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Health care costs are a topic of great concern and conversation. The Affordable Care Act is coinciding 
with the aging of America to create an atmosphere in which almost everyone is concerned about what 
is going to happen to their health insurance premiums today and tomorrow.

As Baby Boomers chug into the final stages of life, in which someone is possibly going to be required 
to take care of them, the costs surrounding in-home nursing care or nursing home living comes up. A 
solution that helps pay for such needs is long-term care insurance, but that is not the easy answer you 
might think it is.

Long-term care insurance is an insurance policy purchased before it is needed that will eventually pay 
for the care of an aging adult somewhere down the line. Like other forms of insurance, it is not 
inexpensive, but unlike automobile insurance or general health insurance, it is not considered 
necessary or essential.

Increases in life expectancy have affected the long-term care insurance market, as fewer companies 
are offering policies due to rising costs. At the same time, many consumers are avoiding the difficult 
topic of future care needs and choosing not to purchase long-term care insurance.

According to the Family 
Caregiver Alliance, 
more than 8 million 
people receive support 
from one of five main 
long-term care services: 
home health agencies, 
nursing homes, 
hospices, residential 
care communities and 
adult day service 
centers.
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This whitepaper will look at different segments of the affluent investor market to see how many of
them have purchased long-term care insurance or plan to do so. Also, it will examine some of the
reasons investors choose not to invest in long-term care insurance.

The Family Care Alliance says in 2012, total spending (public, out-
of-pocket and other private spending) for long-term care was 

$219.9 billion, or 9.3% of all U.S. personal health care spending. 
This is projected to increase to $346 billion in 2040.

Genworth Financial, one of the top companies in the United States for long-term care insurance, issued
its 12th annual Cost of Care Survey in the spring of 2015. It determined the most expensive and least
expensive states in the union for long-term health care. It averaged the amount a citizen would spend
for four levels of care, from adult day care to a private room at a nursing home.

According to the Genworth study, for long-term care:

Least expensive state (Louisiana) Most expensive state (Alaska)

$110,291

The purpose of the study is to show that the cost of long-term care insurance is not as great as paying
for long-term care out of pocket. “For the vast majority of Americans, LTC costs are not covered by
Medicare and Medicaid provides coverage only after lifelong savings have been nearly exhausted,’’ said
Genworth President and CEO Tom McInerney. “Private LTC insurance remains one of the most effective
ways for Americans to prepare for this potentially significant expense later in life.”

$37,185
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Ownership of long-term care insurance among affluent investors is not widespread. It tops out at 30 
percent among Millionaire investors (with a net worth between $1 million and $5 million).  Only 26 
percent of Ultra High Net Worth investors (net worth between $5 million and $25 million) own long-
term care insurance and only 22 percent of Mass Affluent investors (with a net worth between 
$100,000 and $1 million) have purchased it.
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Approximately one-third of Mass Affluent and Millionaire investors say they are at least somewhat
likely to invest in long-term care insurance. Only 21 percent of UHNW investors say they are
considering the purchase.
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Ownership of Long-Term Care Insurance*

Likelihood of Purchasing Long-Term Care Insurance
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It is too expensive I have other more pressing
financial demands

I am saving for long-term
care through other saving

vehicles

My family history has
been one of good health

so I don't see the need for
it

I anticipate that someone
else will take care of me

Other
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There are a number of reasons investors choose not to buy long-term care insurance. Among the 
Mass Affluent, the primary reason is that it is too expensive (37 percent). Millionaires (36 percent) 
and UHNW investors (52 percent) say they are saving for long-term care through other savings 
vehicles. Even 16 percent of UHNW investors think long-term care insurance is too expensive. Many 
investors believe their family health history is such that they don’t see the need for the insurance.
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What is the Primary Reason You do Not Have Long-Term Care Insurance?
Mass Affluent *

Ultra High Net Worth investors have another reason for not investing in long-term care insurance.  
More than half (52 percent) said they are saving for long-term care through other saving vehicles. 
Still, 10 percent of UHNW investors say long-term care insurance is too expensive to purchase and 
own.  

UHNW
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While 30 percent of UHNW investors have received information on long-term care insurance from 
their primary advisor, only 19 percent of Mass Affluent investors have been similarly alerted. All 
investors claim some type of professional agent or advisor (perhaps a life insurance provider) offered 
them information on long-term care. 
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More than one-third of all affluent investors have received advice regarding long-term care insurance.  
Among Mass Affluent investors, 31 percent plan to seek that advice. One third of Mass Affluent and 
Millionaire investors, and 47 percent of UHNW investors, believe they have no need for advice on long-
term care insurance. 
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Providing planning for long-term care Currently Receive 
This Advice 
(Either From 
primary advisor 
or Other)

Plan to Seek 
This Advice in 
the Future

Don’t Need
This Type of 
Advice

Mass Affluent
Providing planning for long-term care

35% 31% 34%

Millionaire
Providing planning for long-term care

43% 22% 34%

UHNW
Providing planning for long-term care
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John Hancock, Prudential and Genworth Life Insurance Company are the primary sources for long-
term care insurance, according to affluent investors who have policies.  Most investors who have 
long-term care insurance do not have it through well-known or national insurance companies.
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Ethnic investors are more likely than the general population of investors to consider purchasing long-
term care insurance. Fifty-two percent of affluent African-American investors say they are at least 
“somewhat likely ‘’ to do so, as are 51 percent of Hispanic, and 42 percent of Asian investors. Only 31 
percent of the general population of investors consider purchasing long-term care insurance.

© 2015 Spectrem Group

8%

7%

4%

3%

11%

22%

10%

6%

33%

24%

28%

22%

29%

32%

44%

38%

African-
American

Hispanic

Asian

Other

How Likely Are You to Purchase Long Term Care Insurance in the Future?*

Very Likely Likely Somewhat Likely Unlikely
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High income women ($200,000 in annual income if single, $250,000 in household income if married) 
are less likely than the general population to currently own long-term care insurance, which is not to 
say they won’t purchase it in the future. High income women tend to be younger than the general high 
net worth population. Only 18 percent of high income women currently own long-term care insurance, 
while the general population ranges around the 30 percent mark.

Ownership Of Long-Term Care Insurance*

18%

82%

Yes No

27%

73%

Yes No

High Income Women All Other Affluent Investors
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METHODOLOGY:
This report provides a summary of respondents’ views and ownership of long-term care insurance.  
More than 2,500 households were surveyed in the fourth quarter of 2014.  Those who participated 
had between $100K and $25MM net worth, not including primary residence (NIPR).  The surveys were 
completed by the person primarily responsible for making the day–to–day financial decisions within 
the household. All respondents in this report have net worth, not including their primary residence, of 
$100,000 to $25,000,000.
Spectrem conducted this survey through an online panel that is generally representative of the 
affluent investors throughout the United States. However, some age–based weighting of the data was 
performed to insure a more representative sample.

Net Worth, NIPR, includes all assets except primary residence, less all liabilities. We examine three 
distinct segments: 
• Mass Affluent - $100,000 - $999,999
• Millionaire - $1,000,000 - $4,999,999  
• Ultra High Net Worth (UHNW) - $5,000,000 - $25,000,000
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SUMMARY

The aging of America combined with the increased life expectancy in the country is going to increase 
the need for medical care into the retirement years. Fifty percent of Millionaire households surveyed in 
2015 by Spectrem Group indicate concern about caring for aging parents, while 45 percent are 
concerned about having someone to care about them in their old age.  As more Americans outlive the 
health coverage they received from their employers, the need for extended term health insurance will 
increase.

Long-term health care insurance is a market that is doing battle with itself to be both affordable for the 
consumer and profitable for the insurer. If the industry is having difficulty figuring out how to construct 
itself, the consumer is definitely going to find it difficult to navigate the financial implications of 
purchasing long-term health insurance. 

That’s where advisors and financial providers come in.

Knowledge and expertise in long-term health care insurance will be a service requested by many 
affluent investors who are considering caring for their parents or themselves in later years. 
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You might also be interested in…

2015 Personal Trust Update
Spectrem’s annual trust report reviews the growth of the trust industry, including the number of trust assets and accounts 
held by major financial institutions. It reviews the growth and usage of collective investment funds as well as amount of 
assets managed by institutional trustees. 
Available Q3, 2015. $3,500 

Investor Perceptions of Socially Responsible and Impact Investing 
New investment opportunities continue to emerge that provide affluent investors the opportunity to generate healthy 
returns while also making a positive impact on the environment, society or their community.  This Spectrem Perspective 
will analyze Socially Responsible and Impact Investing,  how wealthy investors currently perceive these investments, how 
they currently use them in their portfolios, and their intentions for use in the future
Available Q2, 2015. $3,500 

Other Available White Papers
Baby Boomer Investor Personas
Women in Transition
Available Now. FREE

Investing Habits of Millennials
The Millennial Generation is unlike any other generation before them when it comes to managing their assets and 
working with financial service providers.  How do Millennials perceive the current investing environment and where 
are they looking to allocate their assets?  What providers appeal to their unique financial needs and expectations?  This 
Perspective will examine how this increasingly important demographic makes investment decisions, how they invest 
their money, and how financial professionals can best service Millennials based on those preferences.  It will contain 
insight from ongoing Spectrem research with Mass Affluent, Millionaire and UHNW investors.
Available Q3, 2015. $3,500 

Why Investors Switch Advisors
Ninety percent of affluent investors work with an advisor.  Twenty-four percent have switched advisors within the last five 
years.  What are the primary drivers that cause clients to search for another advisor?  This Spectrem perspective will 
identify why investors are changing advisors.  It will focus on what might cause them to change an advisor in the future.  
This is important information for advisors and providers to know as losing a client can add up to quite the loss. The report 
will include data from over 500 investors who have switched financial advisors within the past five years and have at least 
$100,000 in net worth, not including their primary residence. 
Available Q3, 2015. $3,500

Millennial Personas 
As the largest generation since the Baby Boomers, there is no such thing as the Millennial.  Millennials are just as varied as 
any other generation.  Spectrem’s perspective details this generation of Millennials with $100,000 - $25 million in net 
worth by identifying the archetypes, or personas, which describe them. 
Available Now. $3,500


