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“In the end, it really is a personal decision,” she says. Some people don’t want to spend today’s resources on a 

future need that may never come to pass. 

Long-term-care insurance is similar to car insurance, Kowalczyk says. “Everyone buys it hoping you’re never 

going to have to collect on it.”

And just like car insurance, if you don’t use it, you never see any return on all the money paid in, he says.

That is a big turnoff for some people, who would rather invest that money in something else, he says.

About 10 percent of the elderly population currently has long-term-care insurance, according to the National 

Bureau of Economic Research.

U.S. Care, Inc., a California-based third-party administrator servicing corporate group-health plans, estimates that 

while 60 percent of seniors at age 65 and 90 percent of seniors at age 80 will require some form of long-term care, 

roughly 94 percent of nursing-home costs and 90 percent of home health-care costs are not covered by traditional 

health-insurance plans.

need long-term nursing care.

“The primary risk of not doing this is loss of assets,” Kowalczyk says. In this region of New York, the average cost 

of long-term care - whether it’s assisted living, nursing home, or in-home care - is $6,000 a month, he says.

If a patient doesn’t have the means to pay for that care, they may have to liquidate assets to meet the bills, he says.

needs while also meeting their budget.

determine how much they are covered for - just like with car insurance - and stripping down the coverage to the 

basics can save greatly on premium costs, he says.

Policy costs vary depending on the type of coverage provided. Factors such as age and health also come into play, 

Kowalczyk says.

Another option is New York’s partnership insurance program. The public-private partnership between the state 

and select insurance companies couples an insurance policy with some self-payment with the balance covered by 

Medicaid. 

“Any resident of New York would be well-served to see whether a partnership policy - or a non-partnership policy 

- would best serve them,” Kowalczyk says.

People can also pre-pay for a policy when they are younger and have more disposable income, but they will pay a 

higher premium price for that service, he says.

retirement, Trela says.
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Additional offices:

Saratoga Springs, NY & West Palm Beach, FL

Services provided by Strategic Investment Advisors, Inc., Alan R. Leist Planning Group, Inc., and Strategic Retirement Plans, Inc. *Securities offered through Cadaret, Grant & Co., Inc., -Member, FINRA/SIPC; Strategic Investment Advisors, Inc. and Cadaret Grant are separate entities.

Currently, long-term care planning is a small growing facet of Strategic’s business, she says. The company does 

planning services. 

organizations.

Services are provided through three Strategic companies: Alan R. Leist Planning Group, Inc.; Strategic Investment 

Advisors, Inc.; and Strategic Retirement Plans, Inc. Company headquarters are located at 114 Business Park Drive, 
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