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Method Statement & Sampling Precision/Error

Method Statement (to be included in all press materials):
The research was conducted online in the United States by The Harris Poll on behalf of Nationwide among 1,334 adults ages 28+ with
household income of $75K+. The survey was conducted March 12 — April 2, 2024.

Data are weighted where necessary by age by gender, race/ethnicity, region, education, marital status, household size, household income, and
political party affiliation to bring them in line with their actual proportions in the population. Respondents for this survey were selected from
among those who have agreed to participate in our surveys.

Sampling Precision/Error

The sampling precision of Harris online polls is measured by using a Bayesian credible interval. For this study, the sample data is accurate to
within + 3.8 percentage points using a 95% confidence level. This credible interval will be wider among subsets of the surveyed population of
interest.

All sample surveys and polls, whether or not they use probability sampling, are subject to other multiple sources of error which are most often
not possible to quantify or estimate, including, but not limited to coverage error, error associated with nonresponse, error associated with
guestion wording and response options, and post-survey weighting and adjustments.
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There’s anxiety/concern about planning for long-term care later in life H

Almost 1in 5 non-retired Millennials+ do not plan to or are not sure if they will retire someday

Even those who do not plan or not sure if they will retire someday should plan for a time when they will not be able to work or need care.

Currently Working For Pay Plan on Retiring Someday
(Among those who are not retired)

Yes 81%
No, not employed I 8%
No, but looking I 3% No 7%
No, retired and not working for pay 19%
(Among those 40+) 0
Not sure 11%

No, retired and working for pay (Among

those 40+) ‘ 1%
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There’s anxiety/concern about planning for long-term care later in life

Financial professionals and websites of financial companies are the most common sources of
information when making a decision to purchase a financial product

Financial professionals and financial companies can better leverage their place as sources of information to better educate the public about the value
of long-term care insurance or simply planning for long-term care

Places Where Typically Look for Information When Making a Decision to Purchase a Financial Product

Financial professionals [ 49%
Websites of financial companies [[INNIEGN 48%

Friends/family members/spouse/partner [ 44% People Resources 75%

General financial websites [N 35% Online Resources AV
Online blogs and forums [l 15%

Social media [l 13%

. . Those who do not pay to work with a FP are more likely

Media personalities . 9% w than those who pay to work with a FP to go to websites
of financial companies for information when making a

Some other way I 205 decision to purchase a financial product (54% vs. 40%).

Don't typically look for information when making a

0
decision to purchase financial products 11%
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There’s anxiety/concern about planning for long-term care later in life

Almost a third plan to use LTC insurance to pay for personal LTC costs

Millennials+ may benefit from information about how LTC insurance can stretch how far personal savings can go and help them lessen the need to
take on personal debt to pay for LTC costs, especially Millennials and Gen X who are at a good age to plan ahead and save for LTC

Sources Planned to Use To Pay for Personal LTC Costs

Personal income / savings (e.g., retirement _ 74%
savings, HSA savings, Social Security) 0

Government programs (e.g., Medicare, Medicaid) - 46%

likely than those age 60-65 to plan to use long-term care
insurance to pay for their own LTC costs (36% and 32%
vs 20%, respectively)

Long-term care insurance - 31%

‘{gf; Millennials (age 28-43) and Gen X (age 44-59) are more

Personal debt / credit (e.g., credit cards, - 210
borrowing from family or friends) °

Other | 1%

| don't know 10%
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There’s anxiety/concern about planning for long-term care later in life H

More than 2 in 5 are worried they will become a burden to their family as they get older

LTC insurance can be framed as a way for Millennials+ to ease the burden of getting older on their family and to help them focus on enjoying time
with their family later in life

Agreement Statements on Aging and LTC

| am worried | will become a burden to my family as | get older. [ NG 22%

| would like to compensate a family member to provide long-term _ 30%
care.

| am concerned about my ability to pay for my or my partner's long- _ 270%
term care. 0

| would rather die than live in a nursing home. [ 22%
Paying for my long-term care will diminish my children’s inheritance. [ 18%

| expect to live with my adult children when | get older. [ 15%

| doubt | will live long enough to use long-term care insurance. [N 14%

208 Boomers+ (age 60+) are more likely than Millennials
| am expecting to run out of money as | age. - 13% (age 28-43) and Gen X (age 44-59) to report they would
like to compensate a family member to provide LTC
| feel it is the responsibility of my family to care for me if | need long- B 0% (37% vs 27% and 27%, respectively)

term care.

None of these 16%
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There’s anxiety/concern about planning for long-term care later in life

Only 15% would most prefer to receive LTC in a paid facility

Although few most prefer to receive LTC at a paid facility, Millennials+ should at least be aware of the potential costs or options if they have to receive

LTC care at a paid facility

Harris Insights & Analytics LLC, A Stagwell Company © 2021

Locations Most Preferred to Receive LTC

A family member’s or friend’'s home

An assisted living facility

A nursing home

Adult day care

Other

—

Own Home /
Family’s /
Friend’s Home
(NET)

15%
Paid Facility
(NET)

-l



There’s anxiety/concern about planning for long-term care later in life H

At least 1 in 5 age 59+ would tell their younger selves to not assume they’ll never need LTC or
they’ll always be healthy enough to be approved for LTC coverage

In addition to start saving and planning earlier for LTC needs, financial professionals need to emphasize that Millennials+ should not assume they will
never need LTC or assume they will always be healthy enough to be approved for LTC coverage

Three Most Important Pieces of Advice to Give to Younger Self About Planning for LTC Needs

(Among those 59+)
Start saving financially earlier NG 47% 62%
. . Start Planning /
Start planmng earlier _ 36% Saving Earlier
Don’t assume you'll never need long-term care [N 29% (NET)

Don’'t assume you'll always be healthy enough to be approved for long-term care coverage NG 23%

Purchase long-term care insurance [ 21%
You'll need more money for long-term care than you think you will [N 20%

Work with a financial professional to make a plan for long-term care costs [ NG 17%

Discuss your long-term care needs and how you'll pay for them with your family [N 16%

Have a long-term care funding plan that includes long-term care for your spouse/partner [ 15%
Discuss the role of your adult children in your caregiving plan [ 12%
Don’t wait for your financial professional to bring up long-term care planning [l 7%
Something else | 1%

None of these 10% 8
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There’s anxiety/concern about planning for long-term care later in life

About 1in 5do not plan to do some specific planning/preparations for LTC costs

Financial professionals and financial institutions should educate Millennials+ on the value of planning for the impact of rising costs of LTC costs over
time, creating a saving/investment plan to cover LTC costs, or identifying personal assets or savings in existence to pay for LTC costs

Actions Done/Plan to Do For LTC

350 31% 25% Q@
%
17% 21%
17% Those who do not pay to
work with a FP are more
26% likely than those who pay to
work with a FP to not at all
0 plan to plan for the impact of
21% rising costs of LTC costs
. . . over time (31% vs 13%)
Create a Identify personal assets Plan for the impact of Move to a different

saving/investment plan or savings in existence rising costs of long-term place (e.g., different
to cover long-term care  to pay for long-term care costs over time  state, region, country)
costs care costs (e.g., inflation) for more affordable

long-term care services
| have already completed this

| plan to complete this in the next 12 months
H | plan to complete this but not in the next 12 months
m | do not plan to do this at all
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There’s anxiety/concern about planning for long-term care later in life

Almost one third of Millennials+ act/acted as a caregiver to a parent

Millennials+ may benefit from guidance on balancing being a caregiver or providing financial support to pay a caregiver and keeping their own

personal finances and planning on track

Act(ed) As a Careqiver/Provide(d) Financial Support to Pay a Careqgiver For a Loved One

2904 16% 13% 10%

Parent(s)

Grandparent(s) Spouse

Friend (s)
Act(ed) as a caregiver for a loved one receiving care at their or my home

m Provide(d) financial support to pay a caregiver

m None of these
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Millennials (age 28-43) are
more likely than Gen X (age
44-59) or Boomers+ (age
60+) to act(ed) as a
caregiver for a
grandparent(s) (25% vs 15%
and 7%, respectively)

&>

Those who pay to work with
a FP are more likely than
those who do not pay to
work with a FP to act(ed) as
a caregiver for a parent(s)
(39% vs 26%)

10



There’s anxiety/concern about planning for long-term care later in life H

About 3in 10 who are/were caregivers had no choice in taking on the role of caregiver

Best Description of Careqiving Situation Hours a Week Spent/Have Spent as a Caregiver
(Among those who act(ed) as a caregiver) (Among those who act(ed) as a caregiver)
1-10 [N 38%
71%

11-20 [ 25%

2130 [ 14%

29% 31-40 [ 9%
4150 | 4%
51-60 || 3%
| chose to take on | had no choice in 6170 [ 8%
the role of caregiver taking on the role of
caregiver

Mean - 22.6 hours per week
Median - 18 hours per week 11
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There’s anxiety/concern about planning for long-term care later in life H

Food, personal items for the person they care for, and transportation are the most common out-of-
pocket expenses for Millennials+ who are/were caregivers

As some Millennials+ have experienced the non-reimbursed OOP costs that come with caregiving, they may benefit from budgeting to cover out-of-
pocket expenses for their potential caregivers to ease the burden of their loved ones taking care of them in older age

Monthly, Non-reimbursed Out-of-pocket Categories for Non-reimbured Out-of-pocket Expenses
Expenses for Related Expenses as a Caregiver as a Careqiver
(Among those who act(ed) as a caregiver) (Among those who act(ed) as a caregiver and has non-reimbursed

OOP Expenses)

$0 - 30% Food for the person | care(d) for _ 63%
Personal items for the person | care(d) _ 6204
$1-$99 . 10% for (e.g., clothing, toiletries) 6
Transportation (e.g., gas, airfare, ride- _ 570
share, public transportation) 0
31005499 [IN 3406

Co-pays/Prescriptions for the person |
care(d) for - 30%

$500-$999 . 12%
Paying an additional caregiver - 25%

$1,000-%$4,999 . 14% Additional housing costs (e.g., rent,
mortgage) - 24%
Mean — $338.30

0,
Median - $150 Other I 2% 12
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There’s anxiety/concern about planning for long-term care later in life H

Almost three-quarters of Millennials+ who act/acted as a caregiver believe they can be a caregiver
without dipping into their savings to cover day-to-day expenses

Millennials+ can use more support from professionals to help plan and budget for caregiving duties so that they do not face a situation where they
must dip into their savings

Agreement Statements on Caregiving
(Among those who act(ed) as a caregiver)

Top 2 Box
(NET)
73% 72%
32% 27% 56%
25% 43% 42%
. . . =
| can be a caregiver | am prepared I am willing to take a I'm afraid that Being a caregiver will
without dipping into my financially for current or loan from my retirement caregiving expenses likely use up the money
savings to cover day-to- potential caregiving account to be a will keep me from ever that | had planned for
day expenses. responsibilities that ~ caregiver for someone retiring. my children (e.g.,
could arise. in my family. education, inheritance,

etc.).
Strongly agree B Somewhat agree 13
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There’s anxiety/concern about planning for long-term care later in life

There are clear concerns about the impact of work on caregiving and vice versa

Financial professionals and financial institutions can give advice for Millennials+ caregivers to balance work and caregiving life as well as help plan so
caregivers of Millennials+ have an easier time balancing work and caregiving life

Agreement Statements on Caregiving
(Among those who act(ed) as a caregiver)

-l

o

)

o

o

Men are more likely than women to
agree they’re afraid their responsibilities
at work could cause them to have to stop
Top 2 Box providing care to their loved one (47%

(NET) 40% 36% vs. 33%)

20% 18%

I'm afraid that my responsibilities at work could I'm afraid that my caregiving duties could cause
cause me to have to stop providing care to my me to lose my job.
loved one.

Strongly agree B Somewhat agree
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There’s anxiety/concern about planning for long-term care later in life H

Some Millennials+ caregivers have suffered job impacts based on their experience as a caregiver

Helping caregivers to mitigate the negative impact on their work lives and long-term financial plans may be a worthy goal of those advising
Millennials+

Job-related Experiences As a Caregiver of Someone Receiving Care at Home
(Among those who act(ed) as a caregiver)

| had to transition to part-time work in order - 15%
to be a caregiver. 0

| had to take a lower paying job that's more - 14%
flexible to be a caregiver. 0

| had to pass up or lost a promotion due to . 129
being a caregiver. 0

| had to resign from my job in order to be a . 9%
caregiver. 0

I lost my job due to being a caregiver. I 6%

None of the above 65%

15
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There’s anxiety/concern about planning for long-term care later in life

There are clear emotional impacts or concerns related to caregiving

Making Millennials+ aware of these sentiments can help provide guidance and understanding on how planning ahead for their own LTC care can
ease the emotional burden on family and friends who may have to act as their caregivers

Agreement Statements on Negative Impacts and Situations Part of Careqgiving
(Among those who act(ed) as a caregiver)

Top 2 Box
(NET)

72%
65%

31% 4% 56% 55%
0

26% 25% 41%
18%

My biggest fear is not | have/had a back-up | feel like | can’t take a

| have no idea what will ~ Being a caregiver
being able to provide  plan for if something day off from my happen to my loved one has/had negatively
care for my loved one. happens to me and | caregiving if 1 can no longer impacted my
can/could no longer responsibilities. provide care for them. relationships with
provide care to my spouse, children,
loved one.

extended family, or
Strongly agree  ® Somewhat agree friends
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There’s anxiety/concern about planning for long-term care later in life

Even with all of the concerns and burdens, most would choose to be a caregiver all over again

Financial professionals can help caregivers and potential caregivers focus on the positives of being a caregiver by helping them balance their

caregiving role along with their own financial goals/plans and any financial burdens of being a caregiver

Harris Insights & Analytics LLC, A Stagwell Company © 2021

Agreement Statements on Caregiving
(Among those who act(ed) as a caregiver)

Top 2 Box

0,
(NET) 8%

43%

If given the choice, | would choose to be a caregiver
all over again.

Strongly agree B Somewhat agree

-l
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There’s anxiety/concern about planning for long-term care later in life H

Almost a quarter of Millennials+ do not have plans to identify their future caregivers

Helping Millennials+ to become more aware of the importance of identifying future caregivers to ease the burden of caregivers thinking they may not
get a choice in the matter is a potentially supportive role among financial professional

Actions Done/Plan to Do For LTC

26%

16% .
Those who do not pay to work with a FP are more
likely than those who pay to work with a FP to not at

all plan to identify future caregivers (29% vs 17%)

35%

24%

Identify my future caregivers (e.g., family, friends, professionals)

| have already completed this

| plan to complete this in the next 12 months
m | plan to complete this but not in the next 12 months
® | do not plan to do this at all

18
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There’s anxiety/concern about planning for long-term care later in life H

A spouse/partner or children are the most common people expected by Millennials+ to be their
primary caregiver for LTC

Again, financial professionals and financial institutions can help by providing education or guidance on how Millennials+ can talk and plan for
caregiver outside of their family

Expectation of Who/What Is Expected to Be the Primary Careqgiver(s) for LTC

My spouse/partner [ 47%
My children [ 43%

A hired caregiver at my home or senior apartment [ 27%

Staff at an assisted living facility [ 21%
Family members other than children or grandchildren [l 11%
My grandchildren [l 11%
My friends/neighbors/community (e.g., faith community, clubs) [l 8%

Robot/Al | 3%

Other | 1%
I have no plans for long-term care. 14%
| will not live long enough to need long-term care. 4%

19
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There’s anxiety/concern about planning for long-term care later in life

A little over 3in 10 who have identified a primary caregiver for LTC have not spoken to anyone
about providing back-up care if needed

People Spoken to About Providing Back-up Care if Needed
(Among those who expect a primary caregiver for LTC)

My spouse / partner _ 44%
My children _ 39%

Family members other than children or grandchildren - 15%

My friends / neighbors / community (e.g., faith community, clubs) . 8%
My grandchildren . 7%

Other | 1%

I have not spoken to anyone about providing back-up care if

needed. 31%

I will not live long enough to need to talk to anyone about

providing back-up care. 1%

Harris Insights & Analytics LLC, A Stagwell Company © 2021
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There’s anxiety/concern about planning for long-term care later in life

There is tension about the affordability of paid caregivers when they need them and if they will be
able to afford a caregiver who provides care in their home

Financial professionals can help process this tension by providing information about the reasonable expected costs of paid caregivers and help
develop savings plans and identify products that can help with the costs of paid caregivers

Agreement Statements About Expectations for Having a Paid Caregiver(s) When Older
% Agree

| plan on staying in my home until | die
even if it limits the quality of paid
caregivers | can get.

| am not concerned about sufficient
staffing levels at facilities for when |
need care.

73%

51%

| worry that inflation will make paid

caregivers unaffordable when | would _ 69%
need them. | believe the availability of paid
caregivers will get better as time 51%
I think I'll be able to afford a paid goes on.
caregiver who provides care in my _ 68%
home.
I'm very stressed out about getting
| am very concerned that there will not the type of paid caregiving | would - 38%
be enough paid caregivers when | need _ 55% prefer when | am older.

them.

to agree they are not concerned about sufficient staffing
levels at facilities for when they need care (61% vs.

°g°g°g Millennials (28-43) are more likely than those age 60-65
39%)

Harris Insights & Analytics LLC, A Stagwell Company © 2021
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LTCI can help alleviate some of the anxiety/concern

More than 3 in 5 Millennials+ believe LTC insurance (LTCI) is important

The importance of LTCI to many Millennials+ is clear, so financial professionals can help provide information, advice, or plans on how Millennials+

can reasonably incorporate LTCI to their financial plans

34%

26%

Harris Insights & Analytics LLC, A Stagwell Company © 2021

Importance of Having LTCI

Very important
Important
®m Somewhat important

m Not at all important

61%

&>

Millennials (age 28-43) are more likely than
Gen X (age 44-59) or Boomers+ (age 60+) to
believe it is important to have long-term care
insurance (70% vs 60% and 49%, respectively)

Those who pay to work with a FP are more
likely than those who do not pay to work with a
FP to believe it is important to have LTCI (68%
vs 55%).
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LTCI can help alleviate some of the anxiety/concern

A third of Millennials+ do not plan to purchase LTCI at all

Financial planners and financial institutions can help Millennials+ identify roadblocks or dispel misconceptions about LTCIl among those who do not

plan to purchase LTCI at all

Actions Done/Plan to Do For LTC

21%

13%

32%

Purchase long-term care insurance

| have already completed this

| plan to complete this in the next 12 months
m | plan to complete this but not in the next 12 months
m | do not plan to do this at all
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Those who do not pay to work with a FP are more
likely than those who pay to work with a FP to not at
all plan to purchase LTC insurance (38% vs 24%)
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LTCI can help alleviate some of the anxiety/concern H

Easing the burden or stress on family or friends is the most common reason for buying LTCI

Financial professionals can help Millennials+ understand how LTCI and other options can help ease the burden on family or friends and show how
making concrete plans for LTCI is important

Reasons LTCIl Was Purchased/Would Be Purchased

To avoid being a financial burden on my family or friends [N 52%
To avoid being a physical burden on my family or friends [N 51%
To avoid being an emotional burden on my family or friends [N 40%
To lessen stress on my family or friends related to acting as caregivers or finding caregivers [N 40%
To give myself peace of mind [N 39%
To let my family or friends focus on enjoying time with me instead of being my caregivers [[INIEGEGEEEEEEE 32%
To protect assets/income for my surviving spouse [N 30%
To choose where | get care GG 28%
To give me options for what kind of care | can receive |GGG 27%
To preserve more of my money to leave to family, charities, etc. NG 23%
To lessen family disagreements about how to pay for my care [N 22%
To purchase professional care I 16%
To be less dependent on government programs [ 16%
| have acted as a caregiver [ 12%
It was recommended to me by a trusted source [ 10%
Change in life situation/life milestone [l 8%
| saw/heard/read about someone else in a situation where LTCI would have helped [l 6%
Other B 2% 24
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LTCI can help alleviate some of the anxiety/concern H

At least 7 in 10 believe that it’s never too late to buy LTCI

Dispelling LTCI misconceptions, such as it's never too late to buy LTCI or buying it until they’re closer to retirement age, is an important role of FPs.
They can also be more proactive about bringing up LTCI sooner with Millennials+

Agreement Statements About LTCI
% Agree

I would be very interested in LTCI that
allows me to pay family or friends for
being my caregiver.

80% My family or friends have a bigger
influence than a financial professional - 51%
on whether | get LTCI for myself.
72%
There is no need to look into buying 479%
LTCI until I'm closer to retirement age. 0
64%
The best time for me to buy LTCI is 39%
53% when my health starts to get worse. 0

It's never too late to buy LTCI.

I trust my / a financial professional will
tell me when it's the right time to buy
LTCI.

It's possible to buy LTCI too young.

25

Harris Insights & Analytics LLC, A Stagwell Company © 2021



LTCI can help alleviate some of the anxiety/concern

A little less than half of Millennials+ believe the right time to buy LTCI is from age 60 to less than 90
Millennials+ should be educated earlier on the need to buy LTCI sooner than many of them expect

Right Time to Buy LTCI For You

<40 years old - 12%

29%
40 to <50 years old - 17% <50 (NET)
50 to <60 years old [ININ 26%

60 to <70 years oid [N 2506|

70to <75 years oid [l 10%

75 to <80 years old I 5% = GOf?I(\)f)ET)

80 to <85 years old I 3%

85 to <90 years old I 2%

-
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LTCI can help alleviate some of the anxiety/concern

Almost half report “it is too expensive” as the primary reason they would not prioritize having LTCI
There are a number of misconceptions that Millennials+ may have about various aspects of LTCI which could be dispelled by financial advisors

Three Primary Reasons to Not Prioritize LTCI

Itis too expensive. |GGG 29%

| may purchase it in the future, but do not need long-term care
insurance right now.

| have enough money to cover these expenses.

| do not understand how this insurance works.

I do not expect to need long-term care.

| have not found a policy that covers everything | want.
My children/spouse will help take care of me.

It's already covered by government program(s).

| don't think it is beneficial.

| tried to obtain long-term care insurance, however, | was denied
coverage.

Other
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N 34%
BN 23%
N 18%

B 16%
B 16%
B 16%
B 14%
B 7%
B 7%

B 2%

o?o

Gen X (age 44-59) or Boomers+ (age 60+) are more
likely than Millennials (age 28-43) to cite “It is too
expensive” as a primary reason (563% and 59% vs 36%,
respectively)
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People overestimate the cost of LTCI and don’t understand when the right time to buy it is

Most overestimated the monthly cost of a specific LTCI scenario
Millennials+ need to better understand the price of LTCI and find LTCI options that may be better fits for individual situations and plans for later in life

Estimation of Locked-in Monthly Cost For LTCI Policy

Summary of plan details for 50-year-old
male:

» Plan coverage is available immediately

* 6years of coverage

+ Coverage is $2,000/month immediately and
increases annually

+ Coverage reaches $5,600/month at age 85
and continues to increase annually

Harris Insights & Analytics LLC, A Stagwell Company © 2021

<$50/month

$50 to <$100/month
$100 to <$150/month
$150 to <$200/month
$200 to <$250/month
$250 to <$300/month
$300 to <$400/month
$400 to <$500/month
$500 to <$600/month
$600 to <$700/month
$700 to <$800/month
$800 to <$900/month
$900 to <$1,000/month

B 13%
N 16%
B 15%
B 9%
B 1%
B 6%

B 5%

B 5%

B 5%

I 3%

I 2%

| 1%

| 1%

$1,000+/month Il 7%

$150+/month

$500+/month

56%

20%

-l
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People overestimate the cost of LTCI and don’t understand when the right time to buy it is

After seeing the price of a LTCI scenario, 2 in 5 are willing to consider purchasing a similar LTCI

plan for themselves

A number of realistic tradeoffs exists to enable Millennials+ to plan for how LTCI can fit better in their plans for retirement or later in life

Willingness to Purchase Similar LTCI Policy For Yourself If Locked-in Cost of $130/month

15% Much more willing
to a consider
purchasing LTCI

— 40%

25% Somewhat more
willing to consider
purchasing LTCI

—

No change in my
willingness to
consider
purchasing LTCI
m Somewhat less
willing to consider
purchasing LTCI

40%

®m Much less willing
to consider
purchasing LTCI

Harris Insights & Analytics LLC, A Stagwell Company © 2021

Those who pay to work with a FP are more likely than
those who do not pay to be more willing to consider
purchasing a similar plan for themselves (50% vs
34%)

-l
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People overestimate the cost of LTCI and don’t understand when the right time to buy it is H

The option to have the total monthly costs paid to beneficiaries tax-free if a LTCI policy is never
used, makes most Millennials+ willing to consider purchasing a similar LTCI for themselves

Willingness to Purchase Similar LTCI Policy If the Policy Was Never Used But Total Monthly Costs Would
Be Paid to Beneficiaries Tax Free

-

Much more willing
24% to a consider
purchasing LTCI
— 56%
Somewhat more
willing to consider
31% purchasing LTCI

—

No change in my
willingness to
consider
purchasing LTCI
35% ® Somewhat less
willing to consider
purchasing LTCI

4% .
5% B Much less willing

to consider
purchasing LTCI 30
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How can financial professionals help?

About 2 in 5 Millennials+ pay to work with a FP they consider to be their primary FP

Currently Pays To Work With a FP

Yes, | currently have a financial

professional | pay to work with 42%
No, | don’t have one, but I'm looking for 230
someone to pay to work with 0
— 58%
No (NET)
No, | don’t have ope | pay to work with 350
and don’t want one
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Nearly a quarter of women (24%) say they
don’t currently pay to work with a financial
professional but they are looking for someone
to pay to work with

Millennials (28-43) and Gen X (44-59) are more
likely than Boomers+ to say they don'’t currently
pay to work with a financial professional but
they are looking for someone to pay to work
with (28% and 28% vs. 11%, respectively)

31



How can financial professionals help?

Few Millennials+ - less than 1in 5 - have spoken to a FP about potential LTC costs
FPs have an opportunity to make even more Millennials+ more aware that they are a reliable source of information and guidance about LTC costs

People One Discussed With About Potential LTC Costs

My spouse _ 47%
My family - 21%
My children [ 21%

A financial professional - 17%

i 0
My friends . 11% Nearly two-fifths of those who pay to work with a

w FP (36%) report they have discussed their potential

long-term health care costs with a financial

ici 0,
My doctor/physician l 8% P A

My employer I 3%
Other | 1%

None of the above 33%
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LTCI can help alleviate some of the anxiety/concern

More than a quarter of Millennials+ do not plan to use government programs to help pay for LTC
costs

Financial professionals can help Millennials+ better understand the options they have to use government programs to help pay for LTC costs

Actions Done/Plan to Do For LTC

21%
11%

27%

Use government programs (e.g., Medicaid, Medicare) to help
pay for long-term care costs
| have already completed this
| plan to complete this in the next 12 months
® | plan to complete this but not in the next 12 months
m | do not plan to do this at all
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How can financial professionals help?

Around 3 in 10 Millennials+ with a FP have not discussed LTC costs with their FP because FP didn’t
bring it up or have not considered LTC before

More financial professionals might take the opportunity to start the discussion or set the agenda for LTC costs with their clients

Reason as to Why LTC Costs Have Not Been Discussed With FP
(Among those who have a financial professional but have not discussed LTC costs with them)

My financial professional hasn’t brought
it up as a planning topic. - 30%

| have not considered long-term care 0
before. - 2%

| do not know enough about long-term 0
care costs. - 20%

My financial professional said | should
wait until I'm older. - 20%

| assume long-term care insurance is
) 0,
too expensive. - 19%

Long-term care costs are not a concern. . 13%

| prefer my financial professional not . 1204
knowing about any health issues | have. °

other | 6%
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How can financial professionals help?

A little less than half of Millennials+ believe it’s important that a FP discusses LTC costs with them

Since many Millennials+ consider it at least somewhat important, financial professionals should feel like they have “permission” from many
Millennials+ to start the discussion about LTC costs

Importance That FP Discusses LTC Costs

23% O | Q Men are more likely than women to say that it is
m ﬂ important that a FP discusses LTC costs with
them (53% vs. 40%).
24% . _
Very important Those who pay to work with a FP are more
47% @ likely than those who do not pay to work with a
Important 0 FP to believe it's important that a FP discusses

LTC costs with them (62% vs 36%).

®m Somewhat important

m Not at all important
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How can financial professionals help?

About 1 in 5 Millennials+ with a FP don’t know when they plan to discuss LTC costs with their FP in

the future
Again, financial professionals can be proactive and start the discussion or set the agenda for LTC costs with their clients

Has Plan to Discuss LTC Cost With FP in the Future
(Among those who have a financial professional but have not discussed LTC costs with them)

Yes 70%
ol o Less than two-thirds of women with a financial
m m professional and have not discussed LTC costs
0 m 1[& with them (63%) say they do plan to discuss
No 14% LTC costs with their FP in the future.

Don't know 17%
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Al and Aging Later in Life

-l

Millennials+ have distinct concerns about where they age, doing household tasks as they age, and
maintaining social connections as they age

Even though these concerns are very broad and not specifically financial, financial professionals can still start conversations about planning for aging
later in life, specifically planning for LTC costs, and pinpoint client needs

Agreement Statements About Aging

Top 2 Box
(NET)
65%
58%
23% 16% 48%
15% 37%
. . . =
My home is set up/suitable for | am concerned about who will | am concerned about the | am concerned that my
‘aging in place’ (i.e., staying in  do the household chores, ability to maintain social city/neighborhood will not be
my home as | age). prepare meals and shopping connections (e.g., with family, suitable for my needs as | age.
when | age. friends, religious institutions).

Strongly agree B Somewhat agree 37
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Al and Aging Later in Life

Millennials+ have a variety of expectations of how Al, Al helper tools, or robots will make it easier
to act as a caregiver for someone

Expectation That Al, Al Helper Tools, Or Robots Will Make It Easier to Act as A Caregiver for Someone

Alert me if the person I’'m caring for suffers a medical _ 479%
emergency 0

Help me manage the medication and appointments of the _ 36%

person Im caring for

Allow the person I'm caring for to stay in their home : i
longer P 33% Assistance with —
medical needs

Reduce stress from being a caregiver 31% Peace of mind in

caregiving duties

47%
Assist with physical tasks needed to provide care _ 30%

Give me more confidence in providing quality care 27%

Give me more assurance that | won’'t make a mistake in

0
caregiving duties 22%

Allow me to work while being a caregiver [N 22%
Help me manage finances for the person I'm caring for - 20%

None of these 27%

Harris Insights & Analytics LLC, A Stagwell Company © 2021
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Al and Aging Later in Life H
More than half of Millennials+ would prefer exclusively human-based LTC in the future

Financial professionals can help Millennials+ understand, plan, and save for their preferred way of receiving LTC in the future as well as explore back-
up plans if their preferences change

Preferred Way of Receiving LTC in the Future, Particularly Considering Al and robotics

| would prefer excé:?évely human-based - 53%

I would prefer a combination of human- ﬁ
based care and the use of Al, Al helper 42% m

Q Women are more likely than men to say they
m would prefer exclusively human-based care
(59% vs. 48%).

tools, or robots.

| would prefer exclusively Al, Al helper

0,
tools, or robots. o%

39
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Al and Aging Later in Life H
More than 2-in-5 Millennials+ expect Al, Al helper tools, or robots to alert family/friends if they
suffer a medical emergency or help them remember important things later in life

Ways That Al, Al Helper Tools, Or Robots Will Make It Easier For You to Manage Aspects of Daily Living Later
in Life
Alert family/friends if | suffer a medical emergency |GG 45%
Help me remember important things [ NN 44%

Monitor my activities if | ever develop dementia, Alzheimer’s disease, or other cognitive or I 34%
memory issues 0

Help manage my medications, physical therapy, and any other health-related activities || N NN 33%
Use my medical data and history to help manage my health [N 31%
Help me avoid accidents in my home [ 31%
Identify ways to manage my diet and exercise to maintain a healthy lifestyle |G 25%
Help me with activities of daily life [N 25%
Help slow down my cognitive or memory decline [ 24%

Help make informed decisions about my health care [N 24%

Identify ways to save money or cut costs in everyday life [N 24%

Make it affordable to have professional caregivers for me in my home [ 22%
None of these 24%
40
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Al and Aging Later in Life

-l

About 2-in-5 Millennials+ expect Al, Al helper tools, or robots to make it easier to stay connected
with friend or family or help accomplish certain tasks later in life

Ways That Al, Al Helper Tools, Or Robots Will Make It Easier to Act For Everyone to Have a High Quality of
Life Later in Life

Stay connected with friends and family [ NG 35%
Help accomplish tasks like shopping, scheduling

;
appointments 37%

Stay connected/Avoid
Stay active and engaged with activities and hobbies [N 32%

Help prevent loneliness [ 32% Help with tasks 58%

Recommend healthy meal options and shop for food 29%
Help protect against financial scams or mistakes _ 29%
Help manage finances 28%
Help prepare healthy meals 26%
Stay connected with local community [ 23%
Stay connected with religious/faith community or activities [l 19%

None of these 26% 41
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Al and Aging Later in Life

Almost 2-in-5 Millennials+ believe that Al, Al helper tools, or robots will provide them in-home LTC

Financial professionals can help Millennials+ plan, explore options, and save for the expectation that Al, Al helper tools, or robots will provide in-home
LTC

Agreement Statements About Al and In-home LTC

Top 2 Box
(NET) 37%
11%
26%

63%
~— Bottom 2 Box
(NET)

30%

—

Al, Al helper tools, or robots will provide my in-home
long-term care.
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Al and Aging Later in Life

-l

Additionally, the majority of Millennials+ would allow Al, Al helper tools, and robots to monitor and
report to their healthcare providers if they do not take their medication or take the wrong dosage

Agreement Statements About Al, Al Helper Tools, and Robots

Top 2 Box 67%
(NET)
21%
45%
33%
16% Bottom 2 Box
18% (NET)

| would allow Al, Al helper tools, or robots to monitor me
and report to my healthcare providers if | do not take my
medication or | take the wrong dosage.

Strongly agree Somewhat agree
B Somewhat disagree m Strongly disagree 43
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Al and Aging Later in Life

Many Millennials+ expect Al, Al helper tools, and robots will be affordable for people like them to

help with aspects of daily living later in life

Harris Insights & Analytics LLC, A Stagwell Company © 2021

Agreement Statements About Al, Al Helper Tools, and Robots

Top 2 Box

0
(NET) 4%

14%

40%

46%
Bottom 2 Box
(NET)

Al, Al helper tools, and robots will be affordable for people like me to use
to help with aspects of daily living later in life.

Strongly agree Somewhat agree
B Somewhat disagree m Strongly disagree

-l
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Al and Aging Later in Life H

Millennials+ are most likely to use Al to alert family/friends if they experience a fall or physical
danger

Likelihood to Use Al in Certain Situations

Top 2 Box
(NET)
Use Al to alert famlly/frlen%salrt | experience a fall or physical 43% 30% 72
ger
Share my medical hlstoryr\]/zl(t::jsAl to help support my care 40% 16% 56%
Accept help from a robot for activities such as toileting, 0
dressing, and moving me around 33% 15% 47%
Talk to robots/Al if | am feeling lonely 26% 12% 38%

Somewhat likely Extremely likely

45
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Al and Aging Later in Life H

There are clear concerns about Al and robots resulting in less compassionate help with activities
of daily living later in life
Financial professionals can help Millennials+ plan and save for incorporating Al, Al helper tools, and robots in different aspects of life as the
technology evolves and can support more aspects of life

Agreement Statements About Al, Al Helper Tools, and Robots

The impersonal aspects of Al and robots
in providing or helping with aspects of
daily living will have a negative impact on
the people receiving care.

Al and robots will result in less
compassionate help with activities of daily
living later in life.

67% 55%

I would allow the Al, Al helper tools, or

In the future, having an Al tool will be robots to access my financial records so
essential in protecting me against scams or 59% that my loved ones can be alerted to out- - 49%
fraud. of-the-ordinary spending or possible
fraud.
I would provide Al, Al helper tools, and I would allow the Al, Al helper tools, or
robots with personal information and robots tq access my financial reCO(ds,
payment details to order groceries and 55% personal information, payment details to
plan my meals pay for my monthly expenses.

220 Millennials (28-43) and Gen X (44-59) are more likely
é than Boomers+ (60+) to agree they believe that having

an Al tool will be essential in protecting them against
scams or fraud in the future (66% and 61% vs 48%,
respectively) 46
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Al and Aging Later in Life

Even with the optimism, two thirds of Millennials+ do not expect Al, Al helper tools, and robots to
extend their life

Years Believed That Al, Al Helper Tools, and Robots Will Extend Their Life

0|3%

11-15 I 9
2% 4%
11+
16-20 I 2% (NET)
| do not expect Al, Al helper tools, and _ 66%
robots to extend my life. 0
Mean - 6.4

Median - 5
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Al and Aging Later in Life

Among those who expect Al, Al helper tools, and robots to extend the life of the person they
care(d) for, the average estimate was an additional 7 years

Years Believed That Al, Al Helper Tools, and Robots Will Extend the Life of the Person They Provide(d) Care For

10-19 I 7%

20-29

| do not expect Al, Al helper tools, and

0,
robots to extend their life. 64%

Mean - 6.9
Median - 5

Harris Insights & Analytics LLC, A Stagwell Company © 2021
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Disclaimers

This material is not a recommendation to buy or sell a financial product or to adopt an investment
strategy. Investors should discuss their specific situation with their financial professional

This information is general in nature and is not intended to be tax, legal, accounting or other
professional advice. The information provided is based on current laws, which are subject to change at
any time, and has not been endorsed by any government agency

Nationwide and Harris Poll are separate and non-affiliated companies
Nationwide Investment Services Corporation (NISC), member FINRA, Columbus, OH

Nationwide Retirement Institute is a division of NISC. Nationwide, the Nationwide N and Eagle and
Nationwide Retirement Institute are service marks of Nationwide Mutual Insurance Company ©
Nationwide 2024
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