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Committed to Long Term Care

• Based on multi-factor product assessment, LTC attractive for allocation of additional capital 
• Addresses customer needs while satisfying shareholder return and risk hurdles
• Maintain disciplined sales appetite and total size compared to total mix of business
• Long and deep familiarity with the market, with discipline to step out then back in

Strong 
strategic fit

• Carriers continue to exit individual market despite pricing commensurate with coverage risk
• Active in individual sales, multi-life through the worksite, and life insurance riders
• Top ranked in sales of LTC acceleration riders for individual life policies
• Substantially higher proportion of sales in multi-life than industry average – fits worksite strategy

Attractive new 
sales market

• Legacy block managed to reduce impact of change in experience from initial assumptions
• Improving environment for rate increase requests in most states
• Balance of life riders, multi-life and individual coverages diversifies risk

Disciplined in-
force management

Today’s storyline
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Both standalone coverage and riders screen as attractive
Portfolio lens outcome: Grow LTC

Grow
Actively invest in growth via digital 

integration and distribution capability

• Defined Contribution
• Employee Benefits
• Indexed Universal Life
• Individual Retirement Account
• Long Term Care / Riders
• Mutual Funds

Note: Size of bubble represents RBC capital excluding unallocated surplus

Portfolio lens
• A multi-factor approach to assess products which recognizes the wide 

range of stakeholder concerns that Transamerica must satisfy today
- Financial Factors - Competitive Market Factors
- Regulatory Factors - Customer Viewpoint

LTC screens favorably
• LTC products address customer needs while simultaneously satisfying 

risk hurdles and shareholder returns
• Carrier exits from standalone coverage allow Transamerica to maintain 

pricing discipline and grow share
• Balancing life riders and standalone coverage allows for several 

approaches to market and risk profiles
• Improving regulatory environment for new business with recognition of 

need for coverage as population ages
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Revenue Generating Investments
(USD 465 billion)

• Maintaining disciplined sales appetite and aggregate size compared to total mix of business
• Transamerica’s LTC reserves amounted to USD 5.5 billion as of the end of 2016, representing only about 

1% of Transamerica’s USD 465 billion of revenue generating investments
• LTC sales represented only about 1% of Transamerica’s combined life and accident & health sales in 2016 

Long Term Care

Source: Internal data

Low aggregate exposure allows room for growth
Disciplined appetite

38%

61%

1%

Life A&H LTC

All other 
Transamerica 

businesses 99%

Investments 
backing

LTC reserves
1%

2016 Life and Accident & Health sales
(USD 1.4 billion)
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Source: LIMRA and internal research

Market re-entry as average premium rates improved
Early 2000s withdrew to re-tool products
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• Transamerica effectively pulled out of 
the LTC new sales market in 2005 

• Spent about 5 years re-tooling 
product offerings after withdrawing

• Market share gains coincided with 
continual increases in industry 
average first year premium per policy

• In 2016, Transamerica ranked 6th 
with a 7.4% share of the combined 
individual and multi-life market

Average first year premium per policy and market share
(Average first year premiums per policy in USD)

1
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Source: internal research

Weighted towards worksite-sold multi-life
Attractive business mix 

49%51%

Group
0%

Individual Multi-life Group

74%

11%

15%

Individual Multi-life Group

Transamerica 2015 LTC new annualized premium
(USD 25 million)

Industry 2015 LTC new annualized premium
(Estimated USD 307 million)

• Active in standalone individual, multi-life through the worksite and life insurance riders
• Substantially more sales in multi-life market than industry average – in line with Worksite strategy
• Carrier exits from individual coverage allow Transamerica to grow with margin concessions
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• LTC acceleration products are traditional 
individual life insurance policies with a LTC 
rider attached 

• The rider – typically optional for an additional 
premium – can be utilized to accelerate part 
or all of the death benefit to pay for qualified 
LTC expenses when the insured is unable to 
perform 2 of 6 activities of daily living (ADLs)

• In first half 2016, Transamerica ranked first in 
sales of LTC acceleration products, with a 
market share of just under one third*

Long Term Care

Source: Internal data. * LIMRA; Note: IUL = Indexed Universal Life

Top writer of LTC acceleration policies
Life policy riders diversify risk
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Improving environment
• Rate increases filed or to be filed shortly 

on all blocks where experience justifies 
change

• Working diligently in those states with the 
most exposure, with good results

• Matching premiums to emerging 
experience is a prerequisite for carriers 
long term success in LTC

• States which recognize carrier needs for 
product design flexibility and rate support 
are likely to maintain access to LTC over 
time

Long Term Care

Disciplined, balanced management of LTC in-force block
Improving returns

Heightened awareness
• Penn Treaty guaranty fund assessment 

increases awareness:
• UnitedHealth Group: $375 million
• Aetna: $238 million
• Cigna: $85 million
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Appendix: 
Current Product Offerings

Long Term Care
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Description: Tax-qualified Long-Term Care Comprehensive (Nursing Home
Benefit, Assisted Living Facility, Home Care and Adult Day Care) providing
reimbursement of covered services limited by the Pool of Money.

Benefit amounts and Standard benefits:
Pool of Money: Total dollar amount of coverage purchased.

Maximum Daily Benefit: establishes the maximum amount of
reimbursement you could receive per day ($50 to $400).

Elimination Period (service days): 0, 30, 60, 90, 180.

Standard Benefits
LTC Facility, Bed reservation, Home Care and Adult Day Care, Cash Benefit,
Remain at Home Benefit, Return of Premium to Age 67, Accident Benefit,
Respite Care, Contingent Nonforfeiture, Waiver of Premium, Hospice, 5 year
rate guarantee.

Benefit Increase Options:
Increases your Pool of Money and Maximum Daily Benefit to keep up
with inflation:
- Step-Rated Compound Increases: Increases benefits (less claims paid)
and premium by 3% or 5% annually. Insured has option to temporarily or
permanently stop increases.

- Tailored Benefit Increase: benefit increases dependent on policyholders
attained age

• Under 61 – 5% compound increases

• 61 to 75 – 3% compound increases

• 76 and older – there will be no more benefit increases

- Compound Benefit Increases: 5% or 3% compound benefit increases.

- Deferred Benefit Increase option: Insured default option.

Optional Riders
Shared Cared, Monthly Benefit, Full Restoration of Benefits, Joint Waiver of
Premium, Elimination Period Credit, nonforfeiture, Return of Premium upon
Death.

Premiums:
Vary by issue age, marital status, underwriting classification and benefit
configuration.

Discounts:
Preferred 10%, Marital if spouse doesn’t apply 15%, Marital both spouses
apply 30%, Worksite Group program 5% employee advantage, 10%
employer advantage, 10% executive advantage.

Underwriting:
All MGI and SI policies will be issued Standard (max DBA $200),
Abbreviated applications and fully underwritten polices eligible for all
available risk classes.

Distribution:
Worksite, brokers.

Appendix

Condensed product specifications
TransCare II Worksite
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Description: Tax-qualified Long-Term Care Comprehensive (Nursing Home
Benefit, Assisted Living Facility, Home Care and Adult Day Care) providing
reimbursement of covered services limited by the Pool of Money.

Benefit amounts and Standard benefits:
Pool of Money: Total dollar amount of coverage purchased.

Maximum Daily Benefit: establishes the maximum amount of
reimbursement you could receive per day ($50 to $500).

Elimination Period (service days): 0, 30, 60, 90, 180, 365.

Standard Benefits
LTC Facility, Bed reservation, Home Care and Adult Day Care, Cash Benefit,
Remain at Home Benefit, Return of Premium to Age 67, Accident Benefit,
Respite Care, Contingent Nonforfeiture, Waiver of Premium, Hospice, 3 year
rate guarantee.

Benefit Increase Options:
Increases your Pool of Money and Maximum Daily Benefit to keep up with
inflation:

- Step-Rated Compound Increases: Increases benefits (less claims paid)
and premium by 3% or 5% annually. Insured has option to temporarily or
permanently stop increases.

- Tailored Benefit Increase: benefit increases dependent on policyholders
attained age

• Under 61 – 5% compound increases

• 61 to 75 – 3% compound increases

• 76 and older – there will be no more benefit increases

- Compound Benefit Increases: 5% or 3% compound benefit increases.

- Deferred Benefit Increase option: Insured default option.

Optional Riders
Shared Cared, Monthly Benefit, Full Restoration of Benefits, Joint Waiver of
Premium, Elimination Period Credit, nonforfeiture, Return of Premium upon
Death.

Premiums:
Vary by issue age, gender, marital status, underwriting classification and
benefit configuration.

Discounts:
Preferred 10%, Marital if spouse doesn’t apply 15%, Marital both spouses
apply 30%, Non-professional associations 5%, professional associations
10%.

Underwriting:
Full underwriting, APS, RX, MIB, Cognitive.

Distribution:
Licensed agents.

Appendix

Condensed product specifications
TransCare III Individual
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Description: LTC rider designed to accelerate the death benefit of the base
policy to provide policy owners with certain benefits to offset expenses that
arise in connection with long-term care for the insured.

Issue Ages and Risk Classes:
Preferred 18-75; Non-Tobacco 18-75; Tobacco 18-75

Band 1: $100,000 – $499,999; Band 2: $500,000+

Risk class is determined by Underwriting separately from the base policy.
Not available after issue

Availability Restrictions:
LTC Specified Amount always equals Base Face Amount. Only available to
the Base Insured. If the owner and the insured are different individuals, the
owner is NOT covered under the LTC rider. Not available with any other
riders. Benefits are only payable in US or Canada.

Minimum: $100,000 minimum, except $112,500 in Vermont, and $150,000
in South Dakota. Must be equal to base policy face amount.

Maximum: The maximum LTC rider coverage available to be issued per
insured life cannot exceed $1,000,000. Underwriting will need to bring up all
Transamerica and its affiliates’ coverage in force on the insured to check for
any other prior LTC coverage (excluding stand-alone LTC coverage) on the
insured such that the total LTC coverage issued on that insured does not
exceed $1,000,000.

Current COI: Rider COI rates vary by issue age, gender, smoker/non-
smoker status, LTC underwriting classification, and band. Charge is taken
until the policy anniversary at age 121.

Guaranteed COI: Guaranteed rates are double the current rates.

Conversion: LTC Rider is not convertible.

Beneficiary: Benefits are paid only to the owner.

Appendix

Condensed product specifications
Financial Foundation IUL LTC rider
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Aegonplein 50, 2591 TV the Hague
Telephone: +31 (0)70 344 3210

Postbus 202
2501 CE the Hague
The Netherlands

Thank you!
Aegonplein 50
2591 TV The Hague
The Netherlands

+31 70 344 8305
ir@aegon.com

Thank you!

http://www.facebook.com/aegon
http://www.facebook.com/aegon
mailto:ir@aegon.com
http://www.facebook.com/aegon
http://www.facebook.com/aegon
http://plus.google.com/111224595423283030380
http://plus.google.com/111224595423283030380
http://plus.google.com/111224595423283030380
http://plus.google.com/111224595423283030380
http://www.youtube.com/aegon
http://www.youtube.com/aegon
http://www.youtube.com/aegon
http://www.youtube.com/aegon
http://www.youtube.com/aegon
http://www.youtube.com/aegon
http://www.youtube.com/aegon
http://www.youtube.com/aegon
http://twitter.com/Aegon
http://twitter.com/Aegon
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Disclaimer
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