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Key Implementation Dates and
Program Features
Key Implementation Dates and
Program Features

Eight hours of long term care training is required for any licenEight hours of long term care training is required for any licensed sed 
agent who sells, solicits or negotiates any kind of long term caagent who sells, solicits or negotiates any kind of long term care re 
insurance in Ohio on or after September 1, 2008, not just insurance in Ohio on or after September 1, 2008, not just 
partnership policies. Four hours of refresher training is requirpartnership policies. Four hours of refresher training is required ed 
every biennium after that. Combined topics related to long term every biennium after that. Combined topics related to long term 
care insurance, long term care services, and state long term carcare insurance, long term care services, and state long term care e 
partnership programs are required, as listed in Revised Code partnership programs are required, as listed in Revised Code 
Section 3923.443.Section 3923.443.

Agent TrainingAgent Training

Enhanced inflation protection requirementsEnhanced inflation protection requirements
For ages 60 or younger For ages 60 or younger –– include a compound inflation include a compound inflation 
benefit (3% compound or consumer price index)benefit (3% compound or consumer price index)
For ages 61 For ages 61 –– 75 75 –– include some form of an inflation include some form of an inflation 
benefit (3% simple or consumer price index)benefit (3% simple or consumer price index)
For ages 76 and older For ages 76 and older –– no purchase of an inflation no purchase of an inflation 
benefit is necessarybenefit is necessary

Inflation Inflation 
ProtectionProtection

Policy forms have been certified for 15 companies between 
November 19, 2007 and June 30, 2008.

Policies for SalePolicies for Sale

OhioOhio’’s State Plan amendment was formally submitted to CMS on s State Plan amendment was formally submitted to CMS on 
8/24/07 and approved with an effective date of 9/1/07.  Ohio 8/24/07 and approved with an effective date of 9/1/07.  Ohio 
insurance laws were modified to align with the Deficit Reductioninsurance laws were modified to align with the Deficit Reduction
Act requirements with an effective date of 9/10/07.  OhioAct requirements with an effective date of 9/10/07.  Ohio’’s official s official 
Partnership effective date is 9/10/07 to align with Ohio insuranPartnership effective date is 9/10/07 to align with Ohio insurance ce 
laws.  laws.  

State Plan State Plan 
AmendmentAmendment



Key Challenges and LessonsKey Challenges and Lessons

•• Challenges Challenges 
•• Building a communications toolkit that is user friendly and usefBuilding a communications toolkit that is user friendly and useful ul 

(e.g. development of Frequently Asked Questions for the website (e.g. development of Frequently Asked Questions for the website 
has proven difficult)has proven difficult)

•• Implementation components (e.g. data collection, qualified versuImplementation components (e.g. data collection, qualified versus s 
unqualified, interface with Medicaid eligibility during the unqualified, interface with Medicaid eligibility during the ““workaround workaround 
phasephase””))

•• Overcoming the negative publicity on partnership.Overcoming the negative publicity on partnership.

•• Lessons for Other States Lessons for Other States 
•• A diverse project team leads to a partnership that benefits all.A diverse project team leads to a partnership that benefits all.
•• Outreach is best achieved through Outreach is best achieved through ““naturally occurringnaturally occurring””

opportunities.  It is especially useful to combine the partnershopportunities.  It is especially useful to combine the partnership with ip with 
the overall need to plan as evidenced by Ohiothe overall need to plan as evidenced by Ohio’’s s ““Own Your FutureOwn Your Future””
success.  success.  



Reaching Partnership ConsumersReaching Partnership Consumers

Components of Outreach and Communication:
•• New Web site New Web site –– www.ltc4me.ohio.govwww.ltc4me.ohio.gov
•• Word of Mouth and naturally occurring methods of Word of Mouth and naturally occurring methods of 

information spreadinformation spread

Note:  Ohio would like to build on the Web site and Note:  Ohio would like to build on the Web site and 
naturally occurring methods to increase spread.  naturally occurring methods to increase spread.  
Project team members have proposed additional ideas Project team members have proposed additional ideas 
to further enhance the new website on partnership.to further enhance the new website on partnership.



Web site



Partnership Flyer

Also on the Web:

*Brochure

*Fact Sheet

*Frequently Asked 
Questions



Ohio Direct to Consumer Letter


