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BY JOHN R. BERRY 
 
When I think about my best-

prepared retirement planning cli-
ents, the animal kingdom analogy 
that comes to mind first is a turkey.  

This isn’t a stretch for a man 
who’s spent most of his life in the 
country: A turkey is thought to 
have eyesight three times better 
than 20/20, with peripheral vision 
spanning up to 270 degrees. Com-
bine those features with its ability 
to turn its neck 360 degrees and a 
better-than-human perception of the 
color spectrum, and you have a for-
midable opponent in the field.  

In many cases, it’s this ability to 
see—not super-high salaries—that 
distinguishes better-situated clients 
from those who struggle to grasp 
the whole picture. Investors with 
vision like turkeys look far into 
their own ideal futures. They under-
stand it’s vital to start saving as 
soon as possible, that there’s no 
substitution for time in the market. 
Regardless of what they earn, in-
vestors with this keen sense of vi-
sion live below their means, often 
sacrificing today’s wants for greater 
security tomorrow. 

Investors with a turkey’s tele-
scopic eyesight usually have a tar-
get retirement date in mind and ask 
us to confirm their own calculations 

about how much they will need 
each month or each year to live. 

 

The ostrich 
This hyper-vigilant approach 

can be contrasted with the classic 
image of the ostrich with its head in 
the sand. In reality, ostriches do not 
put their heads in the sand when 
they are frightened and can’t run. 
They flop down and remain still, 
their heads and necks blending in 
with the landscape. This static ap-
proach is not one I recommend. 

The retirement planning ostrich 
does not take action, perhaps hold-
ing unrealistic notions of working 
forever, relying on Social Security, 
or receiving an inheritance. Os-
triches may know that they need to 
sign up for their employer retire-
ment plan or open an individual 
retirement account, but haven’t got-
ten around to the paperwork.  

Most people approach retire-

ment planning like neither a turkey 
nor an ostrich, but from some place 
in between these extremes. So what 
successful retirement investing 
looks like varies widely. It could be 
an hourly employee bringing an 
IRA deposit by my office each pay-
day. It might be a business owner 
making plans to sell her life’s work 
and funding a big chunk of retire-
ment with the proceeds.  

I hope by now that you have 
noticed that no numbers were 
crunched in this article about retire-
ment planning. Often you see rules 
of thumb like “10 times your final 
salary” or “plan to spend 85 percent 
of your pre-retirement income.” 
Those are helpful starting points, 
but generalities don’t speak to your 
situation.  

Where I like to start the 
“retirement number” conversation 
is with your lifestyle, your spending 
habits, your monthly budget. Our 
firm is blessed with great clients, 
many of whom we’ve helped with a 
retirement plan. No two are alike. 
With each plan comes a fresh mix 
of resources, goals, and challenges.  

That’s why, while I warn you 
against being a retirement planning 
ostrich, I insist you take rules of 
thumb as mere suggestions that you 
get busy charting your retirement 
journey.  

Retirement planning: It’s good to be a turkey 



H 
ow will you pay for 
long-term care? At 
the moment, you may 
not be able to answer 

that question—but long-term care 
insurance can provide an answer 
for you. 

Why are baby boomers opting 
to make long-term care coverage 
an important part of their retire-
ment strategies? The reasons to 
get an LTC policy at or after age 
50 are very compelling.  

Your premium payments buy 

you access to a large pool of 
money which can be used to pay 
for long-term care costs. By pay-
ing for LTC out of that pool of 
money, you can help to preserve 
your retirement savings and in-
come.  

The cost of assisted living or 
nursing home care alone could 
motivate you to pay for an LTC 
policy. Genworth Financial con-
ducts a respected annual Cost of 
Care Survey to gauge the price of 
long-term care in the U.S. Here is 

some data from the latest edition: 
*In 2016, the median monthly 

cost of a private room in a nurs-
ing home is $7,698. The median 
monthly cost of a semi-private 
room is $6,844, 2.27% greater 
than Genworth’s 2015 estimate. 

*How about the median 
monthly cost of an assisted living 
facility? That currently comes to 
$3,628. Thankfully, that has in-
creased only 0.8% from last year. 

*The median monthly cost of 
(Continued on page 3) 

Plan to create a pool of  healthcare dollars that you can use when the time comes 

How can long-term care insurance  
help you protect your assets? 



an in-home health aide (44 hours 
per week) is $3,861. Across the 
past five years, that median cost 
has risen 6.6%.1 

When you multiply these 
monthly cost estimates, the math 
gets downright scary. Can you 
imagine taking $45-90K out of 
your retirement savings to pay for 
a year of these expenses? What if 
you have to do it for more than 
one year?  

 

The odds 
The Department of Health & 

Human Services estimates that if 
you are 65 today, you have about 
a 70% chance of needing some 
form of LTC during the balance 
of your life. About 20% of those 
who will require it will need LTC 
for at least five years. Today, the 
average woman in need of LTC 
needs it for 3.7 years, while the 
average man needs it for 2.2 
years.2 

Why procrastinate? The ear-
lier you opt for LTC coverage, 
the cheaper the premiums. This is 
why many people purchase it be-
fore they retire. 

What it pays for. Some peo-
ple think LTC coverage only pays 
for nursing home care. It can ac-
tually pay for a variety of nursing, 
social, and rehabilitative services 
at home and away from home, for 
people with a chronic illness or 
disability. For example, it can 
fund home health care, care in a 
group living facility, and adult 
daycare.3  

Choosing a DBA. That stands 
for Daily Benefit Amount—the 
maximum amount that your LTC 

plan will pay per day for care in a 
nursing home facility. You can 
choose a Daily Benefit Amount 
when you pay for your LTC cov-
erage, and you can also choose 
the length of time that you may 
receive the full DBA on a daily 
basis. The DBA typically ranges 
from a few dozen dollars to hun-
dreds of dollars. Some LTC plans 
offer you “inflation protection” at 
enrollment. That means that every 
few years, you will have the 
chance to buy additional coverage 
and get compounding—so your 
pool of money can grow.  

 

Medicare misconception  
Medicare is not long-term 

care insurance. At most, it will 
pay for 100 days of nursing home 
care, and only if 1) you are get-
ting skilled care, and 2) you go 
into the nursing home right after a 
hospital stay of at least 3 days. 
Medicare also covers limited 
home visits for skilled care, and 
some hospice services for the ter-
minally ill. That’s all.4 

In some cases, Medicaid 
might help you pay for nursing 
home and assisted living care, but 
it is basically aid for those in dire 
financial need. Some nursing 
homes and assisted living facili-
ties don’t accept it, and, for Medi-
caid to pay for LTC in the first 
place, the care has to be proven to 
be “medically necessary” for the 
patient.  Do you really want to 
wait until you are nearly broke to 
try and find a way to fund long-
term care? Of course not. LTC 
insurance provides a way to do 
it.5 

Why not look into this? You 
may have heard that yearly pre-
miums on LTC policies have in-
creased recently. They have—as 
MarketWatch recently noted, an-
nual premiums for a typical pol-
icy covering a 55-year-old couple 
can exceed $5,000. Those premi-
ums are cheap, however, relative 
to the financial burden those 
without LTC policies may face in 
the future.6  

Ask your insurance advisor or 
financial representative about 
some of the LTC choices you can 
explore – while many Americans 
have life, health, and disability 
insurance, that is not the same 
thing as long-term care coverage.     

 

This material was prepared by Marketing-

Pro, Inc., and does not necessarily represent the 
views of the presenting party, nor their affiliates. 

This information has been derived from sources 

believed to be accurate. Please note - investing 
involves risk, and past performance is no guaran-

tee of future results. The publisher is not engaged 

in rendering legal, accounting or other profes-
sional services. If assistance is needed, the reader 

is advised to engage the services of a competent 

professional. This information should not be con-
strued as investment, tax or legal advice and may 

not be relied on for the purpose of avoiding any 

Federal tax penalty. This is neither a solicitation 
nor recommendation to purchase or sell any in-

vestment or insurance product or service, and 

should not be relied upon as such. All indices are 
unmanaged and are not illustrative of any particu-

lar investment. 
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♦ Thank you to Leadership Mineral Wells 

for inviting John Berry to give a program on 
Financial Quality of Life.  
 
♦Congratulation to Dheryl and Helen 
Sherrill, who celebrated 40 years of mar-
riage this spring.  
 
♦Congratulations to Mineral Wells High 
School graduate Kenzi Huseman, daughter 
of Troy and Kelli Huseman. Kenzi, the 
2016 salutatorian, was chosen for the Elite 
Ram Society and will attend Angelo State 
University on scholarship. 
 
♦Tonya King recently earned a master’s 
degree in education/counseling psychology 
from Tarleton State University and is now 
employed by Mineral Wells ISD. Congratu-
lations to Tonya as well as her parents,  
Kenneth and Bonnie King.   

Snapshot: 10 years in business! 

John Berry hosted a BBQ lunch this summer to thank clients like Claude 
Hinman, at right, for their trust as he marked 10 years in business in the 
Mineral Wells area. 


