
 

 

Top 3 challenges for aged care advice 

Aged care advice is emerging as a hot topic for financial advice. This article explores the issues for 

creating a client value proposition and the biggest challenges for aged care advice.  

The growing wave of older Australians will continue to build over the coming decades and 

professional advisers can no longer afford to ignore the issues around aged care advice. Over 1 

million retirees already access aged care services in Australia. 

The size of this population segment and the increasing complexity in aged care legislation provides 

opportunities for advisers to generate business through an enhanced advice offering to existing 

clients and to attract new clients.  

Breakout box 
 
Dementia is the leading cause of disability in older Australians and a leading factor behind the need 
for care services. 
 

 More than 320,000 Australians live with dementia 

 On average, one new case of dementia occurs in Australia every 6 minutes 

 30% of people over age 85 have dementia 

 More than 50% of people in subsidised aged care facilities have dementia 
 
Source: Alzheimers’ Australia, www.fightdementia.org.au 

 

 

Positioning your business 

Advisers need to consider the opportunity and how they wish to position their own business. At a 

minimum, advisers should be able to direct clients to information sources and refer them to other 

support services.  

The level of training and range of advice tools needed by advisers will reflect where they choose to 

position their business on the advice spectrum in the below diagram.  

  

This article outlines the top three advice challenges we see for professionals in relation to aged care 

advice.  

Occasional client  -
Information source 
and referral network

Service existing 
clients – Build skills 
and support from 
outsourced services

Proactive specialist 
– Upskill and 
create an efficient 
advice service



 

 

Challenge 1 – Encouraging clients to plan ahead 

All too often clients are reluctant to think about a potential move into care. Clients and families may 

fail to plan ahead, ignoring the warning signs until a crisis emerges. At this point, the time available to 

evaluate options is limited and decisions may be rushed.  

Advice tips 

 
Start to proactively raise issues and create awareness with your older clients as well as with 
younger clients who have elderly parents.  
 
Some ideas to get you started include: 

 Draw family trees at fact find or review meetings to identify family responsibilities and who 
may need to be involved in decisions. 

 Encourage and facilitate family meetings. 

 Run client seminars to generate awareness 

 Include aged care items in newsletters and marketing materials. 
  

 

Challenge 2 – Clarifying accommodation payment choices 

Accommodation payments are largely misunderstood by clients. Clients and families often see the 

lump sums paid as “lost money” and many clients focus too much energy on how to avoid paying for 

accommodation or how to divest themselves of assets to pay a lower amount.  

The reality is that clients who are unable or unwilling to pay the requested accommodation payment 

may be faced with limited care choices and have less control over where and how they receive care.  

Clients may be less afraid of paying lump sums (called refundable accommodation deposits – RADS) 

if they understand that RADs are just as the name infers “refundable deposits.” No interest is paid on 

the RAD while the resident is living in the residential care service so it does have a diminishing real 

value, but no dollar amounts are deducted unless the client has requested or agreed for fees to be 

deducted from the amount paid or paid for accommodation before 1 July 2014.  

In addition, repayment of the RAD or bond is guaranteed by the Commonwealth Government if paid 

to an approved provider.  

Advice tips: 

 
Check www.myagedcare.gov.au for details on the published RADs.  
 
Explain to clients that the accommodation payment is used to “buy” or “rent” a new place to live. 
The costs vary according to the location, standard of accommodation and access to amenities, the 
same as the prices for buying or renting a private home varies.  
 
Consider establishing business connections with aged care placement services. These businesses 
assist clients to find and select an aged care service that is within their affordable price range. 
 
Referring clients to placement services can help clients to find a suitable place and negotiate entry 
into care and allow you to use your time most effectively to focus on financial outcomes. 
 

 

 

http://www.myagedcare.gov.au/


 

 

Challenge 3 – Charging for advice 

Advice on aged care is complex. The interaction between aged care fees, age pensions, cashflow, 

taxation and estate planning needs to be considered and incorporated into the advice 

recommendations. Further complications arise from family dynamics and conflicts. 

Many advisers find it difficult to determine how to charge a fee which is commensurate with the 

expertise and time involved.  

The key to effective pricing is to determine the service proposition for various scenarios and articulate 

the value proposition to clients to set their expectations.  

Aged Care Advice Pricing Model (fee for service) 

Components Objective Outcome 

Define the value 
proposition and set 
client expectations 
 
(Value component) 

Determine the list of 
tasks and the time 
involved 
 
 
(Hourly fee component) 

Does a fee need to 
be charged for 
advice or is it to be 
absorbed as a lost 
leader towards 
relationship 
building? 

Determine whether: 

 to charge a fee 
for the advice, or 

 the service is 
provided as part 
of your ongoing 
service 
proposition. 

 

Advice tips: 

  
Set client expectations to help them understand that the value of advice lies in helping them to 
navigate through the aged care maze. This involves: 
 

 identifying the available options 

 determining which options are viable 

 facilitating discussions to help families make effective decisions, and 

 avoiding the pitfalls, particularly with estate planning. 
 
This is a bigger aim than just implementing strategies to increase age pension or reduce fees. 
 

 

Disclaimer: 

The information contained in this article is based on the understanding of Aged Care Steps ABN 42 156 

656 843 (AFSL 486723, registered tax (financial) advisers 25581502) has of the relevant Australian 

legislation as at 1 July 2017. The information is of a general nature only and is intended for use by 

financial advisers and other licensed professionals only. Advisers should determine the appropriateness 

of any strategy to the needs of a specific client and the client may need to be referred to their tax or 

legal adviser prior to implementing any recommendations that you may make based on the information 

contained in this publication. 


