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What You’ll Learn Today

Insurance

▪ Property and casualty

▪ Medical

▪ Life

▪ Disability Income

▪ Long-term care

Medicare

Estate Planning



Protect Against 
the Unexpected

▪ Loss or damage to property

▪ Out-of-pocket medical expenses

▪ Premature death

▪ Loss of income

▪ Accidental illness or injury



Insurance Planning

Life Stages Concerns
Just

Starting Out

▪ Liabilities

▪ Funeral Expenses

Growing
Family

▪ Liabilities

▪ Funeral Expenses

▪ Disability Income

▪ Survivor Income 
Needs

▪ Retirement 
Savings

▪ Education Savings

The Sandwich 
Generation

▪ Liabilities

▪ Funeral Expenses

▪ Disability Income

▪ Survivor Income 
Needs

▪ Retirement 
Savings

▪ Estate Settlement

▪ Education 
Expenses

Pre-retirement/ 
Retirement

▪ Liabilities

▪ Funeral Expenses

▪ Survivor Income 
Needs

▪ Estate Settlement

▪ Long-term Care



Property and 
Casualty 
Insurance

▪ Who is it for?

▪ You and the people who rely on certain key 
possessions

▪ What does it do?

▪ Protects your possessions (e.g., home, auto, boat, 
etc.)

▪ Type of Policies

▪ Automobile insurance

▪ Homeowners insurance

▪ Umbrella policy



Medical 
Insurance

▪ Who is it for?

▪ You and your dependents

▪ What does it do?

▪ Helps cover the cost of medical and related 
expenses

▪ Medical Insurance:

▪ Health Savings Account (HSA)



www.HHS.gov



Life Insurance

▪ Who is it for?

▪ People who depend on you

▪ What does it do?

▪ Helps them make up for the loss of your income

▪ Considerations

▪ Type of policy

▪ Adequate coverage/how much do you need?



Types of Life Insurance
Permanent

Term Whole Universal

Survivor

-ship Variable

Temporary Coverage ✓

Permanent Coverage ✓ ✓ ✓ ✓

Guaranteed Death Benefit ✓ ✓ ✓ ✓ ✓

Focus on Affordability ✓

Covers Two Lives with One Policy ✓

Potential to Build Cash Value ✓ ✓ ✓ ✓

Growth Potential Based on Market ✓

Tax-advantaged Death Benefit ✓ ✓ ✓ ✓ ✓

Ability to Access Money ✓ ✓ ✓ ✓



Activity – Life Insurance Quick Estimator



Disability Income 
Insurance

▪ Who is it for?

▪ You and the people who depend on you

▪ What does it do?

▪ Provides income when you can’t

▪ Types of coverage

▪ Group (e.g., short-term and long-term disability)

▪ Individual

The chances of a disability occurring are much greater than most Americans realize. More 
than one in four of today’s 20-year-olds will become disabled before reaching age 67.

Social Security Administration Disability Benefits Planner. Accessed March 2020.



Long-term Care Insurance

Who is it for?

▪ You and the people who depend on you

What does it do?

▪ Covers costs incurred in cases of long-
term 
chronic illness or disability

Payment can come from a variety 
of sources

▪ Out-of-pocket (self-insured)

▪ Family members

▪ Medicare/Medicaid

▪ Long-term care insurance



Medicare Part A – Hospital Insurance
Provides hospital coverage, no out-of-pocket premiums

BUT, once in the hospital, this is what you pay per 
benefit period in 2022 for Part A – covered medically 
necessary services:

▪ $1,556 deductible per benefit period

▪ Days 1-60: $0 per day coinsurance

▪ Days 61-90: $389 per day coinsurance

▪ Days 91& beyond: $778 coinsurance per  each 
“lifetime reserve day” after day 90 for each benefit

▪ Beyond “lifetime reserve” days: All costs paid by 
patient

90-day hospital stay could cost more than $10,000

www.medicare.gov as of November 2020.



https://www.ssa.gov/pubs/EN-05-10043.pdf



Medicare Part B – Medical Insurance

Monthly premium based on Adjusted Gross Income (AGI).

www.medicare.gov as of November 2021

If your yearly income in 2020 was…
You pay 

(in 2022)
File individual tax return File joint tax return

$91,000 or less $182,000 or less $170.10

$91,001 to $114,000 $182,001 to $228,000 $238.10 

$114,001 to $142,000 $228,001 to $284,000 $340.20

$142,001 to $170,000 $284,001 to $340,000 $442.30

$170,001 to $500,000 $340,001 to $750,000 $544.30

Over $500,000 Over $750,000 $578.30



Medicare Part C – Medicare Advantage Plan

▪ Private companies that have 
contracts with Medicare

▪ Includes Medicare Parts A and B

▪ Most offer prescription drug 
coverage



Medicare Part D – Prescriptions

www.medicare.gov as of November 2020

If your yearly income in 2020 was…
You pay 

(in 2022)
File individual tax return File joint tax return

$91,000 or less $182,000 or less Your plan premium

$91,001 to $114,000 $182,001 to $228,000 $12.40 + your plan premium

$114,001 to $142,000 $228,001 to $284,000 $32.10 + your plan premium

$142,001 to $170,000 $284,001 to $340,000 $51.70 + your plan premium

$170,001 to $500,000 $340,001 to $750,000 $71.30 + your plan premiuim

Over $500,000 Over $750,000 $77.90 + your plan premium

mailto:www.medicare.gov


Medigap Insurance

1 Plan F also offers a high-deductible plan. If you choose this option, this means you must pay for Medicare-covered costs up to the deductible amount of $2,370 in 

2021 before your Medigap plan pays anything. (Plans C and F aren't available to people who were newly eligible for Medicare on or after January 1, 2020.)

**After you meet your out-of-pocket yearly limit and your yearly Part B deductible, the Medigap plan pays 100% of covered services for the rest of the calendar year.

***Plan N pays 100% of the Part B coinsurance, except for a copayment of up to $20 for some office visits and up to a $50 copayment for emergency room visits that 

don’t result in inpatient admission

Medigap Plans

Medigap Benefits A B C D F* G K L M N

Part A coinsurance and hospital costs up to an additional 

365 days after Medicare benefits are used up
Yes Yes Yes Yes Yes Yes Yes Yes Yes Yes

Part B coinsurance or copayment Yes Yes Yes Yes Yes Yes 50% 75% Yes
Yes**

*

Blood (first 3 pints) Yes Yes Yes Yes Yes Yes 50% 75% Yes Yes

Part A hospice care coinsurance or copayment Yes Yes Yes Yes Yes Yes 50% 75% Yes Yes

Skilled nursing facility care coinsurance No No Yes Yes Yes Yes 50% 75% Yes Yes

Part A deductible No Yes Yes Yes Yes Yes 50% 75% 50% Yes

Part B deductible No No Yes No Yes No No No No No

Part B excess charges No No No No Yes Yes No No No No

Foreign travel emergency (up to plan limits) No No 80% 80% 80% 80% No No 80% 80%

Out-of-pocket limit** N/A N/A N/A N/A N/A N/A
$6,22

0

$3,11

0
N/A N/A



How to Enroll in Medicare

Enrollment in Part A and B is automatic 
for those who qualify

You will need to enroll if:

▪ You aren’t getting Social Security or 
Railroad Retirement Board benefits

▪ You qualify for Medicare because
you have end stage renal disease

Annual enrollment period runs 
from October 15 to December 7

You can register online at 
MyMedicare.gov

mailto:MyMedicare.gov


What Doesn’t Medicare Cover?

▪ Long-term care services (after 100 days)

▪ Dental coverage*

▪ Eye care

▪ Hearing aids

▪ Podiatry*

▪ For more information on Medicare visit 
www.medicare.gov or call 1-800-633-4227

* some exceptions apply

mailto:www.medicare.gov


The Role of an Employee Benefits Program



Activity - The Lifestages Folio



Everyone Needs an Estate Planning Strategy

23

▪ A will

▪ Trusts

▪ Living Will

▪ Advance Directive

▪ Healthcare Power of Attorney

▪ Power of Attorney



Beneficiary Review

▪ Review beneficiary 
designations annually or after life-
changing events

▪ Life event that may trigger a change

▪ The dangers of naming trusts as 
beneficiary of retirement accounts



Probate



Activity - Estate Planning/Wealth Transfer Checklist

▪ Have you previously thought about estate 
planning/wealth transfer strategies?

▪ What have you done so far?

▪ What are the benefits of professional 
assistance?



▪ Not having a plan

▪ Not putting your plan in writing

▪ Not reviewing your assets to determine which 

should be titled in a way that avoids probate

▪ Not preparing custodian arrangements for 

minors

▪ Not using common estate planning documents 

to minimize taxes

Estate Planning 
Pitfalls

This information is general and can vary by state.



▪ A myriad of options

▪ Set goals and objectives

▪ Consider strategies to transfer your wealth

▪ The role of life insurance

▪ Lifetime giving

Estate Planning 
Strategies



Important Considerations

▪ Which assets will be inherited?

▪ What rights may your surviving
spouse have?

▪ Do you want children to receive
some or all of your assets?

▪ How much control do you want to keep?

▪ What if a child has special needs?
Or predeceases you?

▪ What about other beneficiaries?

▪ Philanthropic goals?



Life Insurance as 
an Estate 
Planning Tool

▪ Maintain heirs’ lifestyles

▪ Provide immediate liquidity

▪ Pay death taxes

▪ Equalize estate distributions

▪ Increase bequests to family
members and charities

▪ Death benefits are generally income tax-free

30



▪ Annual gift tax exclusion

▪ Gift of the applicable exclusion amount

▪ Gift tax marital deduction

Lifetime Giving



Assemble a Support Team

▪ Financial professional

▪ Tax advisor and/or tax attorney

▪ Trust/estate attorney



Activity - Roadmap to Financial Wellness



Key Takeaways

PROTECT yourself and your family against the unexpected

ASSESS your breadth of coverage through your life stages

DETERMINE the right amount of life insurance coverage

UNDERSTAND the role of Medicare

INCLUDE these protection tools in your retirement strategy



Key Takeaways 

MAXIMIZE your employee benefits

KEEP your important financial information updated and together

DEVELOP an estate planning strategy

UNDERSTAND common estate planning tools like wills and trusts

AVOID common pitfalls

COMPLETE the Financial Wellness Checklist



We Value Your Feedback



Important Information 
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Prudential, the Prudential logo, the Rock symbol, and Prudential Pathways are service 
marks of Prudential Financial, Inc., and its related entities, registered in many jurisdictions 
worldwide.

The speaker is a registered representative of Pruco Securities, LLC (Pruco), a Prudential 
Financial company.

Prudential does not provide tax or legal advice, please consult an independent tax advisor 
regarding your personal tax situation.

Prudential Pathways seminars are provided by a Prudential Financial Professional and are 
not intended to market or sell any specific products or services. Offering this seminar does 
not constitute an endorsement of Prudential products or services in any way.  Financial 
Wellness offerings, which include these seminars and access to any third-party referrals, 
are provided by Prudential Workplace Solutions Group Services, LLC (“PWSGS”).


