for you and your family to review. 88%

1.3-minute intake survey |

Funding your Long Term Care

Jane's projected costs: $878,973 Start of care
Early Care: Home Moderate Care: Assistad Living Full Care: Homa 83
$73,0M $461,409 $344,553 years old

Self-Funding

°
Today's Assets for LTC Maonthiy Contricution ARR | Gains Tax Total Morthly Income Length of care
[ ] £150,000 $1,500 over 24 years 5% |15% $135,000

Tatal PrAncipal LT Payout MNon-LTC Payout Total Payout ROl 4' 5
$712,500 $1,348,248 $0 $1,348,248 89.23% years
Long-term Care Insurance

' Total Care Hours
Max Benefit Amourt Poiicy Purchase Year Horme/Faciity Waiting Pericd  Monthly Premium

$240,000 2024 0/90 days $607
Lump-Sump Payment Home Care Max Independent Living Max Assisted Living Max
° = $167/day $167/day $167/day
Mursing Home Max Inflation Protection Payment Type
$167/day 3% (Compound) Reimbursement
Paidin Premiunmes LTC Payout Mon-LTC Payout Total Payout ROI
$182,157 $525,437 $0 $525,437 188.45%
Professional Care Services
5,697 hours
TOTAL INVESTED LTC COVERAGE NON-LTC PAYOUT
$1,258,737 $2,569,31 $0 Family Provided
2,654 hours
[ ] TOTAL PAYOUT LTC COVERAGE % COMBINED ROI
$2,569,311 292% 104.12%

© 2025 Waterlily, Inc. All rights reserved. Confidential & Proprietary.
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Waterlily Plans Drive Sales & Action

Actions Taken by Waterlily Users

An 11,100%

Insurance sales | PPN increase over

baseline
Investment strategies - 37.5%

Estate planning | 18.8%

62.5%

Care planning

0 10 20 30 40 50 60
Percentage
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The Power of Storytelling

= Memorable
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What Motivates Consumers to Act

70% of decisions are based on emotion

70%
Emotional

30%
Rational

SOCIETYOF
ACTUARIES

Source: Customer Brand Preference and Decisions: Gallup's 70/30 Principle, September 30, 2022.
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Clients Want Agency

Pull, not push

Stop trying to persuade, and let clients persuade themselves
Stop selling, and let them buy-in

1) Provide a menu
o Don’t-“Thisis why you should do this”

o Don’t’ —Provide lots of reasons and information to do the one thing you want
them to do

o Do-Ilthinkyou could X or Y, which do you think is best for your situation

2) Ask, don’ttell
o When we ask questions it’s less likely to get push back

3) Highlight a gap
o Manytimes, attitudes and actions don’t line up, and we just don’t see it.
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We Want to Hear From You. Leave a Rating & Review.

Module Option Agenda Option
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Thank You
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