
This is not a consumer advertisement. It is intended for professional financial 

advisers and should not be relied upon by private customers or any other persons.

Beyond Caring 

Conversations
Our Lifetime Care Plan



Learning objectives

1. You will have a greater understanding of how evolving macro 

and socio-economic factors are impacting the care market

2. You will be able to understand UK demographics and longevity risk 

in regard to an ageing population

3. You will have a greater understanding of Legal & General’s Lifetime 

Care Plan, who it’s suitable for and how it could benefit your clients 

and their families
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Agenda

1. An evolving world: times are changing

2. Care insights: our consumer and adviser research

3. Why we believe we can make a difference

4. Introducing our Lifetime Care Plan 

5. Supporting you and your clients 
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A care snapshot
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393,000
already in a care home

14 
people exhaust their assets paying 

for care each day

£7bn+
spent on care by self-funders

45%
self fund (167,000)



Care funding by payor type
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Figure 1.3, Market share by source of funding in volume terms, residents in independent 

sector (for-profit and not-for-profit) care homes for older people and dementia (65+), UK 

March 2019, LaingBuisson
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45,000167,000
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Self-pay percentage of residents in independent sector 

care homes for older people and dementia (65+)
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Self-pay percentage

North East 25%

North West 38%

Yorkshire & the Humber 43%

East Midlands 45%

West Midlands 41%

East of England 51%

Greater London 45%

South East 61%

South West 55%

England 48%

Wales 31%

Scotland 40%

Northern Ireland 10%

UK 45%

Self-pay percentage of residents in independent sector care homes for older people and 

dementia (65+), UK by region three-year average (2016/17 – 2018/19)



We’re living for longer…
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UK population stats

By 2050

1 in 4
are projected to be aged over 65 in the UK

Number of people aged over 85 in the UK 

is predicted to 

double 
in the next 20 years to over 3.2 million

12.4m
people aged over 65 in the UK

1.6m
people aged over 85 in the UK

Sources: Population estimates for the UK, England and Wales, Scotland and Northern 

Ireland: mid-2019

Later Life in the United Kingdom, Age UK, May 2019



The longevity challenge
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The survival curve for a 65 year old UK male

Source: Source: ONS data - Expectation of life, principal projection, United Kingdom, 

released in 2017
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We’re spending more time in ill health
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At age 65, men 

can expect 9.7 

disability-free 

years on average 

and 9.6 years for 

women

1.6m
By 2040

850,000
People living with dementia 

in the UK today

5.3m 
By 2025

4.8m
People living with diabetes in 

the UK today



Yet, social care funding is not growing 

at the same pace
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Change in gross current expenditure on adult social care by local authorities in cash 

and real terms, 2005 to 2006 and 2016 to 2017 inclusive, England

Source: Adult social care activity and finance report, England, 2016/17, NHS Digital
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Older workers will increasingly have caring responsibilities
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6.5 million
carers in the UK

1 in 7 
adults are juggling caring responsibilities 

with work

13.6 million 
informal carers in the UK



You said, we’ve listened 
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Reluctance to plan 

until crisis point

Confusion around 

state funding, 

options or financial 

products

Strong desire for 

security and 

flexibility

Care costs came as 

a shock and caused 

high stress

Care advice is 

rewarding but goes 

beyond financial 

advice

Lack of consumer 

awareness is a key 

issue

The quote process 

can be time 

consuming

Requesting medical 

information from 

GP’s can slow down 

the process

What consumers said 

What advisers said 

Legal & General is 

seen as a trusted 

brand

More choice in the 

market would be 

welcomed



Beyond caring conversations 
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Choice

Ease of business

Support



Lifetime Care Plan
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Guaranteed payment for life to help clients pay 

for their care costs

Options

• Fixed monthly payment that doesn’t change

• Monthly payment that increases each year

• Lump sum to the client’s estate after they die

To provide a monthly payment to a client’s 

care provider that helps them to meet the 

cost of care for the rest of their lives.



Lifetime Care Plan
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Guaranteed payment for life to help clients pay 

for their care costs

Who might it be suitable for

• Over 60s

• Currently receiving care, or will need care 

when the plan starts

• Care is expected to be needed until the 

client dies

• The client would like a regular payment for 

life to help them meet their care cost shortfall 

• Care is provided by a UK Registered 

Care Provider, in the client’s home or in a 

care home

To provide a monthly payment to a client’s 

care provider that helps them to meet the 

cost of care for the rest of their lives.



Lifetime Care Plan
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Guaranteed payment for life to help clients pay 

for their care costs

• £10,000 minimum investment 

(after adviser charge)

• No maximum premium

• Are over 60 years of age when they apply

• 40 day quote guarantee

• Premium and benefit driven

• Escalation 1-8% or RPI

• 30 day cancellation

To provide a monthly payment to a client’s 

care provider that helps them to meet the 

cost of care for the rest of their lives.



Guaranteed Premium 

Protection (automatically included)

If your client dies within the first six months of the 

start of their plan, we’ll pay their estate a percentage 

of their original premium less any payments that 

we’ve already made.
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Month of death
Percentage of Premium 

Protected

1 100%

2-3 50%

4-6 25%



Guaranteed Premium Protection
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An example

£100,000

Lifetime Care 

Plan

£2,500 

per month 

Client 

passes 

away in 

month 3 

(50% of 

premium is 

guaranteed)

£50,000 

minus 

£7,500 

(payments 

already made)

£42,500 

paid to the 

estate

This illustration does not take adviser fees into account.



Additional Premium 

Protection (optional extra)
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If your client wants to protect their premium 

for longer than six months, they can choose 

Additional Premium Protection. This will 

protect a percentage of their original premium 

for the full length of the plan*, less any 

payments already made.

You can choose to protect the following percentage 

of their original premium:

25%

50%

75%
* The total amount of payments we make may be less than 

the Premium paid for the Plan.



Additional Premium Protection
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An example

£100,000

Lifetime 

Care Plan

£2,500 

per month 

75% 

Additional 

Premium 

Protection
(£100,000 x 75% = 

£75,000)

Client 

passes 

away in 

month 14

£75,000 

minus 

£35,000 

(payments 

already made)

£40,000 

paid to the 

estate

This illustration does not take adviser fees into account.



Introducing our care 

toolkit for advisers
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• Care guidance

• Care funding resources

• Case studies

• Product guides

• FAQs

Visit legalandgeneral.com/adviser/LCP



A case study - Livia
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Assets:

House Value: £1.1million

Investments: £250,000

Savings: £50,000

Pension Income: £16,000

Care home costs:

Care costs p.a: £52,000

.

Buying a Lifetime Care Plan is a once and for all 

decision. Your client can buy one with us or 

another provider and by shopping around they 

may be able to get a better deal.

Livia, 87 years old

Widowed and lives at home

Three children



• You have a greater understanding of how evolving macro 

and socio-economic factors are impacting the care market

• You are able to understand UK demographics and longevity 

risk in regard to an ageing population

• You have a greater understanding of Legal & General’s Lifetime 

Care Plan, who it’s suitable for and how it could benefit your 

clients and their families
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Learning outcomes



If the cost of care is higher than the monthly payment, your client will need to cover any 
additional costs from other income.

If your client no longer requires care, or becomes eligible for state benefits, the plan can’t 
be cancelled.

Receiving payments from the plan may affect eligibility for means-tested benefits.

Payments we make to anyone other than a UK registered care provider may be subject to 
income tax.

While no income tax should be due on payments to care providers under current law, the 
rules governing tax may change in the future. 

Care providers may continue to charge costs after your client has died, but the payments 
from us would stop from the date of death.

The total amount of monthly payments we make, plus any payment from the Guaranteed 
and Additional Premium Protection, may be less than the premium paid for the plan.
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Risks



Your dedicated support
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First name/Last name

email@landg.com

contact no

Note: Call charges will vary. Calls may be recorded and monitored. If you’re contacting us by email, please 

remember not to send any personal, financial or banking information, because email is not a secure method 

of communication.



Thank you

Legal & General Assurance Society Limited. Registered in England 

and Wales No. 00166055. Registered office: One Coleman Street, 

London EC2R 5AA. Authorised by the Prudential Regulation Authority 

and regulated by the Financial Conduct Authority and the Prudential 

Regulation Authority. 03/21 LG001245


