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LTC Awareness Month
Marketing Plan

Use this turn-key marketing plan to help maximize your long-term
care (LTC) prospecting efforts in November and beyond. From Gain exclusive
building awareness and generating leads to setting appointments

. : . insider access
and offering solutions, each week includes a sales strategy and

tool to help you move prospects down the sales funnel. Call today for fips
and hints to take your
Pre-work: identify your target audience plan to the next level:
Before putting this plan info action, identify your target audience. Our
SecureCare™ Prospect Profile Guide is a great starting point. Name
Phone
Week 1: start the conversation Email
Declining health and the rising cost of care are top concerns for many retfirees. Agency

Start the conversation and let prospects know they have options.

v" Kick off a social media campaign to encourage prospects to start thinking
about the importance of having a care plan with our LTC social media
library for consumers.

Week 2: build awareness

Keep the momentum going by initiating an LTC consumer email marketing
campaign to continue crucial conversations and create awareness. Each campaign
includes four pre-built emails plus a crifical call-to-action.

v" The What's your care plan? campaign is a great entry point into the world
of LTC planning.

v" Bonus point: Familiarize yourself with the What’s your care plan infographic
and review costs of care in your area.

Week 3: share the facts

There’s a lot to know about LTC - if prospects can answer some of their own
questions before they meet with you, they'll be better positioned to accept your
help.

v" Share the articles found at securian.com/caregiving with prospects to help
deepen their understanding of key issues.

v" Bonus point: The article 5 questions to ask when considering LTC insurance
opfions is a powerful prologue to a first meeting.



https://assetlibrary.securian.com/content/dam/doc/il/securecare-prospect-profile.pdf
https://www.securian.com/financial-professionals/ideas-tools/LTC-chronic-illness/long-term-care-social-post-library.html
https://www.securian.com/financial-professionals/ideas-tools/LTC-chronic-illness/long-term-care-social-post-library.html
https://www.securian.com/financial-professionals/ideas-tools/ltc-chronic-illness/ltc-consumer-email-campaigns
https://www.securian.com/financial-professionals/ideas-tools/ltc-chronic-illness/ltc-consumer-email-campaigns
https://q.securian.com/financial-professionals/ideas-tools/ltc-chronic-illness/ltc-consumer-email-campaigns.html#whats-your-plan
https://assetlibrary.securian.com/content/dam/doc/il/whats-your-care-plan-infographic_101262.pdf
https://www.ltcnews.com/resources/states/
https://www.securian.com/content/securian/en/insights-tools/health-aging.html
https://www.securian.com/insights-tools/articles/5-questions-about-long-term-care.html
https://www.securian.com/insights-tools/articles/5-questions-about-long-term-care.html

Week 4: bring it all together
Help prospects fransition from having an idea about how to pay for LTC to having
a PLAN.
v'  Leverage the "Present solutions" consumer email marketing campaign to
engage prospects with specific LTC solutions based on their needs.
v" Bonus point: Use the How to create a long-term care plan worksheet with
clients to understand their needs and concerns and be better positioned to
offer a solufion.

The rest is up to you!
Now that you've got the hang of if, keep educating your clients and prospects
year-round.

Keep in mind that simply talking about long-term care with every client, regardless
of age, is the best way to prospect for new sales. Ask clients what long-term care
means to them, then follow their lead and listen to their concerns.
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https://assetlibrary.securian.com/content/dam/doc/il/how-to-create-an-ltc-plan-worksheet_101736.pdf
file://MMSFILE1/DSHADVCHMKT.MKT/13.%20Product/SecureCare/LTCAM%2018/Adv.%20Mkt%20Plan%20and%20Prospect%20Profile/securian.com
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