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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.

Life Resource Planning, Retirement Planning, and

Helping Two Generations Plan for Their Later Years

Planning Support Materials
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Life Resource Survey - Online Questionnaire
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Open the Life Resource Survey Questionnaire Paper Version (PDF)

Evalustion and Information Request Form (PDF) - Used to generate referrals
Instructions for Using the System to Generate a Life Resource Survey for your Client
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Life Resource Analysis - For Aging Seniors
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Open the Life Resource Analysis Questionnaire (PDF)

Open the Planner Input Form (PDF)

Client Letter of Agreement - Sample (Word)
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Instructions for Using the System to Generate s Life Resource Analysis

Understand How the Life Resource Anslysis Approach Will Make Sales and Create Planning
Fees
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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.



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.

For Aging Seniors

The Life Resource Survey is a powerful planning tool that helps aging seniors ke Rasoiice
plan for their final years by managing those various resources available to them Survey
and their families. The survey will uncover and anticipate issues, monetary iy )
support, and semvices that most families are not aware of until after the fact -~ \x
when it could be too late to do anything to resolve a crisis. < Sv‘\“\? -
Life Resource Survey - Online Questionnaire i
| Samplz - Life Resource
Complete the online Questionnaire with a senior client. It will produce a printable PDF report. | Survey

Open the Life Resource Survey Questionnaire Paper Version (PDF)

Evaluation and Information Request Form (PDF) - Used to generate referrals

Instructions for Using the System to Generate a Life Resource Survey for your Client

Understand How the Life Resource Survey Approach Will Make Sales to Aging Seniors

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:

e legal counseling and legal work,
e non-medical home care services,



care management services,

placement and relocation services,

reverse mortgages,

income annuities,

e preneed funerals,

e Medicaid funeral trusts and estate planning trusts,
e home repair and remodeling services,

e vyard and maintenance services,

e fiduciary services and guardianship,

e tax services and

e 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.

"Open the Life Resource Survey Questionnaire Paper Version™

"Evaluation and Information Request Form™

"Instructions for Using the System to Generate a Life Resource Survey for Your Client"
"Understand How the Life Resource Survey Approach Will Make Sales to Aging Seniors™

N =

For Aging Seniors

The Life Resource Survey is a powerful planning tool that helps aging seniors

Life Resource

plan for their final years by managing those various resources available to them Survey

and their families. The survey will uncover and anticipate issues, monetary iy o

support, and services that most families are not aware of until after the fact e~ \_‘_

when it could be too late to do anything to resolve a crisis. XS“‘“?/
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Life Resource Survey - Online Questionnaire i

. . e : Sampie - Life Resource
Complete the online Questionnaire with a senior client. It will produce a printable PDF report. Survey

Open the Life Resource Survey Questionnaire Paper Version (PDF)

Evaluation and Information Request Form (PDF) - Used to generate referrals

Instructions for Using the System to Generate a Life Resource Survey for your Client

Understand How the Life Resource Survey Approach Will Make Sales to Aging Seniors




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.

LIFE RESOURCE SURVEY QUESTIONNAIRE

Plans, Preparations and Goals

Client | Spouse

CHECK THE APPROPRIATE BOX

24 [Do you own your own home?

Personal and Contact Client

Spouse (If

25 |ify your home are major repaws?

First Name
Middle Name
Last Name

26 [ir your home are you g @ home equty loan?

27 [Do you aveady have a home equity loan or other morigage debt?

28 Do you have revoling credi, personal loars or credt card de you would ike 1o reduce?

29 i you own your home do you currently have a reverse mortgage?

Current Age

1
2
3
4 |Birth Date
5
& |Home Phone

Cell Prone
Emal
Street Address.

10|Second Adcress Line

30 |Would you consider a reverse morigage for paying off existing det or creating ncome?

31_|Do you want your chikdren to inhert your remaining investments and savings?

32 [Do you want your 9 savings 1o go ot your death?

33 |if you own your home do you want to pass it on at your death?

34 [Do you have an investment property, business of farm to pass on at your death?

35 |Are you asset nuies for Medicaid?

36 |Would you like to leam abol a strategy to protect assets from Medicaid sezure?

37 |Do you currently have Ife insurance?

11[Cy 38 [Do any or all of your life insurance policies have cash value?
12|State | 39 |Are you famiiar with Medicaid impoverishment res for ife insurance cash value?
13)zip 40 |Would you like to leam about a strategy to protect your ife insurance from Medicaid seizure?

14|Family Representative Name

41 |For ownership interests above, would you ke the best strategy for transferring tile at death?

15|Caregiver Name

Children Names. Phone  Age

Street Address, City and State

42 [Do you have prepaid funeral arrangements?

43 Do you have a cemetery plot?

34 |Have you provided writien instructions for your funeral and bunal?

45 [Do you have someone to act on your behalf #f you cannot make decisions for yoursell?

36 of your special keepsakes yout hel

47 [Have you expressed your wishes to your famiy about how and where you wart to die?.

48 |Are you concemed about the use of heroic measures to keep you aiive?

49 [Will children of one of more previous marmiages receive an inhertance from you?

50 |Will stepchicren of your current marriage receive an inhertance from you?

51_|Do you have a wil?

2 |Have you discussed your wil with an atiorey in the last ihree years?

53 [Do you have 3 lving (family o inter vivos) trust?

54 [if you have a Iving trust. have you reviewed it within the last three years?

55 |Do you have a ving will{directive to

56 |Do you have a arective to physicians for specific medical care in the event of incapacity?

57 [it you don't have for YOu wank one?

58 |00 you have an irevocable trust?

59 [if you have an irrevocable trust. have you reviewed the provisions in the (ast five years?

60 Do you have a st that provides the location of your important documents?

1 2
61 [Have you created a general or durable power of attorney agent (POA) o act on you behaif? Income, Assets And Costs (Combined hold - Client and Spouse)
& y 3
: go 50, does your POA allow for gt ngo; for real estate o for medical decsions’ 93 [Conmbined gross honsebold income
G hove long-te [
you have long tenn case nsurance’ 94 [Combined houshold value of taxable investments, checking and savings
64 |Ave you happy with you homeowners or automobie nsurance?
: 95 |[Combined household value of tax-deferred annuitics
5 |00 you feel ke you on your
6 i you have a Medicare Advartage plan are you satisfied with 17 96 [Combined household value of IRAS, tax-sheltered annuitics or other tax qualified accounts
97 [Combined total cash value of all life insurance policies
9% |Current market value of the personal residence
1 z 9 |[Combined household value of investment properties not including the personal residence
Planning for (Long Term Care) | diient | spouse e - P 8 = P
rp— vply & thes Chont o spouseIeave K Dlonic: |2t | e Yot | it 100|Combined total of hom: debt — mortgages, line of credit of reverse morigage
y does not apply Pouse, 3 LIbLiBLd D 101 [Combined total of consumer debt — revolving charges, personal loans and credit cards
CHECK THE APPROPRIATE BOX e = -~ = -
P Ty S o R SR R e 102 [Combined houschold cost for personal long term care services at home
& [Needs help or standby supervision moving from piace 1o place 103 [Combined houschold cost for independent living.
S o Tl A e hior ST GX B ek TS Se 104|Combined household cost — including care cost for assisted living
= Tions e or ey sependec o baig e vioiai 105 [ Combined houschold cost for nursing home
71 |Needs help or standby supervision with incontinence
72 | Needs help with grooming, personal hygiene or keeping himself or herse clean
73 |Cannot feed himse of herself without help Veterans Benefits ] Client | Spouse
74 [Needs meals prepared by others due b insbilty or forgetiuiness to do 80 If this survey does not apply to either client or spouse, leave it blank. | Yes | No | Yes | No
75 [Neods medcation management due 1o forgetuinoss of corfusion "CHECK THE APPROPRIATE BOX

76 |Needs supervision to prevent wandering, falling or other persoral injuries

2% | A Tiving client. Iing spouse of deceased SpOUSe 1§ of was 3 veteran

77 [Needs supervision to prevent property damage of injury to others

107|Cirent or  receiving a monthly from VA

78 [Needs ‘constraint because of behavior

108 | Monthly check deposit & for Disabiity Compensation, DIC of SHC

79 [Diagnosed with Alzheimer's or other form of dementia

05 | Monthly check depostt s for Veterans Pension or Survivors Pension

30 |Cannot leave the residence due to mental of physical condtion

110|The veteran, whether living or dead, served at least 90 days during a period of war

81 [Needs. Pping, ermands, Y

52 |[Needs someone to answer the phone, pay bils of help wih financial decisions.

3 |Requires a scooter or wheelchair to ambuate

84 [Needs medical alert or health mondoring equipment

s |Needs frequent skiled care from a doctor, medical practtioner, physical therapist of nurse

World War II -- December 7, 1941 through December 31, 1946
Korean Conflict - Junc 27, 1950 through January 31, 1955
Vietnam Era -- August 5, 1964 through May 7, 1975

111 The Ining veteran was stationed in Vietnam

112|The Ining war

or wil requite.

36 currently ‘st home or home of y or friend

113| The spouse of a living war veteran requres or will fequire long term care services.

51 |Anticpates or curently receives long term care in a nursing facilty

92 |Anticipates of curently receives long term care in a sefting not mertioned above

4 ‘2 war veteran requires or will require long term care senvices
$7 |1 care Is provided i the home, a family member of friend will or does provide part or all of it
[ g Spouse of a war veteran did not remarry after November 1, 1990 even  single
s |care s Tome, rovider company will of G de part or all of
1 pouse of a war veteran terminated a remarriage before November 1, 1990
59 currently receives assstance Wing faciity
117 I one spouse of a war veteran couple is in a facilty, idertify other ff remaining at home
% curently long term care ving facity

are provided by ly other

s [Gurert o stpated eng o




Link Title ""Evaluation and Information Request Form"'

We designed this form as part of our
"Successful Senior Marketing™ (SSM)

. 4 >
sales pac_kage. If yc.)u are looking for l{ Planning Strategies for Aging Seniors bll
an effective marketing tool to generate ) SR (
Cand i date.s for Llfe Resou rce Plan n i ng :{ Indicate below the areas of concern to you or that you would like more information on. }:I
or for retl rement plannlng' Our l‘ and Finding the Best Place to Live ’ll
marketing package will do that for S — - S omsioa e s d

. eteran hearing loss, hearing aids and extra income dentification & cost of various living arrangements
you. You can contact the National SRR ity iy it ool = Pk i oy SN X
l Veterans health care and or burial benefits Downsizing and moving services ll
4 O VA disbility income claims include Agent Orange 01 Advice for the best living arrangement )

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
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—
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—

—

—

—

I"'A"A‘-A‘-A"A‘-A‘-A

A A A A A A A A A A AT A A A A A A A A A AT

O Medicaid eligibility and acceleration of benefits

Senior Services in the Home (Aging in Place)
(Check all that apply)

O Help with medical needs at home

O Help with personal needs, i.e. bathing, dressing, etc
Supervision or monitoring of a loved one

O Better me Ith care for a loved one

O Monitoring or alert s
Shopping. errands, transportation and so on

00 Home maintenance, yard care and chores

O Medicare hospice for deteriorating health

Care Planning Advice for Caregivers
(Check all that apply)

O Evaluating for you the type of care needed
Helping you find medical and eldercare services

O Coordinating government and private care

O Acting as an advocate or mediator with the family

O Developing a plan in anticipation of needing care

Preserve Assets, Enhance Income, Final Years
(Check all that apply)

debts or provide income
at home or remodel

gies
S ssets from Medicaid

O Preplanning for burial and funeral

O Reviewing trusts, wills, beneficiaries and inheritance

Legal Issues
(Check all that apply)

O Trusts, wills, living wills and powers of attorney

O Accelerated Medicaid eligibility by preserving assets
O Probate an estate

O Trusts for loved ones with special needs

[ Representation in family disputes

O Special gifting and trust strategies to save taxes

Identify topics in the space below you would like to hear discussed in more detail.

I would like to receive personal direction or advice at no cost to me: Yes No

Your name:

Best phone number to contact you for your personal request for assistance: ()
Your email to contact you about your personal request:

Best time to call to discuss your request over the phone:

Would you reccommend this workshop to someone else?  Yes No

What can we do to improve the workshop?

I_v

NN

NN

P NN NI NSNS NSNS NSNS DN NSNS DNSLDNSLDNSLDNSDN

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.



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.

For Those Near or Recently Retired

The Retirement Planning Survey is designed to help people who are anticipating | | cajrement
retirement or who are recently retired to recognize and deal with a multitude of Pianning Survey
challenges they will face in their retirement years. This survey will identify s \
issues (including future undesirable consequences) most retirees are not ,/’v\_t
currently aware of but require prior planning to avoid. KS\;\“\/A ”
//
Retirement Planning Survey - Online Questionnaire - T—

c

| Sample - Retirement
Complete the online Questicnnaire with a retiree. It will produce s printable FDF report. | Planning Survey

Open the Retirement Planning Survey Questionnaire Paper Version (PDF)

Evaluation and Information Request Form (PDF) - Used to generate referrals

Instructions for Using the System to Generate a Retirement Planning Survey for your Client

Understand How the Retirement Planning Survey Approach Will Make Sales to the Children of Aging
Seniors

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,



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.

"Open the Retirement Planning Survey Questionnaire Paper Version™

"Evaluation and Information Request Form™

"Instructions for Using the System to Generate a Retirement Planning Survey for Your Client"
"Understand How the Retirement Planning Survey Approach Will Make Sales to the Children
of Aging Seniors"

el el

For Those Near or Recently Retired

The Retirement Planning Survey is designed to help people who are anticipating | | gesvement
retirement or who are recently retired to recognize and deal with a multitude of Pianning Survey
challenges they will face in their retirement years. This survey will identify oy
issues (including future undesirable consequences) most retirees are not ,/’v\‘_ \
currently aware of but require prior planning to avoid. YS“‘“/ )
P
Retirement Planning Survey - Online Questionnaire ——
Sample - Retirement
Complete the online Questionnsire with a retiree. It will produce a printable FDF report. ' Planning Survey

Open the Retirement Planning Survey Questionnaire Paper Version (PDF)

Evaluation and Information Request Form (PDF) - Used to generate referrals

Instructions for Using the System to Generate a Retirement Planning Survey for your Client

Understand How the Retirement Planning Survey Approach Will Make Sales to the Children of Aging
Seniors




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.

Plans, Preparations and Goals dient [spouse
RETIREMENT PLANNING SURVEY QUESTIONNAIRE SECRTiE APPROPRATEBOT e
2 [ you ae nctcurtet eteed, do you antiips febing wiher the next 10 years or 6337
— - e =
Personal and Contact Client Spouse (If e
] ddirind 25 i are your e
2 |Middle Name 26 |Do you currently own (hold te t0) he dweling whert
3 |Last Name 27
4 |8uth Date
S |Current Age |Are you iooking for ways 10 cut down on expenses
 [Home Phone e you sosting» new Hestye by Wing n 8 more excieg ocaton i yourtebremen 2
= e i oo you planning on  smoword festye durng you 6
y g £33 s00n
8 |Email l
g ” [

5 |Steet Address |
10|Second Address Line
11|cty

12|State

a0 employed
Do you know whether or not you have Socal Securty benefs from a previous marriage?

[Ave you tamitar win a1 famies?
Are ¥ y ty of spous ng retireement?
i you

13|zip

s|g|slels|g|e|a|s|e|8|8|R
x =tz

Children Names Phone  Age Street Address, City and State

& | [ vantage of that plan?

It not reired and and you have. roalzing potentiar?

It you are reteed and have ¥ yor g
and have exstng draw or hold o to 17
empioyer tax-shetered annuty plan?

ave tax qualfied favored savings such as 401(K), IRA, deferred annulty or 403 (&) (TSA)?
[Are you ebgible for employer pr n retrement after age 657

[ you are not age 65 are you plar in Medicare?

[Are you currentty enrolied in Medicare?
f your employec s the need n the way of retirement?
Do you by Medcare in
Do you Intend on passing your home or other assets onto your chikren o other heirs?

v your
Do you have chikdren trom other marriages who willinhert yout property?
at death and avoid probate?

gla|8|g|z|B|B|2|8|8|&|a|8(&|r(8]|a

5 oo you cureny e sl i s Benefits | dient | spouse

20 {8 vou ety e 8 p andor s el If this survey does not apply to either client or spouse, leave it blank. | Yes | No| Yes | No
CHECK THE APPROPRIATE BOX

A living client, Iiving spouse or deceased spouse s of was a veteran

85
86 |Caent or spouse is currently receiving a monthly check deposit from VA
7 y is for Disabilty DIC or SWC

88 [Morthly check deposit is for Veterans Pension of Survivors Pension

89

9o you know d your

The veteran, whether Iving or dead, served at least 90 Gays during 2 period of war

take away all of your assets? Vorl nber 7, 1941 through December 31, 1946

res or wil require long term care services

Curert aiving wil require long term care
services

The awar Wil require

Ko
v
0
a1
92 [The currently married Iiving war veteran requires or will require long term care services
£
54
95
9%

Income, Assets And Exp (Combined hold - Client and Spouse)

72 |Combined monthly gross household income

|Surviving spouse of a war veteran did not remarry after November 1, 1930 even  single

pouse of a wa iage 1,1990

73 [Combined household value of taxable of tax exempt investments, checking and savings
74 |Combined household value of tax-deferred annuties

75 [Combined househoid value of IRAS, tax-s
76 [Combined total cash value of allife insurance policies

97 [Current o anticipated long term care services are provided by a famdy member other than the spouse

red annuties or other tax qualfied accourts

77 [Current market value of the personal residence

78 |Combined of invest es not g the personal residence
79 | Combined total of home equty debt — mongages, line of credit of reverse mongage

80 [Combined total of consumer dedt . personal

81 [Combined househokd monthly cost for personal long term care services at home

82 [Combined household morthly cost for independent king

83 |Combined household monthly cost for assisted living — including care cost

84 |Combined household monthy cost for nursing home




Link Title ""Evaluation and Information Request Form™

We designed this form to help you do
a more thorough job as a planner for O S e = S S o S A A S S A
people in their later lives.

Planning Strategies for Retirement

Evaluation and Information Request

When you meet with an aging senior
client, you are almost always dealing

Please indicate the areas of concern to you or that you would like more information on.

Deciding When to Retire Finding the Best Place to Live
= - H (Check all that apply) (Check all that apply)
with the children of that person or with _ : ,
. R E Bclermmmg when to reu:le . B I}:ientmcﬂnfn ﬁ cost of \-anor,s ll\Ling arrangements
CISIONS concerning medicy surance Buying and sell a rsonal residence
a younger family member who is 1 s g B B D ety ool s e i it
0O Living on less, downsizing and budgeting O Downsizing and moving serv

O Understanding employer pension plan options O Advice for the best living arrangeme

helping that person. Once you have
successfully helped the aging senior

Planning for Long Term Care & Death of a Partner Investments, Assets and Retirement Income

(Check all that apply) (Check all that apply)
with the issues that need to be solved, o o e siicii, D AERsey s it

Supervision or monitoring of a loved one
O Better medical health care for a loved one
O Monitoring or alert systems
O Shopping, errands, transportation and so on
O Home maintenance, yard care and chores epla er
O Planning for the death of a partner O Retirement tax strategies for lk \» and 401(k)s

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

Preserving Assets and Government Funding Legal Issues
(Check all that apply) (Check all that apply)

O Medicaid pre-planning and preservation of assets O Trusts, wills,
O Veterans bene mslor health care and disability

ing wills and powers of attorney
icaid eligibility by preserving assets

H H e fundi d ser s with | needs
Ch | Id ren Or the yOU nger fam | Iy O Planning ahe: :l'c;r\L» “‘;‘""::‘ubm‘:“ \me‘pmanm o chrca ntation l:lr[]':r;‘n‘]\‘, d:f;u“t“s e
O Restructuring existing insurance for cost savings 0O Special gifting and trust strategies to save taxes

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

Identify topics in the space below you would like to hear discussed in more detail.

I would like to receive personal direction or advice at no cost to me: Yes No
Your name:

Best phone number to contact you for your personal request for assistance: (_ )

o S S S o S S o S o o o o o o o S o o S o o o S o S o S
i Vi VoV s VW e W s Vs Vs Ve W ioa W ies W s Vi W s W s W s VW iaa W s W s W s W oo W s W ioa W s Vi Vs ¥ i V.

Your email to contact you about your personal request: l
retirement decisions. You can use this [ G |
form tO generate that pl anning l Would you recomm.end this workshop to iﬂmeone else?  Yes  No l
approach or simply convince them to |‘ Whatcame dotofmprove the worlshop® ’|
fill out the questionnaire without using Lvv.v.vvvvvvvvvvvvvvvvvwvl
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.

| Life Resource Analysis - For Aging Seniors

A Life Resource Analysis goes into much more depth than a Life Resource Lile Resource
Survey. The Analysis specifically addresses insurance coverage, a reverse

mortgage quote, a life settlement, qualifying for VA benefits, pre-planning for e

Medicaid, planning for the death of a spouse, asset preservation, divestment s “?'\_Q_
strategies, family care agreements, legal arrangements and much more. This /s\;\“\ £
in-depth planning (which includes charts and graphs) offers a perfect opportunity \ -

for you to charge a substantial planning fee for those clients who would
appreciate this approach. =

P

Sample - Life Resource

| Analysis

The Analysis will be 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.

Open the Life Resource Analysis Questionnaire (PDF)

Open the Planner Input Form (PDF)

Client Letter of Agreement - Sample (Word)

Evaluation and Information Request Form (PDF) - Used to generate referrals

Instructions for Using the System to Generate a Life Resource Analysis

Understand How the Life Resource Analysis Approach Will Make Sales and Create Planning Fees

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.

"Open the Life Resource Analysis Questionnaire™

"Open the Planner Input Form"

"Client Letter of Agreement”

"Evaluation and Information Request Form"

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

"Understand How the Life Resource Analysis Approach Will Make Sales & Create Planning Fees"

oo wdE

| Life Resource Analysis - For Aging Seniors

A Life Resource Analysis goes into much more depth than a Life Resource Life Resource
Survey. The Analysis specifically addresses insurance coverage, a reverse
mortgage quote, a life settlement, qualifying for VA benefits, pre-planning for <
Medicaid, planning for the death of a spouse, asset preservation, divestment o 6\_‘_
strategies, family care agreements, legal arrangements and much more. This /S‘;\“\ -
in-depth planning (which includes charts and graphs) offers a perfect opportunity \

for you to charge a substantial planning fee for those clients who would
appreciate this approach.

P

The Analysis will be created by the National Care Planning Council for $35.00 Sampie - Life Resource
Complete the Analysis Questionnaire and Planner Input PDFs below and email |Am3lvsis
each PDF to the NCPC.

Open the Life Resource Analysis Questionnaire (PDF)

Open the Planner Input Form (PDF)

Client Letter of Agreement - Sample (Word)

Evaluation and Information Request Form (PDF) - Used to generate referrals

Instructions for Using the System to Generate a Life Resource Analysis

Understand How the Life Resource Analysis Approach Will Make Sales and Create Planning Fees

12



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.

LIFE RESOURCE ANALYSIS QUESTIONNAIRE

Personal and Contact Information Client Spouse (If Applir—
1 ‘Flrst Name
2 ledd!e Name

3 lLas&Name
Life Resource Analysis

Date: Month XX, XXXX

4 |Birth Date

5 qurrent Age
6 IHome Phone

7 ‘Cell Phone

8 |Email

9 |Street Address

0

1 jCIlV

Client's Name

HJle

14 |Family Representative Name and Phone Number

15

|
|
|
|
|
|
|
|
|
}Second Address Line I
|
| |
Caregiver Name and Phone Number l

Children Names Phone Age Street Address, City and State

13



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

Letter of Agreement
Life Resource Planning

document in Word format which A AR GWaP o T
aIIows you to m0d|fy it fOf your and (“You™) for services to be rendered by us to you.
particular needs. If you are charging

a fee, we highly suggest that you use 1. The oo St s sl eyl v sites e ot yours s
this document or a modified version -::;‘T‘lix::isgt'clopillg this Plan. The resources we will examine may be any number or all of the

of it with your planning client. There

are 2 reasons for this. o e

& Socos:
The first applies to your licensing to > Shelier
provide advice. If you are notan bl ool . . v v et A i St e
attorney’ you CannOt prOVIde Iegal 1. Identify Government Income and Care Support Programs
adVICe If you are nOt an InveStment 3 E:Ttl:;}:{:]Ic!:::::‘:lzl‘:o\l:lt:nes for Health, Medical Issues and Final Preparations
advisor or attorney you cannot P trend i et

provide investment advice. If you are

3. Owur Services. Our services include consultations, drafting and recommendations of a

not I |Censed W|th the I RS you can not coordinated Plan designed to incorporate the goals above as they fit your particular situation.
’
pr0V|de taX adVice. And SO 0ON. Th|s 4. Your Goals. Your Plan will be unique for you and will be based on preferences you express.
R You will fill out an initial questionnaire and answer questions relating to your particular needs.

docu ment covers What we haVe Just We will review this questionnaire with you and as a result of our review together, you will
. decide the extent and the scope of the planning that we do for you. Our fee will be based on the
Iterated . Of cou rse, you must Comply extent of the planning that we perform as a result of the outcome you want to achieve
Wlth the pl’OVISIOﬂS and nOt pr0V|de 5. Scope. The scope of this Plan is strictly limited to advice relating to the goals outlined above.

- - - If your Plan demonstrates additional needs beyond the scope of our advice, we will recommend
adVICG fOI’ WhICh yOU are nOt I |Censed . suitable individuals or companies to help you meet these needs. You are responsible for paying
The second reason pertains to the sale i

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) B S e E et
sales package. If you are looking for an I:q Planning Strategies for Aging Seniors
effective marketing tool to generate ll« Evaluation and Information Request

4 Indicate below the areas of concern to you or that you would like more information on.

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

7t

and i Finding the Best Place to Live
(Check all that apply) (Check all that apply)

—

and extra income [ Identification & cost of various living arrangements
arious benefits O] Buying and selling a personal residence
living O Identifying independent LF options
Downsizing and moving services
0o v ility t Orange O Advice for the best living arrangemes
O Medicaid eligibility and acceleration of benefits

ing loss, hear]
dence &

A

—

- ‘ " "
accou nt@ I on gte rmcare I in k Nn et to I earn l‘ (?g}giokrdm::;;;‘n‘ the Home (Aging in Place) ;Iﬁi:_rxs Il}\':'sue;;;y}Enhance Income, Final Years
more about the marketi ng system. We I{ E iH? i ;‘:i.;:ll needs at home [ Extramoney to pay off existing mortgage

bathing, dressing, etc. O Tax
loved one :

s
O Supervision or monitoring off debts or provide income

also believe this form can be an 4 O oo ol neah cars fora i i
Monitoring or alert systems Asset preservation strategies
l O Monitoring or alert syst B\z tion strat |
1 She . errands, transportation and s Strategies t assets from Medicaid
effective way for you to generate leads O o miimenanc, o e s O Prplmary b ol et el
f I - _th t th k t_ { O Medicare hospice for deteriorating health [ Reviewing trusts, wills, beneficiaries and inheritance
or your planning without the marketin
y p g g l{ C?re vPlanning Advice for Caregivers Legal Issues
Syste m . I (Check all that apply) (Check all that apply)
O Evaluating for you the type of care needed O Trusts, wills, living wills and powers of attorney
) O Helping you find medical and eldercare services Medicaid eligibility by preserving assets

A

O Coordinating government and private care state
O Acting as an advocate or mediator with the family ved ones with special needs
O Developing a plan in anticipation of needing care O Representation in family disputes

O Special gifting and trust strategies to save taxes

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.

A

—

Identify topics in the space below you would like to hear discussed in more detail.

—

—

T would like to receive personal direction or advice at no cost to me: Yes No

Your name:

—a

Best phone number to contact you for your personal request for assistance: ( )

A

Your email to contact you about your personal request:

A

Best time to call to discuss your request over the phone:

—a

Would you rec: end this workshop to clse? _ Yes  No

—a

What can we do to improve the workshop?

A

N AT S A AN A AT ST T

A
Lv_v_v_v_v_v_v_v_v...v_v_v_v_v_v_v_v_v-v_v_v_v_v_v_v_v_v_v

]
.<
r
r
r
r
r
r
r
.<
.<
r
.<
r
r
r
r
.<
r
r
4

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.

16

Instruction Manual for Life
Resource Planning (PDF)

) ) This_ 98 page
M instruction manual
AN ~8 describes the life
resource planning
process for aging
seniors and how it

INSTRUCTION : ;
MANUAL results in potential
T e | e VT planning fees and
— product or service
sales. Also covered in this manual are
instructions for organizing a local planning
Council and building your practice around the

life resource planning concept.

Training Videos for Life Resource
Planning

Geo to our video orientation page tc view the

following training videos:

- Introduction to Life Resource Planning

- Overview to Life Resource Planning

- Step-By-Step Demonstrations of the Life

Resource Planning Process

- Interviews with Bruce Lybbert

Support Tools for Planning and
Sales

Go to our support tools page for using a variety
of planning tools to help you better support the
planning precess. These tools include
checklists, handouts and bocklets for your
clients, presentation guidebooks and financial
calculators. We are in the process of adding
new tools all the time. If you don't find the
particular tool you are looking for, give us some
time and we will add it. Or if you have a
suggestion for something that would help you
with your planning and sales please let us
know and we will consider adding it to our list.



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.

Textbooks for Additional
Background Knowledge

For those of you who could benefit froma

better knowledge base for doing this type of

planning, we provide the following textbooks:

- How to Deal with 21 Critical Issues Facing

Aging Seniors

- Understanding Retirement Planning Issues

(coming soon).

Support Tools for Planning and Sales

Calculators

These calculators (excel and outside links) will help you provide a more detailed analysis for
your planning clients

"

>

FEEAAEEEES 565666

IRA Versus Roth Calculator

Retirement C: Nesded to Fund 3

How Long Retirement Savings Will Last

Given Amount of Retirement Income

The Ultimate Retirement Calculstor

Gary Bzene Retirement Calculator

Immy

Vanguard Retirement Income Caiculator

T Rowe Price Retirement Income Calculator

Roth Conversion Evaluator

401K Planner (excel)

IRA Cslculstor {excel

Mortgage Payoff Calculator (excel)

Mortgage Refinance Analysis (excel)

Personal Budget Option 2 {excel)

@ @ @ E R E 6 6 S S W W

Personal Income, Assets and Expenses |

Retirement Savings Calculstor Option 1 (excel)

Snowball Debt Payoff Plan (excel,

i Spending Calculator

Retirement Income Withdrawal Calculator

AARP - When to Take Social Security Calculator

Reverse Mortgage Calculator

MarketWatch Retirement Income Calculator

MRD - Minimum Required Distribution Calculator

Roth Versus Traditional IRA Calculator

Care Loan Payoff Calculator (excel)

Loan Payoff Calculator (excef]

Mortgage Reduction with Biweekly Payments

(excel

Personsl Budget Option 1 (excel)

Personal Budget Option 3 (excel)

Pre Retirement Planner (excel)

Retirement Savings Calculstor Option 2 (exce]

Checklists and Surveys

These checklists and surveys are designed to help you zero-in on retirement planning issues
for your clients

Budget Data-Gathering (PDE | Word)

Handouts and Brochures
You have our permission to print these
handouts and brochures to share with your

clients {(non-commercisl use only).

Community Solutions
for Eldercare (PDF)

57 pages
by Thomas Day
National Care

Planning Coundil

Desling with the
Challenges of an
Aging Body (PDF |

€0 pages

by Thomas Day

National Care

The Family Care Plan
and Caregiving
Agreement (PDF)

15 pages

by Thomas Day

National Care

Planning Council

Understanding the

Fundsmentsls of Life

Resource Planning
«t | (PDF)

176 pages

by Thomas Day

National Care

Planning Council.



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 Letter of Agreement

of agreement that we furnish in Section 3. You do not Life Resource Planning
necessarily have to complete a Life Resource Survey at no N o
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.

ining to any or all of the goals

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.

?‘\,U_ < Life Resource Survey Questionnaire L-\'ameomamn Tom Da.v]

«w National Care Planning Council

Personal and Contact Information

85/

© =
s Marvin Middle Name (64
2 Name [ |
Name
A *Age 77 Home Phone
Frank Barney Cell f
Phone Rl
A *
& Street Second
: Address 123 Noft St Address Line
Mark Hardy
*City Duluth *State Alabama
A
& Family
*Zip 32326 Representative
Name
Caregiver s 7
Name pouse (Click if you have a Spouse)
* Required Fields Go to Next

Spouse Information

Children Names and Contact Information

Plans, Preparations and Goals

Planning for Eldercare (Long Term Care)

Income, Assets and Costs (Combined Household - Client and Spouse)

18




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.
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Life Resource Survey Questionnaire [ Name of Planner: Tom Day

Personal and Contact Information
Spouse Information

Children Names and Contact Information

Plans, Preparations and Goals

Py Planning for Eldercare (Long Term Care)

Income, Assets and Costs (Combined Household - Client and Spouse)

Frank Barney

Veterans Benefits
A

Mark Hardy Open as PDF ® Open In Browser

Generate Report

Print Questionnaire
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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.

[@ LRP_Survey_Reportpdf -
File Edit View History

marks Tools Help

- e ———— |
Life Resource Survey Question... %  LRP_Questionnaire_Reportpdf % | LRP_Survey Report.pdf x |\ +
longtermcarelink.net/planning/dc C || Q Search A XM £ B -

Life Resource
Survey

Life Resource Survey Question... % | LRP_Questionnaire Reportpdf | LRP_Survey_ Report.pdf x| +

For Marvin Smith and Debra Smith www.longtermcarelink.net/planning/dc C || Q Search @A X M 0 -8 =

Life Resource |
Survey
Questionnaire

For Marvin Smith and Debra Smith

Presented by Tom Day

September 22, 2016

Presented by Tom Day

September 22, 2016
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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

letter of agreement that we furnish in Section 3. You do not Life Resource Planning
necessarily have to complete a Retirement Planning Survey N o
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.

ining to any or all of the goals

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.
LR J 3 - 3 -
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-1 National Care Planning Council
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O Personal and Contact Information
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A
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Spouse Information
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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. Itis 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.

g N?YC\F-_ <> Retirement Planning Survey Questionnaire [ Name of Planner: Tom Day
ational Care anmng ouncl
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Personal and Contact Information

©

A
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1

Spouse Information

Children Names and Contact Information

Plans, Preparations and Goals

é Income, Assets and Costs (Combined Household - Client and Spouse)
o Veterans Benefits
é Open as PDF ® Open In Browser

Generate Report Print Questionnaire
Lance Coronado :

A
-
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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.

File Edit View History Bookmarks Iools Help
[ e ———
Refirement Planning Survey Qu... X | Ret Questionnaire Reportpdf X | RET_Survey Report pdf x (&

wunw longtermearelink.net/planning/de e || Q Ssearch i X T Ly -8 =

Retirement
Planning Survey

For Ralph Jones and Sally Jones

- - :
Retirement Planning Survey Qu.. X | Ret Questionnaire Reportpdf | RET_Survey. Report pelf x| +

longtermcarelink.net/planning/de ¢ || Q search A X MW I -9 E’
a8 s n »

Retirement
Planning Survey
Questionnaire

Presented by Tom Day

September 22, 2016

For Ralph Jones and Sally Jones

Presented by Tom Day

September 22, 2016
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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.

Life Resource
Analysis

For Clive Sam and Elma Sam

Presented by Phil Planner

Depletion of Assets with Long Term Care Costs.
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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.

Life Resource
Survey

For Ralph Brown and Cynthia Brown

Presentod by Pl Planner
oy e 20

Recommendations and Strategies
Ralph Brrwe and Cyites Brown
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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.

RECOMMENDATIONS SUMMARY BY CATEGORIES

FAMILY DECISIONS RELATING TO THE NEED FOR LONG TERM CARE
IDENTIFYING A FAMILY REPRESENTATIVEAND CAREGIVER

* PREPARING FORA LONG TERM CAREPLAN

*  THENEED FOR OTHER PRIVATE SUPPORT SERVICES

*  FAMILY SUPPORT FOR LONG TERM CAREIN THE HOME

*  PAYING A MEMBER OF THEFAMILY TO PROVIDE CARE IN THE HOME

*  FINDING AND MOVING TO A LONG TERM CARE FACILITY

DOWNSIZING AND MOVING

LEGAL ARRANGEMENTS AND DECISIONS RELATING TO END-OF-LIFE

*  PASSING YOUR PROPERTY TO YOUR HEIRS OR OTHERS

*  ESTATE PLANNING WITH CHILDREN FROM PREVIOUS MARRIAGES
OWNERSHIP AND BENEACIARIES

*  YOUR WILLAND/OR LIVING TRUST

*  EXISTING IRREVOCABLE TRUSTS

*  POWER OF ATTORNEY

*  ADVANCEDIRECTIVES

YOUR WISHES IN THE MANNER OF YOUR DEATH

FAMILY DECISIONS RELATED TO PRESERVATION OF ASSETS AND THE NEED FOR MEDICAID
MEDICAID IMPOVERISHMENT RULES

¢ MEDICAID PLANNING STRATEGIES

*  FUNERAL AND BURIAL COVERAGE — MEDICAID FUNERAL TRUST

*  OTHER NAMES ON YOUR HOMETITLE OTHER THAN YOU AND/OR YOUR SPOUSE

¢ IMPACT OF GIFTS MADE WITHIN THE LAST FIVE YEARS

FAMILY DECISIONS RELATED TO FINANCIAL ISSUES

¢ LONG TERM CAREINSURANCE

¢ LIFE SETTLEMENT

¢ INSURANCE COVERAGE OTHER THAN LONG TERM CARE

*  USING THE EQUITY IN YOUR HOME

POTENTIAL VETERANS BENEFITS TO INCREASE INCOME

*  NONTAXABLE VA AID AND ATTENDANCE PENSION

* POSSIBLY INCREASING PENSION BENEFIT

¢ POSSIBLE INCREASEIN COMPENSATION OR A&A ALLOWANCE

POSSIBLE AGENT ORANGE CLAIM

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

The Family Care Plan and Sales." These documents are available to you to include
2 with your planning report presentations. The concept here is to
and Caregiving produce a binder or report cover with a great deal of information

Agreement pertaining to the planning process. Psychologically, this results

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.

‘{: 2 \ { i ; ‘
CoMMUNITY SOLUTIONS
FOR ELDERCARE

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.

Understanding
the Fundamentals of
Life Resource Planning

e ceterracarebnl et

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

National | g include it with your planning presentation as long as you don't sell
Care N b it as a separate document to make profit. This piece will save

Planning

Council
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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.

Life Resource Survey The Family Care Plan J C
and Caregiving L R
Agreement (nu“‘. Eu:«(n:lm‘

h 'y

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

Life Resourca Survay The: Farnily Care: Flan
and C
METE2 Ten: Understanding

iving
giving

e Frirdossientals o

+ + + Life Re<aurce Plznning
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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.

Rocommendations and Strategies

Retirement Planning
Survey

For Mark Marley and Rose Moriey

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.

Titles of All 22 Potential Recommendations

Deciding When to Retire

Experiencing Changes in Lifestyle

Using the Equity in Your Home

Living on Less, Budgeting and Downsizing

Seeking a New Place to Live in Retirement

Taking Social Security

Planning for Long Term Care

Taking Advantage of Retirement Savings and Employer 401(k) Plans
Choosing Pre-Retirement Asset Allocation Strategies

. Choosing Post-Retirement Asset Allocation Strategies

Understanding Employer Pension Plan Options

. Constructing Income from Retirement Savings
. Obtaining Veterans Benefits

Planning for Taxes with Tax-Advantaged Savings Plans

. Signing up for Medicare and Medicare Supplement Plans

Needing Health Insurance
Understanding Estate Planning and Legal Issues

. Creating Estate Planning Documents

Experiencing the Death of a Spouse or Partner
Providing for a Funeral and Burial

Understanding Medicaid Impoverishment Rules
Implementing Medicaid Asset Preservation Strategies
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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.

Parsonal and Contact Information

Life Resource
Analysis

For Clive Sam and Elma Sam

’’’’’’ ed by Phil Planner
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Resource Documents to Include in Your Analysis Presentation Report

The Family Care Plan
and Caregiving
Agreement

Understanding
the FUndamentals of
Life Resource Planning

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
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