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Chapter 5  Conclusions and Suggestions  

First, this chapter will provide general conclusions about the survey findings by 

reviewing the research questions; second, it will propose summarized marketing suggestions; 

lastly, it will offer suggestions for future research. 

5.1  CONCLUSIONS 

The conclusions provide the final response to the research questions I ask at the 

beginning of the paper.  With these conclusions, the research objectives are met.  In review, 

the research questions are: 

1. How do demographic variables affect the evaluation criteria of consumers for 

independent living communities? 

2. How do the influencing factors affect the evaluation criteria of consumers for 

independent living communities?   

3. What is the relationship between the evaluation criteria of consumers and their 

value preferences for independent living communities? 

Furthermore, the research objectives are: 

1. Determine the relationship between the evaluation criteria of consumers and 

demographic background. 

2. Determine the relationship between the influencing factors motivating the decision 

of seniors to move to independent living communities and the evaluation criteria. 

3. Determine the relationship between the evaluation criteria of consumers and their 

specific value preferences. 

4. Provide marketing suggestions for developers that are interested in entering the 

independent living community market. 

The first research question is addressed with the following findings:  

Respondents of different gender, age, education, and mortgage groups evaluate independent 
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living communities differently. 

1. Women demand higher standards than men in the four quantitative evaluation 

criteria: environment, services, developer’s reputation, and quality of residents. 

2. “Go-go” seniors between the ages of sixty-five and seventy-four are less concerned 

than other age groups about all evaluation factors. 

3. College graduates are much more concerned with services than seniors with only 

high school diplomas. 

4. People with monthly mortgage/rent from NT$10,000–NT$19,999 are consistently 

more concerned than other groups about three of the evaluation criteria: environment, 

services, and quality of residents. 

5. All seniors prefer to move to independent living communities located in the greater 

Taipei area. 

6. Seniors would rather pay higher monthly fees and no entrance deposit than the 

other way around. 

The first research objective is thus achieved. 

The second research question is addressed with the following findings: 

1. Seniors who are more influenced by the life style factor are more likely to have 

higher expectation about environmental conditions. 

2. Seniors who are more influenced by the perceptual differences factor are more 

likely to have higher expectations about environmental conditions.  

The second research objective is thus achieved. 

For reasons discussed above, the evaluation criteria and value preferences did not 

exhibit a significant connection, and I failed to determine the relationship between the two 

variables.  Thus, the third objective was not achieved.   
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5.2   SUMMARRY OF MARKETING SUGGESTIONS 

I provide the following summarized suggestions based on my research findings for 

developers interested in the senior housing community market.  In doing so, I hope to 

facilitate developers to launch products that address the specific needs of seniors, which in 

turn benefits seniors in the long run.  The fourth and final research objective is thus achieved. 

1. Sell to whom? 

Seniors more influenced by the life style factor are more likely to consider a move to 

independent living communities in order to have assurances about medical care and access to 

facilities designed for the elderly.  This indicates that people will consider making the move 

when they need daily care.  Therefore, independent living community developers should 

target seniors who need daily care.   

Additionally, the survey results found that 57 percent of respondents consider moving to 

independent living communities between the ages of sixty-five and seventy-four, when they 

are “go-go” seniors who desire an active life style, which indicates that this age group can be 

the primary target for developers to sell the notion of independent living communities as a 

place to maintain a colorful retirement life.  Seniors in this age group are also less demanding 

in their expectations than other age groups, and thus could be more easily satisfied, thereby 

making them excellent potential customers for developers.     

2. What to sell? 

Seniors are more concerned with a developer’s reputation and the quality of services 

than environmental conditions and the quality of other residents whilst evaluating an 

independent living community.  Therefore, marketers should build a solid reputation early on 

or partner with a reliable brand-name when launching new projects.  For seniors, security and 

medical services are the two most important service factors.  Senior housing developers 

should address these two issues before emphasizing other factors. 
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3. How to sell? 

For seniors, the primary obstacle to moving to independent living communities is 

economic affordability.  Moreover, given that seniors prefer to pay higher monthly fees over 

providing a lump sum entrance deposit, instead, marketers should try to design more flexible 

payment schemes to give seniors the impression that they can afford the move.    

The two major sources of information about independent living communities for seniors 

are: 1) friends/colleagues who have moved to senior housing communities; and 2) children.  

Marketers should capitalize on the power of word-of-mouth marketing by managing the 

relationships of existing customer.  Additionally, children play an important role in helping 

their parents collect information from other sources.  Therefore, marketers should also 

attempt to appeal to the adult children of potential customers in their promotional efforts. 

 

5.3  SUGGESTIONS FOR FUTURE RESEARCH 

I make the following suggestions for future research based on my own experiences 

while conducting this research project: 

1. This research ascertained that the desired age of entry for independent living 

communities is different from current industrial experience.  It is worth doing further research 

on this issue by comparing the opinions of baby boomers and their predecessors. 

2. This research determined that the preferred payment scheme is different from 

previous research.  Researchers may consider studying the particular payment schemes that 

seniors prefer.  

3. Given that the relationship between the evaluation criteria for independent living 

communities and specific value preferences is not confirmed in this research, future 

researchers may focus on studying this topic in particular.  The value preferences can be 

tested by conjoint analysis to determine how to design an appealing product for the target 
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market.   

4. Surveying seniors is a tough challenge.  Even though I enlarged the letter size and 

administered the questionnaires in person, there are still many missing values in the returned 

questionnaires.  This could be caused by the length of the survey.  I suggest that future 

questionnaires be kept short and simple.  

 


