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You first need to understand how aged care works and what options clients 
have, so you can be confident to start client conversations.
Over time you can build on this knowledge and develop your skills for dealing 
with families facing difficult and emotional times.
Get started by enrolling in the Accredited Aged Care ProfessionalTM program.

Take some time to think about how 
involved you want to become. Whether 
you outsource the advice to an expert, 
use paraplanning support or become an 
expert, you always want to be at the 
hub of the process so your clients have 
a central reference point – you.
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It is important to decide what services you will provide to clients and the 
limitations on your advice.
Develop clear service packages to outline what is in-scope and what is out-
of-scope. And set up referral arrangements for areas of expertise that are 
outside your advice scope.
The Business ToolkitTM and training programs we offer can help you with  
this step.

Clients will pay for advice if they see value. So part of the pricing method is to 
clearly define your client value proposition.
We see many advice models and can provide guidance on determining pricing 
of aged care advice.

Clients may not know to ask you about aged care unless you start the 
conversation. Start marketing your service through your website, newsletters, 
client seminars, flyers and in every client meeting.
The good news is that our Business ToolkitTM has a wide range of tools 
to help you with efficient and effective marketing – including our 10 week 
kickstart programTM.
And once you start giving advice, our Paraplanning and Advice GeneratorTM 
can help you to develop strategies and produce advice documents in a 
fraction of the time.
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