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Explanation of the Sections on the Home Page 
 
 
Here is a screenshot of the 
homepage of the Life Resource 
Planning and Retirement Planning 
System. 
 
On the left side of this homepage 
you will see 3 Main sections for 
generating planning reports.  Each 
section has an explanation of what 
it is used for. 
 
When you click on the green 
button in the section entitled "For 
Aging Seniors" it will take you to a 
questionnaire that will generate a 
Life Resource Survey Report. 
 
When you click on the green 
button in the section entitled "For 
Those near or Recently Retired" it 
will take you to a questionnaire 
that will generate a Retirement 
Planning Survey Report. 
 
There is no online questionnaire 
for the section entitled "Life 
Resource Analysis – For Aging 
Seniors."  You have the option of 
submitting 2 forms that you bring 
up in this section to the National 
Care Planning Council for 
generating the report.  The cost for 
this is $95.  In some cases, you can 
also submit a life resource survey 
questionnaire to accomplish the 
same thing. 
 
The right panel of the homepage contains 4 sections.  In the first section titled "Instruction Manual for 
Life Resource Planning" you can open a PDF document that provides instructions on how to do life 
resource planning.  We have not furnished you an instruction manual for doing retirement planning as 
we believe those of you who do this type of planning already have the background necessary.  The 
second section from the top contains training videos.  The third section from the top contains a number 
of useful calculators about half of which are Excel files and half of which are online.  These are used 
primarily for retirement planning purposes.  Finally, the fourth section from the top currently contains 
a textbook to give you a background for understanding the issues facing aging seniors and their 
families.  Eventually we will have a textbook that will provide background on retirement planning. 
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Using the Three Main Sections on the Left Side of the Homepage 
 

 

Section #1 Title: “For Aging Seniors” – Understanding When to Use This Tool 
 

The tools in this section are designed to help you prepare a “Life Resource Survey.” 

 

The “Life Resource Survey,” produced from the “Life Resource Survey Questionnaire,” – found in this 

section – is a comprehensive approach to helping aging seniors deal with the challenges of their last 

years.  An aging senior is an older individual who will shortly be or who is currently experiencing the 

challenges of aging.  These challenges might include loss of independence, developing dementia or 

Alzheimer’s, having disabling conditions or diseases, experiencing dwindling income and assets or 

dealing with the general feebleness of old age.  Only those families who have been through these 

challenges of aging understand the overwhelming burden involving caregiving, identifying and 

contacting a multitude of fragmented community services, being under intense stress over the welfare 

of loved ones and finding monetary resources to purchase services and products necessary to support 

their aging loved ones. 

 

The survey covers up to 29 different issues confronting aging seniors.  The typical survey that you will 

generate will probably identify anywhere from 5 to 15 of these issues.  You cannot probably provide 

solutions to all of these issues in your first encounter with the family of an aging senior.  You can, 

however, concentrate on assisting with those issues that are most pressing and deal with the other 

issues at a later time. 

 

The types of products and services you would expect to sell through a Life Resource Survey could 

include the following:  

 

 legal counseling and legal work,  

 non-medical home care services,  
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 care management services,  

 placement and relocation services,  

 reverse mortgages, 

 income annuities,  

 preneed funerals,  

 Medicaid funeral trusts and estate planning trusts,  

 home repair and remodeling services,  

 yard and maintenance services,  

 fiduciary services and guardianship,  

 tax services and  

 many more products or services designed for this particular market.   

 

Using a non-threatening planning approach as a sales tool is far more effective than trying to convince 

someone to purchase your product or services based entirely on benefits. You will be much more 

successful in your sales by helping people solve their problems first and then talking about how your 

products or services will fit in with that advice. 

 

 

Section #1 Title: “For Aging Seniors” – Using the Links in This Section 
 

In this section you will see that there are 4 links as well as a sample "Life Resource Survey Report." 

We will discuss each of the 4 links below.  There is also a green button for you to bring up the online 

questionnaire.  How to use this questionnaire will be discussed in a subsequent section.  Here are the 4 

links that we will discuss. 

 

1. "Open the Life Resource Survey Questionnaire Paper Version" 

2. "Evaluation and Information Request Form" 

3. "Instructions for Using the System to Generate a Life Resource Survey for Your Client" 

4. "Understand How the Life Resource Survey Approach Will Make Sales to Aging Seniors" 
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Link Title "Open the Life Resource Survey Questionnaire Paper Version" 

You can use 2 different methods to obtain information for the online questionnaire.  With the first 

method, you can download this paper version of the online questionnaire and have your client fill it out 

and send to you.  You will then use the data to fill out the online questionnaire which you access by 

clicking the green button in this section.  This paper questionnaire version is a PDF form fill document.  

Your client can receive it as an email attachment, complete it on a computer without printing it out and 

then save it and email it back to you as an electronic document.  In order to do this it is imperative that 

the client opens this and fills it out and saves it in Adobe Acrobat or Adobe Acrobat Reader.  Using 

any other program that will access a PDF file to fill out a form fill document will not work correctly.  

The client can also print out the form, complete it by hand and fax it or scan it back to you.  The 

second method to complete the online questionnaire is to fill it out while you are meeting together.  

You then print out the report and go over it at the same time or a later time. 
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Link Title "Evaluation and Information Request Form" 

 

We designed this form as part of our 

"Successful Senior Marketing" (SSM) 

sales package.  If you are looking for 

an effective marketing tool to generate 

candidates for Life Resource Planning 

or for retirement planning, our 

marketing package will do that for 

you.  You can contact the National 

Care Planning Council at 800-989-

8137 or 

account@longtermcarelink.net to learn 

more about the marketing system.  We 

also believe this form can be an 

effective way for you to generate leads 

for your planning without the SSM so 

we provide it on the homepage. 

 

When people attend a presentation that 

you give, either using our slide 

presentations in the SSM package or a 

presentation that you have put together 

yourself, these attendees will be given 

this form and instructed to fill it out 

before they leave.  We have found that 

the form works quite well in 

generating interest in meeting with 

you to do some planning. 

 

The form can also be used with 

practitioners or providers in the senior market who are providing you referrals.  These senior service 

practitioners or providers would have their customers or clients fill out this form and then the form 

would be given to you as a referral.  The reason that your network of practitioners or providers will 

provide you referrals is that in return you will be generating new business for these individuals. 

 

Link Title "Instructions for Using the System to Generate a Life Resource Survey for Your 

Client"  This instruction set has a slightly different title for the same instruction set that you are 

currently reading.  They are the same instructions.  The reason for the slightly different title from the 

title of this document is to encourage you to open the instructions so that they can help you. 

 

Link Title "Understand How the Life Resource Survey Approach Will Make Sales to Aging 

Seniors"  This link will open a short article orienting you as to why a planning approach to making 

sales with aging seniors and with their children works so much better than a traditional sales approach.  

Please read this article to gain a better understanding of how this system can make you more successful 

with your sales and expand your business. 
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Section #2  Title: “For Those near or Recently Retired” – When to Use This Tool 
 

The tools in this section are designed to help you prepare a “Retirement Planning Survey” 

 

The “Retirement Planning Survey” – produced from the “Retirement Planning Survey Questionnaire”  

found in this section – is a comprehensive approach to helping individuals ages mid-50s through 70s 

make appropriate retirement decisions. Not only does the survey look at financial issues such as 

retirement savings and income, Social Security and Medicare, but it also looks at a whole bunch of 

other choices that have to be made for relocation, downsizing, planning for long-term care, Medicaid, 

death, estate planning and much more.  

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

The survey covers up to 22 different issues confronting people anticipating retirement or who are 

already early on in retirement. Assuming that you would do a survey for a single person or a couple 

anticipating retirement or already in retirement, you would probably generate about 7 through 11 

different issues for those particular people to consider. You meet with them and go over the printout of 

the retirement issues and offer to help them with their decisions. Just as with the Life Resource Survey 

that you have already done with their aging parents – which brings up issues that lead to talking points 

that lead to sales – the Retirement Planning Survey is designed to do exactly the same thing for the 

children – produce talking points that lead to sales.  

 

The types of products and services you would expect to sell through a retirement survey could include 

the following: 

 

 legal counseling and legal work,  

 pre-and post-retirement investments,  

 annuities,  

 health insurance,  

 long term care insurance,  
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 new quotes for home and auto insurance,  

 uncovering veterans benefits,  

 Medicare supplements or advantage plans and  

 much, much more.  

 

Using a non-threatening planning approach as a sales tool is far more effective than trying to convince 

someone to purchase your product or services based entirely on benefits. You will be much more 

successful in your sales by helping people solve their problems first and then talking about how your 

products or services will fit in with that advice. 

 

 

Section #2   Title: “For Those near or Recently Retired” – Using the Links  
 

In this section you will see that there are 4 links as well as a sample "Retirement Planning Survey 

Report." 

 

We will discuss each of the 4 links below.  There is also a green button for you to bring up the online 

questionnaire.  How to use this questionnaire will be discussed in a subsequent section.  Here are the 4 

links that we will discuss. 

 

1. "Open the Retirement Planning Survey Questionnaire Paper Version" 

2. "Evaluation and Information Request Form" 

3. "Instructions for Using the System to Generate a Retirement Planning Survey for Your Client" 

4. "Understand How the Retirement Planning Survey Approach Will Make Sales to the Children 

of Aging Seniors" 
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Link Title "Open the Retirement Planning Survey Questionnaire Paper Version" 

You can use 2 different methods to obtain information for the online questionnaire.  With the first 

method, you can download this paper version of the online questionnaire and have your client fill it out 

and send to you.  You will then use the data to fill out the online questionnaire which you access by 

clicking the green button in this section.  This paper version questionnaire is a PDF form fill document.  

Your client can receive it as an email attachment, complete it on a computer without printing it out and 

then save it and email it back to you as an electronic document.  In order to do this it is imperative that 

the client opens this and fills it out and saves it in Adobe Acrobat or Adobe Acrobat Reader.  Using 

any other program that will access a PDF file to fill out a form fill document will not work correctly.  

The client can also print out the form, complete it by hand and fax it or scan it back to you.  The 

second method to complete the online questionnaire is to fill it out while you are meeting together.  

You then print out the report and go over it at the same time or a later time. 
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Link Title "Evaluation and Information Request Form" 

 

We designed this form to help you do 

a more thorough job as a planner for 

people in their later lives. 

 

When you meet with an aging senior 

client, you are almost always dealing 

with the children of that person or with 

a younger family member who is 

helping that person.  Once you have 

successfully helped the aging senior 

with the issues that need to be solved, 

you will have created a great deal of 

credibility and trust with the family 

member with whom you are working.  

This rapport that you have developed 

will also allow you to work with the 

children or the younger family 

members for retirement planning.  The 

purpose of doing a retirement planning 

survey is to help these individuals – 

who are typically younger than the 

aging seniors – to solve different 

problems they are facing with 

retirement decisions.  You can use this 

form to generate that planning 

approach or simply convince them to 

fill out the questionnaire without using 

the form. 

 

The form can also be used with practitioners or providers in the senior market who are providing you 

referrals.  These senior service practitioners or providers would have the children or family members 

of their customers or clients fill out this form and then the form would be given to you as a referral.  

The reason that your network of practitioners or providers will provide you referrals is that in return 

you will be generating new business for these individuals. 

 

Link Title "Instructions for Using the System to Generate a Retirement Planning Survey for 

Your Client"  This instruction set has a slightly different title for the same instruction set that you are 

currently reading.  They are the same instructions.  The reason for the slightly different title from the 

title of this document is to encourage you to open the instructions so that they can help you. 

 

Link Title "Understand How the Retirement Planning Survey Approach Will Make Sales to the 

Children of Aging Seniors"  This link will open a short article orienting you as to why a planning 

approach to making sales with aging seniors and with their children works so much better than a 

traditional sales approach.  Please read this article to gain a better understanding of how this system 

can make you more successful with your sales and expand your business. 
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Section #3  Title: “Life Resource Analysis For Aging Seniors” – When to Use This Tool 
 

The tools in this section are designed to help you prepare a “Life Resource Analysis” 

The “Life Resource Analysis” – produced jointly from the “Life Resource Analysis Questionnaire” and 

the “Planner Input Form”  both found in this section – is an in-depth planning approach to allow you to 

explore in detail many of the issues challenging aging seniors and their families. 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

A Life Resource Analysis is very similar to a Life Resource Survey, but goes into much more depth 

than a Life Resource Survey.  In addition to up to 65 different recommendations and strategies brought 

out through this process, the Analysis also specifically addresses the following: 

 

 using a care manager,  

 reviewing all insurance coverage,  

 using a reverse mortgage,  

 understanding the potential of a life settlement,  

 qualifying for VA benefits,  

 pre-planning for Medicaid,  

 planning for the death of a spouse,  

 addressing the need for asset preservation,  

 utilizing various divestment strategies,  

 setting up and understanding family care agreements and  

 creating specific legal arrangements such as trusts, advance directives and wills.   

 

This in-depth planning is much more detailed than a Life Resource Survey and covers up to 65 

different potential issues with particular emphasis on those listed above.  The analysis includes charts 
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and graphs as well as detailed instructions for caregiving issues and also includes a 176 page reference 

guidebook on all care planning issues.   

 

A Life Resource Analysis offers a perfect opportunity for you to charge a substantial planning fee for 

those clients who would appreciate this approach.  You will also uncover the need for a variety of 

products and services, many of which you will provide yourself. 

 

A Life Resource Analysis offers a perfect opportunity for you to charge a substantial planning fee for 

those clients who would appreciate this approach.  You will also uncover the need for a variety of 

products and services, many of which you will provide yourself. 

 

The Analysis is created by the National Care Planning Council for $95.00. Complete the Analysis 

Questionnaire and Planner Input PDFs below and email each PDF to the NCPC.  Turnaround to 

produce an analysis is about a week. 

 

 

Section #3  Title: “Life Resource Analysis For Aging Seniors” – Using the Links 
 

We will discuss each of the 5 links below.   

 

1. "Open the Life Resource Analysis Questionnaire" 

2. "Open the Planner Input Form" 

3. "Client Letter of Agreement" 

4. "Evaluation and Information Request Form" 

5. "Instructions for Using the System to Generate a Life Resource Analysis" 

6. "Understand How the Life Resource Analysis Approach Will Make Sales & Create Planning Fees" 
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Link Titles "Open the Life Resource Analysis Questionnaire"/"Open the Planner Input Form" 

These 2 links will open up the forms necessary to generate a life resource analysis.  You will submit 

these forms to the National Care Planning Council.  A specialist with the NCPC will electronically 

insert the data from these two forms into a software program to generate a Life Resource Analysis 

Report. 

 

This report goes into much more depth on various issues faced by aging seniors.  This additional in-

depth planning is discussed in the just previous portion of this document. 

 

The "Life Resource Analysis Questionnaire" is a PDF form fill document.  It must be filled out in form 

fill mode and sent as an email attachment to the NCPC.  Likewise the other document titled "Planner 

Input Form" is also a PDF form fill document and should be filled out in form fill mode and included 

in the attachment sent to the NCPC.  You must open, fill out and save each of these documents in 

Adobe Acrobat or Adobe Acrobat Reader.  If you open it and fill it out in any other program, it will not 

save properly.  Our software converts the data in the form fill mode into data that can be inserted 

directly into the software.  We will not accept a questionnaire in any other form and will have you fill 

it out properly before we do an analysis.  We need both documents in order to complete an analysis. 

 

We charge $95 to produce an analysis and the turnaround is no more than a week. 
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Link Title "Client Letter of Agreement" 

Even though we only provide you a 

link to this document in the section 3 

on the left side of the homepage, we 

believe that this document could be 

very useful and in some cases very 

important to use with all your 

planning.  This is a three page 

document in Word format which 

allows you to modify it for your 

particular needs.  If you are charging 

a fee, we highly suggest that you use 

this document or a modified version 

of it with your planning client.  There 

are 2 reasons for this. 

 

The first applies to your licensing to 

provide advice.  If you are not an 

attorney, you cannot provide legal 

advice.  If you are not an investment 

advisor or attorney you cannot 

provide investment advice.  If you are 

not licensed with the IRS, you cannot 

provide tax advice.  And so on.  This 

document covers what we have just 

iterated.  Of course, you must comply 

with the provisions and not provide 

advice for which you are not licensed. 

 

The second reason pertains to the sale 

of insurance products.  If as a result of 

your planning there will be an 

insurance sale and you charge a fee for the planning, in most states this is considered either a conflict 

of interest or a double commission.  Many states recognize the fact that insurance agents do provide 

fee-based planning and there are provisions in the code that require that this planning must be at arms 

length.  This means that the fee that you charge in the planning cannot incorporate an insurance 

product sale or even a solicitation for a sale.  The way you approach this is to do the planning as an 

entirely different activity and if there is an insurance sale involved, you must change hats, disclose that 

you are an agent, that the sale is not part of the plan but can solve some of the issues with the planning 

and that you would make a commission from the sale.  Those states with the code also require a written 

agreement that spells out the arm's-length understanding between the client and the planner. 

 

In other states, the insurance code does not specifically address charging a fee for planning and making 

an insurance sale.  You need to decide for yourself or find legal advice as to how you should approach 

this or if you should just not charge a fee at all. 

 

If you decide to charge a fee to do a life resource survey or a retirement planning survey, this same 

document can be used for that purpose as well. 
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Link Title "Evaluation and Information Request Form" 

 

 

We designed this form as part of our 

"Successful Senior Marketing" (SSM) 

sales package.  If you are looking for an 

effective marketing tool to generate 

candidates for life resource planning or 

for retirement planning, our marketing 

package will do that for you.  You can 

contact the National Care Planning 

Council at 800-989-8137 or 

account@longtermcarelink.net to learn 

more about the marketing system.  We 

also believe this form can be an 

effective way for you to generate leads 

for your planning without the marketing 

system. 

 

When people attend a presentation that 

you give, either using our slide 

presentations in the SSM package or a 

presentation that you have put together 

yourself, these attendees will be given 

this form and instructed to fill it out 

before they leave.  We have found that 

the form works quite well in generating 

interest in meeting with you to do some 

planning. 

 

The form can also be used with 

practitioners or providers in the senior market who are providing you referrals.  These senior service 

practitioners or providers would have their customers or clients fill out this form and then the form 

would be given to you as a referral.  The reason that your network of practitioners or providers will 

provide you referrals is that in return you will be generating new business for these individuals. 

 

Link Title "Instructions for Using the System to Generate a Life Resource Analysis"  This 

instruction set has a slightly different title for the same instruction set that you are currently reading.  

They are the same instructions.  The reason for the slightly different title from the title of this 

document is to encourage you to open the instructions so that they can help you. 

 

Link Title "Understand How the Life Resource Analysis Approach Will Make Sales and Create 

Planning Fees"  This link will open a short article orienting you as to why a planning approach to 

making sales with aging seniors and with their children works so much better than a traditional sales 

approach.  Please read this article to gain a better understanding of how this system can make you 

more successful with your sales and expand your business. 
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Using the Four Sections in the Right Panel on the Homepage 
 
Section Title "Instruction Manual for Life Resource Planning" 
 

This 98 page instruction manual goes into much more 

detail on the philosophy behind Life Resource Planning as 

well as discussing strategies for finding potential 

candidates for the planning process. 

 

The manual also goes into the strategy of using the aid and 

attendance veterans benefit as a way to do this type of 

planning.  Approximately 20% of all seniors meet the 

requirement for being a war veteran or the surviving spouse 

of a war veteran.  A few of the practitioners who do this 

planning focus entirely on veterans and charge a fee for the 

planning as a way to make income in addition to sales of 

products and services. 

 

 

 

 

Section "Training Videos for Life Resource Planning" 
 

This section contains more in-depth training on the 

strategies and philosophy behind Life Resource Planning.  

In the future, as we continue to produce webinars specific 

to the planning process, we will include them on the page 

where this link opens. 

 

 

 

 

 

 

  

Section "Support Tools for Planning and Sales" 
 

This section contains 3 types of support tools.  The first 

type are calculators that are either Excel programs or 

online.  Most of these calculators will be used for the 

retirement planning part of your approach.  However, some 

of the calculators are also useful for Life Resource 

Planning.  In particular the online quote for a reverse 

mortgage is a very powerful and useful tool.  The other 

support tools include PDF documents which you can use as 

handouts, but which are designed primarily for you to 

include in your planning documents.  Finally, we provide 

some online free surveys and checklists. See more below. 
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Section "Textbooks for Additional Background Knowledge"  
 

We realize that many of you do not have a thorough 

background on all of the issues facing aging seniors and their 

families.  We provide you a free textbook on this subject 

entitled "How to Deal with 21 Critical Issues Facing Aging 

Seniors."  If you have any questions concerning any of the 

recommendations or strategies produced by the Life Resource 

Survey Questionnaire, we suggest that you open the textbook 

and research the appropriate section.  At some point, we will 

also have a textbook for doing the retirement planning titled 

"Understanding Retirement Planning Issues." 

 

 

 

 

Separate Page "Support Tools for Planning and Sales" 
 

We would like to go into a little bit more 

depth on the page entitled "Support 

Tools for Planning and Sales."  As 

mentioned above, there are 3 

categories of tools on this page.  The 

first are calculators which are 

primarily useful for retirement 

planning, but can also be used to assist 

you with Life Resource Planning.  In 

this description, we would like to 

focus primarily on the tools that are 

found in the right panel on this page 

called "Handouts and Brochures."  

These handouts –which contain many 

pages – are yours to use in the to 

enhance the planning process.  

However, the documents are also 

given to you so that you can include 

them in the planning reports by putting 

them in a cover sheet or in a binder 

separated by tabs.  We will discuss in 

the sections below, which of these you 

should use under which conditions and 

with which kinds of plans.  Some of 

these you would only use for plans for 

which you charge a fee as it can be 

very expensive to provide hundreds of 

pages free of charge including a binder 

and separation tabs. 
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Generating a Report from the Life Resource Survey Questionnaire 
 

To access this online questionnaire page, use the green 

button under Section 1 entitled "Life Resource Survey – 

Online Questionnaire."  You also see here displayed the letter 

of agreement that we furnish in Section 3.  You do not 

necessarily have to complete a Life Resource Survey at no 

charge.  You can certainly charge a fee for this planning even 

if it is not a very large fee.  This would help you offset the 

cost of materials when you do the presentation of the report.  

If you charge a fee, we highly recommend that you use a 

letter of agreement such as the one that we furnish you.  Such 

an agreement, might help you avoid any repercussions from 

licensing agencies in case you receive scrutiny based on what 

you are doing.  On the next page, we will discuss in more 

detail the various buttons on the survey questionnaire page. 

 

Filling out the questionnaire is pretty straightforward.  Once 

you make an entry and click off of it, it is saved in the 

database.  Notice that you have a box to click if there is a 

spouse and that will provide additional windows for you to 

fill out. 
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Using the Various Buttons on the Questionnaire 
 
The first button on the left side with the shape of the house takes you back to the homepage.  The 
second button on the left side with the two arrows in a circle will reset the entire questionnaire and 
blank out all of the fields.  There is also a reset button inside of each section in the questionnaire to 
reset just the information in that section.  The third button on the left side, which is a red circle, will 
log you out of the entire system.  There are 4 more buttons on the left side that have little up arrows in 
them.  Each of these buttons represents a different questionnaire which you have filled out and which 
will be saved in the database under the name of the client.  You see in this illustration, 3 questionnaires 
that have been saved with the first and last name of the clients.  The fourth questionnaire is still blank 
and in this case, you could click on that button, open it and generate a new questionnaire for a new 
client.  If you have used all 4 questionnaires with client information, simply open the one which you no 
longer need and click the reset button to blank it out and start with a new client. 
 
At the bottom of the questionnaire are two buttons.  One called "Generate Report" and the other called 
"Print Questionnaire."  The report button will generate a PDF document that represents the entire 
survey for that client.  Further on in these instructions you will see some samples of the documents or 
you can examine a sample survey report on the homepage under each section for that particular report.  
There are two radio buttons associated with generating a report.  The first of these buttons will allow 
you to open the report directly on your computer instead of opening it in a browser.  This will only 
happen if you have Adobe Acrobat or Adobe Acrobat Reader installed on your computer and if you 
allow your browser in some cases to open it outside of the browser.  The other option is to simply open 
it in the browser as a PDF document.  All current browsers, if you have the updated versions, are 
capable of doing this.  You then download the document to save it on your computer, laptop or tablet.  
If you can't figure it out on your particular browser, holding down at the same time the keys Ctrl + S 
will usually do the trick.  The option to print the questionnaire is important.  Our database cannot save 
hundreds of questionnaires for each of you.  It is also not possible to save the questionnaire as a file on 
your computer in the form you see below.  The only way you can save a questionnaire from a client in 
order to retrieve it in the future is to print out a copy of the questionnaire with all of the information 
and all of the boxes checked for that particular client.  If you need to regenerate a report, you would 
use that PDF file to create a substitute questionnaire using the online form below. 
 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 



 20 

What you get when you generate a report or print a questionnaire 
 

These 2 examples that you see below were generated as PDF documents in the Firefox browser.  They 

all render a little differently in each browser such as Chrome, Internet Explorer or Safari.  To save the 

documents on your device, just use the procedure that your browser requires for saving as a PDF file.  

If you have a hard time figuring out how to save them, for most browsers, holding down the keyboard 

keys at the same time – Ctrl +S – will usually generate a save window.  Some versions of Internet 

Explorer require holding down 3 keys at the same time – Ctrl +S + Shift. 
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Generating a Report from the Retirement Planning Questionnaire 
 

To access this online questionnaire page, use the green 

button under Section 2 entitled "Retirement Planning Survey 

– Online Questionnaire."  You also see here displayed the 

letter of agreement that we furnish in Section 3.  You do not 

necessarily have to complete a Retirement Planning Survey 

at no charge.  You can certainly charge a fee for this planning 

even if it is not a very large fee.  This would help you offset 

the cost of materials when you do the presentation of the 

report.  If you charge a fee, we highly recommend that you 

use a letter of agreement such as the one that we furnish you.  

Such an agreement, might help you avoid any repercussions 

from licensing agencies in case you receive scrutiny based on 

what you are doing.  On the next page, we will discuss in 

more detail the various buttons on the survey questionnaire 

page. 

 

Filling out the questionnaire is pretty straightforward.  Once 

you make an entry and click off of it, it is saved in the 

database.  Notice that you have a box to click if there is a 

spouse and that will provide additional windows for you to 

fill out. 
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Using the Various Buttons on the Questionnaire 
 
The first button on the left side with the shape of the house takes you back to the homepage.  The 
second button on the left side with the two arrows in a circle will reset the entire questionnaire and 
blank out all of the fields.  There is also a reset button inside of each section in the questionnaire to 
reset just the information in that section.  The third button on the left side, which is a red circle, will 
log you out of the entire system.  There are 4 more buttons on the left side that have little up arrows in 
them.  Each of these buttons represents a different questionnaire which you have filled out and which 
will be saved in the database under the name of the client.  You see in this illustration, 3 questionnaires 
that have been saved with the first and last name of the clients.  The fourth questionnaire is still blank 
and in this case, you could click on that button, open it and generate a new questionnaire for a new 
client.  If you have used all 4 questionnaires with client information, simply open the one which you no 
longer need and click the reset button to blank it out and start with a new client. 
 
At the bottom of the questionnaire are two buttons.  One called "Generate Report" and the other called 
"Print Questionnaire."  The report will generate a PDF document that represents the entire survey for 
that client.  Further on in these instructions you will see some samples of the documents or you can 
examine a sample survey report on the homepage under each section for that particular report.  There 
are two radio buttons associated with generating a report.  The first of these buttons will allow you to 
open the report directly on your computer instead of opening it in a browser.  This will only happen if 
you have Adobe Acrobat or Adobe Acrobat Reader installed on your computer and if you allow your 
browser in some cases to open it outside of the browser.  The other option is to simply open it in the 
browser as a PDF document.  All current browsers, if you have the updated versions, are capable of 
doing this.  You then download the document to save it on your computer, laptop or tablet.  If you can't 
figure it out on your particular browser, holding down both keys Ctrl + S will usually do the trick.  The 
option to print the questionnaire is important.  Our database cannot save hundreds of questionnaires for 
each of you.  It is also not possible to save the questionnaire as a file on your computer in the form you 
see below.  The only way you can save a questionnaire from a client in order to retrieve it in the future 
is to print out a copy of the questionnaire with all of the information and all of the boxes checked for 
that particular client.  If you need to regenerate a report, you would use that PDF file to create a 
substitute questionnaire using the online form below. 
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What you get when you generate a report or print a questionnaire 
 

These 2 examples that you see below were generated as PDF documents in the Firefox browser.  They 

all render a little differently in each browser such as Chrome, Internet Explorer or Safari.  To save the 

documents on your device, just use the procedure that your browser requires for saving as a PDF file.  

If you have a hard time figuring out how to save them, for most browsers, holding down the keyboard 

keys at the same time – Ctrl +S – will usually generate a save window.  Some versions of Internet 

Explorer require holding down 3 keys at the same time – Ctrl +S + Shift. 
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Using the Life Resource Analysis Option for Planning 
 

We have already described how to produce a life resource analysis by submitting 2 documents to the 

National Care Planning Council.  Below is a sample of an analysis which not only includes strategies 

and recommendations – which are similar to those found in a Life Resource Survey or a Retirement 

Planning Survey – but there are also numerous charts and graphs and tables to help clarify the various 

specifics that the analysis focuses on. 
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How to Assemble the Life Resource Survey Report for Presenting 
 

Here is a sample of a survey report.  This sample shows the maximum report version of 11 pages 

which includes all 29 recommendations.  As a general rule, you will produce fewer pages and probably 

somewhere between 10 and 15 different recommendations. 
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Below are the actual titles of all recommendations grouped by subject matter.  These subject matter 

areas are the ones where you have to have a knowledge base in order to make this planning approach 

work for you. 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 

When you present the planning report, you can group the various recommendations and strategies into 

the categories above so that presenting someone with 15 different recommendations and strategies 

does not appear to be overwhelming.  On the contrary, you will find that the printout already groups 

the recommendations and strategies into the categories for you.  You will want to go over each one, but 

have your clients recognize that there are probably only about 4 or 5 categorical issues that need to be 

addressed.  This makes it much easier for you to get compliance from the clients and to proceed 

forward with the solutions. 

 

We also recommend that for achieving the maximum success with your presentation, that you make it 

look professional.  This would include adding the educational and resource planning pieces we discuss 

on the next page into your presentation.  You would also want to bind it all together either under a 

nice-looking cover or in a three ring binder separated by tabs.  This would certainly require additional 

printing costs and material costs, and you might want to consider charging a fee for the service.  Or if 

you feel strongly about not charging a fee, you can hold the cost down with some recommendations 

that we will include on the next pages. 
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Educational and Resource Pieces to Include in Your Planning Report Presentation 
 
The 3 publications on this page are found on the homepage of the 
planning system in the section titled "Support Tools for Planning 
and Sales."  These documents are available to you to include 
with your planning report presentations.  The concept here is to 
produce a binder or report cover with a great deal of information 
pertaining to the planning process.  Psychologically, this results 
in your planning clients having great respect for the preparation, 
knowledge and thorough approach you are taking to help them.  
This particular 16 page document on the left will be included 
with every Life Resource Survey or Life Resource Analysis you 
produce where it is apparent that there might be conflicts or 
uncertainty pertaining to decisions about caregiving.  This is an 
excellent piece that goes into great detail on how to solve family 
caregiving issues and put together an agreement.  If there is a 
Professional Geriatric Care Manager involved, the care plan from 
the care manager will be provided instead of this document. 
 

This 178 page educational training and orientation publication on 
the right was specifically written to be included in your report 
presentation binder for a Life Resource Analysis.  The purpose is 
not only to provide exceptional background information to your 
clients on every issue confronting aging seniors, but also to add a 
professional image to your planning.  The intent is to put together 
an impressive binder of roughly 200 pages of strategies, solutions 
and advice that will show your client you know what you are doing 
and that the fee that you are charging is well justified by the 
material you are providing.  You might also choose to take the 
same approach to a professional looking binder with a Life 
Resource Survey.  You would likely charge a fee for the LRSurvey 
to cover your cost of materials.  You are permitted to print this 
piece as long as you don't sell it for a profit as a separate document. 

 
 
 
 
 
This 38 page document at left is a condensed version of 
"Understanding the Fundamentals of Life Resource Planning" 
discussed above.  It covers the following 12 topics: Community 
Groups and Services, Geriatric Care Specialist, In-Home Health 
Care and Hospice, In-Home Personal Care, Senior Support 
Services, Facilities Search, Relocation and Downsizing, Geriatric 
Medical Care, Reverse Mortgage, Veterans Benefits, Elder Law 
Advice, Estate Planning and Trust Management and Financial 
Advice and Insurance Services.  You may print this document and 
include it with your planning presentation as long as you don't sell 
it as a separate document to make profit.  This piece will save 
printing costs over using the longer document above.   
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2 Possible Ways to Enhance Your Presentation Report and Make a Greater Impression 
 

Presenting your Life Resource Survey in a professional manner with supporting resource 

documentation in a binder or in a professional looking cover will greatly enhance your relationship 

with your planning clients.  Psychologically, a thorough and professional approach results in greater 

respect for you and in more sales and referrals from satisfied clients.  The documents outlined below 

were discussed on the previous page.  They are furnished to you as part of the system for you to print 

as long as you don't sell them beyond the planning context to produce profit. 

 

The first option below would be the least expensive for you to put together in a presentation report.  A 

presentation cover that has a three hole retainer in it and separation tabs for the three separate sections 

of your report might cost around $3.00 to $5.00.  The printed materials comprise approximately 65 

pages.  Five or six of the pages require color printing, but the remainder are black and white 

reproductions.  Printing or copying the printed materials might cost you an additional $5.00 to $6.00.  

If you are not charging a planning fee, you may ask your clients to reimburse you for your time and 

your materials to present the report.  Perhaps $50.00 or $75.00.  Obviously your time is worth more, 

but by charging, you avoid creating suspicion in their minds that you have ulterior motives since you 

are obviously incurring some costs and they will quietly question why you are doing it without pay. 

 

 

 

 

 

 

 

 

 

 

 

 

 

This second option below represents more cost for your report presentation.  The binder and tabs might 

cost you about $8.00 to $10.00 and the printing costs for approximately 210 pages of presentation 

documentation might cost an additional $14.00 to $16.00.  Again, if you choose not to charge a fee for 

this enhanced presentation, you might choose to ask your clients to pay you for the cost of materials 

and your time to allay any suspicions that you have ulterior motives.  Perhaps $90.00 to $100.00 
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How to Assemble the Retirement Planning Survey Report for Presenting 
 

Here is a sample of a survey report.  This sample shows the maximum report version of 10 pages 

which includes all 22 recommendations.  As a general rule, you will produce fewer pages and probably 

somewhere between 7 to 15 different recommendations. 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
Below are the actual titles of all recommendations.  These subject matter areas – similar to the life 

resource reports – are also grouped into about 5 or 6 different areas of planning.  We don't furnish any 

additional resource material for your report as we do with Life Resource Planning.  You may want to 

use a professional looking cover to enclose the survey report. 
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How to Assemble the Life Resource Analysis Report for Presenting 
 

Below is a sample of a typical Life Resource Analysis.  You can see there is color printing and the 

typical report is about 15 pages.  We will discuss on the next page how you put this report together 

into a professional looking binder for presentation to your clients. 
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Resource Documents to Include in Your Analysis Presentation Report 
 

 

 

The 2 publications on this page are found on the homepage 

of the planning system in the section titled "Support Tools 

for Planning and Sales."  These documents are available to 

you to include with your planning report presentations.  

The concept here is to produce a binder with a great deal of 

information pertaining to the planning process.  

Psychologically, this results in your planning clients having 

great respect for the preparation, knowledge and thorough 

approach you are taking to help them.  This particular 16 

page document on the left will be included with every Life 

Resource Analysis you produce where it is apparent that 

there might be conflicts or uncertainty pertaining to 

decisions about caregiving between family members.  This 

document also helps to resolve issues pertaining to 

inheritance of assets.  This is an excellent piece that goes 

into great detail on how to solve family caregiving issues 

and put together an agreement.  If there is a Professional 

Geriatric Care Manager involved, the care plan from the 

care manager will be provided instead of this document. 

 

 

 

 

This 178 page educational training and orientation 

publication at left was specifically written to be included in 

your report presentation binder for a Life Resource 

Analysis.  The purpose is not only to provide exceptional 

background information to your clients on every issue 

confronting aging seniors, but also to add a professional 

image to your planning.  The intent is to put together an 

impressive binder of roughly 200 pages of strategies, 

solutions and advice that will show your client you know 

what you are doing and that the fee that you are charging is 

well justified by the material you are providing.  This is an 

extremely valuable document for your families to use as a 

reference textbook.  The following subjects are discussed in 

great detail in the book. 

 

 Understanding the Nature of Care, Care Settings, and 

Government Programs 

 Funding the Cost of Eldercare 

 Using Eldercare Professionals 

 Create a Resource Plan and Choose a Care Coordinator 
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Putting Together the Life Resource Analysis Report for Presenting to Your Clients 
 

Presenting your Life Resource Survey in a professional manner with supporting resource 

documentation in a binder will greatly enhance your relationship with your planning clients.  

Psychologically, a thorough and professional approach results in greater respect for you and in more 

sales and referrals from satisfied clients.  The documents outlined below were discussed on the 

previous page.  They are furnished to you as part of the system for you to print as long as you don't sell 

them beyond the planning context to produce profit. 

 

The binder and tabs might cost you about $8.00 to $10.00 and the printing costs for approximately 210 

pages of presentation documentation might cost an additional $14.00 to $16.00.  We assume that you 

will charge a planning fee to produce a Life Resource Analysis.  If you choose not to charge a fee, you 

might opt to ask your clients to pay you for the cost of materials and your time to allay any suspicions 

that you have ulterior motives because you have invested time and cost and are not asking for anything 

in return.  Perhaps $90.00 to $100.00 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 




