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to other financial goals and endeavors 
or earmarked for gifting after you 
have transitioned? Understanding 
how all of these pieces work together 
will empower you to make informed 
decisions earlier on in the process 
when you are calm and thinking clear-
ly. Our Visioning Process is a holistic, 
comprehensive approach that takes 
all of this, and so much more, into 
consideration.

EG:   How did you come to the realization that the 
unique housing needs of the older population were 
not being sufficiently met?
ML: During a reflective time when I 
was searching for a way to be of more 
service, I was previewing a Riviera 
home that was an estate sale. It had 
a lot of deferred maintenance, stairs 
and was situated at the bottom of a 
steep driveway. As I was leaving, I 
couldn’t help thinking about the older 
couple who had once lived there and 
how difficult it must have been to nav-
igate living under those conditions. 
Then I had a vision play through my 
mind like a movie, and I saw an older 
couple sitting in their living room 
talking about whether they should 
sell their home and simplify their 
living arrangements. And as they talk-
ed, they started to feel overwhelmed 
and the conversation stopped. The 
movie fast-forwarded a few years, 
and I saw the husband fall and break 
his hip. Then, in a panic, the wife 
was trying to figure out what to do 
and how they would afford at home 
care. Stress decision-making had set 
in, and they would now start making 
decisions that would not necessarily 
be in their best interest. That’s when 
I realized that if I could get to seniors 
before there was an emergency and 
create a safe, non-judgmental envi-
ronment with our coaching, we could 
help them sift and sort through this 
potentially overwhelming process and 
make choices that are in alignment 
with their vision, values and goals. 
Once the vision is articulated, we 
then proceed to create the plan that, 
more often than not, involves col-
laborating with our client’s financial 
advisors. This is another component 

of the comprehensive and holistic 
nature of what we do.

EG:  How did you know that your suspicions were 
valid and that your approach would be well 
received here?
ML: Well, I didn’t. The truth is that I 
had some serious reservations about 
whether my suspicions were correct. 
So I decided to inquire with financial 
advisors and estate planning attor-
neys about whether the absence of 
a long-term plan and stress deci-
sion-making was common among 
seniors, and they all confirmed that it 
is. With that, I promptly obtained my 
certification as a Seniors Real Estate 
Specialist and embarked on the jour-
ney of building my network of senior 
care professionals and utilizing these 
resources to serve and educate our 
seniors. Our vision 
has been welcomed 
with open arms, 
and the outcomes 
we have been a 
part of creating 
have been enor-
mously gratifying 
and fulfilling.

EG: Can you say more 
about how an SRES 
agent works?
ML: In addition to visioning and planning, we also 
take on the role of project manger for our clients, 
advising them on what we can do to enhance the 
value and marketability of their home and coordi-
nating inspections and repairs as needed. We track 
and monitor the process with spreadsheets, bud-
gets and constant communication, always mindful 
of keeping our clients goals and objectives at the 
forefront of our awareness.  Another part of this 
process that worries most people who have lived in 
their homes for a long time is managing decades of 
accumulated personal belongings. This process can 
be incredibly overwhelming to seniors, and we have 
found that supporting them in creating a packing 
and moving plan can provide structure, order and, 
therefore, relief and peace of mind.

EG: How would someone know that you and Holly might be a good fit 
for them?
ML: Holly and I are very relationship-oriented, 
and we care deeply about our clients. We also 
believe in empowering people to go for what they 

want and supporting 
them along the way 
in whatever way 
we can. If someone 
shares this worl-
dview and would 
like to create a true 
partnership in which 

we meet each other halfway, we 
look forward to exploring ways 
in which we might be of service 
to them.

Dr. Elaine Gale, a former Los An-
geles Times writer,  is an Associate 
Professor of Communication Stud-
ies and Journalism at California 
State University, Sacramento. She 
is also a writer for national mag-
azines, including Entertainment 
Weekly, Good Housekeeping, W, 
Variety, Stuff Magazine, Cosmo-
politan, etc. and spends the rest 
of her time as a writing coach, 
editor, dissertation coach, trainer, 
speaker, group facilitator and 
communication consultant. 

EG:   I have had the pleasure of getting to know you since our last interview, and I understand that you and your partner, Holly 
McKenna, have had some exciting changes in your business. Can you bring us up to date on these developments?
ML: Being of service is part of what makes us want to get up each morning. And even though 
we both volunteer in various ways and are dedicated to providing our clients with excep-
tional service, I was yearning to find a way to more fully incorporate the spirit of being of 
service into our business model.  So I started asking myself what we could do to transcend 
the traditional transaction model and create a more meaningful client experience that would 
somehow also enhance their lives.

After a lot of meditating and reflecting on this question, I realized I had a certain skill set 
that wasn’t being using to its fullest potential:  my life coaching. At the same time, I had this 
nagging suspicion that the needs of seniors were not being met in an optimal way. And that’s 
when it all came together for me: to offer complimentary coaching services that support 
seniors in getting clear about whether they wanted to “age in place” or make a change in 
their housing needs.  In addition to getting clear about what they want, our Visioning Process 
also involves creating a customized plan to ensure that their vision – be it ‘aging in place’ or 
selling and downsizing - is realized in a way that is authentic to them.

EG:  Why would someone who decides to age in place need a plan?
Ml: Most people overlook the fact that choosing to age in place also requires a plan. The cost 
of ‘at home care’ can be sizable and can significantly impact one’s financial and estate plans. 
It’s important to loop back around to one’s advisors and make sure that the plan to ‘age in 
place’ is economically feasible.  Imagine that you created a trust twenty years ago before the 
cost of healthcare had skyrocketed. Fast-forward to today and you decide to stay in the home 
you love but haven’t made provisions for the $10,000-$20,000 a month it can cost to receive 
‘at home care.’ Where will this money come from if your assets have already been allocated 
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