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A Missionary’s
Heart

ur job as insurance professionals is fair-

ly straightforward: Convince someone
to buy now to leverage a future risk. I do
not remember ever being too badly bruised
as my clients rushed to take a policy away
from me. LTCI is simply the toughest sale
we have ever made; and, as reported in the
Perspective on LTCI “Producer’s Survey,”
published in the May 2005 issue, selling
LTCI does not get any easier over time, even
for the most successful.

We still have a massive job to do. We
must move the largest risk facing an aging
America from the public to the private sec-
tor. With this as our mission, all LTCI sales
are good sales regardless of the benefit. I
want to personally thank all those involved
in moving our cause forward, from those
who sell to accommodate their clients to
those who have made this the heart and
soul of their practices.

In my travels and work as the president of
the American Association for Long Term Care
Insurance, Ihave had the privilege of meeting
a growing army of dedicated LTCI special-
ists who work so hard to protect our future.
I have come to understand how special and
crucial these insurance professionals are to the
financial security of all Americans.

More importantly,  have come to under-
stand that these folks share a common bond.
They each are the proud owners of what can
only be described as a “missionary’s heart.”
The sale of LTCI requires a personal passion
and brings out the best in each of us. We
must achieve a massive conversion of our
nation’s thought process; we must continue
to communicate the potential emotional
and financial devastation that awaits many
Americans just around the corner.

As you will notice from my biography, I
was once in the cattle business. So please
forgive the blatant cattle analogy. It is abso-
lutely necessary that we move our collective
thinking from one pasture to the next. The
grass is greener on the other side.

The grass in the current pasture, for
many Americans, is being eaten down to
the dirt. The time has come to move on.
Gates between pastures are positioned in
the corner so that those moving the cattle
have a natural funnel to process the cattle
through.

Boomer demographics are beginning to
crack open that gate. It will swing wide in
the next 5 to 20 years. The fences over which
our thinking will inevitably travel are tight
and covered in barbed wire.

The fences—closing in on us all—should
be obvious to even the most casual ob-
server. Americans live in fear of their own
longevity, and Alzheimer’s looms as a mas-
sive black cloud on the horizon. Medical
inflation and claims will continue to raise
premiums. Medicaid was meant for the
needy only and will return to its origins.
Medicare benefits will continue to recede,
and Social Security was never meant to be
the retirement benefit for all Americans.
The government has made its own view
very clear—“protect yourself now” (as
evidenced by the Federal LTCI Program and
the New Governor’s “ Awareness Program,”
recently instituted by several states).

The lush pastures of personal and gov-
ernmental fiscal security await us through
that gate. To all those who help to slowly
but surely move this along, I wish to offer
my sincerest thank you. A “missionary’s
heart” was always the answer. (®
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