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National Survey of Family Members of
Residents Living in CCRCs:
Comments from Industry Leaders

Larry Minnix, President and CEO, LeadingAge
“This kind of research—and the questions you asked are right in line with what we believe will
be a major leadership imperative that we face: engage consumers so we know them very well!
What do they need? What do they want? What do they expect in terms of quality? What can
and will they pay for? And how do we know we have done a good job for them? ... And you have
asked the questions very simply.”
Robert Kramer, Founder and President, National Investment Center
“This forward-looking research provides CCRC operators and investors alike with key insights into
the critical factors for increasing market penetration rates and driving the absorption of units
among seniors housing’s future prospective resident population—the adult children of today’s
residents.”
David Schless, President, American Seniors Housing Association
“Those interested in the future of Continuing Care Retirement Communities will want to carefully
explore the findings from this major new study of family members of CCRC residents. This report
provides a wealth of valuable information and insight for those who wish to contemplate the
future of continuing care retirement communities from the perspective of the family members of
CCRC residents. Mather LifeWays, Ziegler, and Brecht Associates have teamed-up to produce a
top-notch report for continuing care professionals and those interested in serving our next
generation consumer.”
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Introduction and Background

It is estimated that there are nearly 41 million individuals ages 65 years or older currently living in the United
States (U.S. Census Bureau, 2010). Over the next twenty years, this age cohort is expected to grow by more
than 75 percent (U.S. Administration on Aging, 2010). Both senior housing providers and industry
professionals alike recognize the need to understand the preferences of this age group and others that may
consider moving to a retirement community—specifically continuing care retirement communities (CCRCs)—
as a future lifestyle choice.
The oldest cohort of the Boomer generation has begun to
turn 65 years of age, signaling the threshold of a dramatic
shift in demographic characteristics of the U.S. population.
Over the next 18 years, three to four million Boomers will
turn 65 years old each year.
With medical and health advancements increasing life
expectancies and the emphasis on health and wellness
promoting active lifestyles, it is projected that 20 to 25% of
one’s life will be in active retirement years. The future
older adult population will be better educated, healthier,
and more discerning consumers.
In Fall 2010, Mather LifeWays approached Ziegler and Brecht Associates, Inc. with the idea to collaborate on a
first-of-its-kind national survey of the family members of those who live in CCRCs. Since this group has firsthand knowledge of or familiarity with CCRCs, family members could provide informed feedback regarding the
concept. A key question was to determine if this group would be more or less
likely to consider a CCRC in the future based on their experiences.
Understanding their knowledge of and perceptions about CCRCs could then be
utilized to shape future CCRC offerings that would be appealing to this group
and hopefully, a wider audience. A follow up study will be implemented to learn
more about the interests and preferences of those who do not have direct
knowledge and experiences with CCRCs.
Results of The National Survey of Family Members of Residents Living in CCRCs
were discussed and analyzed amongst the survey team, as well as industry
professionals and seniors housing providers. This report is intended to offer
senior living providers, lenders, and other industry professionals insight into the
mindsets of prospective residents to assist in planning the housing, service,
amenity and program offerings that will define the future of CCRCs.
Throughout this report, key findings are in bold to highlight important results with implications for senior
living providers.
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Executive Summary

In 2011, Mather LifeWays Institute on Aging, Ziegler, and Brecht Associates, Inc. partnered to conduct the first
national survey of family members of residents living in Continuing Care Retirement Communities (CCRCs).
The purpose of this research is to assist senior living providers in the planning of their futures, as many are
wondering what the next generation of older adults will desire relative to their housing and lifestyle needs.
This survey focuses on people who are knowledgeable about the CCRC concept, and can provide helpful
feedback regarding what they would like to see in a future community. The information collected will help
CCRCs understand what should be planned relative to future services, programs, amenities, housing, and
lifestyle options. To that end, a key purpose of this study is to build a profile of the next generation of older
adults most likely to select a future CCRC lifestyle.
Two hundred twenty-one CCRCs (primarily not-for-profit) participated in the study. Nearly 3,700 family
members from 49 states and the District of Columbia responded to the web survey. Eight in ten respondents
are members of the boomer generation (born 1946-1964); married; parents of one or more children; living in
a single family home; college graduates; and, in “very good/excellent” health.
Respondents’ Satisfaction with Services and Care CCRCs Provide
Overall, respondents are very pleased with services and care CCRCs provide to their family members:
 93% agree that CCRCs are providing good services to residents;
 93% would recommend this community to others as a good place to live;
 88% feel this community has a high quality reputation compared to others; and,
 76% feel that services provided reflect good value for fees paid.
Respondents who strongly agree that CCRCs provide good services to their family members are more likely to
strongly recommend these communities to others.
Next Generation’s Interest in a CCRC Lifestyle







Seventy-seven percent of respondents would be likely or
very likely to consider a CCRC lifestyle.
Respondents’ interest in a future CCRC lifestyle for
themselves is strongly influenced by their family members’
experiences living in CCRCs such that 74% of those very likely
to select this lifestyle report their family members’ CCRC
experiences influence their interest to a great extent.
Access to assisted living and long-term care, if needed, are
two of the most important reasons respondents would
select a CCRC for themselves in the future.
Most important to respondents in their decision making about moving to a CCRC in the future are: cost
and value of the community (99%); reputation of the owner (98%); availability of onsite health care if
needed (97%); community location (96%); and, services and amenities (96%) offered.
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Executive Summary

Respondents’ Views About Their Own Future Retirement Choices




One third of respondents want to fully retire before age 65 and believe they will be able to fully retire by
this age. Similarly, one third of respondents want to work past age 65 years.
Nearly half of all respondents’ greatest concerns regarding retirement related to staying productive and
useful (24%) or outliving their savings (24%).
Although 84% of respondents identify increasing health care needs as a key factor prompting a future
move, 52% have a plan in place for meeting their future health care needs.

Interests and Preferences for CCRC Lifestyles







Sixty-three percent of respondents are more likely to choose a CCRC owned by a not-for-profit
organization compared to 10% who are more likely to choose one owned by a for-profit organization.
Thirty-seven percent of respondents are more likely to choose a CCRC that is faith-based compared to
30% who are more likely to choose one that is nondenominational.
Respondents who currently live in single-family homes are more likely to select two-bedroom or twobedroom plus den/office homes compared to residents currently living in apartments or condominiums/
townhomes who tend to select one-bedroom or one-bedroom plus den/office homes (61% versus 38%).
Nearly 60% of respondents prefer a CCRC residence in a suburban location.
Comparing where respondents currently reside to their preferences for a future CCRC residence for
themselves, the majority of respondents are more likely to want to stay in their current regions.

CCRC Programs, Services, and Amenities Important to Respondents












The availability of assisted living in the community is the most important on-site health service (77%
selected as important), followed by health clinic services (66%), skilled nursing care (62%), and physician/
professional services (61%).
In terms of convenience services, grounds and building
maintenance (76%), transportation services (72%), and
housekeeping services (70%) are most important.
For on-site wellness programs, entertainment programs
(63%), wellness programs and services (62%), and fitness
programs with personal trainers (57%) are most important.
The most important wellness-related amenities for
respondents are the availability of fitness centers (73%) and
walking or bicycle paths (73%).
In terms of convenience amenities, respondents are
wanting choices in dining venues (69%), a library (62%), a
bank (60%), and a convenience store (56%).
The most important in-home feature for respondents is an emergency call system (97%) followed by WiFi
connectivity in their homes (90%), patios/balconies (90%), and garages or covered parking (85%).
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Executive Summary

Contractual Agreement and Long-Term Care Options




Of those respondents likely to consider a CCRC lifestyle in the
future, 52% would select a contractual agreement with an
upfront refundable entrance fee with lower monthly fees,
versus 8% who would choose an annual lease with higher
monthly fees.
Of those who would select a contractual agreement with an
upfront refundable entrance fee, 60% of respondents would
choose Type A which provides the greatest LTC benefit by
typically building the LTC premium into the monthly fee.

Opportunities to Age Well






Comparing a CCRC and a single-family home, the majority of respondents indicate that a CCRC lifestyle
affords the greatest opportunities for: personal safety and security (88%); social activities (84%); aging in
place (79%); and convenience (78%).
Respondents also indicate that the CCRC lifestyle affords greater opportunities (versus living in a singlefamily home) for: staying fit (73%); lifelong learning (73%); choices and options in life (69%); and, eating
well (67%).
Independence was the only attribute that respondents rated as being better able to be met in a singlefamily home versus a CCRC lifestyle (59% versus 41%).

Respondents’ Overall Feelings About CCRCs


The majority of respondents agree that CCRCs offer: continuity of care if and when health needs change
(91%); maintenance-free lifestyles (90%); opportunities to engage socially with new people (87%); and,
opportunities to seek new interest and passions in life (77%).

A Profile of Family Members Very Likely to Consider a CCRC for Themselves
Recommendation of the current residents’ CCRC to others as a good place to live is the strongest predictor of a
high likelihood that respondents would consider a CCRC lifestyle. The top five factors associated with a high
likelihood that respondents would consider a CCRC lifestyle for themselves are:
 Strong recommendation of residents’ CCRCs to others;
 Reputation of the CCRC owner/sponsor;
 Availability of health care onsite if needed;
 Availability of an emergency call system in the residence; and,
 Availability of services and amenities onsite.
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Part 1

Overview of the Study
and Methodology

Highlights of Part 1
 The National Survey of Family Members of Residents Living in
Continuing Care Retirement Communities (CCRCs) was conducted
from March-June, 2011 with 3,647 family members participating.
 The purpose of the survey was to understand future housing and
lifestyle preferences of a group that is knowledgeable regarding
CCRCs.
 A profile of the next generations of older adults very likely to select a
future CCRC lifestyle for themselves was developed from the survey
findings.

This report is based on a national sample of 3,647 family members of residents living in continuing care
retirement communities (CCRCs). CCRCs are defined as lifestyle communities providing a continuum of
living options ranging from independent living to assisted living to long-term care.
The National Survey of Family Members of Residents Living in CCRCs (the survey) was a web survey
conducted between March and June, 2011, to understand what adult relatives of current residents of CCRCs
think of the communities where their family member is living and what the next generations of older adults
will desire relative to their housing and lifestyle needs.
Assuming that family members of CCRC residents are more knowledgeable about the CCRC concept
compared to the general adult population, results of the survey should provide informed feedback to help
shape future housing, services, amenities, programs, and lifestyle options. From these findings, a profile of
the next generations of older adults very likely to select a future CCRC lifestyle was developed.

How Was the Survey Developed?
The survey consisted of 49 questions
focusing on the following key areas:







Opinions about the community in
which the resident lives;
Plans about one’s own retirement
and future housing plans;
Interests and preferences for a CCRC
lifestyle;
Programs, services, amenities, and
long-term care contract preferences;
and,
Choices regarding housing options to
meet future needs.

Survey categories and questions were derived from a
comprehensive literature review of a number of published
studies (National Association of Home Builders and MetLife
Mature Market Institute, 2011; Metlife Mature Market
Institute, 2010) and previous senior living studies conducted by
Mather LifeWays Institute on Aging (2010).
The survey was reviewed by senior living providers and
association leaders with the final survey incorporating their
recommendations.
The survey was then pilot tested with a group of family
members of residents living in CCRCs to determine clarity of
survey items, length of time to complete, and ease of
completing.
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“I am hoping CCRCs will offer more
choices with the Boomers in mind –
maybe more geared to a healthier
lifestyle.”
Survey Respondent

How Were Family Members of CCRC Residents Reached?
Reaching family members of residents was a multistep process. A primary concern was to protect the
confidentiality of both residents and their family
members. It was determined that the most
effective means of providing anonymity while
enhancing participation was to have CCRCs provide
individualized invitations to their residents’ family
members. To that end, CCRCs agreeing to
participate were sent template invitation letters
that they individualized and sent to both residents
and family members.
Residents were informed about the survey and
encouraged to elicit their family members’
participation. As a “thank you” for participation,
family members were able to download a copy of
LeadingAge’s resource paper, “Today’s Continuing
Care Retirement Community” upon completion of
the web survey. Family members could also submit
their email addresses to receive a complimentary
copy of the survey report.

(described in Part 2, Demographics of Respondents).
Distribution of respondents by region of current
residence did not represent the regional distribution
of the U.S. population, so survey data were
weighted. Weighting involves applying a multiplier
to the survey data so that the percentages better
represent the U.S. population by region.
Percentages of subgroups were compared using the
Chi-square test to determine statistical significance
of differences among subgroups. For statistically
significant differences, the significance level, or pvalue, is indicated in parentheses (e.g., p=0.01). The
p-value is a measure of the strength of results from a
statistical test. Generally, a lower p-value represents
stronger evidence of a statistically significant
difference. For example, a p-value of 0.01 indicates a
1 in 100 chance that significant differences are due
to chance alone, while a p-value of 0.001 indicates a
1 in 1,000 chance. In this study, the majority of
significant findings report a p-value of p=0.001 which
represents very significant results.

Study Methodology
Percentages of respondents are rounded to the
The margin of error for study results involving all
nearest whole number, and thus total percentages
respondents is plus or minus 3% at the 95%
may not always add up to 100%.
confidence level. In other words, 95 times out of
100, a difference of greater than 3% would not have
Throughout this report, Subgroup Trends are highlighted
occurred by chance.
For analyses involving subgroups of respondents,
the margin of error is plus or minus 5% at the 95%
confidence interval. Distribution of respondents by
age group was comparable to the U.S. population
10
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Part 2

Distribution of
Participating CCRCs and
Respondents

Highlights of Part 2
 Two thirds of respondents live in the same state as their relatives living in CCRCs.
 The vast majority of respondents are: members of the Boomer generation; married; parents of at least one child; college graduates; living in a single-family home; and in very good/excellent health.
 Fifty percent of respondents estimate their net worth (excluding
home value) at $600,000 or more.
 Seventy-seven percent of respondents indicate they are likely to
consider a CCRC lifestyle for themselves and their spouses/partners
in the future.

Having established a common methodology
for defining CCRCs, in 2009 Ziegler compiled
the first comprehensive CCRC database, the
Ziegler National CCRC Listing and Profile,
consisting of more than 1,800 CCRCs. Using
the Ziegler CCRC database, 1,501 communities
with current contact information were invited
to participate in the survey.
Two hundred and twenty-one CCRCs
participated representing more than 65,000
residents in 49 states and District of
Columbia. The geographic distribution of
participating CCRCs is representative of the
current Ziegler database of 1,501 CCRCs
contacted (Figure 1). Of the 3,647 family
member respondents, 95% currently have a
relative living in a CCRC, and 5% had a relative
who lived in a CCRC in the past. As there
were few statistically significant differences
between respondent groups (current or past
experience with a family member living in a
CCRC), survey results are presented based on
the aggregate sample.

Figure 1. Comparison of Ziegler CCRC Database and
Participating CCRCs by Region
Ziegler CCRC Database
34%

32%

31%

29%

Participating CCRCs

25%
21%
13% 12%
2% 3%

South

Midwest

East

Pacific

Mountain

Figure 2. Comparison of Survey Respondents' and
Residents' Regions of Current Residency
Survey Respondents

29%

32%
26%
22%

Residents

35%

26%
15%

12%
3% 2%

South

Midwest

East

Pacific

Mountain

Distribution of respondents by region of their current residence was anticipated to be somewhat different
than the distribution of participating CCRCs given that some family members may not reside in the same
state or region as their loved ones (Figure 2). Two-thirds of respondents live in the same state as their
relatives living in CCRCs (68%). Although not statistically significant, somewhat greater percentages of
family member respondents live in the South, Pacific, and Mountain regions compared to greater
percentages of CCRC residents living in the Midwest and East regions. Respondents living in the same state
as their relatives report significantly greater familiarity with CCRCs compared to those residing in different
states (54% versus 45% very familiar with CCRCs, p=0.001).
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Demographics of Respondents
Ninety-one percent of respondents are adult children or spouses of adult children of CCRC residents.
Other relatives of CCRC residents include: nieces or nephews (4%); siblings (3%); grandchildren (2%); and
cousins (<1%). Respondents represent 49 states and the District of Columbia. Respondents are:







Members of the Boomer generation, aged 47 to 65 years (80%);
Married (82%);
Parents of at least one child (78%);
College graduates (82%);
Living in a single-family home (85%); and,
In “very good” or “excellent” health (81%).

For married respondents, 82% report they are in “very good” or “excellent” health, and 72% report their
spouses are in “very good” or “excellent” health. Seventy-seven percent of single respondents and 67% of
widowed respondents report being in “very good” or “excellent” health.
In comparison, current federal data from the National Center for Health Statistics reported 55% of adults
aged 47 to 65 years report their health status as “very good/excellent” (Centers for Disease Control and
Prevention, 2006-2008 data). The well-documented relationship between health status and economic
indicators explains these contrasting findings to a great extent, as respondents in the current study
reported greater annual income and net worth compared to federal data.
Distribution of respondents by age group
is comparable to the U.S. population
(Figure 3). Not surprisingly, the
percentage of the U.S. population aged
37 to 51 years is greater than cohorts in
the study population as parents of these
respondents are younger and may be
continuing to live in their own homes.
Because the Silent Generation spans two
decades (1925-1945) and the vast
majority of older members of this cohort
(aged 76-85 years) no longer have
parents living, this study included those
members aged 66 to 75 years.

Figure 3. Comparison of Survey Respondents to
U.S. Population
Survey Respondents

U.S. Population

35%
32%

15% 14%

29%

31%

13%

16%
10%
4%

Silent
Generation aged 66-75

Leading Edge Middle Boomers Trailing Edge
Boomers - aged 53-59
Boomers aged 60-65
aged 47-52

Generation Xers
- aged 37-46

“This study provides the most valid insight of the Baby Boomer generation
because of their knowledge and understanding of lifecare communities and
services that can act as a foundation for future planning of the lifecare industry.”
Peter Dys, President
Shell Point, Ft. Myers, Florida
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What Do Respondents Report About Their Annual Income?
Of family members providing financial
information (80%), 67% report an annual
average income of $75,000 or more, and
46% report an annual average income of
$100,000 or more.

Figure 4. Annual Household Income by Age Group of
Respondents
Less than $50,000

58%

In comparison, according to the U.S.
Census (2010), less than 20% of U.S.
households of adults aged 37 to 75 years
have an annual average income of
$100,000 or more. Respondents’ annual
household income significantly
decreases with increasing age (Figure 4).

66%

24%

19%

18%

15%

Silent
Generation aged 66-75

$50,000 to $74,999

$75,000 or more

73%

73%

17%

17%

10%

10%

Leading Edge Middle Boomers Trailing Edge
Boomers - aged 53-59
Boomers aged 60-65
aged 47-52

70%

15%

15%
Generation Xers
- aged 37-46

Respondents aged 66 years or older earn the lowest annual income, as a number of them are retired or
partially retired (p=0.001). In comparison, 72% of respondents aged 59 years or younger report annual
earnings of $75,000 or more.
Forty-three percent of respondents aged 59 years or younger report annual earnings of $100,000 or more
compared to 32% of older respondents.
What are Respondents’ Estimates Regarding Their Home Values?
Eighty percent of respondents estimate
their current home value at up to
$600,000. The average home value of
respondents is approximately $400,000.
In comparison, the average U.S. home
sale price as of June, 2011 was $269,000
(U.S. Census Bureau, Median and
Average Sales Prices of Homes Sold in the
United States, 2011).

Figure 5. Estimated Home Values by Age Group of
Respondents
Less than $200,000
$400,000 to $799,000
7%
28%

44%

21%

$200,000 to $399,000
$800,000 or more

13%

11%

10%

5%

28%

23%

29%

29%

39%

40%

45%

41%

19%

21%

22%

25%

Trailing Edge
Boomers aged 47-52

Generation Xers
- aged 37-46

Comparing estimated home values by
Silent
Leading Edge Middle Boomers
age group, a greater percentage of
Generation Boomers - aged 53-59
aged 66-75
aged 60-65
respondents aged 53 to 65 years report
home values of $400,000 or more
compared to other respondents (40% versus 34%, p=0.001) (Figure 5).

Estimated home values also differ by region (see Appendix A for a list of states by region). Respondents
living in the Mountain and Pacific regions report significantly greater home values compared to
respondents in other regions (58% versus 33% estimate home values of $400,000 or more, p=0.001).

13

National Survey of Family Members of Residents Living in CCRCs - 2011

What Do Respondents Report Regarding Their Net Worth?
In terms of net worth (excluding home
value), 33% of respondents estimate
their net worth at $600,000 or more,
and nearly 20% estimate their net
worth at $1 million or more. In
comparison, the most recent Federal
Reserve Board’s Survey of Consumer
Finances (2007) reported the mean net
worth of U.S. families to be in excess of
$566,000.

Figure 6. Estimated Net Worth by Age Group of
Respondents
Less than $200,000
$400,000 to $799,000

44%

43%

36%

$200,000 to $399,000
$800,000 or more
24%

22%
24%

26%
27%

28%

16%

12%

13%

14%

22%
17%

17%

14%

21%

50%
30%

Comparing estimated net worth by age
Silent
Leading Edge Middle Boomers Trailing Edge Generation Xers
group, estimated net worth
Generation Boomers - aged 53-59
Boomers - aged 37-46
significantly increases with increased
aged 66-75
aged 60-65
aged 47-52
age (Figure 6) (p=0.001). Of those
aged 60 years or older, 43% of respondents estimate their net worth at $800,000 or more. In comparison,
50% of respondents aged 46 years or younger estimate their net worth at less than $200,000. Similar to
home values, estimated net worth also differs by region. Respondents living in the Mountain and Pacific
regions estimate a significantly greater net worth compared to other regions (44% versus 37% estimate
net worth at $800,000 or more, p=0.001).
What are Characteristics of Family Member Respondents?
The Characteristics of Family Member Respondents (Table 1) describes demographics for all respondents
and compares characteristics by the degree of likelihood respondents would consider CCRC lifestyles for
themselves and their spouses in the future. The first column shows the distribution of all respondents
according to each characteristic. The next three columns indicate the degree of likelihood (very likely,
somewhat likely, or unlikely) in which respondents of each subgroup would consider a CCRC for
themselves in the future. Statistically significant differences among subgroups of respondents as to the
degree they would be more likely to consider a CCRC for themselves are indicated by an asterisk (*). For
example, respondents with no children are more likely to consider a CCRC than those with children. In
addition, respondents who are in excellent health are more likely to consider a CCRC than those who are
less healthy.
Overall, 77% of respondents indicate they are likely to consider a CCRC lifestyle for themselves.
Comparing subgroups, those very likely to consider a CCRC lifestyle for themselves in the future are:
 Younger respondents;
 Widowed or single;
 Childless;
 Owners of a condominium, co-op, or townhome;
 Making an average annual income of $75,000 or more;
 Reporting an estimated home value of $800,000 or more;
 Reporting a net worth of $800,000 or more; and,
 In excellent health along with their spouse.
14
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What are Characteristics of Family Member Respondents?
Respondents unlikely to consider a CCRC lifestyle for themselves in the future tend to:
 Be older respondents (66 years of age or older);
 Be divorced;
 Have five or more children;
 Have less education (some college or less);
 Live in a rental apartment;
 Make an average income less than $50,000;
 Report a home value of less than $200,000;
 Report a net worth of less than $200,000; and,
 Be in fair or poor health.

Table 1. Characteristics of Family Member Respondents
Total
Respondents
(n=3,647)
Overall Percent Likelihood to Consider a CCRC

Likelihood to Consider a CCRC for Themselves
Very Likely
(n=1,169)

Somewhat
Likely (n=1,370)

Unlikely
(n=771)

36%

41%

23%

Age of Respondents
66-75 years (Later Silent Generation)

17%

32%

38%

30%†

60-65 years (Leading Edge Boomers)

31%

33%

40%

27%

53-59 years (Middle Boomers)

34%

37%

42%

21%

47-52 years (Trailing Edge Boomers)

13%

34%

47%*

19%

37-46 years (Generation Xers)

4%

47%*

36%

17%

East

31%

37%

42%*

21%

South

29%

37%

38%

25%

Midwest

22%

34%

45%*

21%

Mountain

3%

35%

39%

26%

Pacific

15%

36%

40%

24%

Married

81%

36%

42%

22%

Single

8%

44%*

36%

20%

Widowed

3%

47%*

37%

16%

Divorced

7%

36%

40%

24%†

None

22%

41%*

39%

20%

1-2

54%

35%

42%

23%

3-4

21%

34%

42%

24%

5 or more

3%

39%

32%

29%†

Region of Family Members’ Residence

Marital Status

Number of Children

*Statistically significant differences comparing those very or somewhat likely to those unlikely to consider a CCRC for themselves (p=0.001)

†Statistically significant differences comparing those unlikely to those very or somewhat likely to consider a CCRC for themselves (p=0.001)
Note: Percentages may not always total 100% due to rounding.
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Table 1. Characteristics of Family Member Respondents
Total
Respondents
(n=3,647)
Overall Percent Likelihood to Consider a CCRC

Likelihood to Consider a CCRC for Themselves
Very Likely
(n=1,169)

Somewhat
Likely (n=1,370)

Unlikely
(n=771)

36%

41%

23%

Highest Level of Education Completed
High school graduate

5%

28%

50%

22%

Some college/technical school

14%

33%

38%

29%†

College graduate

34%

36%

43%*

21%

Post-graduate/professional degree

47%

38%

41%*

21%

Single family home

85%

36%

42%*

22%

Condominium, co-op, or townhouse

10%

42%*

33%

25%

Rental apartment

3%

33%

35%

32%†

Less than $50,000

11%

34%

40%

26%†

$50,000 to $74,999

15%

35%

43%

22%

$75,000 or more

54%

41%*

39%

20%

No response

20%

30%

44%

26%

Less than $200,000

18%

33%

42%

25%†

$200,000 to $399,000

35%

38%

42%

20%

$400,000 to $799,999

24%

39%

40%

21%

$800,000 or more

8%

40%*

37%

23%

No response (n=337)

15%

29%

43%

28%

Less than $200,000

14%

32%

43%

25%†

$200,000 to $399,000

12%

35%

42%

23%

$400,000 to $799,999

18%

42%

39%

19%

$800,000 or more

25%

43%*

38%

19%

No response (n=337)

31%

30%

44%

26%

Excellent

38%

40%*

38%

22%

Very good

43%

35%

43%

22%

Good

17%

33%

43%

24%

Fair/Poor

2%

34%

36%

30%†

Excellent

32%

39%*

38%

23%

Very good

40%

34%

44%

22%

Good

21%

35%

42%

23%

Fair/Poor

7%

36%

41%

23%

Current Residence

Annual Average Income

Estimated Home Value

Estimated Net Worth (excluding home value)

Own Health Status

Spouse’s Health Status

*Statistically significant differences comparing those very or somewhat likely to those unlikely to consider a CCRC for themselves (p=0.001)
†Statistically significant differences comparing those unlikely to those very or somewhat likely to consider a CCRC for themselves (p=0.001)
Note: Percentages may not always total 100% due to rounding.
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Part 3

Views on CCRCs Where
Family Members Reside

Highlights of Part 3
 Respondents’ experiences of having family members living in CCRCs
are a strong influence on their consideration of CCRC lifestyle for
themselves and spouses/partners in the future.
 Respondents’ familiarity with CCRCs is strongly influenced by their
experiences of family members transitioning across the continuum of
care.
 Ninety-three percent of respondents agree that CCRCs are providing
good services to their family members, and the same percentage
would recommend these CCRCs to others as a good place to live.

A premise of this study is that family members of residents are more knowledgeable about the CCRC
concept than the general population, and that their experiences and expectations regarding the services
and care their relatives are receiving in CCRCs will influence their own interest and decision in considering a
CCRC in the future.
Figure 7. Care Level of Resident by Age Group of
Respondents

What Levels of Service or Care are CCRC
Residents Currently Receiving?

Independent Living

Seventy-two percent of respondents’
relatives currently live in independent
living, followed by 14% residing in assisted
living and an additional 14% living in skilled
nursing or memory care. Respondents
aged 60 years or older have a significantly
greater percentage of family members
living in assisted living or skilled nursing/
memory care compared to younger
respondents (33% versus 20%, p=0.001)
(Figure 7).

16%

19%

15%

23%

69%

58%

Silent
Generation aged 66-75

To What Degree are Respondents Familiar
with CCRCs?

Assisted Living
12%
11%

77%

Skilled Nursing/Memory Care
7%
8%

7%
7%

85%

86%

Leading Edge Middle Boomers Trailing Edge
Boomers - aged 53-59
Boomers aged 60-65
aged 47-52

Generation Xers
- aged 37-46

Figure 8. Respondents' Familiarity with CCRCs
2%

In terms of respondents’ familiarity with
CCRCs, 51% indicate they were very familiar,
47% were somewhat familiar, and 2% were not
at all familiar (Figure 8).

Very familiar

47%

51%

Somewhat familiar
Not at all familiar
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What Influences Respondents’ Familiarity with CCRCs?
Respondents’ degree of familiarity with
CCRCs is directly influenced by their
experiences with services and care provided
to their family members across the
continuum of care. A significantly greater
percentage of respondents very familiar
with CCRCs have relatives who have
transitioned to assisted living, skilled
nursing, or memory support. In
comparison, the majority of respondents not
at all familiar with CCRCs primarily have
independent living experiences with their
family members (Figure 9) (p=0.001).

Figure 9. Family Members' Familiarity with CCRCs by
Residents' Current Living Arrangements
Very familiar
78%

Somewhat familiar

Not at all familiar

86%

66%

16% 11%
11%

Independent Living

Assisted Living

18%

10%

3%

Skilled Nursing/Memory
Support

How Do Respondents Feel About the Services and Care CCRCs Provide?
Overall, respondents are very
Figure 10. Family Members' Overall Satisfaction with Residents'
pleased with services and care
CCRCs
CCRCs provide to their family
Strongly agree Agree
members (Figure 10):
 93% agree that CCRCs are
Overall, good services are provided here
57%
36%
providing good services to
residents;
I would recommend this community to
66%
27%
 93% would recommend this
others as a good place to live
community to others as a
I feel this community has a high quality
61%
27%
good place to live;
reputation compared to others
 88% feel this community has a
The services provide good value for fees
39%
37%
high quality reputation
paid
compared to others; and,
 76% feel that services
provided reflect good value for fees paid.

Total
93%
93%

88%

76%

There is a strong relationship between respondents’ willingness to recommend their family members’
CCRCs to others and their assessment of services provided. Overall, respondents who strongly agree that
CCRCs provide good services to their family members are more likely to strongly recommend these
communities to others.

The observation that “as family members become frailer, adult children become more
involved and familiar with the community” leads me to reflect that our recent
outreach program to those same family members is worth pursuing, but also, how can
we better support these families that are going through increased stress themselves?”
Vassar Byrd, CEO
Rose Villa Senior Living, Portland, Oregon
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How Do Respondents Feel About the Services and Care CCRCs Provide?
Subgroup Trends:












Respondents very likely to consider a CCRC are significantly more satisfied with services (97%),
value (85%), and reputation (94%) of the CCRCs in which their relatives live and would strongly
recommend these communities to others (98%) in comparison to respondents who are unlikely to
select this lifestyle for themselves. (p=0.001)
Respondents very familiar with CCRCs are more likely to strongly agree that good services are
provided to their relatives and subsequently would strongly recommend these CCRCs to others
compared to those somewhat familiar or not familiar with CCRCs (p=0.001)
Respondents who are more likely to strongly agree that good services are provided to their
relatives compared to others are more likely to:
 Live in a rental apartment (65% versus 58% of others, p=0.001)
 Earn $100,000 or more annually (63% versus 57%, p=0.001)
Respondents who are more likely to strongly recommend their relatives’ CCRCs compared to others
are more likely to:
 Be Middle Boomers born 1952-1958 (aged 52-59 years) (72% versus 66%, p=0.004)
 Be married (69% versus 65%, p=0.001)
 Live in a single-family home (69% versus 63%, p=0.006)
 Earn $100,000 or more annually (72% versus 65%, p=0.001)
Respondents who strongly agree that their relatives’ CCRC has a high quality reputation compared
to others are more likely to:
 Live in a single-family home (63% versus 57%, p=0.004)
 Earn $100,000 or more annually (63% versus 57%, p=0.001)
 Report a home value of $400,000 or more (65% versus 60%, p=0.001)
 Have net assets of $400,000 or more (67% versus 60%, p=0.001)
Respondents who strongly agree that CCRC services provide good value for fees paid compared to
others are more likely to:
 Be Leading Edge or Middle Boomers born 1946-1958 (aged 53-65 years) compared to
Trailing Edge Boomers born 1959-1964 (aged 47 to 52 years) (43% versus 38%, p=0.001)
 Have net assets of $400,000 or more (44% versus 39%, p=0.015)

“Having our parents living in a CCRC for the
past 20 years has given our family peace of
mind knowing they are in a safe
environment with access to various levels
of care when needed.”
Survey Respondent
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To What Degree Do Services and Care Family Members Receive Meet Respondents’ Expectations?
Respondents were asked to
what degree services and care
their family members receive
in CCRCs meet their own
expectations (Figure 11).
Respondents are most pleased
with appearance of amenity
areas (94%), safety and
physical security of residents
(91%), variety of social events
offered (89%), variety of
wellness programs and
activities (87%), and variety of
cultural and entertainment
programs (85%).

Figure 11. Degree that Respondents' Expectations of Services and
Care Provided to Residents are Met
Strongly agree

Agree

Total

Appearance of amenity areas

61%

Safety and physical security

52%

Variety of social events

50%

33%
39%
39%

94%
91%
89%

Variety of wellness programs and activities

45%

42%

87%

Variety of cultural and entertainment
programs

46%

39%

85%

Variety of educational programs and
activities

43%

39%

82%

Respondents’ expectations of
Availability of health care services
82%
42%
40%
these services provided to
Responsiveness of managers to concerns
39%
41%
80%
their family members directly
influence their overall feelings
Availability of fitness equipment
40%
36%
about their family members’
76%
CCRCs as well as the
Quality of food
35%
40%
75%
likelihood they would
consider a CCRC lifestyle for
Quality of health care services
38%
36%
74%
themselves. Respondents
who strongly agree that their
Variety of dining venues
35%
39%
74%
expectations of services and
care provided to residents are
met (listed in Figure 11) are more likely to strongly agree that: 1) overall, good services are provided; 2)
the community has a high quality reputation compared to others; 3) services reflect good value for fees
paid; 4) they would recommend the community to others as a good place to live; and, 5) they would
consider a CCRC for themselves based on their family members’ experiences.
Subgroup Trends:
 Respondents very likely to consider a CCRC are more likely to strongly agree their expectations about various
aspects of relatives’ CCRCs have been met compared to respondents less likely to choose a CCRC lifestyle for
themselves. (p=0.001)
 Respondents very familiar with CCRCs are more likely to strongly agree their expectations about various aspects
of relatives’ CCRCs have been met compared to those somewhat familiar or not familiar with CCRCs. (p=0.001)
 Respondents aged 53-59 years are more likely to agree managers’ responsiveness to concerns have met their
expectations compared to other ages. (84% versus 79%, p=0.001)
 Respondents aged 47-52 years are more likely to agree the variety of social events have met their expectations
compared to other ages. (94% versus 89%, p=0.001)
 Respondents aged 66 years or older are more likely to agree the quality of health care services have met their
expectations compared to other ages. (77% versus 73%, p=0.039)
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“I want to move into a retirement
community while I am still able to
enjoy the amenities offered by the
community and make new friends
while I enjoy good health.”
Survey Respondent

How Does Respondents’ Satisfaction with Services Compare to Residents’ Satisfaction with CCRCs?
Life Services Network of Illinois (LeadingAge affiliate) collects data from residents living in CCRCs similar to
that noted in Figures 10 and 11. Although resident satisfaction was not measured in this study, resident
data were obtained from the Life Services Network’s Confidence Satisfaction Survey program (March-June,
2011), providing an interesting comparison.
The Confidence Satisfaction Survey program is used by more than 200 not-for-profit CCRCs each year, and
thus serves as a “proxy” national-level database of resident satisfaction.
More than 2,200 CCRC residents from independent living, assisted living, and skilled nursing care
participated in the Confidence Survey during this four-month period.
Top box (i.e., percentages of strongly agree and agree responses) analyses compared the percentages of
survey respondents from the family member CCRC study to Confidence Satisfaction Survey resident
respondents (Figures 12 and 13).
Regarding overall feelings about
services and care CCRCs provide
(Figure 12), a significantly
smaller percentage of survey
respondents strongly agree/
agree that services provide
good value for fees paid
compared to resident
respondents (76% versus 90%,
p=0.01).
Survey respondents and
residents report similar results
on the other overall measures of
satisfaction.

Figure 12. Top Box Comparisons Between Family Member CCRC
Survey and Confidence Satisfaction Survey Results
Family Member CCRC Survey - "Strongly agree" responses
Confidence Survey Resident Survey - "Strongly agree" responses
57%

Overall, good services are provided here

The services provide good value for fees paid

I feel this community has a high quality
reputation compared to others
I would recommend this community to
others as a good place to live
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How Does Respondents’ Satisfaction with Services Compare to Residents’ Satisfaction with CCRCs?
Resident data from the Confidence Satisfaction Survey were available to compare nine of the 12 categories
displayed in Figure 11. Significantly greater percentages of survey respondents strongly agree/agree
that their expectations about the following aspects of CCRC services have been met in comparison to
residents’ expectations (p=0.01) (Figure 13):





Variety of social events;
Variety of wellness programs and activities;
Variety of educational programs and activities; and,
Variety of cultural and entertainment programs.

Significantly great percentages of residents strongly agree that their expectations about the following
aspects of CCRC services have been met in comparison to family member respondents (p=0.01):



Responsiveness of managers to concerns and
Quality of health care services.
Figure 13. Top Box Comparisons Between Family Member CCRC Survey
and Confidence Satisfaction Resident Survey Results
Family Member CCRC Survey - Percent of "Strongly agree/Agree" responses
Confidence Survey Resident Survey - Percent of "Strongly agree/Agree" responses
91%

Safety and physical security

89%
89%

Variety of social events*

75%
87%

Variety of wellness programs and activities*

79%
85%

Variety of cultural and entertainment programs*

Variety of educational programs and activities*

76%
82%
58%
80%

Responsiveness of managers to concerns**

Availability of fitness equipment

Quality of food

Quality of health care services**

*Statisticallysignificant differences for survey respondents (p=0.01)
**Statistically significant differences for residents (p=0.01)
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Do Residents’ CCRC Experiences Influence Their Family Members’ Interest in this Lifestyle for Themselves?
Based on residents’ experiences living in CCRCs, respondents were asked to what degree those
experiences affect their interest in considering a lifestyle community with a full continuum of living
options for themselves.
Respondents who are more likely to
consider a CCRC for themselves in
the future are strongly influenced by
their family members’ experiences
living in a CCRC. Of respondents
who feel residents’ experiences with
CCRCs influence their own interest
in this lifestyle to a great extent,
74% of respondents are very likely
to consider a CCRC lifestyle
compared to 37% somewhat likely
and 18% unlikely to consider this
lifestyle for themselves (Figure 14)
(p=0.001).

Figure 14. Degree Residents' Experiences in CCRCs Influence
Repondents' Considerations of CCRCs as a Future Lifestyle
Very likely to consider CCRC
Unlikely to consider CCRC

Somewhat likely to consider CCRC

74%

52%

52%
37%
30%

18%

21%
5%

Influenced to a great extent

Somewhat influential

11%

Little to no influence

Of those respondents unlikely to consider a CCRC lifestyle in their futures, 52% feel their family
members’ CCRC experiences have little to no influence on their decisions. A greater percentage of family
member respondents reporting a lower net worth compared to those reporting a higher net worth are
unlikely to consider CCRCs for themselves (p=0.001).
Additionally, of the respondents unlikely to choose a CCRC for themselves, significantly fewer have a
plan in place for meeting potential future health care needs (52% compared to 56% of those very likely
to choose a CCRC, p=0.001) or have long-term care insurance (26% compared to 34% of those very likely
to choose a CCRC, p=0.001).
Figure 15. Residents' Current Level of Care by Degree of
Likelihood Respondents May Consider CCRC Lifestyle for
Themselves

Interestingly, CCRC residents’
current level of care does not
Very likely to consider CCRC
Somewhat likely to consider CCRC
influence the degree of likelihood
Unlikely to consider CCRC
their family members would
42%
41%
40%
38%
consider a CCRC for themselves
35%
32%
(Figure 15). Of respondents with
28%
family members in independent
23%
21%
living, 38% of respondents are very
likely to consider a CCRC. Similar
results are seen for respondents
with family members in higher
Independent Living
Assisted Living
Memory Care/Skilled Care
levels of care with 32% with family
members in assisted living and 35%
with family members in memory care/skilled care being very likely to consider a CCRC for themselves.
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Part 4

Family Members’ Views
About Their Own Future
Retirement Choices

Highlights of Part 4
 One third of respondents want to retire fully before age 65 and
believe they will be able to do so by this age. Similarly, one third of
respondents want to continue working past age 65.
 Nearly 90% of respondents’ greatest concerns regarding their
retirement relate to staying productive and useful, outliving their
savings, and future health care issues.
 Increasing health care needs is the most significant reason across
all age groups of respondents that would prompt a move from
their current home after retirement.

Respondents were asked their views regarding their plans for retirement, future housing, and meeting
future health care needs. One third of respondents want to retire fully before age 65 and believe they will
be able to retire fully by this age. Similarly, one third of respondents want to work past age 65 years.
Greater percentages of Leading Edge Boomers (aged 60-65 years) and Middle Boomers (aged 53-59 years)
(46% and 35% respectively) believe they will be able to retire before age 65 years compared to Trailing Edge
Boomers (aged 47-52 years) and Generation Xers (aged 37-46 years) (23% and 24% respectively) (p=0.001).
Those with less net worth are more likely to believe they will need to delay their retirement past age 71
years. Of those with a net worth of less than $400,000, 40% believe they will not be able to retire fully until
past 71 years of age compared to 16% who believe they will be able to retire before age 65 years (p=0.001).
What Concerns Respondents About Their Own Retirement?
Nearly half of all respondents’ greatest concerns regarding retirement relates to staying productive and
useful (24%) or outliving their savings (24%) (Figure 16). An additional 39% of respondents are concerned
about health care issues, including meeting long-term care needs (20%), affordability of health care (13%),
and access to quality care (6%).
Figure 16. Respondents' Greatest Concerns Regarding Retirement
Staying productive and useful is of
greatest concern to respondents
Staying productive and useful
24%
aged 60 years and older (p=0.001)
and who are at higher income
Outliving my savings
24%
levels ($100,000 annually or
Providing for long-term health care needs for
20%
myself and/or spouse
more) (p=0.001). In comparison,
respondents aged 59 years and
Being able to afford health care
13%
younger and those making less
Having access to quality health care
6%
than $100,000 annually are most
concerned about outliving their
No concerns
6%
savings. Of those very familiar
Having to continue working full or part-time
4%
with CCRCs, staying productive
Other
3%
and useful is of greatest concern
regarding retirement (54%), while
those who are somewhat familiar
or not familiar with CCRCs are most concerned with outliving their savings (51%) (p=0.01).
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What Other Concerns Do Respondents Have About Their Own Retirement?
A small number of respondents included a write-in response to other concerns they have regarding their
retirement. Table 2 summarizes the top additional concerns with some verbatim comments highlighting
these issues.
Table 2. Other Concerns Respondents Have Regarding Their Retirement
Overall Percentage
(Total 95 Responses)
28%

Ability to stay physically active and independent



“I am concerned with having good health so I can enjoy retirement in my later years.”
“Being able to enjoy retirement as I envision it is something I think about.”
Being able to afford a retirement community

20%




“Finding a place to live that I can afford when I cannot live in my present home.”
“Not sure I could afford a CCRC based on my income and savings.”
Being a burden on others

19%




“Not being a burden to my children.”
“Inability to manage my finances and myself is something I fear in the future.”
Being alone

15%




“Having no one to take care of me, my finances, my well-being, like I care for my mother.”
“Having no one to pay attention and facilitate my well-being.”
Fear of dementia or other debilitating diseases



14%

“I fear getting Alzheimer’s or some dementia with no children to assist my placement in appropriate retirement/healthcare setting.”
“I fear physical and mental deterioration like my mother suffered.”

“I don't want to rely on anyone to
take care of my wife and myself as
we get older. When we retire, we
want to stay active longer in the
activities we have always enjoyed
doing.”
Survey Respondent
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What Would Prompt Respondents to Move from Their Current Residences After Retirement?
There are a number of factors that may prompt older adults to move from their current residences postretirement. For family members of CCRC residents, increasing health care needs is the most significant
reason across all age groups with 37% indicating this would prompt their move to a great extent and an
additional 47% indicating this would be somewhat of a reason.
Other important
motivators include:
wanting freedom from
home maintenance;
desiring to live in a
community that provides
a full continuum of living
options; and, looking
towards downsizing
homes (Figure 17).
Two-thirds of
respondents report their
spouse or significant
other will be the primary
influencer of the decision
to make a move postretirement. An
additional 11% feel their
children will be the
primary influence on
their decision although
these tend to be older
respondents (aged 65 or
older).

Figure 17. Percent of Respondents Indicating These Reasons Would
Prompt a Move Post-Retirement
To a great extent

Somewhat
Total

Health care needs increase

37%

Freedom from home maintenance

47%

34%

44%

84%

78%

Desire to move to a lifestyle community with a
full continuum of living options

24%

38%

62%

Want to downsize

23%

38%

61%

Want to live closer to friends or family

19%

33%

52%

Want to live closer to local activities and amenities

13%

32%

45%

Cost of living in current location

15%

28%

43%

Want to live in a more favorable climate

13%

Desire to move to an age-qualified community

9%

Want to live in a safer community 10%
Want to move away from crowded urban area
Want to move to an urban area
Want to move to a residence with more space

28%
30%
21%

8% 12%

3%

2%

13%

7%

Subgroup Trends:
 Respondents aged 47 years or younger are more likely to want to move post-retirement
compared to older respondents for the following reasons:
 Want to live closer to friends or family (59% versus 51%, p=0.001)
 High cost of living in current location (51% versus 40%, p=0.001)
 Want to live closer to activities and amenities (51% versus 43%, p=0.001)
 Want a more favorable climate (50% versus 39%, p=0.001)
 Trailing Edge Boomers (aged 47-52 years) are more likely to want to move post-retirement to
an urban area compared to other age groups (20% versus 14%, p=0.002).
 Respondents aged 59 years or younger are more likely to want to move post-retirement to
downsize (66% versus 57%, p=0.001).
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“ We want to downsize as our children get older; simplify
our lives with less material goods enabling us to "do"
things—go for hikes, take vacations, go to dinner—enjoy
healthy lives.”

Survey Respondent

What Other Reasons Would Prompt a Move from Respondents’ Current Residences After Retirement?
Table 3 summarizes other reasons that would prompt respondents to move post-retirement and includes
examples of verbatim comments. These other reasons primarily focus on declining health and mobility
issues associated with aging.
Table 3. Other Reasons Respondents Would Want to Move Post-Retirement
Overall Percentage
(Total 820 Responses)
20%

Loss of a spouse
 “Death of spouse and I couldn't afford or maintain my current residence alone.”
 “Desire to interact with interesting, informed people on a daily basis after death of my spouse.”
 “If I lost my spouse, I wouldn't want to stay in our current house.”
Maintenance of a single-family home
15%


“I am currently living in a rural area. If, God forbid, I find myself with a mobility issue, I may be forced to
move.”
 “Freedom from dealing with home ownership/maintenance so we can travel and do things we want to do.”
 “My current residence is old and too large and requires constant maintenance.”
Problems with stairs
13%


“As I age, to be in a more physically accessible setting is important (bathroom/living area on same floor, ramps
into building, etc.)”
 “Currently I live in a quad level and can foresee a need to move to a place with fewer stairs.”
 “I must climb two flights of stairs to get to my front door. I live in a mountainous community. I may be forced
to move to a place without stairs as I age.”
If spouse’s health deteriorates
12%




“Dementia “runs in her family.” We want to be in a safe place before she “gets it.”
“My partner is older than I am so her needs may drive our decisions more than my own.”
“I need help taking care of my wife. She is 70 and in a wheelchair. I am 72 and doing everything she used to do
plus what I need to do 24/7.”
Having problems driving
8%




“Having the need to get rides provided to doctors, stores, etc. is a growing concern.”
“An inability to transport myself to needed facilities, activities, and doctors is a fear of mine.”
“Transportation issues: we live in a remote location.”

Not wanting to be a burden to children




6%

“I want to spare my children the torture of cleaning out my belongings. I'd like to streamline my possessions
much earlier in my life, and be able to focus on travel and fun rather than on “stuff.”
“So as not to be a burden to our only child, as we become older and more infirmed.”
“I don’t want to worry my children as to where I will be when I am no longer able to care for myself.”
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What are Respondents’ Future Health and Housing Plans?
Seventy-nine percent of respondents indicate they are likely to consider a lifestyle community offering a
full continuum of living options for themselves and their spouses/significant others as compared to 5%
interested in a community offering strictly independent living. Regarding timing of such a move, 61% of
those considering a move report that may happen more than 10 years from now. An additional 24% do
not yet have a timetable, and 12% are considering a move within the next 4 to 10 years.
Although a larger portion of respondents (84%) identify increasing health care needs as a key factor
prompting a future move, just over half (52%) have a plan in place for meeting their future health care
needs.
Respondents very familiar with CCRCs are more likely to have a plan in place (58%) compared to those
somewhat familiar (46%) or not familiar (41%) with CCRCs (p=0.011). A significantly greater percentage
of those aged 66 years and older have some sort of plan for their future health care needs compared to
those aged 65 years or younger (66% versus 49%, p=0.001).
Of those who have a plan in place for meeting their future health care needs, 39% would want to remain
in their home and bring in services for as long as possible. Respondents aged 60 years and older are more
likely to want to stay at home and arrange for home services (42%) compared to other ages (28%).
Interestingly, of those respondents who currently plan to remain in their home and bring in services for as
long as possible, 56% would still consider a future move to a CCRC to meet health care needs.
Of those who would want to
Figure 18. Reasons Why Respondents Plan to Stay in Their Current
remain in their home,
Home (of Those Who Want to Remain in Their Home)
respondents were asked the
primary reason for this
I like what my home has to offer me.
65%
decision (Figure 18). Sixty-five
percent indicate the main
I don’t think that I can afford to move.
13%
reason they want to remain in
their home is that they “like
I don’t know of a better option.
8%
what their home has to offer.”
An additional 13% do not think I plan to keep my home in the family.
5%
they can afford to move, 8%
do not know of other options,
I cannot sell my home.
5%
and 5% plan to keep the home
in the family. As the most
frequent “write-in” response, 5% report they plan to stay because they are unable to sell their home (see
Table 4 for additional “write-in” responses).
Middle Boomers (aged 53-59 years) are more likely than other ages to have a plan to move to a lifestyle
community offering a full continuum of living options (34% versus 25%, p=0.001). Respondents aged 60
years or older are more likely than younger respondents to have a plan to move an assisted living or skilled
nursing community when they can no longer live independently (14% versus 9%, p=0.001). Respondents
not familiar with CCRCs are more likely to plan on staying in their homes compared to respondents
familiar with CCRCs (40% versus 30%, p=0.001).
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What Other Reasons Would Respondents Choose to Remain in Their Home?
Table 4 summarizes additional “write-in” reasons why they respondents choose to remain in their home
and provides examples of their verbatim comments. These reasons primarily center on economic issues,
the need for socialization, and conveniences.
Table 4. Other Reasons Respondents May Choose to Remain in Their Home

Cannot sell my home
 “The problems with the economy - we want to wait until home values come back.”
 “It’s difficult to sell now due to economy.”
 “The value of our home has declined significantly – I would take a loss if I sold now.”
Wanting to stay near friends/family

Overall Percentage
(Total 340 Responses)
34%

23%



“I like my home and neighbors and just being part of the "real world." I'm not ready to leave yet, but I can see
doing it sometime before I'm absolutely forced to leave.”
 “My kids and their families live in the neighborhood and I want to stay near them.”
 “This is where my life is.”
Wanting to stay near shopping and activities
17%




“I currently live close to shopping and on a good bus line.”
“I live close to many cultural activities that I enjoy.”
“I value my neighbors and nearby services, including park and public library less than 5 blocks away.”
Wanting to keep pets
12%




“I don't want to give up my dogs.”
“I have 3 dogs and cannot move while they are living.”
“I have parrots that really wouldn't be welcome in an attached dwelling environment.”
Cannot afford to live in a CCRC




6%

“I would not be able to afford a nice place like the CCRC my parents live in and I am afraid other places might
be too depressing and/or controlling.”
“I don’t think I can afford a CCRC as the value of my home has devalued so much.”
“My income will decline tremendously after I retire in 5 years. I don’t see how I can afford a CCRC on a fixed
income.”

“I plan to stay in my current home
until I'm in my late 60's, then I plan
to move into a CCRC.”
Survey Respondent
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Who Carries Long-Term Care Insurance?
A recent report by the Urban Institute (March, 2011), entitled Who Purchases Long-Term Care Insurance,
found that although only 11% of Americans aged 55 or older had private long-term care insurance in 2008,
coverage rates increase with income, reaching 19% for those whose annual incomes exceeded $100,000.
A greater percentage of family member respondents have long-term care insurance (28%) compared to
the Urban Institute results. Respondents aged 60 years or older are more likely to carry long-term care
insurance than younger respondents (41% versus 23%, p=0.001).
Additionally, those with annual incomes of $100,000 or more are more likely to carry long-term care
insurance than those at lower income levels (34% versus 24%, p=0.001).
Respondents very familiar with CCRCs are more likely to have long-term care insurance compared to those
who are somewhat familiar or not familiar with CCRCs (31% versus 26%, p=0.001).
Of those very likely to consider a CCRC lifestyle for themselves, a significantly greater percentage of
respondents currently has long-term care insurance compared to those who do not (40% versus 33%,
p=0.003).

“This study bears out the many Boomers who have expressed
interest in a future move, or have taken the first steps to
move to our communities in future years. These results
affirm we need to tap into them EVEN MORE with our
relationship building. We will continue to support the
dynamic lifestyle choice of a CCRC while at the same time
build relationships with seniors who are drawn to an
organizations that offers a full range of options, including the
“At Home Model” or coming to know us through our home
and community based services.”
Barbara Thomas, CEO
Kendal at Oberlin, Oberlin, Ohio
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Part 5

Interests and Preferences
for CCRC Lifestyles

Highlights of Part 5
 The top reasons prompting respondents to consider a CCRC lifestyle
for the future relate to health care and services that CCRCs provide
including access to assisted living, long-term care, services and
amenities, and maintenance-free lifestyles.
 Most important to respondents in their decision to move to a CCRC
are: cost and value of the community; reputation of the owner;
availability of onsite health care if needed; location; and onsite
services and amenities offered.
 Respondents are more likely to choose a CCRC owned by a not-forprofit organization.
 Comparing where respondents currently reside to their
preferences for a future CCRC residence, the majority are more
likely to want to stay in their current regions. Of those wanting to
move, most would select a CCRC in the South region.
 Sixty-seven percent of respondents feel that Boomers have a
greater likelihood of moving to an age-qualified or CCRC lifestyle
community than their parents.

What Would Prompt Family Members to Consider a CCRC Lifestyle for Themselves in the Future?
Respondents ranked overall
reasons that would prompt
this decision, and the top
five reasons are listed (Table
5). The top three reasons
related to health care and
services. Additional reasons
included: social
opportunities, being closer
to friends and family, and
wanting to downsize.

Table 5. Top 5 Reasons Family Members of CCRC Residents Would Choose CCRC
Lifestyle for Themselves
Ranking
Reasons
1

Access to assisted living if needed

2

Access to long-term care if needed

3

Services provided

4

Amenities provided

5

Maintenance-free lifestyle

“Our generation (Boomers) will be living
longer and will be wanting high quality
lifestyles with amenities and medical care that
a CCRC offers. The ability to stay together in a
CCRC if my spouse needs assisted care is
important to me.”
Survey Respondent
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What is Most Important to Family Members in Their Decision Making About Moving to a CCRC?
Most important to respondents are: cost and value of the community (99%); reputation of the owner
(98%); availability of onsite health care if needed (97%); community location (96%); and, services and
amenities (96%) offered (Figure 19). Wellness is also a high priority with more than 90% of respondents
identifying availability of outside activities, fitness activities, and ability to pursue hobbies as important
factors. Least important (selected by fewer than 40% of respondents) factors for considering a move to
a CCRC include: proximity to a university or college (35%); having a faith-based affiliation (31%); and,
being close to work (25%).
Figure 19. Factors Important to Respondents in Considering a CCRC Lifestyle for Their Own
Future
Very important

Important
Total

Cost and value

70%

Reputation of owner/sponsor

29%

73%

Availability of health care onsite if needed

25%

65%

Services and amenities on-site

32%

46%

51%

99%
98%
97%

97%

Location of the community

52%

43%

95%

Availability of outside activities (i.e., walking trails)

52%

43%

95%

Ability to participate in fitness activities

43%

48%

91%

Ability to pursue hobbies or other interests

40%

51%

91%

Flexibility in dining plan options

39%

51%

90%

Convenience of stores and restaurants nearby

27%

60%

Multiple dining venues

48%

Home size

16%

Friends moving there

16%

Close to places of worship

15%

Ability to participate in sports activities

16%

32%
61%
38%
34%

29%

87%
80%
77%
54%
49%
45%

New construction

7%

Proximity to a university or college

7%

28%

35%

10%

21%

31%

Faith-based affiliation
Close to work

6%
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41%
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“What I would be looking for in a future CCRC
lifestyle for myself and my spouse includes
comprehensive amenity packages and lots of
social interaction in addition to high
standards of service and quality.”
Survey Respondent
What are the Most Important Factors in Considering a CCRC Lifestyle by Region of Current Residence?
Some of these factors differ by region of respondents’ current residences. For instance, respondents living
in Mountain and Pacific regions are more likely to indicate that the ability to participate in outside
activities and fitness activities is an important factor in making a decision to move to a CCRC. Availability
of onsite health care if needed is an important factor for respondents living in the East and South regions.
Table 6 identifies factors and regions where respondents are more likely to consider such factors in their
decisions (indicated by bullets—o). Where these factors differ statistically by region, the significance
levels are indicated in the final column.
For example, reputation of owner/sponsor of the CCRC is significantly more important to respondents
living in the South or Midwest regions compared to other regions. For some factors (such as availability
of health care onsite if needed), these factors are more important to respondents in the regions indicated,
but differences among regions do not achieve statistical significance (indicated by “ns” or “not significant”
in the final column).
Table 6. Most Important Factors in Considering a CCRC Lifestyle by Region of Current Residence
East
South
MidMounPacific
Significance
west
tain
Reputation of owner/sponsor
p=0.001
o
o
Availability of health care onsite if needed

o

ns

o

Availability of outside activities

o
o

Ability to participate in fitness activities
Convenience of stores and restaurants
nearby
Multiple dining venues

o

Close to places of worship

New construction
Proximity to a university or college

o
o
o

o

Faith-based affiliation
Close to work

o

o

ns

o

Ability to participate in sports activities

ns

p=0.003

o
o
o

ns

p=0.023

o

o

Friends moving there

o
o

o
o
o

p=0.001

o

ns
ns
ns

o

p=0.001
p=0.001

ns (not significant) = The regions bulleted have a greater percentage of respondents selecting that factor as important, but the differences
among regions do not achieve statistical significance.
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Do CCRC Ownership Characteristics Make a Difference to Respondents?
Different CCRC ownership characteristic
(e.g., such as not-for profit versus forprofit ownership) may influence
respondents’ choices of moving to a CCRC
in the future. Sixty-three percent of
respondents are more likely to choose a
CCRC owned by a not-for-profit
organization compared to 10% who are
more likely to choose one owned by a
for-profit organization (Figure 20). Since
respondents are more familiar with notfor-profit CCRCs and are satisfied overall
with services provided to their family
members, they tend to be more interested in considering not-for-profit CCRCs for themselves.
Respondents not familiar with CCRCs are more likely to select a for-profit organization compared to
those very familiar with CCRCs (21% versus 9%, p=0.001).
Thirty-seven percent of respondents are
more likely to choose a CCRC that is faith
-based compared to 30% who are more
likely to choose one that is
nondenominational (Figure 21). For 30%
of respondents, religious affiliation makes
no difference in choosing a CCRC for
themselves. Respondents very familiar
with CCRCs are more likely to choose a
faith-based CCRC compared to those not
familiar with CCRCs (42% versus 20%,
p=0.001). Respondents at lower income
levels ($60,000 or less) are more likely to
choose a faith-based CCRC compared to
those at higher income levels ($100,000
or more) (45% versus 34%, p=0.001).

Figure 22. Likelihood Respondents Would Select a CCRC
Based on Size of Organization

For the majority of respondents, size of
the organization does not make a
difference in choosing a CCRC for
themselves (Figure 22). Respondents
very familiar with CCRCs are more likely
to select a stand-alone community
compared to respondents not familiar
with CCRCs (28% versus 15%, p=0.15).

23%

24%

Likely to select stand-alone
community
No difference

Likely to select chain of
communities
53%
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What Do Respondents Prefer in CCRC Residences Relative to Design and Location?
Nearly 90% of respondents currently
live in single-family homes with 25%
wanting to continue living in that
style of home post-retirement. More
than 70% of respondents prefer an
apartment-style home (low rise or
high rise) or a townhome in a CCRC
(Figure 23).

Figure 23. Preferred Style of CCRC Residence

8%

4%

Apartment (low rise
building)
Single family home
38%
Townhouse

25%

25%

Apartment (high rise
building)
Other

In terms of size of residence, very
Figure 24. Preferred Size of CCRC Residence
few express interest in smallest
2% 1%
Two bedroom plus
homes (e.g., studio or one-bedroom)
3%
3%
den/office
or largest homes (e.g., threeOne bedroom plus
bedrooms plus). Two-bedrooms plus
den/office
Two bedroom
a den/office is of greatest interest
20%
(49%) followed by one-bedroom plus
Three bedroom plus
49%
a den/office (22%) and twoden/office
One bedroom
bedrooms (20%) (Figure 24).
Respondents who currently live in
22%
Three bedroom
single-family homes are more likely
Studio
to select two-bedroom or twobedroom plus den/office homes
compared to residents currently
living in apartments or condominiums/townhomes who tend to select one-bedroom or one-bedroom
plus den/office homes (61% versus 38%, p=0.001).

"I was surprised and pleased to see such high levels of positive
responses. In addition to helping with future planning, this validates that
adult children are extremely happy with the lifestyle we provide for their
parents. It’s wonderful to see actual data to assist us in future planning
instead of just relying on assumptions of what the next generation of
CCRC residents will want.”
Carol Katz, CEO
Loomis Communities, Massachusetts
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What Do Respondents Prefer in CCRC Residences Relative to Design and Location?
Fifty-nine percent of respondents prefer
Figure 25. Preferred Number of Bathrooms in CCRC
at least two bathrooms in their CCRC
Residence
1%
residences (Figure 25). Comparing
current living arrangements, 61% of
Two full bathrooms
11%
respondents living in single-family
One full and one partial
homes compared to 47% currently
11%
bathroom
47%
living in apartments or condominiums/
Two full and one partial
townhomes want at least two
bathroom
One full bathroom
bathrooms in their CCRC residences
30%
(p=0.001). Fifty-one percent of those
Three full bathrooms
currently living in apartments or
condominiums/townhomes are
interested in one bathroom or one
bathroom plus partial compared to 39% of those living in single-family homes (p=0.001).
Figure 26. Preferred CCRC Location

Nearly 60% of respondents prefer a
CCRC residence in a suburban location
for themselves (Figure 26).
Respondents currently living in singlefamily homes are more likely to choose
a CCRC residence for themselves in a
suburban location compared to other
respondents (58% versus 51%,
p=0.002).

12%
Suburban setting
Don’t know

15%
56%
17%

Respondents were asked what
area of the country they may
prefer to live in a future CCRC.
In order to “drill down” to a
more specific area of the
country, choices were listed by
sub regions (see Appendix B for
a list of states by sub region).
Twenty-six percent of
respondents would prefer to live
in the South Atlantic region
followed by 19% in the Middle
Atlantic region, 14% in the East
North Central region, and 12% in
the Pacific region (Figure 27).

Urban setting
Rural setting

Figure 27. Preferred Region of the Country for a CCRC Location
South Atlantic

26%

Middle Atlantic

19%

East North Central

14%

Pacific

12%

Mountain

8%

New England

6%

West North Central

6%

West South Central

5%

East South Central

3%
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What Do Respondents Prefer in CCRC Residences Relative to Design and Location?
When comparing where respondents currently reside to their location preferences for a future CCRC
residence for themselves, the majority of respondents are more likely to want to stay in their current
regions (Figure 28). Respondents currently living in the South region are more likely to remain in this
region (82%) compared to respondents living in other areas of the country. Respondents currently living in
the Pacific region are more likely to want to move to other regions (27% to Mountain states and 19% to
Southern states).
Of those wanting to move to a CCRC in another area, the South region is most popular with 34% of
those currently living in the Mountain region, 24% of those in the Midwest, 21% of those on the East
Coast, and 19% of those in the Pacific region indicating that choice. Appendix A defines regions noted in
Figures 27 and 28.

Figure 28. Comparing Where Respondents Currently Reside and
Regions Where They Would Select to Live in a CCRC Residence

3% select
Pacific

Current Residence:
Pacific
33% want a CCRC
in the Pacific
region

Current Residence:
Mountain
57% want a CCRC
in the Mountain
region

27% select
Mountain

4% select
Midwest

Current Residence:
Midwest
63% want a CCRC
in the Midwest
region

3% select
Midwest

34% select
South

19% select
South
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Current Residence:
East Coast
70% want a CCRC
in the East region

4% select
East Coast
11% select
East Coast
21% select
South

24% select
South
Current Residence:
South
82% want a CCRC
in the South region

National Survey of Family Members of Residents Living in CCRCs - 2011

Are Boomers More Likely to Live the CCRC Lifestyle Compared to Their Parents?
Respondents were asked if Boomers are more likely to select a CCRC lifestyle for themselves compared to
their parents’ generation.
Sixty-seven percent of respondents feel that Boomers have a greater likelihood of moving to an agequalified or CCRC lifestyle community than their parents. Expanding on this question, family members
were asked to provide an explanation for their responses.
Table 7 lists the top reasons Boomers are more likely to select a CCRC lifestyle for themselves. Reasons
why one-third of respondents feel that Boomers are less likely to move to a CCRC than their parents are
also summarized. Examples of verbatim comments from respondents are included that may provide
guidance as to how CCRCs may need to change in the future.
Table 7. Likelihood Boomers Would Select a CCRC Lifestyle for Themselves Compared to Their Parents
Overall Percentage
Why Boomers are more likely to select a CCRC lifestyle compared to their parents:
(Total 1,250
Responses)
Wanting conveniences; no worries about home maintenance
18%
 “As we age, we would like more freedom from maintenance to enjoy more activities for fun and friendship.”
 “Because it is easier to move to such a community while in reasonably good health and at an earlier age. There
is less worry about everyday hassles, like owning a home, maintaining a home or apartment, and going out for
exercise and entertainment.”
 “Because we worked hard and now we don't want to be encumbered by house responsibilities.”
Wanting an active, full lifestyle
12%
 “We tend to be more active, stay on the job longer, and plan "second careers" once we retire unlike our
parents' generation. These communities offer the amenities that help make this lifestyle possible.”
 “We are more actively engaged in volunteering and pursuing hobbies, activities, travel, etc. which would fit
well with the adult community lifestyle.”
 “Lifestyle is a term and a concept that's increasingly important in our culture. We used to live at home until we
died, at home, within the supportive reach and safety net of our families. Now that families are dispersed and
now that more of us live longer than we are able to care for ourselves, the concept of being cared for by
people and facilities that we pay is becoming more acceptable or even desirable.”
Seeing the benefits and experiences of their parents living in CCRCs
10%
 “Because I have seen the benefits to my mother's quality of life by being in a senior community.”
 “Because we are seeing what these communities have to offer while we are still relatively young and can
appreciate the benefits before needing to use them. We have also had the experience of dealing with such a
situation with our own parents/in-laws, and perhaps have learned more about what we want in the process.”
 “My parents moved to a community five weeks before my father was diagnosed with leukemia and passed
three months later. I don't know how we would have managed without the care and support from this
community. My mother is very happy by herself there now and while my sister and I still oversee her care,
much worry is avoided by knowing she is safe and supported between our visits. Having seen all of this, I am
now thinking of my husband‘s and my future arrangements.”
Wanting social experiences
8%
 “We are a social generation and would want to continue that as we get older and lose friends/relatives and
are less able to get around.”
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Table 7. Likelihood Boomers Would Select a CCRC Lifestyle for Themselves Compared to Their Parents
Overall Percentage
Why Boomers are more likely to select a CCRC lifestyle compared to their parents:
(Total 1,250
Responses)
Less likely to have children living nearby
8%
 “A majority of families do not live in the same community these days, and so do not have the assistance of
their children in their everyday living activities. We will need someone to fill in that gap.”
 “Because the family structure is more fractured. Children are even more likely to be scattered with less sense
of staying in community of family origin.”
 “We are a huge generation, and our children are often not near us to help care for us. We're also very active
and social. These types of communities offer the greatest benefit and I think that we are, as a whole, less
scared of the "nursing home" prejudice that exists in the ‘Greatest’ generation.”
Not wanting to be a burden to their children
8%
 “Being taken care of by your children has become obsolete.”
 “I had experience with a parent and, as a result, do not want to put parental care responsibility on my
children.”
 “Our generation has a greater understanding of aging process. We see parents and grandparents becoming a
burden to their children and understanding the need to be separate.”
Boomers will be living longer
7%
 “We are living longer and wanted that extended life to be enjoyable with more options. It is important to plan
so that one is not faced with a major move when healthcare has become the overriding decision factor. It is
far more amenable to relocate within a CCRC while still active and independent. The CCRC arrangements
allow the options of lifestyle based on need and can greatly reduced stress when your partner's healthcare
requirements change.”
 “We will likely live longer than our parents, and quality of life is important throughout our lives. We expect to
be active and reasonably healthy as we age, so we want to live in a community where this is possible and
supported. We want to be a part of a community of people who share these values.”
Better financial planning than their parents
6%
 “My experience with my father living in such a community influences my opinion. I think the relative higher
incomes of Boomers will allow them to live in such communities, which were probably not considered by the
prior generation.”
Boomers are not so tied to their homes as their parents
5%
 “I think we Boomers are not so tied into their homes. We are not as likely to have lived in one place for the
length of time our parents did.”
 “We are not as attached to our houses as our parents were. As our parents were starting to age and need
care, they thought their only option was ‘being put in a home.’ The communities available now are very
attractive, and will only get better as we Boomers get to that point in our lives.”
Wanting variety of amenities and activities CCRCs offer
5%




“As a generation, we are typically used to having the ‘amenities’ of life; when we retire, we're not likely to
want to transition out of those ‘amenities’ even when we move to a community such as this.”
“CCRC communities have more vitality and positive experiences for residents than in prior generations.”
“If the communities mirror a Boomer lifestyle: engaged, adventurous, cultural, urban or close by and of good
value I think Boomers are very likely to choose these communities. We now have experience with our parents
and other relatives moving to continuing care communities and the experience is a good one. If tailored to the
‘boom brain’ we'll jump at the chance.”
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Table 7. Likelihood Boomers Would Select a CCRC Lifestyle for Themselves Compared to Their Parents
Overall Percentage
Why Boomers are less likely to select a CCRC lifestyle compared to their parents:
(Total 580
Responses)
Boomers are more independent/self-sufficient than their parents
32%
 “Boomers are alot more independent in nature and not as community oriented towards people as our parents’
generation.
 “For Boomers, it's all about 'me,' not 'us.'”
 “I think we are a more independent and less traditional group than our parents’ generation. We value the
ability to retain independence.”
Lack of adequate finances to move to a CCRC
26%
 “Although these communities offer many advantages, I think there are likely to be cost issues. Also, I think
that people are perhaps more concerned with staying connected to the younger generations as they age
which is difficult in age-qualified communities (unless they are designed in a different manner).”
 “Because such communities are expensive and there is too much administrative control of lifestyle choices.”
 “Because we will not be as well off as our parents' generation when we are 65 and older. Companies no
longer pay pensions, and health care benefits are no longer provided by employers.”
Boomers do not see themselves as “old”
13%
 “We want to ‘stay young’ and be more interactive with younger generations.”
 “Boomers want to stay ‘youthful’ and active in their community.”
 “Boomers don't think they are going to get old and they will wait until they are really old to make a decision
about CCRCs.”
Perceptions that CCRCs are designed for “older” generations
6%
 “CCRCS are set up for our parents’ generation. Boomers want more active things such as bike paths, hiking
paths, gardens. Greener living. Less institutional food. More fresh local food!”
 “If you look at the majority of these communities, they are not attractive to Boomers who are still quite active
because the CCRC population is so much older. The CCRC population is also much more frail, and have chosen
to move into these communities much later than they should have. Boomers need to see why making this
decision would be beneficial to them while they are still active. Marketing for these communities has to be
done is such a way that Boomers will not see these communities for just older and frail individuals.”
Wanting to live with a mixture of different ages
6%
 “We don't want to be around a bunch of old people.”
 “Boomers are more used to living amongst different ages of people.”
 “Being around young people keeps me young!”
Growing availability of home care and services
5%
 “Boomers are healthier and will be able to stay in their homes longer. Services are more readily available for
home bound seniors than previously.”
 “I am thinking now that many who do not wish to leave their current homes to live near to family might want
to stay in their homes with ‘helpers’ or assistance ‘in place.’ I think that we would like to have a choice based
more on connections rather than necessity and that there may be more options in the future. However,
health is a big issue here. Will our health allow for this?”
 “I have seen the conditions in both assisted and nursing care and believe I would have a better quality of life
with my long term care policy making it possible to have needs provided in my own home.”
Boomers have broader interests/expectations than current CCRCs offer
5%


“Boomers want to make the rules. We do not like living under other people's rules so I think we will make up
some other kind of elder arrangement that we have never seen before. You lose control when you go into a
senior housing unit. I am a Boomer and I will probably go in but I will fight the rules every step of the way.”
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Part 6

CCRC Programs, Services,
and Amenities Important
to Respondents

Highlights of Part 6
 On-site CCRC programs and services that are most important to
respondents relate to future health care needs and freedom from
daily responsibilities. These include: availability of assisted living;
grounds and building maintenance services; transportation services;
housekeeping services; choices in dining venues; and, availability of
health clinic services.
 Wellness and convenience are two themes influencing respondents’
choices of amenities in their future CCRC. A fitness center, walking
and bicycle paths, library, bank, and convenience store are rated as
important to the next generations of CCRC residents.
 For features in the CCRC home, respondents expect providers to
address their safety, technology, and current lifestyle expectations.
Most important CCRC home features include: an emergency call
system; WiFi connectivity; a patio or balcony; and, garages or
covered parking.

What On-Site Programs and Services are Important to Respondents?
On-Site Health Programs and Services
Respondents were asked to indicate what on-site programs and services would be important in their future
CCRC homes, including those which address future health care needs, personal convenience, and wellness
preferences.
Regarding on-site health programs and services, the availability of assisted living in the community is
rated most important (77% selected), followed by health clinic services (66%), skilled nursing care (62%),
and physician/professional services (61%) (Figure 29).
Figure 29. On-site Health Programs and Services Important to Respondents in
Considering a CCRC Lifestyle for Their Own Future
Assisted living

77%

Health clinic services

66%

Skilled nursing care

62%

Physician and professional services

61%

Home health care

51%

Respite care (short-term care)

48%

Physical, occupational, and speech therapy services

47%

Memory support program

41%
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What On-Site Programs and Services are Important to Respondents?
Subgroup Trends:
 Respondents living in the East, South, and Midwest regions are more likely to select
availability of assisted living in the community as important compared to those
living in Mountain or Pacific regions (78% versus 73%, p=0.001).
 Respondents living in the East or South regions are more likely to select availability
of health clinic services as important compared to other regions (69% versus 63%,
p=0.001).
 Respondents living in the East or South regions are more likely to select availability
of physician/professional services as important compared to other regions (63%
versus 55%, p=0.001).
 Respondents living in the East region are more likely to select availability of skilled
nursing care as important compared to other regions (68% versus 60%, p=0.001).

Interestingly, respondents’ age is not a factor in selecting health programs and services as being important
except for memory support programs. Middle Boomers (aged 53-59 years) are more likely to select
memory support programs as important compared to other ages (45% versus 38%, p=0.006).
On-Site Convenience Services
In terms of convenience
services, grounds and
building maintenance (76%),
transportation services
(72%), and housekeeping
services (70%) are each
important to the majority of
respondents (Figure 30).
Less than half of
respondents indicate that
salon services and travel
planning are important to
them in considering a CCRC
in their future.

Figure 30. On-site Convenience Services Important to Respondents in
Considering a CCRC Lifestyle for Their Own Future
Grounds, building and apartment maintenance

76%

Transportation services

72%

Housekeeping services

70%

Barber and beauty salon services
Trip and travel planning services

45%
35%

Respondents aged 60 years or older are more likely to rate the following services as important to them
compared to younger respondents:





Grounds, building, and apartment maintenance (79% versus 73%, p=0.001)
Housekeeping services (76% versus 67%, p=0.006)
Transportation services (74% versus 69%, p=0.003)
Salon services (51% versus 43%, p=0.001)
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What On-Site Programs and Services are Important to Respondents?
On-Site Convenience Services
Respondents aged 46 years or younger are more likely to rate trip and travel planning services as
important compared to older respondents (43% versus 35%, p=0.001).
Respondents with annual incomes of $100,000 or more are more likely to choose the following services as
important to them compared to those at lower income levels:



Grounds, building, and apartment maintenance (79% versus 75%, p=0.009)
Housekeeping services (74% versus 69%, p=0.001)

Respondents with net assets of $800,000 or more (excluding home value) are more likely to choose the
following services as important compared to those with lesser net assets:



Grounds, building, and apartment maintenance (81% versus 75%, p=0.003)
Housekeeping services (76% versus 69%, p=0.001)

On-Site Wellness Programs
For on-site wellness programs, the majority of respondents select entertainment programs (63%), wellness
programs and services (62%), and fitness programs with personal trainers (57%) as important in their
decisions about a CCRC lifestyle (Figure 31). Least important are computer training (22%),
intergenerational programs (18%), and web-based education programs (18%).
Figure 31. On-site Wellness Programs Important to Respondents in Considering
a CCRC Lifestyle for Their Own Future
Entertainment programs

63%

Wellness programs and services

62%

Fitness programs with personal trainer

57%

Cultural programs

54%

Volunteerism programs

46%

Lifelong learning programs with learning institutions

44%

Brain fitness programs

42%

Computer training

22%

Intergenerational programs

18%

Web-based education programs

18%
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What On-Site Programs and Services are Important to Respondents?
On-Site Wellness Programs
Respondents aged 59 years or younger are more likely to indicate fitness programs with personal
trainers are important to them compared to older respondents (61% versus 55%, p=0.017).
A greater percentage of respondents aged 60 years or older select cultural programs as important in
considering a CCRC lifestyle compared to younger respondents (57% versus 48%, p=0.005).
Middle Boomers (aged 53-59 years) and Generation Xers (aged 37-46 years) are more likely to select the
following programs as important compared to other ages:





Entertainment programs (68% versus 57%, p=0.027)
Brain fitness programs (47% versus 39%, p=0.001)
Intergenerational programs (24% versus 15%, p=0.001)
Web-based education (22% versus 15%, p=0.017)

Respondents with annual incomes of $100,000 or more are more likely to choose the following programs
as important compared to those at lower income levels:




Fitness programs with personal trainers (66% versus 51%, p=0.001)
Cultural programs (59% versus 52%, p=0.001)
Lifelong learning programs with learning institutions (48% versus 42%, p=0.003)

Respondents with net assets of $800,000 or more (excluding home value) are more likely to choose the
following programs as important compared to those with lesser net assets:



Fitness programs with personal trainers (62% versus 56%, p=0.001)
Lifelong learning programs with learning institutions (49% versus 43%, p=0.024)

“I would definitely consider a CCRC for myself in the
future. The quality of service offerings are much
improved. My parents love their community because
there are a ton of activities and events they can take
advantage of if they want or they can choose to do their
own thing.”
Survey Respondent
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What CCRC Amenities are Important to Respondents?
Wellness Amenities
The most important wellness-related amenities are the availability of fitness centers (73%) and walking or
bicycle paths (73%) (Figure 32). Least important to respondents are the following wellness amenities:
tennis courts (11%), steam showers (11%), and dance floors (11%).
Figure 32. Wellness Amenities Important to Respondents in Considering a
CCRC Lifestyle for Their Own Future
Fitness center

73%

Walking/bicycle paths

73%

Pool (indoor)

55%

Garden/greenhouse

37%

Warm water therapy pool

35%

Craft workshop

32%

Garden beds (raised)

32%

Whirlpool

28%

Pool (outdoor)

25%

Sauna Spa services

25%

Golf course access

17%

Meditation area

17%

Art studio

14%

Golf putting green

13%

Dance floor

11%

Steam shower

11%

Tennis court

11%

Generation Xers (aged 37-46 years) are more likely to select the following wellness amenities compared to
older respondents:






Indoor pool (70% versus 55%, p=0.001)
Whirlpool (40% versus 28%, p=0.001)
Sauna spa services (38% versus 25%, p=0.001)
Dance floors (21% versus 11%, p=0.001)
Steam showers (18% versus 11%, p=0.012)
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What CCRC Amenities are Important to Respondents?
Wellness Amenities
Boomers (aged 47-65 years) are more likely to select the following wellness amenities compared to
other respondents:






Fitness center (77% versus 73%, p=0.003)
Walking/bicycle paths (78% versus 72%, p=0.001)
Gardens/greenhouses (43% versus 35%, p=0.001)
Warm water pool (42% versus 34%, p=0.002)
Outdoor pool (37% versus 23%, p=0.001)

Respondents with annual incomes of $100,000 or more are more likely to choose the following wellness
amenities as important to them compared to those at lower income levels:







Fitness center (79% versus 70%, p=0.001)
Outdoor pool (31% versus 22%, p=0.001)
Sauna spa services (31% versus 24%, p=0.001)
Golf course access (24% versus 13%, p=0.001)
Putting green (17% versus 11%, p=0.001)
Tennis courts (15% versus 8%, p=0.001)

Respondents with annual incomes of less than $50,000 are more likely to choose meditation areas as
important to them compared to those at higher income levels (22% versus 17%, p=0.038).
Respondents with net assets of $800,000 or more (excluding home value) are more likely to choose the
following wellness amenities as important compared to those with lesser net assets:



Fitness center (79% versus 72%, p=0.016)
Golf course access (22% versus 16%, p=0.001)

Respondents with net assets under $200,000 are more likely to choose the following wellness amenities as
important compared to those with greater net assets:




Meditation area (25% versus 16%, p=0.001)
Art studio (18% versus 13%, p=0.02)
Learning institutions (49% versus 43%, p=0.024)

“Wellness is important to our generation (Boomers).
Many of us are more active and working harder at
staying active longer. “
Survey Respondent
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What CCRC Amenities are Important to Respondents?
Convenience Amenities
In terms of convenience amenities important to respondents, the majority of respondents want choices in
dining venues (69%), a library (62%), a bank (60%), and a convenience store (56%). Of least interest to
respondents are a nondenominational chapel (25%) and a bar/cocktail lounge (24%) (Figure 33).
Figure 33. Convenience Amenities Important to Respondents in
Considering a CCRC Lifestyle for Their Own Future
Choices in dining venues

69%

Library

62%

Bank

60%

Convenience store

56%

Guest suite

48%

Theater/cinema

47%

Private dining room

38%

Multipurpose space

37%

Game/card room

37%

Computer/business center

30%

Nondenominational chapel

25%

Bar or cocktail lounge

24%

Respondents aged 66 years or older are more likely to want a library compared to younger respondents
(69% versus 62%, p=0.046) in addition to wanting a convenience store (60% versus 55%, p=0.001).
Respondents aged 60 years or older are more likely to want choices in dining venues compared to younger
respondents (72% versus 66%, p=0.001). Respondents aged 46 years or younger are more likely to want a
bar/cocktail lounge compared to older respondents (36% versus 24%, p=0.001).
Respondents with annual incomes of $100,000 or more are more likely to choose the following
convenience amenities as important to them compared to those at lower income levels:




Availability of guest suites (53% versus 48%, p=0.003)
Private dining room (43% versus 36%, p=0.003)
Bar or cocktail lounge (31% versus 20%, p=0.001)

Respondents with net assets of $800,000 or more (excluding home value) are more likely to choose a bar/
cocktail lounge as important compared to those with lesser net assets (29% versus 23%, p=0.027).
Respondents with net assets less than $200,000 are more likely to want a nondenominational chapel
compare to those with greater net assets (29% versus 24%, p=0.033).
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What CCRC Features are Important to Respondents to Have in Their Homes?
As increasing health care
needs is the most
significant reason
considered likely to
prompt a move postretirement, it is no
surprise that the most
important in-home
feature for respondents
is an emergency call
system (97% selected as
important) (Figure 34).
Also important to most
respondents are WiFi
connectivity in their
homes (90%), patios or
balconies (90%), and
garages or covered
parking (85%). Less
important in-home
features include:
gourmet kitchens (41%
selected as important),
wiring for home theaters
(40%), and fireplaces
(31%).

Figure 34. Features Important for Respondents to Have in Their Own
CCRC Home
Very important

Important
Total

Emergency call system

69%

WiFi connectivity

28%

64%

Patio or balcony

26%

47%

Garages and/or covered parking

43%

40%

45%

97%

90%
90%

85%

Expansive views from residence (e.g.,
skyline, waterfront, or mountains)

19%

51%

70%

Custom finishes and upgrades (e.g.,
counters, cabinetry, appliances, fixtures)

18%

50%

68%

Green construction materials
Gourmet kitchen

Wiring for home theater

13%

9%

14%

Fireplace 7%

39%

32%

26%

24%

52%

41%

40%

31%

Subgroup Trends:
 Respondents very likely to choose a CCRC lifestyle for themselves in the future are more likely to consider an
emergency call system as very important to have in their home (76%) compared to those less likely to choose
a CCRC lifestyle (63%) (p=0.001).
 Respondents aged 65 years or younger are more likely than older respondents to rate the following in-home
features as important:
 WiFi connectivity (93% versus 83%, p=0.001)
 Gourmet kitchen (43% versus 33%, p=0.005)
 Wiring for home theater (42% versus 31%, p=0.001)
 Respondents at higher income levels ($100,000 or more) are more likely than others to rate the following inhome features as important:
 WiFi connectivity (96% versus 86%, p=0.001)
 Garage or covered parking (87% versus 82%, p=0.001)
 Having expansive views from residences (75% versus 65%, p=0.001)
 Gourmet kitchen (51% versus 33%, Chi-square=91.856, p=0.001)
 Wiring for home theater (48% versus 34%, p=0.001)
 Fireplaces (37% versus 26%, p=0.001)
 Respondents living in the Midwest region are more likely than respondents living in other regions to rate
having garages or covered parking as important (91% versus 83%, p=0.001).
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Part 7

Contractual Agreement
and Long-Term Care
Option Choices

Highlights of Part 7
 Of respondents likely to consider a CCRC lifestyle, 52% would select a
contractual agreement with an upfront refundable entrance fee with
lower monthly fees versus 8% who would select an annual lease with
higher monthly fees.
 As 40% of respondents likely to consider a CCRC lifestyle are unsure of
their choices of contractual agreements, there is an opportunity for
providers to educate these future generations of customers.
 Of respondents who would select an entrance fee agreement, 60%
would choose a Type A long-term care benefit.

Senior living communities offer different types of contractual agreement and long-term care (LTC) options
for their residents. Of those respondents likely to consider a CCRC lifestyle in the future, 52% would select
a contractual agreement with an upfront refundable entrance fee with lower monthly fees, versus 8%
who would choose an annual lease with higher monthly fees (Figure 35). Forty percent of respondents
likely to consider a CCRC lifestyle do not know which type of agreement they would select which may reflect
an opportunity for CCRC providers to better educate customers.
Of those who would select a contractual
Figure 35. Type of Contractual Agreement and LongTerm Care Options Preferred by Respondents
agreement with an upfront refundable
entrance fee with lower monthly fees, 60%
An upfront refundable
of respondents would choose Type A which
entrance fee with
monthly fees
provides the greatest LTC benefit by
An annual lease with
typically building the LTC premium into the
40%
monthly fees
monthly fee. While this option has the
52%
Don't know
highest monthly fee, it offers the greatest
protection from LTC expenses if care is
needed. Twenty-five percent of
8%
respondents would select Type B which
Long-Term Care Option Choices
59% select Type A (unlimited LTC benefit)
includes a LTC benefit for a limited, defined
25% select Type B (limited LTC benefit)
period of time or for an established
15% select Type C (no LTC coverage)
reduction in market rate. Because the LTC benefit is limited, the
monthly fee is lower than the cost of a Type A option, but exposure to uninsured LTC costs is greater.
Finally, 15% would select Type C which offers no LTC coverage and the lowest monthly fee with the
resident bearing the financial risk for all potential LTC costs.
Subgroup Trends:
 Respondents aged 53 years and older are more likely than younger respondents to select a contractual
agreement with an upfront refundable entrance fee with lower monthly fees (53% versus 49%, p=0.036).
 Respondents with home values of $800,000 or more are more likely than those with lower home values to
select a contractual agreement with an upfront refundable entrance fee with lower monthly fees (59% versus
51%, p=0.018).
 Respondents with net worth (excluding home value) of $400,000 or more are more likely than those with
lower net worth to select a contractual agreement with an upfront refundable entrance fee with lower monthly
fees (57% versus 47%, p=0.001).
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Part 8

Opportunities to Age
Well

Highlights of Part 8
 Respondents feel that a CCRC lifestyle offers greater
opportunities than living in a single-family home on eight of nine
factors.
 Compared to living in a single-family home, the majority of
respondents feel that a CCRC lifestyle would offer greater
opportunities for personal safety, socialization, and maintenance
of a healthy lifestyle.
 Respondents have interest in additional “lifestyles” designed to
facilitate independence for older adults including technologyadapted homes and “Village” models where services and programs
may be brought into the home.
 Overall, respondents feel that the greatest benefits to them of a
CCRC lifestyle address their potential changing health care needs
“under one roof” and conveniences of maintenance-free living
which would allow them more time for socializing and seeking new
interests and passions in their lives.

What Opportunities Does a CCRC Lifestyle Offer Compared to a Single-Family Home?
Comparing a CCRC and a singlefamily home, respondents were
asked which offers the greatest
opportunities to age well (Figure
36). The majority of respondents
indicate that a CCRC lifestyle
affords the greatest opportunities
for:
 Personal safety and security
(88%)
 Social activities (84%)
 Aging in place (79%)
 Convenience (78%)
Seven in ten respondents indicate
that the CCRC lifestyle affords
greater opportunities (versus living
in a single-family home) for:
 Staying fit (73%)
 Lifelong learning (73%)
 Choices and options in life (69%)
 Eating well (67%)
Independence was the only attribute that respondents rated as being better able to be met in a singlefamily home versus a CCRC lifestyle (59% versus 41%).
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What Additional Future Lifestyles Interest Respondents?
A number of additional “lifestyles” options exist for older adults. These include:







“Smart homes” which are technology-adapted homes that can be upgraded over time to meet the
needs of older adults as they age;
“Village model” which is a membership program with neighbors organizing to provide services and
programs to facilitate older adults continuing to live in their own homes;
A CCRC affiliated with a college or university campus that promotes lifelong learning;
“Fractional ownership” which allows residents to live in more than one community during the year;
“Co-housing model” which is a small, purpose-built community where residents actively participate
in operations; and,
“Affinity-style living” which is a community based around common interests of residents such as
the arts, sports, or travel.
Figure 37. Respondents' Degree of Interest in Other Retirement Lifestyles
Very interested

Smart home

Co-housing

54%

22%

College/university community

Fractional ownership

Not interested

27%

Village model

Affinity-style living

Moderately interested

47%

16%

5%

8%

6%

14%

23%

41%

38%

35%

53%

28%

54%

28%

Respondents express
the most interest in
smart homes (81%
interested) and Village
models (69%). Less
than half of
respondents are
interested in affinitystyle living (40%),
fractional ownership
(36%), and co-housing
(34%) (Figure 37).

57%

Subgroup Trends:
 Respondents aged 59 years or younger are more likely to be interested in the following lifestyles
compared to older respondents:
 Village model (72% versus 67%, p=0.002)
 Affinity-style living (44% versus 35%, p=0.001)
 Fractional ownership (42% versus 24%, p=0.001)
 Middle Boomers (aged 53-59 years) are more likely to be interested in college/university
communities compared to other respondents (60% versus 54%, p=0.012).
 Respondents at higher income levels ($100,000 or more) are more likely than others to express
interest in the following:
 College/university communities (66% versus 49%, p=0.001)
 Fractional ownership (41% versus 32%, p=0.005)
51

National Survey of Family Members of Residents Living in CCRCs - 2011

What are Respondents’ Overall Feelings About CCRCs?
The majority of respondents agree that CCRCs offer:





Assurance that they can continue living in the same community if and when health needs
change (91%);
Maintenance-free lifestyles (90%);
Opportunities to engage socially with new people (87%); and,
Opportunities to seek new interest and passions in life (77%) (Figure 38).

"We welcome the results of the survey. It affirms many of the directions
upon which we have recently embarked at Luthercare. As children of
current residents look to the future, community, amenities, wellness
emphases and space for living take the stage. Our repositioning project at
Luther Acres is consistent with these findings. The future of CCRCs is all
about transforming space in order to transform lives."
Carl McAloose, President and CEO
Luthercare, Lititz, Pennsylvania
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Part 9
A Profile of Family
Members Very Likely to
Consider a CCRC for
Themselves

Highlights of Part 9
 This final chapter profiles family members very likely to consider a
CCRC for themselves and their spouses or partners in the future.
 The factor with the strongest influence on family members’ future
decisions relates to their loyalty, or strength of their relationship in
regards to their family members’ CCRC, as measured by their
recommendation of the CCRC to others as a good place to live.

In order to create a profile of family members very likely to consider a CCRC for themselves in the future, a
logistic regression analysis was performed. A logistic regression analysis is used to predict what factors
discriminate between groups. In this case, the key factors that discriminate between family members very
likely versus less likely to consider a CCRC for themselves in the future were identified.
The following table lists the factors associated with a high likelihood in which family members would
consider a CCRC lifestyle for themselves (Table 8). Factors are categorized according to:








Influence of residents’ CCRC experiences;
CCRC operations;
Health care;
Programs, services, and amenities;
CCRC design;
Respondent characteristics; and,
Safety and convenience.

The “odds ratio” provides an idea of how strongly each factor is associated with likelihood family members
would consider a CCRC in their future, in that the greater the odds ratio, the stronger the statistical
association. Calculation of a confidence interval strengthens interpretation of the true odds ratio. At a 95%
confidence interval, the true odds ratio is between the two numbers provided in the range.
Recommendation of the current residents’ CCRC to others as a good place to live is the strongest
predictor of a high likelihood that respondents would consider a CCRC lifestyle. The odds that
respondents who are very likely to consider a CCRC lifestyle would strongly recommend their family
members’ CCRCs to others is more than 11 times greater than respondents who are less likely to consider
a CCRC lifestyle.

“Why is our generation (Boomers) more likely to
move to a CCRC? Because we are the first generation
to have first-hand experience seeing the benefits to
our parents.”
Survey Respondent
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What are Respondents’ Overall Feelings About CCRCs?
To summarize, the top five factors associated with a high likelihood of considering a CCRC lifestyle are
(in order of importance):






Strong recommendation of residents’ CCRCs to others;
Reputation of the CCRC owner/sponsor;
Availability of health care onsite if needed;
Availability of an emergency call system in the residence; and,
Availability of services and amenities onsite.
Table 8. Profile of Family Members Very Likely to Consider a CCRC for Themselves

Factors Associated with a High Likelihood of Considering a CCRC Lifestyle:

Odds Ratio

95% Confidence Interval

Strong recommendation of family members’ CCRC to others

11.776

1.075-29.045

Resident’s experience living in a CCRC affected interest in CCRC lifestyle

1.198

1.165-1.237

Importance of the reputation of the CCRC owner/sponsor

1.761

1.621-1.931

Importance of cost and value

1.529

1.243-1.881

Availability of health care onsite if needed

1.733

1.598-1.899

Availability of an emergency call system in the residence

1.688

1.565-1.838

Respondent has a plan in place for potential future health care needs

1.191

1.002-1.417

Availability of services and amenities onsite

1.668

1.542-1.825

Opportunities to participate in sports activities

1.666

1.523-1.904

Freedom from home maintenance

1.551

1.458-1.663

Multiple dining venues

1.391

1.057-1.831

Opportunities to participate in fitness activities

1.369

1.163-1.836

Availability of outside activities

1.267

1.036-1.549

Availability of patios or balconies in the residence

1.665

1.539-1.796

Availability of garages or covered parking

1.566

1.420-1.762

Home size preferences – 2 bedroom/2 bathroom

1.536

1.191-1.981

Expansive views from the residence

1.393

1.059-1.831

Net worth of $400,000 or more

1.659

1.511-1.851

Aged 59 years or younger

1.343

1.246-1.478

Respondent reports very good/excellent health

1.289

1.066-1.559

Wanting to move to a safer community

1.600

1.427-1.843

Location of the CCRC

1.453

1.201-1.757

Convenience of stores and restaurants nearby

1.415

1.036-1.932

Category: Influence of Residents’ CCRC Experiences

Category: CCRC Operations

Category: Health Care

Category: Programs, Services, and Amenities

Category: CCRC Design

Category: Respondent Characteristics

Category: Safety and Convenience
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“The quality of life my parents have experienced living in a
CCRC for the past five years had been wonderful to see.
The security we all feel as a family and the joy and
camaraderie they experience living there certainly
influence our strong recommendation of this CCRC to
other families.”
Survey Respondent

What are the Key Factors Influencing Respondents’ “Willingness to Recommend”?
As noted in Part 3, respondents who strongly agree that CCRCs provide good services to their family
members are more likely to strongly recommend these communities to others. “Willingness to
recommend” is one a key measure of customer loyalty, and it is the most commonly used indicator to
set priorities for quality improvement efforts.
Frederick Reichheld, one of the foremost authorities on customer loyalty, found a significant association
between the percent of customers who were most willing to recommend programs or products to others
and high business growth rates among organizations (2003). Reichheld’s extensive study of loyal
customers and their behaviors, supports the survey’s finding that respondents’ willingness to recommend
their family members’ CCRCs to others as good places to live is the strongest predictor that respondents
would select a CCRC lifestyle for themselves.
As a final analysis to this report, factors associated with respondents’ recommendations of their family
members’ CCRCs to others are examined. Through regression analyses, key factors that show a significant
association with “willingness to recommend” are identified and listed below in order of importance (Table
9). The top six factors (indicated by asterisk*) are the key predictors for respondents who are more likely
to strongly recommend their family members’ CCRCs to others.
Table 9. Factors Associated with Respondents’ Willingness to
Recommend Their Family Members’ CCRCs to Others












Quality reputation compared to other CCRCs*
Safety and physical security of residents*
Services provided reflect good value for fees paid*
Appearance of amenity areas*
Variety of wellness programs and activities*
Quality of the food*
Responsiveness of managers to concerns
Variety of social events
Variety of educational programs and activities
Variety of dining venues
Availability of health care services
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The National Survey of Family Members of Residents Living in CCRCs
From the Market Analyst’s Perspective
By Susan B. Brecht, President, Brecht Associates, Inc.
As a market analyst with well over 25 years of experience working exclusively
in the senior living industry, it was an honor and a thrill to be a co-sponsor of
the first National Survey of Family Members of Residents Living in CCRCs (the
“Study”). We believe this Study has provided new insight and confirmation of
important information supporting the foundation of market research and
feasibility studies for senior housing. I was happy to be the adult child of a
CCRC resident way back in the 1980s and I can tell you that the quality of the
experience from start to finish influenced my thinking: it still does today. The
relevance of some of the Study’s key findings in relation to conducting market
studies for senior housing are presented below.
Quantitative Measures
How much product a market can absorb has been the subject of much
discussion and debate for many years. The Study confirms that increased
Market Penetration Rates (MPRs) are supportable in mature markets,
particularly those with a significant number of CCRCs. The finding that 77% of
respondents would consider a lifestyle community offering a full continuum of living options for themselves
helps explain why certain markets like Philadelphia and Lancaster County, Pennsylvania, have achieved and
sustained exceptionally high MPRs while not only maintaining high occupancy but, in many cases, continuing
to expand their offerings (Brecht, 2002).
One of the other quantitative measures of feasibility is the Project Penetration Rate (PPR) which evaluates
what percent of net (after competition) available age/income qualified households must be captured by the
project being evaluated by the analyst (Brecht Associates, Inc., 2008). Typically, industry standards have
ranged from 3 to 5%. However, given today’s extreme and sustained economic difficulties, it may be prudent
to lower these standards to 1 to 3%. The Study suggests that it may be appropriate to assume that a PPR for
CCRCs (new/expansions) is acceptable at the higher end of this range than for other types of IL products.
Qualitative Measures
While quantitative measures are a “given” in market feasibility studies, we cannot emphasize enough the
importance of the qualitative aspects of the Study. Quantitative outcomes must be judged in their context,
and their influence can result in differing interpretation of “the numbers.” The Study clearly demonstrates
that feasibility should be influenced by the quality of reputation of provider. Nine-eight percent of
respondents ranked the reputation of the owner/sponsor as one of the most important factors in considering
a CCRC for themselves.
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The National Survey of Family Members of Residents Living in CCRCs
From the Market Analyst’s Perspective (continued)
By Susan B. Brecht, President, Brecht Associates, Inc.
This also suggests that when doing a market study for new providers or new entrants to a market, the analyst
should consider the entire team associated with the development, marketing and operations. This will be
important to the lender and to prospective residents. New entrants must build market confidence by
associating with experienced, respected organizations that they can point to in marketing their communities.
Making Recommendations
We strongly believe that every market is local and what providers develop should be based on local market
conditions. Additionally, the Study provides a context for shaping the focus of recommendations regarding
unit type, services, and amenities although trends and preferences must be constantly monitored.
A good example of monitoring trends changes is the increased popularity of somewhat smaller residences
such as well-designed one-bedroom/den units in contrast to the super-sized units providers were developing
5 to 10 years ago. While the Study suggests that the two-bedroom unit is preferred by approximately 70% of
respondents, the decisions that they make 10 to 20 years hence when they reach the point of moving to a
retirement community may differ.
The Study definitely confirmed the vital importance of including a continuum of care. Providing this
continuum needs to be addressed in both the evaluation of feasibility and the findings of the market study.
Educating the Market
While the Study demonstrates that the CCRC model gets very high marks and
interest levels, there is still a huge market of people with no personal exposure
to it. This means market education is absolutely necessary. When market
studies are being conducted in areas without a significant presence of senior
housing, particularly CCRCs, this fact must be acknowledged and addressed.
And one last point – new models of senior housing will be created and emerge
and engage the interest of retirees and their families. We must not only be
ready for that, but we must shape future innovation.
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The National Survey of Family Members of Residents Living in CCRCs
From the Financing of CCRCs Perspective
By Dan Hermann, Senior Managing Director—Head of Investment Banking, Ziegler
and Jeff Girardi, Research Analyst, Ziegler
While Ziegler’s leadership in senior living capital markets and finance has been the impetus behind much of
our research, we also seek through research to develop and discern strategic industry trends that will enable
senior living providers to better understand and react to market, consumer and housing trends as they seek
to strengthen and reposition their organizations for the future.
In doing so, of course, providers extend the benefits of such research to their financial and capital markets
stakeholders by increasing the attractiveness of the sector to investors. For these reasons, Ziegler’s recent
partnership with Mather LifeWays and Brecht Associates to produce The National Survey of Family Members
of Residents Living in CCRCs (the “Study”) was both timely and relevant.
One of the most important findings is the Study respondents’ views on entrance fees. CCRC financing
structures typically rely heavily on the receipt of entrance fees for their success, and thus the respondents’
generally favorable views on this payment modality is particularly instructive.
Moving into a CCRC often requires a significant financial investment
by a potential resident and often it is his or her home—in many
cases, the most significant financial investment that a potential
resident has made prior to making the decision to move into a
CCRC—that serves as the means for which to finance this payment.
With single family home prices, for example, having lost
approximately 15% of their value from three years ago when global
market turmoil mounted and the U.S. housing market crumbled, a
key question for the CCRC model going forward is whether future
CCRC residents will continue to consider an entrance fee option?
The Study’s findings show that 50% of those likely to consider a
CCRC would select an upfront refundable entrance fee with a
monthly fees contract and a “Type A” long-term care option (versus
40% who are currently uncertain). This is one of several findings from the Study that speaks well to the future
viability of the CCRC model and, more importantly, the entrance fee financing structure.
Beyond entrance fees and design, providers and their stakeholders must understand how the model of
seniors housing may change in the future as well. Seniors housing—particularly CCRCs—has undergone a
transformative process to realign itself with the expectations of its potential consumers while continuing on
its path toward future growth.
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The National Survey of Family Members of Residents Living in CCRCs
From the Financing of CCRCs Perspective (continued)
By Dan Hermann, Senior Managing Director—Head of Investment Banking, Ziegler
and Jeff Girardi, Research Analyst, Ziegler
With the first Baby Boomers turning 65 in 2011, the need is more pressing than ever for both seniors housing
providers and capital providers to understand the mindset of this and subsequent cohorts of retirees to
determine the best ways to satisfy a growing desire for unique quality care and service options.
The Study underscores the fact that CCRCs will continue to play a large part in the future of seniors housing,
yet other retirement lifestyles are attracting more interest and exposure as potential residents continue to
educate themselves about the care options available to them.
Smart homes (which 27% of respondents identified as a retirement lifestyle in which they would be very
interested) or the PACE® program are two such examples of these alternatives which are becoming fixtures in
the senior living landscape. While Ziegler has already financed a PACE program, it will be incumbent upon the
capital markets to further embrace and develop financing alternatives for these other non-traditional senior
living models.
The Study offers an excellent blueprint for those serving the strategic and capital needs of the senior living
sector, suggesting what the future CCRC may look like and the necessary steps to meet the needs of a
growing senior population. In general, the Survey offers an encouraging endorsement of the CCRC lifestyle
and its attractiveness to the “next generation” of residents while challenging providers and capital markets to
remain adroit and creative in meeting their expectations.
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The National Survey of Family Members of Residents Living in CCRCs
From the CCRCs Providers’ and Marketing Perspectives
By Kathryn Brod, Vice President, Senior Living Strategies, Mather LifeWays
When we conceived this research project, we hoped to gain insights from CCRC residents’ family members
that would assist providers in their strategic positioning exercises. This goal, with an eye to the future, was
certainly met. The 60+ pages of findings give a glimpse into the demographic of our future residents as well
as their expectations. What we did not expect was to learn what we should be doing today, right now, as a
result of these insights. Happily, these research findings provide both.
How often do we assemble focus groups to learn about prospective consumers expectations and find that few
in the focus group truly understand the CCRC model? The traditional nursing home is the context for all of
their thinking – that is, if they’ve done any -- about their future options for senior living. This Study, by
contrast, provides feedback from a 3,600+ member informed focus group. They KNOW CCRCs. They KNOW
CCRCs are NOT simply nursing homes. Make sure you review the chart that shows how these respondents
view the CCRC versus a single-family home (see page 50). Perhaps this chart should be enlarged and placed
on the wall of every CCRC’s marketing office, placed electronically on the website of every CCRC, and sent to
every name on CCRC lead lists!
So, what does this knowledge give us? It gives us insights into what informed prospective CCRC residents
believe they will want should they move into a CCRC. Good news for all of us … a significant percentage of
them indicate they are likely to do so!
What Should We Market?
Our value. Though Baby Boomers (who were well represented in the survey respondents) are known for
wanting options, these respondents were clear that the most important piece of what they will seek in a CCRC
is healthcare. The top reasons prompting respondents to consider a CCRC lifestyle for the future relate to
health care and services that CCRCs provide (see page 26). It will be incumbent upon providers to prove the
value of this healthcare service (as 99% noted that cost and value of the community was most important to
them), but this is already a keen focus of the typical senior living provider seeking to fill units in challenged
housing markets. Mind you, these respondents made it clear that they wanted dining options, and Wi-Fi is an
absolute must, but instead of seeking to add more bells and whistles to our communities, we can point to this
research as validation for sticking to our knitting and proving the value of the quality of lifestyle we already
offer.
Our quality. We know that our mission, our purpose, our work in the markets we serve establishes our
reputation. This reputation is of utmost importance to us. What great news to know that our reputation is
equally important to our future customers. Ninety-eight percent say the reputation of the CCRC will be
important to them in their decision-making.
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The National Survey of Family Members of Residents Living in CCRCs
From the CCRCs Providers’ and Marketing Perspectives (continued)
By Kathryn Brod, Vice President, Senior Living Strategies, Mather LifeWays
Our continuum. Finally, the availability of onsite healthcare is
important to 97% of the respondents. This health care will likely take
many shapes and forms as health care reform unfolds, but the
resounding importance of health care (with wellness programs, fitness
activities and other such activities also desired) provides clear direction
for marketing efforts.
To Whom Should We Market?
Obviously we currently market to age- and income-qualified prospects in our marketplace. But the research
findings contain a clue to another marketing opportunity. Here’s the clue: 98% of respondents very likely to
consider a CCRC would strongly recommend these communities to others. 98 percent. Would strongly
recommend. This means we have, in our residents’ children, advocates of the lifestyle/continuum of care we
offer in our communities. We all know that our strongest referral base is our residents. Now we know that
perhaps our next strongest referral base is our residents’ children! Since the research shows that the
personal experience of their parents highly influences their thinking, our focus on quality to ensure that we
are delivering the best possible service to their parents is paramount. Management’s response to situations
today are affecting not only the residents but influencing their families’ perceptions, as well. The ripple effect
of our decisions and our policies extends widely.
When Should We Market?
Since respondents very familiar with CCRCs are more likely to strongly agree that good services are provided
to their relatives and subsequently would strongly recommend these CCRCs to others, we should consider
how to actively market to these children. Are the children of our residents on the mailing list for our
newsletters? Are children on the mailing list for our annual reports? Should we actually develop educational
materials for children so that they become even more informed? So that they understand our value
proposition now? Should we wrap such an effort in a marketing incentive that provides a financial bonus for
their relatives/parent if their referral moves to our community? The research suggests the answers to each
should be ‘yes’, as mobilizing these adult children to actively market for us could yield positive results.
A final ramification to be gleaned from the findings is one that I have learned from my own experience of
having both parents and a sibling reside in a CCRC. While I know that a decision regarding my own future is
more than a decade away, what I want for myself in the future is what I would also like for my loved ones
living in a CCRC today. So, even though residents may not be giving voice to the need for Wi-Fi campus wide
nor clamoring for new dining options, providing these options so that children see these amenities for their
parents could provide marketing value as well.
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Though it is challenging to reduce so much data into concluding “sound-bites,” the listing of ten concluding
points below is intended to leave the read with key take-aways from this seminal research.
1. Adult children of CCRC residents are favorably disposed towards considering a CCRC for themselves in the
future.
2. The availability of the continuum including independent living, assisted living, and skilled nursing is an
important factor in their preference for this senior lifestyle model.
3. Familiarity with the continuum increases when family members move into the more need driven
components such as assisted living, skilled nursing, or memory support.
4. The decision to move is likely to continue to primarily be influenced by the need or perceived need for
healthcare services.
5. The entrance fee model will remain viable for those who are familiar with the CCRC model, and there will
continue to be a market for Type A contractual agreements.
6. The more educated a market is based on having a substantial number of CCRCs, the better is the
likelihood that this senior lifestyle option will remain a popular choice for seniors.
7. The most likely future residents of CCRCs will have incomes of $75,000+.
8. There may be a strong market for the CCRC lifestyle among those with no children.
9. Adult children of CCRC residents represent a significant marketing resource for existing CCRCs.
10. There is a need to create an affordable model of the continuum for those with lower incomes.
Despite positive reactions to the CCRC lifestyle, the challenge remains to convert this lifestyle choice from
need to want driven. Survey responses indicate that this should be possible since the desire to move to an
age-qualified community increased among those familiar and experienced with a CCRC through their family
members. Positioning CCRCs to support an independent lifestyle by removing future concerns about where
and how healthcare needs will be met is a subtle but necessary strategy for those who are committed to the
CCRC concept.
In 2011 LeadingAge identified a set of six “driving forces”, each of which leads to leadership imperatives that
are anticipated to guide not-for-profit organizations as they contemplate the future. While the driving forces
range in content from health care reform to technology, one addresses consumers: “Consumers are
increasingly aware of changing demographics and their own aging, but little is known about the choices they
want, the quality they expect, and how much they will pay for services.”
Created as a “companion” piece to this report, Understanding Many Futures: Assessing the Impact of The
National Survey of Family Members of Residents Living in CCRCs, is a study guide for CCRCs to encourage
discussion, development, and implementation of strategies that build from findings of the study. The study
guide provides insights for CCRCs seeking to find answers to the consumer driving force. Addressing twenty of
the study’s findings, the study guide provides general as well as in-depth questions to inform your
management team, board members, and other key stakeholders in their thinking about action steps for both
today and the future. The study guide is complementary and may be ordered by contacting Paula Fenza at
pfenza@matherlifeways.com or 847.492.6818.
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States by Region (from the Ziegler National CCRC Listing and Profile (2009)

Region

States

East

Connecticut
Delaware
Maine
Massachusetts
New Hampshire

New Jersey
New York
Pennsylvania
Rhode Island
Vermont

South

Alabama
Arkansas
Florida
Georgia
Kansas
Kentucky
Louisiana
Maryland
Mississippi

Missouri
North Carolina
Oklahoma
South Carolina
Tennessee
Texas
Virginia
West Virginia
District of Columbia

Midwest

Illinois
Indiana
Iowa
Michigan
Minnesota

Nebraska
North Dakota
Ohio
South Dakota
Wisconsin

Mountain

Colorado
Idaho
Montana

Utah
Wyoming

Pacific

Alaska
Arizona
California
Hawaii

Nevada
New Mexico
Oregon
Washington
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States by Subregion
Subregion

States

New England

Maine
Massachusetts
New Hampshire

Rhode Island
Vermont

Mid-Atlantic

Connecticut
New Jersey

New York
Pennsylvania

South Atlantic

Delaware
District of Columbia
Florida
Georgia
Maryland

North Carolina
South Carolina
Virginia
West Virginia

East North Central

Illinois
Indiana
Michigan

Ohio
Wisconsin

East South Central

Alabama
Kentucky

Mississippi
Tennessee

West North Central

Iowa
Kansas
Missouri
Minnesota

Nebraska
North Dakota
South Dakota

West South Central

Arkansas
Louisiana

Oklahoma
Texas

Mountain

Arizona
Colorado
Idaho
Montana

Nevada
New Mexico
Utah
Wyoming

Pacific

Alaska
California
Hawaii

Oregon
Washington
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