
Use the three areas of the “Affective Forecasting: Happiness Portfolio” to deepen and enrich the conversations:

Affective forecasting: Happiness portfolio Questionnaire

This material was written by Sherri Snelling, MAG, Founder and CEO of Caregiving Club. It has been prepared and distributed solely for information 

purposes. First Clearing has not verified the information and opinions in this report, nor does it make any representations as to their accuracy or 

completeness. First Clearing is a trade name used by Wells Fargo Clearing Services, LLC, Member SIPC, a registered broker-dealer and non-bank 

affiliate of Wells Fargo & Company. ©2020 Wells Fargo Clearing Services, LLC. All rights reserved. First Clearing provides correspondent services to 

broker-dealers and registered investment advisors and does not provide services to the general public. PUB 7/2020  CAR 0720-00091

For Broker-Dealer and Registered Investment Advisors Use Only. Not for use with the public.

Flow | Self

1. What have you always wanted to learn to do but felt you never had the time? 

2. What is something new that you feel would bring you great enjoyment if you have the time and energy to put into it?

3. What is your passion and purpose in life—how do those things come together for you?

Generativity | Others

1. Have you thought about getting involved in “giving back” to others—not necessarily in money or funding 

(although that can be part of the plan) but mentoring; engaging your expertise to help educate or guide others such 

as consulting, teaching or being on a board; becoming an entrepreneur or an angel investor?

2. What contributions could you make based on your experience that would make a difference in your community, 

your industry, etc.?

Linked Lives | Relationships

1. What relationships are most important to you that you want to support and grow?

2. How much quality time is built into these relationships now and how would you like to see that change?

3. Do you foresee caregiving for an older parent, in-law or grandparent, sibling or friend in the short-term?
Here are a couple of examples of how a client’s responses might be translated into a financial goal:

Buying a cabin at the lake so you can  
take your grandkids fishing like your 
grandparent did

Starting an encore career that lifts 
the local community or makes a difference in others’ lives

Learning to play a musical instrument 
and starting a garage band, learn a 
new language or how to fly a plane

With the feedback you receive during this exploration process, you’re gaining more insights into how to better guide clients 

towards their “happiness portfolio.” Keeping in mind that goals can change every 10 years, an important part of your regular 

planning conversations should be looking at the next 10 years with clients to modify any of their plans or perhaps new ones 

even emerge. 

1 Genworth Financial COVID-19 Consumer Sentiment Survey (May 2020)
2 Genworth Annual Cost of Care Survey (2018)
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How to Start Long-Term Care Planning Conversations

The disruption and turmoil of a global pandemic, economic recession, social unrest and a polarizing 
Presidential election have clients seeking stability and security. Shifting priorities are leading us back to the 
basics of Abraham Maslow’s hierarchy of needs pyramid: shelter, safety, and love and belonging. Clients, 
who may not have been as concerned with planning for long-term care for themselves or their family, are 
turning to their advisors for even more guidance beyond simply managing their portfolios.

1 Start the conversation on long-term care plans today.
Using a resource like the Annual Cost of Care Survey2 can help. This sample is taken from the 2018 
Annual Cost of Care Survey; this is a subset representation of costs. You can find annual updates 
to these estimates and more on Genworth’s Cost of Care website.

Advise on a Livable Home Maintenance Plan.
Every 10 years clients age 50+ should focus on home modifications to ensure safety and comfort with aging. 
Connecting your clients with a Certified Aging in Place Specialist (CAPS) or Senior Home Safety Specialist is a 
great value-add to the advisor-client relationship.

Look for this certification with home remodelers including those found through  
HomeAdvisor, Home Depot or Lowe’s or you can find a credentialed professional on the 
Age Safe® America website.

Integrate the Affective Forecasting: Happiness Portfolio Questionnaire into client discussions.
It’s important to have a basic understanding of three psychological theories as we age: 
flow (self), generativity (giving back) and linked lives (relationships and longevity).  
We’ve developed a set of questions that can help uncover more meaningful lifestyle 
goals which can inform the financial pathways needed to reach those goals.

Download the questionnaire here.
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Since COVID, Americans have 
changed their attitude about 
planning for long-term care 
(LTC) and unforeseen health 

vulnerabilities.1

The prospect of living to 90 or 100 years means it’s even more important 
that you and your clients are knowledgeable about things like:

THREE STEPS TO LONG-TERM CARE PLANNING CONVERSATIONS 

*Based on variable 3-4% 5-year annual growth rate
**In 2028, the youngest of the baby boomer generation will be age 65. These projections are based on 3% annual inflation.
***In 2048, the oldest of the millennial generation will be age 67. These projections are based on 3% annual inflation.

Category

Monthly Cost 
(National 
Median)

Annual Cost 
(National 
Median)*

2028 
Annual Cost 
Projections**

2048 
Annual Cost 

Projections***

Private Room Nursing Home $8,365 $100,375 $134,896 $243,636

Assisted Living Facility $4,000 $48,000 $64,508 $116,509

Home Care Health Aide $4,195 $50,336 $67,647 $122,179

Home Care Homemaker $4,004 $48,048 $64,572 $116,625

Senior Housing Costs

Medicare/Medicaid 
Coverage

Smart Home Technology 

Options for adapting homes 
for senior living

Start the 
conversation

Advise 

INTEGRATE

https://www.firstclearing.com/wp-content/uploads/2020/07/Use-the-happiness-portfolio-to-elevate-your-client-conversations.pdf

