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Consumer brochure with business reply card for free
Needs Analysis. Prompts reader to Look to a Leader
when considering LTC Insurance.

Includes MetLife advantages over the competition:
1 Commitment;
1 Stability & Strength;
1 Product Features; and
1 Compassion.

Great for increasing awareness and generating
interest in MetLife LTC Insurance policies

Targets brand conscious individuals seeking an
insurance company they can depend on and trust

Metropolitan Life Insurance Company, New York, NY
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Metlife

Utilizes advocacy selling points: i.e.., You owe
it to yourself and those that depend on you...

Drives home that everyone deserves a MetLife
Needs Analysis

Target audience is family-oriented individuals
who wish to remain independent and in control

of their current and future lifestyles

To the target audience, the prospect of
securing a future lifestyle for themselves and

their families is important

| |
a burden to their loved ones

For producer use only.

This target audience does not want to become

Today is the time to plan for tomorrow
TRUST A RECOGNIZED LEADER TO SHOW YOU HOW
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Metlife

m  “There are risks and costs to a program action, but
they are far less than the long range risks and costs

of comfortable inaction.” (JFK)

e
I.I'J'e‘h' are risks and costs to a program of action, -
i

but they are far less than the long range risks

and costs of comfortable maction

John F. Kennedy

m  Points out various questions associated with needing
LTC services, for example, how would it impact their
family, and would they want to receive care in their

home 3
Metlife

m  Also drives home why MetLife is the right choice: e
1 ...strongest most respected... e =7
O ...experienced and committed... SHTHPW | — i

| === |11vW A1d3¥ Ssanisng
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o1 ...Nurse Care Managers...

i M
AT &

m Target audience is family-oriented individuals wishing .'
to remain in control of their future and does not want Frro ﬂ/ﬂ

to be a burden to their families
m  Loyalty, honesty and value are considerations this
target audience takes into account when making an

purchase
Metropolitan Life Insurance Company, New York, NY
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m Discusses reader’s ability to insure
against one of the greatest financial
risks facing Americans today — the iy
need for LTC services : | 1%

Never
Sounded

m Points out average nursing home stay ol
and average costs per day

m Target audience includes those with a S

ce can help

strong financial mindset who seek to B o e

minimize financial risk, today and in
retirement

m Targets individuals 50 to 60 years old
who are actively considering their
financial options to prepare for and

during retirement
g Metropolitan Life Insurance Company, New York, NY
For producer use only. LO604ENYT(exp0407)MLIC-LD
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m  How do you plan to pay for LTC services
should the need arise?

m  Key points include:
1 LTC payment options available
1 Dealing with an LTC situation

1 LTC Insurance can help offset cost of
covering LTC services

m LTC Insurance can help:
1 Preserve Independence
1 Maintain Dignity

1 Protect Financial Future Long Torm Gar sarce
. . . Lang- Lare suranme an hajp
m Target audience includes those with a strong | Bt
financial mindset seeking to minimize their [ pawe o v

present and future financial risk g
m Targets audience is seeking to maintain their [

Y replycand A Meflife Represectatverinaance Agertfroducer may cortact
you af the actiress and felephone nomber you provide below.
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strength and independence
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Three letters created to prospect three
different target audiences:

1. In-force client

Do you have questions about Long-Term Care Insurance?

Do you have questions about Lor

rm Care Insurance?

ey MetlLife

2. Recent seminar attendee o) p—s . o

3. Cold prospect

m Letters promoting the Essentials® Guide
prepared by the experts at MetLife’s
Mature Market Institute

m Do you have questions about LTC?

m Briefly answers: i.e.., Long-term
care is the day-to-day
assistance with life’s
ordinary activities...

A el st i b tevss core vt ance, Asel e vt m b o it age whe pist it o st et ety poropl
. b ot oo i kv cn e el e o

= Let mie send you your free copy of Lewg-Term Care Inrance: The Essermtials®

L |

BUSINESS REPLY MAIL
oy oo

—
—

— Call me today at 1-000-000-0000 for your free copy of
_—§— — —I Lang: Torm Care Innsrance: The Exsential
—

—

m  Follows up with: Let me send s sEmEmEm |y [
you an excellent guide prepared e [= o=
by the experts at the MetLife Mature el W e [ | [N
Market Institute, explains everything you e —r— — =
need to know about LTC =T

Metropolitan Life Insurance Company New York NY
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m Text includes: “It can never
happen to me” is no way to look
at the future... When it comes to
the future, make sure you see
the big picture.

m Can b_e used as a Seminar
advertisement or a general
contact me advertisement

m  Designed:

Vertical

Horizontal

Without Snoopy with just text

With photographs instead of
Snoopy

OO0 00

For producer use only.

“It can never happen to me” by el

H big picture That means you may want to
IS N0 way . g

think about kng-term care insurance and
to Iook at the future- help secure tomorrow’s freedom today
After all, life happers, But with Metlife
Long-Temn Care Insurance, you can plan for
it Call your Merlife representativedinsurance

“It can never
happen to me”
is no way
to look at
the future.

LONG-TERM CARE IISI.IIH\NCE M‘
sure you see the big picture. That m 5 ¥

fong-term Cane o and hey (1.1 €

After all, e happens. But wnh MetLife Lo ol
can plan for @ Call your Merlife mpretentatmelinurance ajent/
producer today. Come 10 2 seminar to leam more i
Date: Anyday, 2006

Time: Anytime

Place: Anyplace, Street Address

Contact

ADEREIN05
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Metlife

m Text includes: Plan for “what
if.” So you’ll never have to
say “what now?”

m  Can be used as a Seminar
advertisement or a general
contact me advertisement

o Designed:
=1 Vertical
1 Horizontal

1 Without Snoopy with just
text

1 With photographs instead of
Snoopy

For producer use only.

LONG-TERM CARE INSURANCE
SEMINAR No one knows what the future
may bring, but you can ease your “what ifs”
by coming to our seminar/sales presenta-
tion, We'll show you how long-term care

insurance can help protect the freedom you
Plan for “what if."

= ' So you'll never have

\
?’"% to say “what now?”
/ A

-

P

LONG-TERM CARE INSURANCE SEMINARNo one knows what
the future may bring, but you can ease your “what ifs” by coming to
our seminar planning ahead. We'll show you how long-tem care
insurance can help protect the freedom you enjoy today.

Plan for “what if.”

So you'll never have to say

Date: Anyday, 2006
“what now?”

Time: Anytime
Place: Anyplace, Street Address
Contact

© 005 Mot I Goverage pofiemd by (Mol ) Mewopo e L |pumecs Compang Mew o, WY Lie o g
s [T T T ——

have you met life todayT

L ]
Metlife
ADFS1632.05

© 2006 Ml e (oemwmht'mm'lmwmmmmmlamunhmrﬁ;m

e, Mt Lok b s Saicre, lim o, edrnation pareck, sehcton of lunalrs and hees
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m Textincludes: Give life
a run for it. But be prepared
in case of a stumble.

LONG-TERM CARE INSURANCE. o0
want 10 keep running for & long as possible
But f something gets in your way, be pre-
aed. Long-| e

wance can help

m Can b_e used as a Seminar
advertisement or a general
contact me advertisement

“;; (e
Give life a run for it.
But be prepared in
R ) case of a stumble.

\ 1/

LONG-TERM CARE INSURANCE. You want 1o keep runnmj for &
long a3 possible. But if something gets in your way, be prepared. Long-
Term Care Insurance can help protect the freedom you enjoy today
Know that MetLifie wants 1o be there in case you hit a snag. Call your

Give llfe arun fDl‘ |t- Metlife representativef/insurance agentproducer today. Come to a
i But be prepared seminar to leam more
| DeS|gned. in case of a stumble. Date: Anyday, 2006
: Time: Anytime
H pvprera — Place: Anyplace, Street Address
Vertical L S S Contc

Horizontal
Without Snoopy with just text "
With photographs instead of protve MetLif

4 T e 18 (e I?WN(‘H‘!'.‘*!M::‘HI:‘-?M[M“M\Mllihl!\ﬂ:?‘-!m
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m Oversized to break through the

In one survey, working caregivers reported having had to':

CI u tte r  Go in late. eave carly 5% ®Lomanyjbbencfis 5% [Gy, State Zip]

® Take beave of shacnce 1% ® Tamn down promotion 4% [Phone]

® Go from full-time to part-time 1% B Choose carly setimement 3%

# Give up work entindy %

1 H . By offering Long Term Care Insurance to your employees, you'l give them an eflective way 1o DISCOVER WHAT YOU SHOULD KNOW ABOUT
| Th IS pOStca rd pOSGS the queStIOn . bl Tl B di i heailatanblihosons o Long-Term Care Insurance

If One Of your employees Should mm'h Dol st works ik num coukd Seec 4 PLEASE CALL ME FOR MORE INFORMATION.

} Mot Allisice Fot Casvgiving sid AARE,"Casrgiving is the T 3504 (This mwroey was Bisded by the Matlits R daticn

become a caregiver for an ill
spouse or an elderly parent, how
would this affect your company’s

bOttom Iine ? F If:m of your employees
. should become a Careglver
] Postcard prOVide.S SUCCinCt. Survey for an ill spouse or an elderly parent,
resu ItS fro m woO rkl ] g ca reg IVers how would this affect your company’s

bottom line?

m Target audience includes
employers

Metropolitan Life Insurance Company, New York, NY
For producer use only. LO604ENYT(exp0407)MLIC-LD



Metlife

m Oversized to break through the
clutter

m This postcard prompts the
employer to think if their
accountant has told them about
the tax advantages of offering
LTC Insurance

m Entices the employer to read
further about how they can
maximize workplace productivity
and enhance recruitment

m Target audience includes
employers

For producer use only.

Helping you maximize your
workplace productivity and
¢ enhance your recruiting

3 Long fem Care inamance can help your employoees
i

3 protect aganst the potentially high costs of long
5 tem care.

. Mean also help to e the stresses of creghang, -
; andd planing for 1, so that your employees can
ows their wor m

STAMP

Metropolitan Life Insurance Company, New York, NY
LO604ENYT(exp0407)MLIC-LD



Metlife

Oversized to break through the £ p——

4 talent and keep the best

clutter 11 e

Make me :
your Long-Term Care Insusance partner 2

This postcard prompts the | =

reader to make you their LTC |
Insurance partner |

Helping them get the best
talent and keep the best talent

Add Long-Term Care Insurance to
your employee benefit plan,

Target audience includes | — -
employers, HR managers, and l@
Benefits decision makers - %

Metropolitan Life Insurance Company, New York, NY
For producer use only. LO604ENYT(exp0407)MLIC-LD
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= Tointroduce MetLife’s Multi-Life | Zsws=e MetLife |-

. :::? | Fax . |
DISCOU nt Prog ram B mnmg_m:unu.lolmm your ::r; il th conthousd srsin on Social Secerity bave Ecrvased
E%T\:LEA\ v " Term Cire e for sk s every e of your clisals” smployees.
ADDR.E.";Sl /

v cunre in s

Dhesr [NAME:|
nge.. for my number of reasons. Long-tenm core is musistnnce tha is

m Discusses highlights of program, | wossmesssremsmomenamens, el o

the desires and diverse needs of todey ‘s employees. Here are o few highlight s

advantages to employers, and i i e AR DO

poniial ousetvold policy discouste, |*Spouse may inchude, wiets pernstied by Low, domessic partner of dvil union parier, ) | rxported to be (561,683 per year) And the aversge length of stuy is [24

MetLife's commitment to the et A wpeatar s

individal finamcil nioedhs of part cipants

industry == st AT UVAOR

T wocdd welcoms Bie epportunity to mest with you bo dhars ll of the feascns

} by medical or disability inmrmnce, or evin to mmy groat exient by

sl b siness docivin .

CUN Ot “1:0::'5“'“"‘ why b wd retiremment assets. Offiring Long-Term Care bwarance gives your
SN Long-Tern Curw Enusrance from Metdife woudd be » valiustie complemast 1o Jrresasinty immpertan, anc bighl appeveiatied, meass of financial protection.
Mallife s bean halping pecple your existing benefits package. As dways, we make it eay for you i
buiid fnancial freedom for over [135] ywars. u,m'-‘:::ul:::.m.wm o S o . |4 peveni am, LIMRLA Teternationl, Inc., 2004}
. Seene . an are ned of wpecitic e
. H 10 1906, we tioduced I nation's st Grow® + We hanele virally ll ackninistraiom and i P Wk =
n utlines key points an At o o e e
Today. our adering . 3l [+ for Elestth Seatistics, U 5. Department of Health and Humm Services.” huse,
. N . (0% maket shaee] wemerate wwareness, enls -i
considerations to understandin L R —
Best, Standard & Poor's, Fach o s syt
francial strengin. mmuﬂmmm e e i s A A
payig abity * * W give ineereds and their families unlimited, direct scoves fo & Kure Long-Term Care Insurance from MetLife

The Mature Markst insttute. 8 dvision of
Metife. produces cutling-ecoe research and
analyzes renas related to sgng relirement

and long-lerm care,

Care Mansger peciSoally s gid 1o belp hem every dep of the way.
. sored Exptomery rly on o 10 delteer |or more bnformasion, v our -

fron Care Insvmamce podsan apeliay is
[hiang s im youur hasith. h-nrml-llhhﬂuduhunilvf T

sy s of toduy it and bl st the wasets your e el e Dt o A

m Target audience includes B s et ooe b e

mcerddy,

employers, HR managers, and T R —

[ML® Foe Midn-Lide poliches: oe the state's I-letter ableeviston plis "P* ot Partsersbup

Benefits decision makers L e e e

E COm ey, New TOA WY
MR e T Camy e Y R w— .
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m High level overview of
MetLife's reputation in the
employee benefits industry

m Target audience includes
employers, HR managers,

and Benefits S
decision makers

You Know Us as
a Leader in Benefit

é/%/((/f(fﬂfj

STOR/PLAY

Your Employees

Know Us as

For producer use only.
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m MetLife Fulfillment Center using LTC# -- see next slide for LTC#
chart

m |f not printed, these can be located on eForms

m Currently only available in non-advertising states:

» AK, CT, CO, DC, HI, IA, IL, MA, MO, MS, MT, ND, NE, NH, NV, NY,
OH, OR, PA, RI, SC, TN, UT, WA, WI

m Questions? Contact the appropriate Resource Line affiliated with
your distribution channel

Metropolitan Life Insurance Company, New York, NY

For producer use only. LO604ENYT(exp0407)MLIC-LD
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Material Title LTC Order #
1 Why MetLife? - Consumer Brochure LTC03096
2 Independence — Self-Mailer with BRC LTC03098
3 JFK Quote - Self-Mailer with BRC LTC03488
4 1% - Self-Mailer with BRC LTC03099
5 What's Your LTC Plan? - Self-Mailer with BRC LTC03100
6 Essentials® Letter with BRC — In-Force Prospect LTCO03492A
7 Essentials® Letter with BRC - Cold Prospect LTC03492B
8 | Essentials® Letter with BRC - Recent Seminar Attendee Prospect LTC03492C

Metropolitan Life Insurance Company, New York, NY
For producer use only. LO604ENYT(exp0407)MLIC-LD
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10

11

12

13

14

15

16

Material Title

LTC Order #

Advertisement - Snoopy, What If?

No LTC#, search title and
version desired, i.e.. Horizontal,
Text Version, etc..

Advertisement - Snoopy, Never Happen to Me

No LTC#, search title and
version desired, i.e.. Horizontal,
Text Version, etc..

No LTC#, search title and
version desired, i.e.. Horizontal,

Advertisement - Snoopy, Run for it Text Version, etc..
Effects from Employer Caregiving - Oversized Postcard LTC01981
Add LTCI - Oversized Postcard LTC03350
Has Your Accountant Told You? - Oversized Postcard LTC03351

Good News - Prospecting Letter

No LTC#, search title on eForms

Leader in Benefit Solutions - Flash Presentation

LTC03546

For producer use only.
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GOOD
PROSPECTING!

Metropolitan Life Insurance Company, New York, NY
For producer use only. LO604ENYT(exp0407)MLIC-LD



