
No one wants to imagine their mental faculties will diminish and 
they’ll need care, but the unfortunate truth is that dementia 
affects millions of Americans and their loved ones every year. 
Without a care strategy in place, a cognitive impairment could 
be the Achilles’ heel of your clients’ retirements.

• More than 6 million Americans are living with Alzheimer’s disease, including an 
estimated 200,000 under the age of 651 

• Nearly two-thirds (4 million) of those with Alzheimer’s disease are women1

• In 2022, family and friends provided more than 16 billion hours of unpaid care 
for people with Alzheimer’s and dementia — valued at nearly $272 billion1

• By 2060, the number of people age 65 and older with Alzheimer’s disease is 
projected to reach 13.8 million1

The ultimate gift to your clients
Although these statistics can be staggering, it’s a reality. Alzheimer’s disease — 
and providing care to those affected – is one of the greatest challenges our 
country will face over the next 30 years.1 Working with your clients to develop a 
strategy to address potential care needs if a cognitive impairment arises may be 
the ultimate gift you can give them and their families.
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1. 2022 Alzheimer’s Disease Facts and Figures. Alzheimer’s Association, 2022. https://www.alz.org/
media/Documents/alzheimers-facts-and-figures.pdf.

There are many different 
types of products 
and services that can 
help clients manage 
long-term care or 
chronic illness expenses. 
It’s important to help 
clients understand their 
options and incorporate 
a solution that can 
address potential care 
needs into their overall 
financial strategy.
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Please keep in mind that the primary reason to purchase a life 
insurance product is the death benefit.
Life insurance products contain fees, such as mortality and 
expense charges (which may increase over time), and may contain 
restrictions, such as surrender periods. 
Additional agreements may be available. Agreements may be 
subject to additional costs and restrictions. Agreements may not 
be available in all states or may exist under a different name in 
various states and may not be available in combination with other 
agreements. Product features, including limitations and exclusions, 
vary by state.
These materials are for informational and educational purposes 
only and are not designed, or intended, to be applicable to any 
person’s individual circumstances. It should not be considered 
investment advice, nor does it constitute a recommendation that 
anyone engage in (or refrain from) a particular course of action. 
Securian Financial Group, and its subsidiaries, have a financial 
interest in the sale of its products.

Insurance products are issued by Minnesota Life Insurance 
Company in all states except New York. In New York, products 
are issued by Securian Life Insurance Company, a New York 
authorized insurer. Minnesota Life is not an authorized New York 
insurer and does not do insurance business in New York. Both 
companies are headquartered in St. Paul, MN. Product availability 
and features may vary by state. Each insurer is solely responsible 
for the financial obligations under the policies or contracts 
it issues. 
Securian Financial is the marketing name for Securian Financial 
Group, Inc., and its subsidiaries. Minnesota Life Insurance Company 
and Securian Life Insurance Company are subsidiaries of Securian 
Financial Group, Inc.
For financial professional use only. Not for use with the public. 
This material may not be reproduced in any form where it would 
be accessible to the general public.

Not a deposit – Not FDIC/NCUA insured – Not insured by any 
federal government agency – Not guaranteed by any bank 
or credit union – May go down in value

Avoiding unexpected detours
The need for care can throw off even the best-laid financial strategies. Here are 
some steps to help your clients avoid an unexpected detour:

• Use our How to Create a Long-Term Care Plan worksheet to help guide your 
care conversations

• Assess your clients’ current and future financial status. Help them decide what 
type of care strategy they would like to put into place.

• Determine the appropriate funding solution to help ensure their strategy will be 
executed and financially supported

Learn more 
To complete your clients’ care strategies and address 
potential cognitive impairments, contact your Life Sales 
Support Team today:

1-888-900-1962 (Independent Distribution) 
1-877-696-6654 (Securian Financial and Broker-Dealer)


