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A key aspect of the research deals with whether movers 

perceived information sources differently depending on how 

information is used; that is, either to form evaluative 

criteria, or for learning about alternatives. Another key 

aspect deals with whether movers perceive information 

sources differently depending on the hierarchical decision 

level at which it is used. The hierarchical levels include 

decisions relating to geographical area, type of housing or 

living arrangement and specific housing bundle. The results 
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did not support the hypotheses that source importance varied 

by use and by decision level. 

Respondents were found to have relatively limited 

search patterns in terms of number of information sources 

used and number of facilities visited. Family and friends 

were significantly more important that other sources, except 

for personal, professional sources. Prior knowledge was not 

found to be associated with intensity of information search. 

Normative influence of family and friends was not 

significantly associated with the movers' perceptions of the 

importance of family and friends as information sources. 

The research results are useful in several ways. They 

add to the general knowledge of the behavior of elderly 

consumers. They also provide information to help marketing 

practitioners and other interested organizations develop 

strategies more closely associated with elderly movers' 

information needs. Finally, the research study itself 

provides an example of how housing decisions can be studied 

from a framework of consumer behavior and consumer decision 

making theory 
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CHAPTER I 

INTRODUCTION 

This dissertation deals with the decision-to-move 

process of elderly persons—from a marketer's perspective. 

The central problem addressed is the lack of empirical 

knowledge concerning the factors and influences associated 

with the information search process of elderly persons in 

making a residential move decision. The purpose was to 

investigate and understand the key factors and influences 

which are viewed as important by elderly individuals in 

their search for and use of information. The significance 

of the research can be described in terms of four 

distinctive dimensions. 

First, it will add to the general knowledge of the 

behavior of elderly consumers. Second, although housing 

decisions are important consumer decisions, they have not 

been studied from a framework of consumer decision making 

theory as this study has attempted to do. Third, the 

research results will provide information which will enable 

marketing practitioners to develop marketing strategies 

which are more closely associated with elderly movers' 

needs. Finally, there is a cross-disciplinary and a 

societal benefit in terms of the research results providing 



insights into the use and availability of information needed 

by elderly people in making a very important decision. 

Marketing academicians have tried to understand 

consumer behavior in a broad theoretical sense, and to 

develop models to describe or explain the consumer decision 

process. Several consumer decision process models are found 

in the literature (Bettman 1979; Engel, Blackwell and 

Miniard 1986, p. 35; Howard and Sheth 1969). Each of these 

models includes a stage at which the consumer searches for 

information relative to the purchase decision. One of the 

more complex models is the Engel, Kollat and Blackwell (EKB) 

model which has four major components: input, information 

processing, decision process and variables influencing the 

decision process. The core of this model is the decision 

process component which is shown in Figure 1 (Engel, 

Blackwell and Miniard 1986, p. 35). 

It is the search stage of the EKB model which is the 

focus of this situation-specific dissertation research. The 

search stage is examined in terms of depth and breadth of 

information search, variability of search, and usage and 

roles of various information sources. The other stages of 

the EKB model: problem or need recognition, alternative 

evaluation, purchase (or choice), and outcomes in terms of 

satisfaction or dissatisfaction were not operationalized. 



FIGURE 1 

The Decision Process Component of the EKB 
High-Involvement Model 

Satisfaction Dissatisfaction 

Need Recognition: The staqe uhich triqqers the 
decision process 

Alternative Evaluation: Comparison of alternatives 
according to salient evaluative criteria 

Outcomes: Post-purchase evaluation of the chosen 
alternatives according to pre-purchase expectations 

Information Search: flay be internal (memory) only, or a 
combination of internal and external sources 

Purchase (Choice): Selection of the most satisfactory 
alternative as a result of having evaluated the alternatives 

Since the focus of the dissertation research is on the 

information search stage of the decision process, several 

intervening variables which influence this stage are 

included in the research. The context in which the research 

has been conducted is discussed below. The discussion 

covers the research, the sample group, residential mobility, 
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major research questions and hypotheses, and significance 

and limitations of the study. 

The Dissertation Research 

In developing a frame of reference for this paper, 

literature on general residential mobility and elderly 

residential mobility was reviewed. The literature search on 

elderly residential mobility was intentionally broad in 

order to develop a frame of reference for what is 

anticipated to be a long-term stream of research dealing 

with other types of moves and living arrangements. A 

literature review of the consumer decision making process 

was also completed. Data, constructs and theories from 

these several literature searches formed the bases for the 

dissertation research. The research sample was drawn from 

individuals age 65 and over who reside in retirement 

apartments. 

The Sample Group 

The elderly population (age 65 and over) is of interest 

for several reasons. The elderly represent both a large and 

a fast growing segment of the population (United States 

Bureau of the Census 1989b, Table 4). In 1988, the elderly 

population was estimated at 30,399,000, or 12.4 percent of 

the total population. The elderly population is projected 

to increase by 14.7 percent by the year 2000, contrasted 
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with a projected increase of 8.2 percent in the nonelderly 

population (below age 65). During the decade between the 

years 2000 and 2010, the elderly population is projected to 

increase by 12.8 percent, compared with a projected increase 

in the nonelderly population of only 4.2 percent. Finally, 

between the years 2010 and 2020, the elderly population is 

projected to increase by 32.2 percent, contrasted with a 

projected decline of.4 percent in the nonelderly population. 

Based on these projections, by the year 2020, the elderly 

will represent 17.7 percent of the total population. 

The significance of the size and buying power of the 

elderly market has been reported over the past three decades 

in a number of business and marketing articles (eg.; Sales 

Management 1961, Business Week 1971, Allen 1981; Goldman 

1989). Researchers have also studied the elderly in terms 

of their behavior as consumers. Tongren (1988) reviewed the 

marketing and consumer behavior literature on the elderly, 

and found 67 articles on the topic. Empirical data from 

such studies should be of interest to marketing 

practitioners faced with strategy decisions relative to the 

elderly market. Marketers interested in the elderly segment 

fall into one of two categories: those whose products are 

used by consumers of all ages, and those whose products are 

used exclusively or primarily by elderly consumers. 

Marketers in the latter category must know if differences 



6 

exist between elderly and younger consumers, and then 

whether the elderly are one homogeneous group or whether the 

elderly should be sub-segmented. Of the studies which 

Tongren (1988) found, 49 involved groups of only older 

consumers with no comparisons with younger consumers, and 18 

compared elderly and younger consumers. Tongren (1988) 

examined 11 studies from the latter group, and based on a 

meta analysis, concluded there was not strong overall 

support for the existence of behavior differences between 

the older and younger consumers. Tongren (1988), however, 

did find evidence to support several generalizations 

concerning the behavior of elderly consumers relating to 

credit card use, recreational shopping, price consciousness, 

and self-perceived age. 

Attempts to sub-segment the elderly market have 

generated various numbers of segments: six segments (Towle 

and Martin 1976), nine segments (French and Fox 1985), and 

four segments (Day et al. 1988). While these studies 

recognize the heterogeneity of the elderly population, they 

ignore the possibilities of similarities in consumption 

behavior between elderly and younger consumers. Other 

research has recognized the heterogeneity but has allowed 

for similarities between elderly and somewhat younger 

consumers. A study by George Mochis of Georgia State 

University recently categorized consumers age 55 and over 
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into four segments based on consumer needs and concerns 

rather than chronological age (Christie 1988). Similarly , 

a study by Grey Advertising recognized three segments of the 

age 50 and over population, although there is the suggestion 

that the categories are associated with chronological age 

(Goldman 1989; Lafayette and Skenazy 1988). J. Walter 

Thompson advertising agency uses a nine-stage lifestage 

model to segment adult consumers (J. Walter Thompson 1989; 

Levin 1989). In this model, age 65 and over consumers are 

represented by three of the nine stages, two of which seem, 

by definition, to include younger consumers as well. Other 

recent research, however, continues to stereotype the 

elderly. One example is Ogilvy & Mather's segmentation of 

the age 50 and over population into the "Luckies," people 

ages 50-64, and the "Savies," people age 65 and over 

(Lafayette and Skenazy 1988). Thus, there have been 

frequent attempts to segment the elderly market based on 

different assumptions concerning within-group similarities 

or differences among the elderly, and between-group 

similarities or differences between elderly and younger 

consumers. 

With regard to the use of information in consumer 

decision making, the section of this dissertation entitled 

"Information Search: Elderly Persons" provides evidence that 

elderly persons differ somewhat from younger consumers in 
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terms of information sources used and the importance 

attached to various sources. Conclusions from research on 

information sources used by the elderly, however, are 

inconclusive. Information usage appears to be product-

specific, and even for a given product, elderly consumers 

can be segmented based on their use of information. Also, 

with specific regard to residential search patterns, elderly 

movers tend to differ from younger movers in terms of both 

neighborhood and home search as described in the section of 

this dissertation entitled, "Search Behavior in Choosing a 

Residence." 

An elderly person's decision to move involves choices 

at several different hierarchical levels. These decision 

levels include type of move, type of living arrangement, and 

specific housing bundle. Type of move broadly includes 

relocation and migration; while type of living arrangements 

range on a continuum from independent housing (e.g., single-

family home) to housing and care arrangements for those who 

are no longer independent (e.g., nursing home). Housing 

bundle refers to a specific housing structure and location 

chosen. Empirical data was collected relative to only one 

type of independent living arrangement, although several 

different types of moves may be represented. That is, only 

those elderly individuals who had moved to retirement 

apartments were studied. 



While demographic data provides evidence that the 

elderly population is large and growing, the behavior of 

elderly consumers requires additional study. The elderly 

population can be expected to respond as a heterogeneous 

group of consumers with, in some situations, response 

patterns similar to younger consumers. Situation-specific 

research is needed to more accurately predict the response 

of elderly consumers. As Midgely (1983, p. 83) pointed out, 

"Only by building an extensive repertoire of product/market 

situations can we obtain a more developed model of 

information-seeking behavior." Lumpkin and Festervand 

(1987/1988, p. 34), in a presentation of empirical findings 

on purchase information sources of the elderly, also 

observed that consumers' information-search patterns are 

dependent on the type of product being purchased, and that 

"research should be conducted in light of specific product 

categories." 

Residential Mobility: The Kev Factor 

Residential mobility is the key factor to be studied in 

the research. It is a relevant topic as there is little 

evidence of research by marketing scholars on an 

individual's or household's decision to move. On the other 

hand, residential mobility has been frequently studied by 

economists, sociologists, social-psychologists, geographers, 

demographers and public administrators, essentially at the 
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macro level of analysis. That body of research has focused 

mainly on geographical flows of movers, and the underlying 

determinants of population movement. Recently, however, 

there have been several attempts by such researchers to deal 

with the behavioral aspects of the moving process; that is, 

with an individual's or a household's decision to move. 

The mobility of elderly people is a subset of overall 

population mobility. Elderly individuals and households 

tend to be motivated to move by a somewhat different set of 

factors, and to have somewhat different housing search 

patterns than younger people. An important decision in the 

lives of many elderly people involves whether they will age-

in-place or move to another location. This is a decision an 

elderly person might consider at the time of retirement, and 

again in later retirement years. The decision of elderly 

people to move, however, has not been addressed by marketing 

academicians—with the exception of a small body of 

literature relating to the decision to enter a nursing home 

(Baumgarten, Choudhury, Rao and Ring 1972; Baumgarten, Rao 

and Ring 1976; Goldstucker, Bellenger and Miller 1974). 

The marketing community's general lack of interest in 

residential moving decisions is surprising in light of 

several factors: 1) the great interest shown by marketers 

in consumer behavior in general, and in some product-

specific cases in particular, 2) the fact that there is 
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potentially a high level of involvement in a decision to 

move, and 3) the large dollar magnitude of real estate 

transactions resulting from changes in residence. With 

respect to elderly movers' decisions, there are marketing 

opportunities associated with maintaining or increasing 

occupancy rates within the existing housing unit supply, and 

by creating new housing units. Also, while some elderly 

movers seek independent-type housing, others need dependent-

type living arrangements where a level of personal care is 

provided. 

Based on housing needs of the elderly, a number of 

builders, developers, group housing proprietors, health care 

corporations and others have interesting market 

opportunities. For example, the National Association of 

Homebuilders—recognizing the elderly as a viable market for 

housing—established a 50 Plus Committee to help direct 

members' marketing efforts toward last-time home buyers in 

the age 50 and over category (Markham 1984). Another 

example is from the lifecare industry, an industry based on 

the concept of providing a continuum of housing and care for 

the elderly in a campus-like setting. Historically, such 

facilities have been operated by religious groups and other 

non-profit organizations. Recently, however, that has begun 

to change as homebuilders, developers, health care 

corporations, physicians' groups and others are entering the 



12 

market. Even hotel chains, such as Marriott Corporation and 

Hyatt Hotels Corporation, are entering the lifecare market 

(Amparano 1988). During the five year period from 1983 

through 1987, the number of lifecare communities in the 

United States increased from fewer than 400 to about 700 

facilities (Amparano 1988). In the Dallas market alone, some 

fifteen lifecare projects have been built with private money 

in the last several years (Staton 1985). Thus, this market 

is attracting a variety of marketers who perceive potential 

opportunities in terms of changing demographics, but who may 

not have sufficient market information on which to base 

effective competitive strategies. With greater knowledge of 

the decision process, marketers will better understand their 

potential roles in providing information to movers, and in 

helping movers evaluate alternatives and influencing the 

mover's decision so that the needs of both the mover and the 

marketer are satisfied. 

In addition to marketing practitioners, social service 

agencies and family members have a role and/or 

responsibility with regard to moving decisions of elderly 

individuals or households. These parties too have a need 

for understanding the decision process so they can be better 

prepared to respond to the needs of elderly movers. The 

results of this dissertation research will useful to these 

parties as well as marketing practitioners, and will 



13 

contribute to the growing body of knowledge of the behavior 

of elderly consumers. 

Manor Research Questions and Hypotheses 

The research was conducted to answer five research 

questions related to information search. These questions 

and associated hypotheses, where hypotheses are possible, 

are stated below. 

1. Do elderly movers perceive information sources 

differently depending on how the information is being 

used, and the decision level at which it is being used? 

HI. The importance of an information source, for those 
using that source, varies significantly according to 
the use of the information; that is, whether it is used 
to determine appropriate evaluative criteria, or to 
learn about available alternatives. 

H2. The importance of an information source, for those 
using that source, varies significantly according to 
the hierarchical decision level at which the 
information is being used. 

2. Do elderly movers rely more heavily on family and 

friends than they do on other information sources? 

H3. Non-marketer, non-professional personal 
information sources (family and/or friends) are 
perceived as more important by elderly movers than any 
other external information source. 

3. Which factors are associated with the perceived 

differences in importance among the information 

sources? 

H4. Perceived importance of non-marketer, non-
professional personal information sources (family 
and/or friends) is greater with the elderly movers if 
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the sources have had first-hand experience living in 
retirement apartments, and is positively related, where 
the sources have had first hand experience, to the 
length of that experience. 

Q1. Is normative referent/reference group influence 
associated with the perceived importance of non-
marketer, non-professional personal information sources 
(family and/or friends)? 

4. Which factors are associated with intensity of 

information search? 

H5. Intensity of external search, in terms of the 
number of information sources used, is negatively 
related to how much an individual already knows about 
housing alternatives. 

H6. Intensity of external search, in terms of the 
number of alternatives considered, is negatively 
related to how much an individual already knows about 
housing alternatives. 

H7. Perception of time adequacy is positively related 
to intensity of external search in terms of the number 
of information sources used and the number of 
alternatives considered. 

5. Can the market be segmented based on usage of 

information? 

A. Develop a methodology for segmenting elderly 
movers based on their usage of the various external 
information sources. 

B. Characterize the segments based on differences in 
usage of information sources. 

C. Profile the segments with respect to demographic 
measures, prior memory structure, reference group 
influence and time pressure. 

Significance of the Study 

The significance of this study can be described in 

terms of four distinctive areas of contribution. 
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1. While there is a great deal of interest in the elderly 

market, there has not been a great deal of non-

proprietary, non-demographic, quantitative analysis of 

the market. The research will add to the field of 

knowledge in terms of the information search stage of 

the consumer decision process. 

2. Although housing decisions can be ranked among the most 

important of consumer decisions, there is a dearth of 

information on the subject. An extensive literature 

search failed to uncover an existing validated model of 

the decision-to-move process for residential moves in 

general. Limited attempts at modeling the decision-to-

move process of elderly persons have been reported in 

the literature. These attempts, however, have been 

outside the domain of marketing and have not utilized 

consumer behavior and consumer decision making theory 

as a research framework. The study will utilize 

consumer behavior and consumer decision theory. 

3. Marketing practitioners involved in providing housing 

will have a better understanding of how a particular 

category of elderly persons goes about making a move 

decision and can develop marketing strategies which are 

more closely associated with movers' needs. This is 

significant since approximately 1.5 million elderly 

people make residential moves each year. 
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The study has social or societal implications in terms 

of making information available to elderly persons on a 

topic which has great significance in their lives. In 

an altruistic sense, this should be of interest to 

profit-oriented marketers whose marketing mix includes 

the provision of housing for elderly persons as well as 

for non-profit marketers with the same mission. 

Further, there is a cross-disciplinary benefit in terms 

of the research results providing gerontologists, 

social workers, and health care professionals with 

insights regarding the use and availability of 

information needed by elderly people in making a very 

important decision. 

Limitations of the Study 

The study has six potential limitations. 

The sample used was a convenience sample. If the 

sample is representative of movers in specific 

categories, projections from the findings are 

generalizable, but only to other elderly movers making 

the same type of move to the same type of living 

arrangements. 

The generalizability of the results is influenced by 

the extent to which the annual incomes of the 

interviewees are representative of the elderly 

population. Although the sample was selected to 
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achieve such a distribution of incomes—based on the 

monthly costs of living in the various retirement 

apartments—the incomes of the respondents are somewhat 

skewed. 

The quality of information obtained from the 

respondents was subject to their ability to recall 

details of a previous high-involvement decision 

process. The ideal approach would have been to include 

only very recent movers in the sample. It was, 

however, very difficult to find a large number of 

cooperative recent movers to achieve a sample size of 

100, since the information was gathered via personal 

interviews at apartments in one metropolitan area, and 

the respondents had to volunteer in order to be 

interviewed. At the time of interview, respondents' 

tenure at their present address ranged from less than 

one month to 74 months. Accordingly, the relatively 

long interval for some movers between the time of 

decision and the time of the interview could have an 

impact on the validity of the research results. 

Although the respondents may have had clear recall of 

the decision process, they may have been selective in 

revealing what actually occurred, or they may have 

distorted the truth to provide more socially acceptable 
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responses. This potential problem, however, exists 

with other similar research projects. 

5. The length of a personal interview is a potential 

problem in terms of the respondents becoming tired 

and/or bored. Almost all the respondents, however, 

seemed to enjoy the interview process and were ready 

and willing to deal with all the questions. 

6. Several of the measurements taken were subjective in 

nature, and the analysis of these measures may be 

controversial in terms of generally accepted theory and 

practice. 



CHAPTER II 

REVIEW OF THE LITERATURE 

The literature review is divided into three major 

sections; one dealing with literature pertaining to general 

residential mobility, another covering the literature on the 

topic of elderly residential mobility, and a third which 

summarizes relevant literature on consumer decision 

processes. 

General Residential Mobility Literature 

In studying residential mobility as a decision process 

of individuals, the type of move is a significant variable. 

Residential moves have been typed in various ways in the 

literature. As a convention for the remainder of this 

paper, the term "residential mobility" will be employed as a 

description of all types of residential moves, and the 

United States Bureau of the Census definitions of types of 

moves will be adopted. That is, "relocation" will be used 

to refer to intracounty moves, while "migration" will refer 

to moves to another county in the same state or moves to 

another state. 

A search of the literature has not uncovered an 

existing validated model of the decision-to-move process for 

all types of movers. Haberkorn (1981, pp. 256-272), 

19 
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however, did propose a five-step decision process—based on 

Janis and Mann's (1977, pp. 171-179) generalized decision 

process stages—which might be applied to residential moving 

decisions when there is voluntary, conscious and rational 

behavior. Haberkorn's model includes elements of 

motivation, risk acceptance, information acquisition, 

alternative evaluation, reference group influence and 

cognitive dissonance. Another unvalidated decision-process 

model proposed by DeJong and Fawcett (1981, pp. 53-56) 

integrates the value-expectancy perspective with individual, 

community and societal determinants of migration behavior. 

DeJong and Fawcett included the following variables in their 

model: household characteristics, societal and cultural 

norms, personality traits, goals and expectancy of goal 

attainment, information, intentions, unanticipated 

circumstances, potential adjustment to present situation and 

the decision to stay or move. 

A literature search has uncovered two concepts which 

are supported by empirical findings; that is, residential 

mobility typically is driven either by changes in family 

life cycle stages or employment-related factors. The 

importance of employment/economic-related factors has been 

documented by a large number of studies spanning the past 

one hundred years (Bowles 1970; Butler, et al. 1969, pp. 33-

34; Cebula and Vedder 1973, p. 209; Duncan and Newman 1975; 
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Lansing and Mueller 1967, p. 335; Long and Hansen 1979; 

Ravenstein 1885, 1889; Roistacher 1974; Roseman 1977; 

Shyrock 1964, p. 424; Sjaastad 1962; Speare 1971; Svart 

1976). Generally, employment-related factors are not 

determinants of elderly residential mobility. On the other 

hand, changes in family life cycle stages appear to be a 

significant determinant of elderly mobility and will be 

discussed. Another topic of importance in the general 

residential mobility literature relates to information 

search relative to choosing a new residence. This topic 

will be reviewed since information search will be the focus 

of the dissertation research. 

Family Life Cycle-Related Mobility 

Undoubtedly, the most widely cited reference in the 

literature on residential mobility behavior (relocation) is 

Peter H. Rossi's study, Why Families Move, published in 

1955, and brought out in a second edition in 1980. With 

reference to the first edition of Why Families Move, Rossi 

(1980, p. 10) states: 

Of course, it is easy to say that almost any research 
in mobility can be traced to the Rossi volume and that 
is nothing more than a comment on the fact that the 
volume was one of the first in the field of mobility 
studies. But, at least in my mind, there is no doubt 
that most research scholars are paying more than lip 
service to the Rossi volume in their citations. 

Rossi (1955, p. 68-74) operationally defined and 

measured mobility as a household's desire and plans to move 
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in the future, and found that the primary background 

characteristics distinguishing mobile from stable households 

were variables related to the life cycle. And of secondary 

importance were the household's tenure and tenure 

preference. Rossi (1955, p. 9) emphasized the importance of 

the family life cycle by stating, "The findings of this 

study indicate the major function of mobility to be the 

process by which families adjust their housing to the needs 

that are generated by the shifts in family composition that 

accompany life cycle changes." 

Speare, Goldstein and Frey (1974, pp. 254-255) found 

that most of the explained variation in urban mobility could 

be accounted for by life cycle stage and home ownership 

status rather than as a result of "pushes" exerted by the 

social environment. Support for the significance of family 

life cycle and housing tenure is found in other life cycle-

related mobility research (Abu-Lughod and Foley 1960, Ch. 6; 

Butler, et al. 1969, p. 3; Chevan 1971; Fredland 1974; 

Goodman 1974; Ladinsky 1967; Lansing and Mueller with Barth 

1964, p. 20; Lee 1966; Long 1977; Pickvance 1973; Roistacher 

1974; Simmons 1968; Speare 1970; Van Arsdol, Sabagh and 

Butler 1968; Yee and Van Arsdol 1977). 

An abbreviated verbal model of Rossi's (1955) decision-

to-move process is described below: 

1• Mobility Potential - Housing needs based on a 
household's structure and housing values are 
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measured by a Mobility Potential Score. Housing 
needs change as a result of changes in family life 
cycle stages or in the "housing bundle." Rossi 
(1980, p. 22) defined "housing bundle" as a set of 
housing services, including the design and size of 
the physical structure, costs involved, locational 
characteristics of the dwelling, symbolic meanings 
attached to the dwelling by inhabitants and 
others, neighborhood structure and inhabitants, 
and other factors. 

2. Housing Satisfaction - Housing 
satisfaction/dissatisfaction is measured with a 
Housing Complaint Score. Complaints about the 
dwelling's living space, neighborhood and costs 
were especially important in distinguishing mobile 
and stable households. 

3. Mobility Desires - The greater the Mobility 
Potential Score and the greater the Housing 
Complaint Score the more likely a household is to 
want to move. Homeowners are less likely to want 
to move because they 1) have financial commitment 
to present residence and 2) have an option of 
modifying the present residence to suit their 
needs. 

4. Moving Intentions - When needs and 
dissatisfactions are particularly strong, families 
wanting to move formulate a moving intention. 
That is, they make a decision-to-move. 

5. Housing Search - Search for a new residence is 
undertaken. 

6. Moving Behavior - Intentions are carried out by 
making a decision to move to a specific residence, 
unless suitable housing cannot be located. The 
new residence is selected based on desired 
characteristics determined by the household7 s 
needs. 

Rossi's model does not explain all types of residential 

mobility since Rossi's interest was in relocation (local 

moves) rather than in migratory moves. 
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Following Rossi's (1955) lead, a number of researchers 

have incorporated a satisfaction construct into their 

theories of the decision-to-move process (Butler, et al. 

1969; Brown and Moore 1970; Clark and Cadwallader 1973a; 

Newman and Duncan 1978; Speare 1974; Wolpert 1965, 1966). 

Speare (1974) developed a residential satisfaction index, 

equivalent to Rossi's (1955) complaints index, based on 

housing satisfaction determined by change in family life 

cycle stage, changes in physical and social amenities 

offered by a particular location (e.g., physical 

deterioration of the dwelling unit or neighborhood), and 

changes in the standards used to evaluate these factors 

(e.g., social mobility aspirations or the receipt of 

information about opportunities elsewhere). Newman and 

Duncan (1978, Ch. 9) found a relatively strong relationship 

between housing and neighborhood problems and housing and 

neighborhood satisfaction. Housing satisfaction was found 

to be a more important determinant of mobility than was 

neighborhood satisfaction. 

Search Behavior in Choosing A Residence 

Several dimensions of search behavior referenced in the 

literature include spatial preference, information sources 

used, duration of search and number of residences examined. 

The idea that search for a new residence is constrained by 

an individual's knowledge of and preferences for different 
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geographical locations is discussed in the literature as 

"action space" (Wolpert 1965), "awareness space" (Brown and 

Moore 1970) and "cognitive location preference maps" 

(Roseman 1977). Wolpert (1965) noted that action space 

should expand with increasing age although there is 

variability among individuals because of other personal 

characteristics; and variability in terms of the number and 

intensity of contacts with information sources such as mass 

communications, travel, and communication with friends and 

relatives. Thus action space might be expected to expand 

with increasing age only if contact with information sources 

is maintained. Brown and Moore (1970) and Brown, Malecki 

and Philliber (1977) suggest that there are two components 

of action space (or awareness space): 1) "activity space" 

which is defined by way of direct contact through day-to-day 

activities, and 2) "indirect contact space" representing 

locations known to an individual through other persons or 

mass media. In this context, awareness space represents all 

locations known—in the cognitive sense—to an individual. 

Lee (1975) suggested that action space and awareness space 

may function as the most significant filters in the receipt 

of information by potential movers. 

Speare, Goldstein and Frey (1974, p. 178) conceptualize 

awareness space as changing during the search process. That 

is, the potential mover might learn of new locational 
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opportunities which increase his or her awareness space; and 

conversely, parts of awareness space are eliminated when 

opportunities in these parts are evaluated as 

unsatisfactory. The concept of "awareness space" suggested 

by Speare, Goldstein and Frey, however, appears 

contradictory since by their own definition, awareness space 

is "knowledge." Accordingly knowledge—and therefore 

awareness space—would expand rather than shrink even as 

alternative locations are ruled out. The expansion of 

awareness space as new knowledge is gained is consistent 

with the concept of awareness and awareness and unawareness 

sets and the evoked, inept and inert subsets of awareness 

(Brisoux and Laroche 1981; Campbell 1969; Narayana and 

Markin 1975). Laroche, Rosenblatt and Brisoux (1986) 

elaborated further on the concept of awareness set by 

distinguishing between two broad subsets of awareness: an 

unprocessed or "foggy set" which is barely in the awareness 

stage, and a processed set. The processed set is further 

segmented into three 3ets: evoked set—those alternatives 

which the consumer would clearly consider buying, hold or 

inert set—those alternatives which have not been fully 

evaluated, and reject or inept set—those alternatives which 

have been fully evaluated and rejected. 

Applying these conceptualizations of awareness sets to 

relocation decisions, one's awareness set would expand as 
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one learns about new locations; while learning more about 

locations of which one is already aware results only in a 

reconfiguration of the subsets of one's awareness set. This 

same logic would apply to one's awareness levels regarding 

housing type and specific housing unit availability. The 

size of the available set of alternatives has been proposed, 

although not empirically tested, as a determinant of 

external search (Duncan and Olshavsky. 1982; Moore and Lehman 

1980). It does seem obvious, however, that the number of 

alternatives which constitute a total set serves to limit 

the size of a consumer's awareness and evoked sets and the 

amount of external search which is possible. 

Empirical studies show that people have very limited 

spatial sets—relative to a local metro area even in actual 

home buying situations (Clark and Cadwallader 1973b; Hempel 

1969; Speare, Goldstein and Frey 1974). Hempel (1969), for 

example, found that the median number of metropolitan area 

towns considered by homebuyers was three, and that one 

fourth of homebuyers considered only one community while 35 

percent looked at homes in four or five towns. United 

Bureau of the Census (1988) data shows limited neighborhood 

search patterns for a relatively large proportion of movers. 

That is, 43 percent of all movers, including 45 percent of 

the renters and 37 percent of the owners, looked at housing 

units in only one neighborhood in 1985 (United States Bureau 
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of the Census 1988, Table 2-11). For elderly movers, the 

data shows an even larger incidence of limited neighborhood 

search. In 1985, 61 percent of elderly movers, both owners 

and renters, looked at housing units in only one 

neighborhood, the neighborhood to which they moved (United 

States Bureau of the Census 1988, Table 7-11). 

Another dimension of information search is the number 

and type of information sources used. Speare, Goldstein and 

Frey (1974) found that only 20 percent of movers studied 

reported using more than one source of information in their 

search for a new residence, and the proportion was not 

significantly different for owners than for renters. 

Research by National Opinion Research Center has shown that 

approximately one third of homebuyers rely on personal 

sources as their most important information source, and that 

another one third to 50 percent rely on real estate agents 

or newspaper advertisements (Speare, Goldstein and Frey 

1974). Speare, Goldstein and Frey (1974) found buyers 

mentioned "looking around" or "saw signs" as the major 

source of information nearly as frequently as they mentioned 

real estate agents. 

Most renters rely heavily on personal sources as their 

major source of information (Speare, Goldstein and Frey 

1974). Rossi (1980, p. 209) found that personal sources 

were the most effective sources of information for both 
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renters and home buyers, and that real estate agents and 

newspapers were more effective for owners than for renters. 

Hempel (1969) found that the effectiveness of 

information sources used by home buyers varied according to 

the characteristics of the buyers, and the specific decision 

for which the information was obtained—preferred 

neighborhood or location, fair value or price for home 

purchased, etc. Generally, Hempel (1969, p. 247) found that 

noncommercial sources, particularly friends and co-workers, 

were most significant for decisions regarding social 

dimensions of the housing and preferred neighborhood or 

location. Personal sources and newspapers were used 

frequently in the selection of other information sources, 

such as in the choice of real estate agents or builders. 

Real estate agents, bankers and newspapers were the most 

important sources of information for decisions regarding the 

price range considered by the home buyer. Hempel's (1969) 

data indicate that friends and business associates are the 

most pervasive sources of information throughout the home 

buying process. Lee (1975) noted that information flows by 

personal contact are extremely important in residential 

relocation decisions. 

In terms of time spent looking for a new residence, 

home buyers exhibit wide variability in their search 

patterns. Speare, Goldstein and Frey (1974) found that one 
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fifth of home owners surveyed located their new home in two 

weeks or less, while nearly another one fifth took seven or 

more months. Hempel (1969) found an even stronger pattern 

of extended search as evidenced by a segment representing 

one third of home buyers whose search took 12 months or 

more. The median time interval between the decision to look 

for a new residence and finding a residence seems to be in 

the range of two to three months for home buyers (Norris 

1954; Speare, Goldstein and Frey 1974). On the other hand, 

Speare, Goldstein and Frey (1974) found that most renters, 

over 60 percent, were able to locate their new housing in 

less than six weeks, and some 40 percent found new housing 

in less than two weeks. 

Studies by both Norris (1954) and Hempel (1969) found 

that approximately one third of home buyers visited up to 

four or five dwellings before making a purchase. The median 

number of homes entered for examination by all home buyers 

surveyed was found by Hempel (1969) and Norris (1954) to be 

eight and six homes, respectively. Light and heavy search 

patterns, based on the number of homes examined, are also 

reported in the literature. Rossi (1955, p. 163) found that 

one third of the home buyers looked at just one place—the 

one they moved into—before making a residential move, while 

Norris (1954) found a much lower incidence of nominal 

search; that is, 10 percent of home buyers actually entered 
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only one home—the one they purchased. For renters, Rossi 

(1955) found a substantial limited search pattern, inasmuch 

as nearly one half of the renters interviewed looked at only 

one place—the one they moved into— before making a 

residential move. 

Much lower rates of limited search were reported by the 

United States Bureau of the Census (1988), although there 

appeared to be significant differences between elderly 

movers and all movers. In 1985, 5.5 percent of all movers 

living in apartments looked only at the unit they moved 

into, while 13.0 percent of elderly movers living in 

apartments looked at only one unit (United States Bureau of 

the Census 1988, Tables 2-11 and 7-11). For those who 

purchased homes, 3.6 percent of all movers looked only at 

the unit they purchased, while 7.8 percent of the elderly 

movers did likewise. With regard to those moving into 

mobile homes, 6 percent of all movers looked only at the 

mobile home unit they moved to, compared to 22 percent of 

the elderly who moved into mobile homes. 

Hempel (1969) also determined an intensive search 

pattern; that is, 32 percent of homebuyers entered 14 or 

more houses for inspection—a pattern somewhat supported by 

Norris (1954) who found that 31 percent of homebuyers 

entered and inspected 11 or more houses. 
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Another relevant pattern in home search is that many 

movers look at housing types other than the type into which 

they move. For example, a large number of movers who move 

into apartments also look at houses and/or mobile homes, and 

a large number of people who purchase houses also look at 

apartments. According to the United States Bureau of the 

Census (1988, Tables 2-11 and 7-11), 65 percent of all 

movers and 76 percent of elderly movers who moved into 

apartments also looked at houses and/or mobile homes; and 16 

percent of all movers and 9 percent of elderly movers who 

purchased houses looked at apartments too. 

Palm (1976) noted that the search for a new residence 

is constrained by the very nature of some properties. That 

is, since individual properties are often "one-of-a-kind," 

the searcher must continually be evaluating the options at 

hand knowing that the options might change if they keep 

searching, since property in which they are interested might 

be sold or leased to someone else if a search is continued. 

Factors such as lease expiration dates, problems of timing 

and financing the sale of the present property and the 

purchase of a new property, costs of interim living 

arrangements, and properties which are sold without ever 

reaching the market all act to constrain the search process 

(Palm 1976). The number of dwellings which can be examined 

is a function, in part, of the number of generally suitable 
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properties which are for sale at the time of search. The 

data from Hempel (1969) and Norris (1954) suggest that most 

people will examine a number of dwellings if they are 

available for inspection. 

Elderly Residential Mobility Literature 

Several factors tend to make residential mobility of 

elderly people a distinct subset of the residential mobility 

of the overall population. First, there is a lesser 

tendency for elderly people to move, although the act of 

retirement from full time employment potentially provides 

them freedom to move any place they desire since they are no 

longer constrained by employment ties to a particular 

location. A large number of elderly people, however, do 

change residences each year for reasons which may be 

distinctly different from reasons given by younger movers 

(e.g., the need for assistance in living because of 

declining health). The types of moves made by the elderly 

and types of living arrangements selected are diverse. 

Consequently, elderly movers are a heterogenous group whose 

individual decisions are triggered by different factors, and 

result in different types of choices and outcomes. Limited 

attempts at modeling the decision-to-move process of elderly 

people have been reported in the literature. These attempts 

have been outside the domain of marketing, and have not 
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utilized consumer behavior and consumer decision making 

theory in their framework. 

Propensity to Age-In-Place 

Location-specific capital—assets such as personal ties 

and relationships, labor and product-market information— 

tend to inhibit mobility of the population in general 

(DaVanzo 1977, pp. 67-69; Lansing and Mueller 1967, pp. 338-

339). Elderly persons, except for the labor factor, are 

similarly inhibited from moving. Most elderly people are 

unwilling or have no desire to move (Brody 1978, 

Goldscheider 1966, Langford 1962). The phenomenon of "aging-

in-place" is substantiated by a study which found that 

nearly half of older Americans have lived in their current 

residence for over 20 years, and two thirds have lived in 

their current communities for over 20 years (American 

Association of Retired Persons (1986, p. 6). Further, most 

elderly persons are very satisfied with their current 

housing situation. Survey results show that from 93-96 

percent of elderly respondents are satisfied with the type 

and general comfort of the home they live in, its physical 

condition, the neighborhood, and the personal security or 

safety of their home (American Association of Retired 

Persons 1986, p. 9). 

Elderly homeowners have even lower mobility rates than 

elderly renters (Biggar 1980b; Langford 1962; Prasad and 
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Johnson 1964). Duration at present residence is associated 

with elderly residential mobility. Speare (1970) found that 

renters age 65 and over show a decline in their mobility 

rate only among those who had lived at their previous 

residence for five years or more—unlike renters in other 

age groups who exhibit a consistent decline in mobility 

rates with increasing duration of residence. For elderly 

homeowners, as for younger homeowners, Speare found no 

relationship between mobility rate and duration at previous 

residence. 

In addition to home ownership, other factors can 

inhibit moves by elderly people. Community factors and 

social ties contribute to elderly people's unwillingness to 

move (Heaton 1983, p. 102; Langford 1962; Oldakowski and 

Roseman 1986). Many elderly people have a strong 

orientation to their neighborhood and derive psychological 

or emotional satisfaction from living there (Brody 1978; 

Golant 1977; Lawton, Kleban and Carlson 1973). 

Motives for Elderly Residential Moves 

While elderly people tend to age-in-place following 

retirement, there are a significant number, approximately 

1.5 million, who do move each year for one or more of 

several reasons. For retired interstate migrants, one of 

the key reasons for moving is to be closer to relatives 

(Lawton, Kleban and Carlson 1973; Lenzer 1965; Long and 
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Hansen 1979). Change of climate was the second most 

frequently mentioned reason given by respondents to Long and 

Hansen's (1979) survey. Employment opportunities are not 

usually the motivation for elderly interstate moves (Cebula 

1974, p. 72; Lenzer 1965; Long and Hansen 1979, pp. 9-10), 

For the vast majority who have retired from the workforce, 

there is no opportunity to increase income by migrating to a 

new locale; for those who are still working, the remaining 

work years are relatively short, thus the cumulative 

expected gain from migration is minimized. It has been 

found, in fact, that employment at older ages is a deterrent 

to migration (Barsby and Cox 1975; Chevan and Fischer 1979; 

Heaton, Clifford and Fuguitt 1981) . 

Nelson and Winter (1975) found that consideration of 

moving by elderly people is prompted by a lack of fit 

between the characteristics of the dwelling and those of the 

household, and hypothesized a causal chain of events leading 

from major life disruptions to reduced personal independence 

to lower housing and neighborhood satisfaction to 

consideration of moving. Goldscheider (1966) and Lawton, 

Kleban and Carlson (1973) cited declining health, the need 

for assistance, cost of living reductions and a desire for 

improved residential amenities as frequently mentioned 

reasons for relocation by elderly people. 
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Several studies have attempted to determine variables 

which distinguish between elderly movers and stayers (Biggar 

1980b; Goldscheider 1966; Lenzer 1965; Oldakowski and 

Roseman 1986) and between categories of movers (Biggar 

1980b). Findings by Biggar (1980b) as to the significance 

of widowhood and independent living in differentiating all 

movers from stayers suggests these are two key variables 

relating to the decision to move process. Stayers, compared 

to relocators, tend to have lower unemployment rates, have 

moved less frequently in the past, have higher average 

household income, and a lower probability of being a single-

person household (Goldscheider 1966; Lenzer 1965). 

Interestingly, Oldakowski and Roseman (1986) found no 

significant differences in the personal characteristics— 

age, education, household size, income, sex, race and 

marital status—of elderly people intending to migrate 

within the next five years and those who did not have such 

an expectation. A key finding of Oldakowski and Roseman 

(1986) was the significance of ties to one's present city, a 

factor differentiating intended stayers from intended 

migrants in each of the three subgroups of their sample; the 

sub-groups being elderly persons (age 65 and over), persons 

of pre-retirement age (age 50-64), and younger persons 

(under age 50). In the younger and elderly categories, the 

level of overall satisfaction with present city of residence 
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was also a predictor of expected migration. The 

preretirement group showed only a weak significant 

relationship between migration and ties to present city, 

while there was a strong relationship between ties elsewhere 

and migration expectations. Oldakowski and Roseman (1986, 

p. 294) concluded that many retirees may be discounting the 

importance of ties to their present city as they develop 

strong ties elsewhere in anticipation of a retirement move. 

Biggar (1980b) differentiated between elderly relocators and 

migrants, and found that migrants tend to have higher 

incomes and educational levels, and lower rates of widowhood 

and labor force participation. 

From the literature, two key motives for residential 

mobility emerge which are associated with increasing 

chronological age. These motives involve widowhood and the 

need for assistance in living resulting from a loss of 

personal independence. Widowhood rates show a strong 

association with chronological age. The United States 

Bureau of the Census (1984, Table 264) shows increasing 

rates of widowhood across elderly age cohorts as follows: 

age 65-69 (22 percent), age 70-74 (32 percent), age 75-79 

(44 percent), age 80-84 (57 percent) and age 85 and older 

(70 percent). Based on these rates, widowhood can be viewed 

as an increasingly important determinant of residential 

mobility as chronological age increases. 
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The second key motive for moving associated with 

chronological age is loss of personal independence. 

Physical health status is a major determinant of an elderly 

person's ability to remain independent (Atchley 1983, p. 

89). Because of physical or health problems, some elderly 

persons have functional limitations with regard to their 

performance of certain daily activities. The National 

Center for Health Statistics (1987) reported, the extent of 

functional limitation of the elderly population based on 7 

activities known as "activities of daily living" (ADLs), and 

6 activities known as "instrumental activities of daily 

living" (IADL). ADLs relate to personal care and include 

bathing, dressing, eating, getting in and out of bed and 

chairs, walking, getting outside and using the toilet. 

IADLS relate to home management and include preparing meals, 

shopping for personal items, managing money, using the 

telephone, doing heavy housework and doing light housework. 

National Center for Health Statistics (1987, Table 6) data 

indicate that 9.6 percent of noninstitutionalized elderly 

need assistance with ADLs in terms of help from another 

person, and that the rate at which they need functional 

assistance varies with age as follows: age 65-74 (6.0 

percent), age 75-84 (11.9 percent) and age 85 and over (31.1 

percent). With regard to IADLs, 22.2 percent of 

noninstitutionalized elderly need assistance in terms of 
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help from another person, and the rates at which they need 

functional assistance vary as follows: age 65-74 (16.1 

percent), age 75-84 (27.6 percent) and age 85 and over (51.4 

percent) (National Center for Health Statistics 1987, Table 

8). Based on these rates, physical or health problems can 

be seen as an increasingly important determinant of 

residential mobility with advancing chronological age. 

Some elderly moves are triggered by the need for 

institutionalization. Although fewer than 5 percent of the 

elderly population—age 65 and over—reside in institutions 

such as nursing homes, personal care homes and domiciliary 

care homes, the probability of becoming institutionalized 

increases with increasing chronological age (National Center 

for Health Statistics 1989). The incidence of 

institutionalization for elderly cohorts in 1985 was 

reported by the National Center for Health Statistics (1989, 

Table 17) to be: age 65-74 (1.25 percent), age 75-84 (5.77 

percent) and age 85 and over (21.03 percent). Kastenbaum 

and Candy (1973) determined that in a given year in Detroit, 

20 percent of the deaths of older people occurred in nursing 

or personal care homes, and in a longitudinal analyses, 

Palmore (1976) found that 25 percent of elderly subjects 

experienced institutionalization sometime before they died. 

Based on these rates of institutionalization, it is evident 

that the need for institutionalized care is an increasingly 
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important determinant of residential mobility for the older 

cohorts of the elderly population. 

Typology of Elderly Residential Mobility 

Several types of elderly mobility have be suggested in 

the literature, with a basic distinction being made between 

relocation and migration. Subsets of migration (moves across 

county lines) have been defined as amenity, return, and 

kinship migration (Heaton 1983, p. 103; Wiseman 1980; 

Wiseman and Roseman 1979;). Subsets of local mobility 

(relocation within a county) have been proposed by Wiseman 

(1980) and Wiseman and Roseman (1979), and include 

suburbanization/exurbanization, inner city relocation, 

apartmentalization, communalization, homes of kin and 

institutionalization. The latter four categories of living 

arrangements, however, might be viewed as types of living 

arrangements rather than types of moves. The following 

sections will discuss the two components of the "typology of 

elderly moves," types of living arrangements and types of 

moves. 

Types of Living Arrangements 

Most elderly people remain fully independent along what 

Atchley (1983, p. 89) terms the four dimensions of elderly 

independence: 1) economic self-reliance, the ability to 

provide oneself with food, clothing and shelter, 2) physical 
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self-reliance, the ability to move about freely and to take 

care of one's physical needs, 3) mental self-reliance, the 

ability to solve problems posed by the physical and social 

environment, and 4) social independence, having social power 

to demand one's rights without having to rely totally on the 

goodwill of others. 

Although most elderly people live independently, the 

probability of losing one's independence increases with 

increasing age. As mentioned earlier, a key motive for 

moving is loss of personal independence. Because of 

physical or health problems, some elderly persons have 

functional limitations with regard to their performance of 

certain daily activities (ADLs and IADLs) With a decline in 

independence, an elderly person can seek new living 

arrangements compatible with his or her needs. Brody, 

Kleban and Liebowitz (1973) define the term "living 

arrangement" as including, in addition to shelter (the 

physical structure), a combination of variables which 

includes the individual, the social or interpersonal 

environment and the service environment. Living 

arrangements can range on a continuum from totally 

independent community living to totally institutionalized. 

While there is not a clearly defined model of the types of 

living arrangements which exist along this continuum, the 

following discussion provides a general typology. 
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The independent community living end of the continuum 

is represented by elderly households or families residing in 

single family homes, mobile homes, apartments and 

condominiums. Many are able to live totally independently 

as self-contained, self-sufficient households where, as 

defined by Atchley (1983, p. 143) "residents do 90 percent 

or more of the cooking and household chores." Individuals 

who are not entirely self-sufficient may function semi-

independently by living in a self-contained household and 

receiving assistance with cooking and household chores from 

in-home service providers (Atchley 1983, p. 143). An 

independent community-type living option is shared housing 

where several non-related elderly persons reside as a 

household in a single-family home and share expenses and 

household chores. They may receive assistance from in-home 

service providers. 

For people who are able to live independently yet chose 

to move, several possibilities exist including a move either 

to a similar or a downsized dwelling, or another type of 

independent dwelling, or into shared housing. Some of these 

movers are adjusting living space downward by moving from a 

house to an apartment or condominium, for although most (77 

percent) elderly people say their home is the right size, a 

significant number (17 percent) say their home is too big 

(American Association of Retired Persons 1986, p. 8). 
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If disability reaches a point where an elderly person 

can no longer live semi-independently, then moving in with 

kin or into some type of group living arrangement are 

options. A move into the home of one of their children is a 

solution for a number of people- Scanlon and Feder (1984) 

characterized this alternative as a move into a "caretaker 

environment", a term which also includes living in a foster 

adult home. According to Harris (1981, p. 60), 9 percent of 

the noninstitutionalized elderly population live with their 

children. There are elderly persons, however, who do move 

in with kin for reasons other than needing help with daily 

activities or personal care. Elderly persons who lose their 

ability to live independently and do not have children or 

other relatives to move in with (or do not want to move in 

with them), have an option of moving into a foster adult 

home, also known as a board and care or a residential care 

home. Here elderly persons live in the home of an unrelated 

person or family and pay rent. Services such as meals, 

housekeeping and personal care are provided by the owner. 

The second option, group living arrangements, is more 

difficult to describe. One approach to categorizing group 

living arrangements is based on the level of care 

definitions used members of AAHA to describe the services 

they provide (American Association of Homes for the Aging 

1991). Members of this association provide care levels 
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ranging from relatively low to high levels (totally 

institutionalized) as follows: 

Independent Living Units (Activities, meals, 
housekeeping services, etc., may be provided, but no 
personal services as in personal care.) This category 
is further subdivided into the following levels: 1) 
Apartments — Central dining as an option, residents do 
daily housekeeping; 2) Congregate Housing — Minimum 
of one meal per day provided. 

Personal Care Beds (Personal assistance is provided 
for residents, including bathing, help with walking, 
eating, etc., but no nursing services.) 

Nursing Care Beds This category is further divided 
into the following levels: Skilled Nursing and 
Intermediate Care. 

The "personal care" category is difficult to describe 

since personal care facilities have been designated by a 

variety of names including: board and lodging facilities, 

board and care homes, domiciliaries, homes for adults, homes 

for the aging, residential care facilities, sheltered care 

facilities, and residential health-related facilities 

(Laventhol and Horwath 1986; Luchi and Lucey 1988). Pitts' 

(1986) definition of personal care category included 

congregate housing. Note that several of these descriptive 

terms; board and care homes and residential care facilities, 

are referenced previously in this section as examples of 

alternative housing arrangements within the context of a 

"caretaker environment." 

Recognizing that definitions vary among states and 

projects, Luchi and Lucey (1988, p. 11) suggest that the 
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term "personal care or assisted living facility" is 

appropriate to describe the type of housing arrangements 

being developed to serve the shelter and service needs of 

semi-independent elderly persons. Using Luchi and Lucey's 

(1988) definition, personal care facilities offer 

comprehensive services such as provision of meals, full-

service housekeeping for the individual's unit, and 

assistance with daily living activities. Service levels in 

personal care facilities will vary with an individual's 

needs; however, programs typically include administration of 

medication, assistance with bathing, grooming and dressing, 

and personal transportation. Although services stop short 

of nursing care, there may be a regimen of therapies 

provided to maintain an individual's ability to continue 

living outside a nursing home environment (Luchi and Lucey 

1988, p.11). 

At the other end of the living arrangement continuum 

are institutional living arrangements which provide nursing 

care for people who are no longer able to live independently 

or semi-independently. The decision to enter a nursing home 

is typically a joint decision made by the user and an 

influencer, or made solely by influencers acting as deciders 

(Baumgarten et al. 1972, 1976; Goldstucker, Bellinger and 

Miller 1974). Only one fourth of nursing home patients 

surveyed indicated that they independently had made the 
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decision to enter the home (Baumgarten et al. 1972, 1976), 

although in nearly all cases the stimulus to enter a home 

seemed internal; that is, there was self-recognition of the 

problems of old age, illness, inability to care for oneself, 

etc.—in only limited instances was a doctor's 

recommendation or a relative's insistence a major stimulus 

(Baumgarten et al. 1976). The actual selection of a 

particular nursing home may be constrained by the 

alternatives available near responsible kin or major medical 

facilities (Wiseman and Roseman 1979). 

Finally, there is a type of living arrangement, 

lifecare/continuing care retirement centers, which provides 

a range of physical facilities from apartments to personal 

care units to nursing facilities, and are typically 

distinguished by their requirements that residents pay both 

an upfront entrance fee and a monthly fee (Sherman, Brecht 

and Mandell 1986, p. 17). In these retirement centers, 

residents sign a contract which specifies and guarantees the 

services which will be provided to them to guarantee life 

tenancy within the retirement center. 

Types of Moves 

The second component of the "typology of elderly moves" 

is "type of move," that is, either migration or relocation. 

The subsets of each of the two types of moves are discussed 

in the following sections. 
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Elderly migration 

From a developmental perspective, retirees may respond 

to pressures to make one or more of three basic types of 

migratory moves. The first move may be when they retire and 

seek amenities or a lifestyle change, a second when they 

develop chronic disabilities which limit their activity and 

they seek assistance from kin, and a third when severe forms 

of chronic disability demand institutionalization (Litwak 

and Longino 1987). The first move is an opportunity to move 

from a locale which the retiree did not necessarily prefer, 

but to which he or she was tied because of employment. The 

new locale may be an amenity area which tends to attract 

retirees, or it might be an area in which the retiree was 

born or has lived previously, or it might be an area where 

the retiree has kin residing or an area which is closer to 

kin. In actuality, the motive for the first post-retirement 

migratory move may not be clear cut. That is, one might 

return migrate to an area generally recognized as an amenity 

area, or one might return migrate, in part, to live near kin 

who happened to live in a generally recognized amenity area. 

Lifestyle changes are also associated with residential 

moves. The desire to change lifestyle is an important 

determinant of residential satisfaction of some elderly 

households. Unfortunately, lifestyle has been an ill-

defined and operationalized construct. Anderson and Golden 
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(1984) analyzed the usage of the lifestyle construct in 74 

conceptual, empirical and review articles appearing in the 

marketing literature from 1963 to 1979. Of the articles 

reviewed, only eight provided a definition of lifestyle, 

although 47 operationalized the construct. Thirty four of 

these operationalizations were based on measurement of 

activities, interests and opinions. While the construct of 

lifestyle has been variously defined by marketers, the 

activities component seems to be captured by the defining it 

as the "patterns in which people live and spend time and 

money" (Engel, Blackwell and Miniard 1986, p. 252). The 

housing bundle is related to lifestyle in terms of housing 

and its environment being part of the way in which people 

live and spend their time and money. The desire to change 

one's lifestyle can be realized, in part, with a change in 

one's housing bundle. This can be achieved not only via 

migration, but also with relocation. 

Amenity migration 

The concept of an amenity area encompasses natural 

characteristics, climate, and recreational and entertainment 

opportunities. Climate is recognized as a particularly 

important amenity element in elderly migration decisions 

(Cebula 1979, p. 77; Chevan and Fisher 1979; Gober and Zonn 

1983; Heaton, Clifford and Fuguitt 1981; Long and Hansen 

1979, pp. 9-10; Plaunt 1981). Long and Hansen (1979) found 
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that change of climate was the third most frequently given 

reason for moving by retired heads of household who moved 

interstate, Gober and Zonn (1983) determined that climate 

was the most frequently mentioned reason cited for migration 

to Sun City, Arizona. Heaton, Clifford and Fuguitt (1981) 

reported that a combination of amenity factors: mild 

temperature, recreational development and the presence of 

water (scenic rivers, lakes or seashore) account for over 90 

percent of the total explained variance in elderly non-

metropolitan migration destinations. Cebula (1979) found 

elderly interstate migrants quite sensitive to the 

availability of recreation facilities, and Plaunt (1981) 

determined that landscape was an important factor in 

migration to the Southwest. Economic variables such as low 

taxes and personal income levels at the destination were 

found to contribute negligibly to an explanation of elderly 

interstate moves (Cebula 1979; Gober and Zonn 1983). 

Chevan and Fisher (1979), using 1970 census data 

reported that two factors distinguished elderly migrants 

from younger migrants—retirement and climate, which lead to 

a third major distinction, the orientation of elderly 

migrants to the Sunbelt states. Most elderly interstate 

migration is to one or two or three sunbelt states: 

California, Florida and Arizona (Biggar 1980a; Flynn et al. 

1985; Plaunt 1981); Florida, Arizona, Texas and New Mexico 
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together account for over 75 percent of all elderly net 

migration (Cebula 1979). 

Golant (1990) investigated regional migration patterns 

of the elderly population over three decades, and determined 

that the South for the first time in 25 years had a drop in 

both the absolute numbers and rates of in-migrants and net 

migrants during the 1980-85 period. During the same three 

decades, the South had been the primary benefactor of out-

migration from the Midwest and Northeast. Golant (1990) 

found that during the 1980-85 period when the South 

experienced a decline in in-migrants and net-migrants, that 

out-migration dropped dramatically in the Midwest and 

Northeast in both absolute numbers and rates. The decline 

in the South can be attributed to several influences which 

are likely to persist into the future including: the 

reduced pool of potential older migrants because of reduced 

growth rate of the age 60-74 populations in the Midwest and 

Northeast, and the increased availability of retirement 

housing opportunities in the Midwest and Northeast (Golant 

1990). 

Biggar (1980a), using 1970 census data, was able to 

differentiate Sunbelt (amenity) migrants and snowbelt 

migrants along several dimensions: 1) 50 percent more of 

Sunbelt migrants were married, 2) there were fewer widowed 

people among the Sunbelt migrants and 3) more Sunbelt 
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migrants lived in independent households—with fewer living 

with a child or sibling. Retired migrants to Arizona and 

Florida came from higher occupational and educational levels 

of the aged population, and they generally were more 

permissive in judging their peers than were a comparison 

group of retirees living in Wisconsin even when the effects 

of income and occupation were controlled (Bultena and Wood 

1969). The willingness to pull up stakes upon retirement 

and migrate to Florida and Arizona "may be one attribute of 

a life style which has been characterized by 

experimentation, innovation and possible rebellion against 

local standards" (Bultena and Wood 1969, p. 206). 

Information regarding amenity destinations flows to the 

potential migrant from one or more of four primary sources: 

kin, friends, marketers of housing in the amenity area and 

direct experience—that is, traveling through or living in 

the area (Gober and Zonn 1983). Gober and Zonn's (1983) 

study found that migration to Sun City, Arizona generally 

culminated from years of association resulting from numerous 

contacts with residents via letters and telephone calls, 

visits, and messages from the developer in the form of 

direct mail and television and newspaper advertisements. 

The most frequently mentioned sources of information about 

Sun City, Arizona were found to be friends and relatives, in 

that order. Roseman (1977) studied retirees who migrated to 
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Harrison, Arkansas and found that 30 percent of them had 

lived in the Ozark area previously and that another 60 

percent had other experiences with the area. The retiree 

group tended to have a search space generally confined to 

the Ozark area. Most retirees came from geographical areas 

corresponding with major sources of tourists for the Ozarks; 

that is, the Midwest—especially Iowa and the Chicago area. 

Most retired people migrating to Florida had previous 

vacation experiences there. Roseman (1977) cited a study by 

Sly (1974) which indicated that about 74 percent of retired 

migrants to Florida had visited Florida one or more times 

before moving there. 

Not having children in the home community or region may 

be an important factor in the decision by some elderly 

people to migrate to a Sunbelt location. Bultena and Wood 

(1969) found that if elderly migrants to Arizona had retired 

in their mid-western home communities, only one fourth of 

those with children would have had children located nearby— 

contrasted with 65 percent of elderly midwestern residents 

in a control group. A move to Arizona brought some of the 

migrants closer to at least one of their children, for an 

estimated one third now have at least one child presently 

living within 20 miles (Bultena and Wood 1969). Further, it 

was reported that over half (54 percent) of the migrants had 

one or more of their children living closer now than before 
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their move, and 43 percent reported having half or more of 

their children living closer now than if they had retired in 

their home towns. For a number of Arizona migrants, their 

move brought them geographically closer to their children. 

For migrants moving to an amenity area to be near their 

children, both an amenity and a kinship move are being made 

simultaneously. 

Return migration 

The United States Bureau of the Census recognizes 

return migration as a return to the state in which one was 

born. This definition may be too narrow. It might be 

expanded to include as a destination the location where one 

grew up (Wiseman 1980) or where one lived previously. By 

broadening the definition, future researchers might gain 

better understanding of the reasons why elderly people 

decide to "return somewhere" rather than age-in-place or 

move to an amenity area where they never lived before. 

As Lee (1974) pointed out, there is relatively little 

literature on the topic of return migration, and Lee 

suggests the reason for this may be that it is a relatively 

infrequent phenomenon. Calculations based on data from the 

United States Bureau of the Census (1963, Table 1; 1964, 

Table 164; 1973a, Table 196; 1973b, Table 1) show that only 

3-4 percent of all residential moves were for the purpose of 

return migration. For the elderly population, this figure 
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is even lower—2 to 3 percent. Data for both the overall 

population and the elderly population show a slight increase 

in the incidence of return migration from 1960 to 1970. 

Another measure of return migration is its frequency 

relative to those who are at "risk" rather than as a ratio 

of those who actually moved. The "at-risk" component is 

defined as those individuals who are residing in a state 

other than the state in which they were born. Again using 

data from the United States Bureau of the Census (1963, 

Table 1; 1973b, Table 1), overall return migration based on 

those at risk was 6.1 percent during the 1955-1960 period 

and 7.3 percent for the 1965-1970 period; return migration 

rates for elderly persons were 2.1 percent and 2.6 percent 

respectively. 

A third way of looking at return migration, as a 

component of all migration, is shown in Table I. 

TABLE I 

INCIDENCE OF RETURN MIGRATION OF THE UNITED STATES 
POPULATION ELDERLY AND TOTAL POPULATION 

Return Migration 
as a: 

Age 65 & Over Population Total Population 
Return Migration 

as a: 1955-60 1965-70 1955-60 1965-70 

% of All 
Migration 6.7% 8.6% 8.2% 9.9% 

% of Interstate 
Migration 14.7% 18.7% 16.2% 20.1% 

Source: Based on data from the United States Bureau of the Census 
(1963, 1964, 1973a, 1973b). 
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From Table I, it can be seen that although return 

migration is an infrequent phenomenon, it is a relatively 

important component of migration—particularly of interstate 

migration. Return migration became an increasingly 

important phenomenon from the first to the second 

measurement period—representing nearly 9 percent of all 

elderly migration and nearly 19 percent of all elderly 

interstate migration. Data for 1980 is not shown in the 

table, because it was not included in the 1980 census of the 

population. 

As an update to Table I, Rogers (1990), using the 1980 

five percent Public Use Microdata Sample files, determined 

that during the 1975-80 period the percentage of elderly 

interstate migrants returning to their state of birth 

increased to almost 30 percent. At the same time, Rogers 

(1990) concluded that during the period 1950 to 1980, 

approximately 20 percent of all interstate migrants returned 

to their state of birth. 

Regarding destinations of return migrants, Serow (1978) 

found that elderly people are more apt to return to their 

state of birth if it is a popular destination attracting 

large numbers of older migrants. Longino (1979) noted that 

the three states with the highest return migration rates 

were Florida, California and Arizona—the three states Flynn 
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(1980) found having the largest streams of elderly 

interstate migrants. 

Longino (1979) determined that elderly return migrants 

tend to be negatively selected in terms of socioeconomic 

characteristics; that is they are less likely to be well 

educated, more likely to be employed, to have lower person 

and family income and lower income from sources other than 

employment and welfare. Also Longino (1979, p. 741) found 

that "aged return migrants are less likely to be married, 

more likely to be female and widowed, and to be younger than 

non-return migrants" Wiseman and Roseman (1979) noted that 

return migration might be important for the less affluent 

retirees who remember the low cost of living associated with 

low levels of employment which first caused them to leave 

the rural areas and small towns in search of employment. 

Kinship relationships and migration 

About 80 percent of the elderly have living children 

and for most of these elderly, particularly those who are 

single, their most important relationships are with their 

children (Atchley 1983, pp. 198-199) . Older people tend to 

live near their children; near at least in terms of travel 

time (Troll 1971, Shanas 1977). Shanas (1977) found that 84 

percent of older people who have children live less than an 

hour away from one of their children. Older people also 

have frequent interaction with their children. Harris 
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Associates (1975, p. 73) found that 55 percent of their 

older sample had seen one of their children in the last week 

or so; Shanas (1977, p. 265) also found that a large number 

(42 percent) of a sample of elderly people with children had 

seen one of their children within the past 24 hours, and 71 

percent had seen one of their children in the last week. 

There appears to be a period in the family life cycle— 

Empty Nest I—when parents and children may be 

geographically separated as children move away to start 

their own independent lives, careers and families. Troll 

(1971) cited data from studies by Litwak (1960) and Willmott 

and Young (1960) in support of this contention, particularly 

with regard to middle class families. When parents who are 

geographically separated from their children reach 

retirement, they have the opportunity to migrate to be near 

their children. 

Available evidence suggests that proximity to one's 

children can be a variable which either impedes or impels 

residential mobility of an elderly person. That is, if an 

elderly person lives near one or more of his or her 

children, there is a tendency to remain-in-place after 

retirement. Conversely, if the elderly person's children 

live in another geographical area, there is a tendency to 

move nearer one or more of the children. In later 

retirement years if the ability to live independently is 
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lost, there may be a need for an elderly person to migrate 

to the residence of one of his or her children. 

Elderly relocation 

Wiseman and Virden (1977) reported that nearly 76 

percent of elderly relocations in Kansas City, Kansas 

involved moves away from the central business district; and 

the authors cited corroboration of this finding in Golant's 

(1972) conclusion that the majority of local elderly moves 

are toward the suburban fringes of the city, but a smaller 

countermovement can be observed toward the center of the 

city. Suburbanization moves originate in older residential 

areas located on the fringes of the central city and tend to 

be of short distances, terminating most frequently in older 

suburban areas nearer to the city (Wiseman and Virden 1977). 

Interestingly, Wiseman and Virden (1977) did not find a 

counter wave of elderly people moving into the central core 

of the city in spite of a common assumption that elderly 

people relinquish their single family dwellings in semi-

suburban areas to relocate to urban apartments. The authors 

did find, however, considerable movement of the elderly 

within the fringes of the inner city, but found no 

directional bias toward the central business district. 

Fitzpatrick and Logan (1985) determined that the 

suburban elderly population in the United States is growing 
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rapidly: the number of persons age 65 and over living in 

the suburban ring increased by 90 percent from 

1960 to 1980, while the number living in central cities 

increased by 42 percent. By 1980, for the first time, more 

elderly people lived in the suburbs than in the central 

city, and age-segregation of the elderly had declined 

suggesting either aging-in-place of suburban residents or 

residential shifts from suburban area to suburban area. A 

notable exception to the latter phenomenon was in several 

Southern metropolitan areas where an increase in elderly 

age-segregation is believed to be the result of inter-

regional migration of older persons (Fitzpatrick and Logan 

1985). 

There is, however, a significant category of elderly 

movers whose origins and destinations are both within the 

inner city. Wiseman and Roseman (1979) cite Golant's (1972) 

estimate that inner city movers represent approximately 30 

percent of all elderly moves. Elderly inner city movers are 

less affluent, have lower rates of automobile and home 

ownership, are less socially active, and tend to move more 

frequently than suburban movers (Wiseman and Virden 1977). 

Wiseman and Roseman (1979) further characterized elderly 

inner city movers as including: many forced and chronic 

movers; lower and lower-middle income persons including many 

widows and transients living in single room occupancies; 
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those for whom racial, income or transportation constraints 

preclude them from moving out of the inner city area; and 

those who have limited knowledge of alternatives outside the 

inner city. 

Just as an elderly person might migrate to live in the 

home of a kin, an elderly person might relocate locally to 

the home of a kin as a solution to the need for assistance 

in living. Obviously this type of moving decision is shared 

by the kin involved and search for alternatives may be 

limited—although alternatives generally exist. Wiseman and 

Roseman (1979) suggest that this type of move is being 

replaced by alternatives such as communal and institutional 

living. 

Perspectives on Hates of Residential Mobility of the Elderly 

The fact is that elderly people do relocate and 

migrate, although at a lower rate than the rest of the 

population. Table II shows overall annual residential 

mobility rates by cohort group as well as the overall 

mobility rate of elderly people relative to the younger 

adult population. 
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TABLE II 

RESIDENTIAL MOBILITY OF THE UNITED STATES ADULT POPULATION: 
1986-1987 BASED ON PERCENT MOVING & TYPES OF MOVES MADE 

Type of Move Made 

Migration 

Age % who Moved 
Relocation 
Same County 

Intra-
state 

Inter-
state All Moves 

20-59 21.0% 62.9% 21.3% 15.8% 100.0% 

20-64 19.9 62.7 21.4 15.9 100.0 

60+ 5.8 58.6 23.3 18.1 100.0 

65+ 5.3 60.1 22.5 17.4 100.0 

All 
Adults 17.5 62.6 21.4 16.0 100.0 

20-24 34.7 62.4 22.0 15.6 100.0 

25-29 31.8 64.1 21.0 14.9 100.0 

30-34 22.8 65.5 19.8 14.7 100.0 

35-39 18.8 61.2 22.7 16.1 100.0 

40-44 14.5 63.8 19.3 16.9 100.0 

45-49 10.6 61.6 21.0 17.4 100.0 

50-54 9.8 55.6 25.2 19.2 100.0 

55-59 8.2 56.8 22.5 20.7 100.0 

60-64 7.1 55.6 25.0 19.4 100.0 

65-69 6.3 60.7 21.2 18.1 100.0 
70-74 4.7 58.5 22.7 18.8 100.0 

75-79 4.6 65.5 22.3 12.2 100.0 

80-84 5.1 64.8 17.3 17.9 100.0 

85 & Over 5.5 45.6 35.2 19.2 100.0 

Source: Based on data from United States Bureau of the Census 
(1989a, Table 5). 

Referring to Table II, people age 60 and over are 

significantly less likely to move than are members of the 

rest of the adult population. Age 60 is used as a cutoff to 

capture residential moves made by people who retire early; 

that is, before the traditional retirement age of 65. 

Approximately 6 percent of the age 60 and over population 

moved during the year — contrasted with 21 percent of the 

under age 60 adult population, and approximately 5 percent 
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of the age 65 and over population moved during the year — 

compared with 20 percent of the under age 65 adult 

population. Although the elderly as a group move much less 

frequently than younger adults, there is a substantial 

number of elderly who do move each year. United States 

Bureau of the Census (1989a) data show that 2,260 million 

people age 60, and 1,494 million people age 65 and over 

moved during the period from March 1986 to March 1987. 

These figures do not include people who moved into group 

housing. 

For the adult population as a whole, movers are 

significantly more likely to relocate (move within the same 

county) than to migrate. During the March 1986 to March 

1987 period, 62.7 percent of adult movers below age 65 did 

relocate. Of the 37.3 percent who migrated, 21.4 percent 

moved to another county within the same state, while only 

15.9 percent moved to another state. The pattern of elderly 

movers is similar with 60.1 percent relocating, 22.5 percent 

moving to another county within the same state, and 17.4 

percent moving to another state. 

It can also be seen from Table II that adult 

residential mobility is inversely correlated with 

chronological age — from age 20 to about age 75. There 

appears to be a leveling off of mobility rates across the 

age 70-74 and age 75-79 cohort, followed by increases in the 
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rates for the age 80-84 and age 85 and over cohorts. The 

fact that the data does not show an increase in mobility 

around retirement age is not surprising, since at this age, 

a significant determinant of mobility — migration for 

employment purposes — is no longer an important component 

of mobility. Within two of the age groups, however, there 

is an increase in the mobility rate for specific 

chronological ages typically associated with retirement. 

That is the mobility rates for individuals age 62 and 65 are 

7.8 percent and 7.5 percent, respectively. Overall though, 

the data supports the widely held notion that elderly people 

tend to age-in-place. 

Existing Models of Elderly Mobility 

With limited exceptions, research on mobility of 

elderly persons has essentially been atheoretical; that is 

it has been conducted outside of any overall modeling 

process which might attempt to define, describe and measure 

the relationships between and among the variables which 

constitute the decision-to-move process. Beaver (1979) 

verbalized a model of the decision-making process for 

elderly relocators which included eleven components, the 

first of which is a precipitating event. Beaver (1979) 

found that 80 percent of the elderly respondents decided to 

move because of some major life disruption or precipitating 

event such as death of a spouse, or loss of occupational 
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role, social relationships, status, home, possessions, etc. 

The remaining ten components in Beaver's model related to 

information received, reaction to the event, value system, 

exploration of what to do, selective organization, process, 

participation, preparation and decision, outcome, and 

feedback. These ten components are not theoretically based 

nor do they have empirical support; nor did Beaver find 

convincing support for the explanatory power of the model. 

Ferraro (1981) in a longitudinal study of low income 

elderly found that a desire to move is significantly related 

to mobility, however, the majority of the respondents who 

actually moved did not desire to move one year previously. 

Ferraro (1981) suggested the these respondents were impelled 

to move by certain life event occurrences during the 

intervening year. A more recent study of a cohort of 3,097 

rural elderly persons also found a large incidence of 

unanticipated moves during a one-year study period (Colsher 

and Wallace 1990). Over 90 percent of those persons who 

were institutionalized, and approximately two thirds of 

those who made noninstitutional moves between baseline and 

follow up had not anticipated moving. These movers may not 

have planned long in advance since residential moves may 

often be a response to unforseen illness or frailty. On the 

other hand, an expressed intent to move is a strong 

predictor of a subsequent move, inasmuch as the ratio of 
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persons who intended to move and did move was 16 times that 

of persons who did not intend to move but who actually did 

(Colsher and Wallace 1990). 

Ferraro (1981) suggested, "A synthesis of the 

residential satisfaction model of relocation (Speare 1974) 

with the precipitating event perspective (Beaver 1979) 

represents a more comprehensive theory of community 

relocation for older people." Such a model would- include 

individual, household and location characteristics; social 

bonds; and the effects of major life events. 

Several major attempts to model the decision to move 

process of elderly people were undertaken by Wiseman (1978, 

1980) and Wiseman and Roseman (1979). Wiseman (1978), in an 

effort to develop a theoretical base and a model for 

understanding the process of elderly mobility, observed: 

The complex spatial pattern of relocation, the 
diversity of profiles characterizing relocating 
elderly, and the many reasons for relocation combine to 
make description and understanding of elderly 
relocation a very difficult task. Perhaps this is why 
few models of elderly relocation have been developed 
and tested. The task becomes even more complex when 
all elderly residential change is addressed including 
migration. 

Wiseman (1978) proposed a five stage model of the 

decision to move process of elderly persons which he soon 

after revised. The subsequently modified version of the 

model (Wiseman 1980) is shown in Figure 2. According to 

Wiseman's models, consideration of residential change can be 
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stimulated by one or more of several triggering mechanisms, 

Wiseman and Roseman (1979) proposed that abrupt changes 

occurring in an elderly persons' family, personal and 

environmental situations potentially serve to redefine 

housing needs and preferences. 

FIGURE 2 

THEORETICAL MODEL OF ELDERLY MIGRATION 
PROCESS, WISEMAN (1980) 
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Specific changes which serve as triggers in the model 

in Figure 2 include children leaving home, retirement, death 

of spouse, and severe or protracted illness and physical 

disability resulting in loss of independence (Wiseman and 

Roseman 1979). Other triggering mechanisms include 

dissatisfaction with home and/or neighborhood, change in 

preferred lifestyle, desire for residential/environmental 

amenities, relocated kinship/friendship networks and forced 

moves (Wiseman 1980). 

With regard to satisfaction with housing or housing 

adequacy, Struyk (1985) suggested that it is useful to 

distinguish between what is traditionally thought to be 

housing (dwelling-specific) problems and the housing needs 

which are associated with health problems and activity 

limitations (dwelling-use problems). Dwelling-specific 

problems, according to Struyk, include spending an excessive 

share of income on housing, living in overcrowded conditions 

and housing deficiencies which include problems with 

heating, plumbing and electrical systems, kitchen 

facilities, the physical structure and the common area 

(e.g., hallways, stairs and elevators). Dwelling-use 

problems are associated with activity limitations which 

preclude an elderly resident from fully utilizing his or her 

dwelling (Struyk 1985). Struyk observed that dwelling-use 

problems may be solved either by physically modifying the 
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dwelling and/or by obtaining in-home assistance from other 

household members, family, friends or community-based 

service organizations. 

Wiseman (1980) proposed that the decision to move is 

strongly influenced by a number of other factors, indigenous 

or exogenous which can facilitate or impede actual movement. 

Indigenous factors include personal resources, former 

mobility experience, community ties and perception of likely 

outcomes. Exogenous factors include the housing market, 

cost of living and attrition or movement of social network. 

A decision to move (to make a particular type of move) 

or to not move at all is a measure of residential 

satisfaction, a construct which Wiseman (1980) did not 

operationally define. It would seem, however, in Wiseman's 

(1980) model that residential satisfaction appears as a 

summary construct representing the effect of the triggering 

variable on the individual, modified or shaped by the 

indigenous or exogenous variables. A decision to make a 

particular type of move—seasonal migration, migration or 

relocation or not to move is the first decision made by the 

potential mover and is made as a result of having net 

residential dissatisfaction. The second decision to be made 

by those who decide to move is the selection of a 

destination. Wiseman (1980) suggests that this decision is 

influenced by knowledge of potential locations based on 
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previous travel, vacation, and residential experience and on 

promotional efforts and inducements of migrant recruiters. 

Other factors which influence the selection of a destination 

are the location of the needed assistance or desired 

amenities and the location of friends and others who will 

assist in the move or in adjusting to the move. Wiseman 

points out that for some potential movers, a destination 

selection is determined by the decision to move. For 

example, people migrating to be near kin or friends have a 

predetermined destination in mind; while for others who 

decide to move, a search process begins which ends with an 

evaluation of potential destinations. The final stage of 

Wiseman's (1980) model is the outcome of the move in terms 

of distance moved, living arrangement, housing type and 

tenure and neighborhood. 

Consumer Decision Processes 

Katona and Mueller (1954) espoused a view of consumer 

shopping as problem-solving behavior involving various 

degrees of deliberation, including the use of information. 

Several consumer decision process models have been described 

in the literature (Bettman 1979; Engel, Blackwell and 

Miniard 1986, p. 35; Howard and Sheth 1969) . An example of 

such a model, the Engel, Kollat and Blackwell model, is 

shown in Figure 1. Each of the decision process models 

includes a stage at which the consumer searches for 
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information. Models of the consumer's decision-making 

process hypothesize that consumers acquire and search for 

information before making choices, based on information 

stored in memory (internal search) or information from the 

external environment (Bettman 1979, pp. 105-112; Engel, 

Blackwell and Miniard 1986, pp. 66-70; Howard and Sheth 

1969, pp. 26-28). Extended problem solving is linked with 

high involvement, and implies active search (internal and 

external) for information. With low involvement products, 

Engel, Blackwell, Miniard (1986, pp. 25 and 38) state that 

consumers will most likely resort to limited problem 

solving, a process in which the external search stage is 

largely skipped. 

The decision process is frequently referenced in 

consumer behavior textbooks as a five-step process (e.g., 

Mowen 1990, p. 285; Peter and Olsen 1990, p. 172) . John 

Dewey (1910) is credited as the original source of the 

multi-step process (Engel, Blackwell and Miniard 1986, p. 

23). A review of Dewey's (1910, Chapters 1 and 8) work 

documents the framework for a five-step decision process 

with sub-steps of internal and external search, as well as 

the suggestion of evaluative criteria as a basis for 

alternative selection. 
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Problem Recognition 

Problem recognition is the first stage of the consumer 

decision process. Although it is not central to this 

dissertation, it will be briefly discussed since it triggers 

the information search stage. Bruner (1985) observed that 

"until recently very little substantive contribution had 

been made to our understanding of problem recognition since 

Engel, Kollat and Blackwell set it up as the cornerstone of 

their initial model in 1968." Engel and Blackwell (1982, p. 

301) defined problem recognition as "a perceived difference 

between the ideal state of affairs and the actual situation 

sufficient to arouse and activate the decision process." 

Brunner (1985), however, more specifically defined problem 

or opportunity recognition as a perception of a significant 

difference between the "two states for some need." From a 

marketing viewpoint, problem recognition is inextricably 

linked with product solutions. If a product adequately 

fills a need, the customer will be satisfied. If not, 

dissatisfaction and problem recognition results. 

Engel and Blackwell (1982, p. 319) view motives as the 

primary determinant of the desired state. If motives and 

needs are defined as synonymous, then motives do in fact 

determine the desired state. As a given need level 

increases or decreases, the desired state increases or 

decreases accordingly. That is, a change in need (a new 
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need or the expansion or contraction of an existing need) 

changes the individual's desired state of satisfaction 

relative to that need, and also the individual's perception 

of his or her actual state of satisfaction. 

A number of other variables have been described in the 

literature as determinants of an individual's desired and 

actual states (e.g., Bruner 1985; Engel and Blackwell 1982, 

pp. 303-315). Some of these variables can be considered as 

determinants of needs while several others impact directly 

on the actual state or the individual's perception of his or 

her actual state. Variables such as changes in career 

stage, family life cycle stage, cultural values and 

finances; as well as the influence of other decisions, 

novelty seeking, marketers' efforts and reference group 

influence are determinants of needs. Variables associated 

directly with the actual state of satisfaction are 

deterioration, obsolescence or unsuitability of the present 

product and depletion of the present supply. These are 

physical or functional factors which lead to a decline in 

the actual state of satisfaction. In addition, an 

individual's perception of his or her actual state may be 

negatively influenced by marketers and reference groups (or 

individuals) who focus on the unsuitability of the actual 

state. 
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Information Search 

The second stage of the consumer decision process is 

the search for information. Models of the consumer's 

decision-making process hypothesize that consumers acquire 

and search for information before making choices, based on 

information stored in memory (internal search) or 

information from the external environment (Bettman 1979, pp. 

105-112; Engel and Blackwell 1982, pp. 322-323; Howard and 

Sheth 1969, pp. 26-28). Extended problem solving is linked 

with high involvement and implies active internal and 

external search for information. High involvement with a 

product can also result in limited or routine decision 

making based on a consumer's previous learning and 

experience (Engel and Blackwell 1982, p. 83). With low 

involvement products, Engel, Blackwell and Miniard (1986, 

pp. 25 and 38) state that consumers will most likely resort 

to limited problem solving, a process in which the external 

search stage is largely skipped. 

Consumers search externally for information to 

supplement what is already stored in memory. Empirical 

studies do not appear to have addressed the types of 

information being sought by external search. Mowen (1990, 

p. 303), however, suggested that consumers engage in 

external search to learn which alternative brands are 

available, evaluative criteria on which to compare brands, 
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importance of each evaluative criterion, and information on 

which to form beliefs in terms of brand attributes and 

associated benefits. Support for Mowen's suggestion can be 

found in the application of Fishbein's (Fishbein and Ajzen 

1975) behavioral intentions model and Fishbein's (1980) 

theory of reasoned action. The components of the theory and 

model include brands to be considered, evaluative criteria 

on which the brands will be compared, the significance of 

each evaluative criterion, and beliefs linking the brand to 

the evaluative criteria. Each of these components 

represents an information requirement, and together they 

correspond to the information requirements suggested by 

Mowen. Several empirical studies have partially addressed 

the topic of information requirements. Newman and Lockeman 

(1975) noted that past studies presumed that consumers know 

at the outset what they want and attempt to obtain 

information for self-evaluation. Newman and Lockeman (1975) 

suggested that "it would be helpful to distinguish between 

cases of that kind and search undertaken to enable the buyer 

to learn what things should be considered and what criteria 

should be exercised in making the purchase decision." Price 

and Feick's (1984) study of interpersonal information 

sources determined an additional reason for external search, 

inasmuch as 15 percent of the respondents indicated they 
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would be likely to find a knowledgeable referent to choose 

the product for them. 

Empirical findings appear to support the premise that 

the extent of external search is associated with the amount 

of relevant knowledge stored in memory at the time of 

problem recognition. Findings, however, are contradictory 

as to the extent and direction of influence which prior 

memory has on external search. This variability may be 

related to methods used to operationalize both the extent of 

external search and content of prior memory. Relationships 

between prior knowledge or experience and external search 

have been found to be positive (Jacoby, Chestnut and Fisher 

1978), negative (Bucklin 1966; Hempel 1969; Moore and Lehman 

1980) and unclear (Bennett and Mandell 1969; Claxton, Fry 

and Portis 1974). Punj and Staelin (1983) found that 

external search is negatively related to prior usable 

information — knowledge which can be associated directly 

with the available alternatives, and positively related to 

prior memory structure — other relevant information that 

facilitates acquisition and processing of new information. 

Punj and Staelin's (1983) concept of prior memory structure 

was operationalized by measures of the customer's knowledge 

of the buying process as well as his/her knowledge 

associated with the product class in general. 
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Brucks (1985) noted that an individual's amount of 

purchasing or usage experience with a product class, as a 

measure of knowledge, is somewhat inconsistent with the 

information processing approach which holds that experience 

affects behavior only when experience results in a 

difference in memory. Brucks (1985) concluded that 

experience-based measures of knowledge are linked less 

directly to behavior than are measures of objective or 

subjective knowledge. In a paradigm developed by Brucks 

(1985), prior product class knowledge was operationalized by 

measures of objective knowledge—what an individual actually 

knows; and subjective knowledge—what an individual 

perceives he/she knows, including an individual's degree of 

confidence in his/her knowledge. 

Spreng and Olshavsky (1990) concluded that researchers 

measuring prior knowledge have generally used measures of 

product experience, objective knowledge, and subjective 

knowledge. Spreng and Olshavsky suggest that there is a 

clear distinction between the construct of prior knowledge 

and the construct of subjective knowledge, with prior 

knowledge representing the actual contents of prior memory 

with regard to the product domain, and subjective knowledge 

conceptualized as the belief an individual has about his or 

her knowledge. 
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The findings of Punj and Staelin (1983) and Brucks 

(1985) suggest a conceptualization of prior memory which 

includes what an individual knows about a product. It 

should be added that prior memory structure also includes 

feelings toward products or product categories as well as 

knowledge of the same. Knowledge and feelings existing in 

memory derive from previous personal usage of the product 

and information gained from other traditional sources. It 

would seem logical that previous experience with the product 

or product category would be relevant also in terms of the 

experience having been evaluated as satisfying or 

unsatisfying. If the purpose of consumption is to find 

product-solutions which satisfy needs, then the extent of 

satisfaction with previous purchases of the product or 

product class being considered should have a bearing on the 

degree of external search. Newman and Staelin (1971) found 

a significant negative relationship between satisfaction 

with the old product and extent of search for a new product. 

Beginning with Katona and Mueller (1954), a number of 

factors in addition to prior memory have been investigated 

as having an association with the extent of information 

search. Newman (1977) concluded, after an extensive 

literature review, that reported relationships between 

explanatory variables and external search behavior have been 

supported by few empirical studies, and many of those 
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empirical studies reported findings based on simple 

correlations—findings that have faded into insignificance 

when evaluated along with other variables using multivariate 

techniques. In a similar vein, Duncan and Olshavsky (1982, 

p. 32) stated, "The failure of past research to explain 

larger proportions of the variance in search or to obtain 

higher correlations between search and variables 

hypothesized to be related to search, and the observation of 

large individual differences in the extent of search, 

suggest that one or more consumer variables yet to be 

identified have a significant influence on search." 

More recent research has attempted to classify 

significant determinants of search so they can be 

operationalized and measured. The research can be divided 

into two streams; research which incorporates the construct 

of involvement, and research which does not. Examples of 

the latter will be discussed first. Moore and Lehman (1980) 

developed a six category typology of the extent of external 

search based on a combination and restructuring of 

classifications developed by Bettman (1979, pp. 123-124) and 

Newman (1977). Punj and Staelin (1983), in an empirical 

test, determined the importance of the five constructs they 

hypothesized would have an influence on the amount of search 

activity of automobile buyers. In descending rank order of 

importance, the factors were: prior relevant knowledge, 
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desire to seek information (personality construct), size of 

the feasible set, cost of external search, and prior memory 

structure (frame of reference construct). 

Another variable which has an influence on the amount 

of external search possible is the amount of time available 

or the urgency of need. Katona and Mueller (1954, pp. 71-

73) found an inverse relationship between urgency of need 

and search deliberation. Time pressure was found to be 

associated with subjects relying heavily on negative 

evidence and excluding relevant information (Wright 1974). 

Urgency of need was negatively associated with search 

duration for furniture buyers and both search duration and 

range of information sources used for appliance buyers 

(Claxton, Fry and Portis 1974). Moore and Lehmann (1980) 

found that being rushed for time was significantly related 

to total search activity, but not significantly related to 

number of attributes examined. Newman and Staelin (1972) 

also found that purchasers who bought under urgent 

circumstances were able to collect about the same amount of 

information as other purchasers. 

The other recent stream of research incorporates the 

construct of involvement with the product and the decision 

process. Perceived risk is a key variable in involvement 

paradigms, although it also has been used by researchers 

outside of the involvement paradigm stream as an explanatory 
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variable. The following section summarizes the relevance of 

the perceived risk and consumer involvement. 

Perceived risk is related to the extensiveness of 

external information search. It has been subsumed under the 

involvement construct in the more recent marketing 

literature. Bauer (1960, pp. 389-390) was the first to 

propose that marketers look at consumer behavior as "an 

instance of risking taking." Perceived risk—a two 

dimensional combination of uncertainty and seriousness of 

outcome seen by the consumer—can be reduced by the 

consumer's use of strategies such as brand loyalty, personal 

and reference group influence, and prepurchase deliberation 

(Bauer 1960). Bauer's (1960) "uncertainty of outcome" 

component of perceived risk has been variously described as 

"degree of certainty" (Cox 1967a), "uncertainty" (Bloch and 

Richins 1983; Cunningham 1967), "subjective uncertainty" 

(Deering and Jacoby 1972), "uncertainty about outcomes" 

(Taylor 1974), and "risk probability" (Kapferer and Laurent 

1986; Laurent and Kapferer 1985). Bauer's (1960) 

"seriousness of outcome" component has been referenced in 

the literature as "consequence" (Cunningham 1967; Deering 

and Jacoby 1972), "amount-at-stake" (Bloch and Richins 1983; 

Cox 1967b), and "risk importance" (Kapferer and Laurent 

1986; Laurent and Kapferer 1985). 
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Cox (1967a) theorized that risk can be perceived 

relative to functional aspects of purchases and to 

psychosocial gratifications and "expenditures" (time, money 

and effort) associated with the purchase. Taylor (1974) 

viewed risk in terms of possible loss in the form of 

functional, economic, psychological and/or social loss; and 

that each of these four types of losses can be related to 

both uncertainty about the outcome and the consequences. 

Jacoby and Kaplan (1972) considered two additional types of 

risk — physical and overall risk. Peter and Tarpey (1975) 

used Jacoby and Kaplan's (1972) five facets of risk 

(excluding overall risk), plus Roselius' (1971) concept of 

time loss risk, in an empirical test of consumer decision 

strategies. 

The Peter and Tarpey (1975) model of consumer decision 

strategy accounted for both positive and negative 

expectations regarding the purchase of the product. This 

net perceived return model explained more of the variance in 

automobile brand preferences than either a perceived risk or 

a perceived return model. Evans (1982) replicated Peter and 

Tarpey's (1975) study using the same six risk types and the 

same three models, and also found the net perceived return 

model to be the best predictor of brand preference. Bloch 

and Richins (1983, p. 73) noted: 

Amount-at-stake as traditionally conceptualized is 
deficient; however, in that a product could be 
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important only to the extent that it could cause the 
consumer loss or pain. There is no provision for 
product importance deriving from the gains or pleasures 
provided by the product. Adapting an approach 
developed by Peter and Tarpey (1975) it is argued that 
instrumental importance of a product derives from its 
potential to bring either important loss or important 
gain in a particular purchase or other situation. 

Muncy and Hunt (1984, P. 195) reviewed the usage of the 

consumer involvement construct in the marketing literature 

since 1965 and found that it has been used to denote at 

least five distinct, but possibly related concepts and 

concluded that the failure of researchers to distinguish 

among and between these distinctive concepts of involvement 

can result in findings which are "inconsistent, confusing 

and/or ambiguous." Rothschild (1984) cited Muncy and Hunt's 

(1984) review as being a "prototypical review of 

involvement" which shows that there are five components of 

involvement; and it is very similar to too many other papers 

beginning with Houston and Rothschild (1978) and ending with 

Bloch and Richins (1983). Most of these papers suggest 

three components, Muncy and Hunt suggest five; the five 

components seem similar to the three of other researchers 

such as Houston and Rothschild (1978) who differentiated 

among three distinct types of involvement: situational, 

enduring, and response involvement. 

To simplify the definitional problems, Rothschild 

(1984) suggested both a moratorium on definitions of 

involvement and the adoption of the generic definition 
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proposed by participants in a mini-conference on involvement 

held at New York University in June, 1982. The proposed 

definition as reported by Rothschild (1984, p. 217) was: 

Involvement is a state of motivation, arousal or 
interest. This state exists in a process. It is 
driven by current external variables (the situation; 
the product; the communications) and past internal 
variables (enduring; ego; central values). Its 
consequents are types of searching, processing and 
decision making. 

A more straightforward definition proposed by 

Zaichkowsky (1985, p. 342) states that involvement is "A 

person's perceived relevance of the object based on inherent 

needs, values, and interests." Zaichkowsky's (1985) 

empirical product-specific research showed that high 

involvement persons were more interested in product 

information, made more brand comparisons, perceived greater 

differences among brands, and were more likely to have a 

most preferred brand. 

In this same general era, several other research 

attempts took what would appear to be a new direction. Two 

of these models are particularly interesting because they 

were developed for use by marketing practitioners. The 

first is a series of empirical studies carried out by 

Kapferer and Laurent (1986) and Laurent and Kapferer (1985) 

which reflect the definition proposed by Rothschild. Their 

model specifies five facets of involvement which influence 

consumer search behavior. The facets are: 
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1. Functional Risk Probability - operationalized as 
consumers' perceived competence in the product 
category. 

2. Product Importance - the personal meaning of the 
product in terms of values and lifestyle. 

3. Functional Risk Importance - the perceived 
importance of the negative consequences of a 
mispurchase. 

4. Pleasure Value - the emotional appeal of the 
product. 

5. Sign (Symbolic) Value - the psychosocial risk 
attributed by the customer to the product, its 
purchase or its consumption. 

Kapferer and Laurent (1985) found that the importance 

of the product and functional risk importance did not 

display discriminant validity and consequently combined them 

into a single measure called "imporisk" for future studies. 

Kapferer and Laurent's (1986) studies showed that the 

individual facets of involvement provide a much richer 

picture of a consumer's involvement with a particular 

product category than would a single index measure of 

involvement. In general, as a determinant of the 

extensiveness of the decision process, the combined measure 

of product importance and functional risk importance has the 

greatest influence. The involvement profile developed by 

Kapferer and Laurent (1986) provides a picture of the degree 

of involvement by product class as well as measures of types 

of involvement by facets and by product class. 
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The evolution of the second practitioner-oriented 

model, the FCB (Foote, Cone and Belding) grid model is 

described by Ratchford (1987) as a model in which purchase 

decisions are classified on two basic dimensions: motivation 

and involvement. Ratchford (1987 p. 25), having reviewed 

earlier involvement literature, concluded that a reasonable 

summary definition of involvement would be that "involvement 

implies attention to something because it is somehow 

relevant or important." To measure involvement, the FCB 

studies use a three-item scale relating to the importance of 

the decision, the amount of thought involved, and whether 

there is a little or a lot to lose if the wrong brand is 

chosen. Ratchford (1987) contends that this measure of 

involvement corresponds with Kapferer and Laurent's (1985) 

importance and risk importance dimensions. Ratchford (1987) 

argues that only these two Kapferer and Laurent dimensions 

clearly measure involvement, and that their remaining three 

dimensions, sign value, pleasure value and risk probability, 

might be viewed as determinants of involvement. Two of 

these latter three dimensions, sign value and pleasure value 

are reflected as motives in the FCB grid model. Sign value 

corresponds with ego gratification and social acceptance 

motives, while pleasure value corresponds with sensory 

motives (Ratchford 1987). The FCB grid model has been 

judged as one of the "classics" deserving special 
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recognition by the Advertising Research Foundation (Vaughn 

1986) . 

Variability of involvement patterns across consumers of 

the same product class was empirically determined by 

Kapferer and Laurent (1986). In an analysis of twenty 

different product categories, Kapferer and Laurent found ten 

different involvement patterns ranging from "low-

involvement" to "high-involvement." Involvement patterns 

for specific product categories ranged from two to five. 

Application of the FOB grid model has also shown that there 

are both high and low involvement consumers for a product as 

seemingly commonplace as facial tissues (Vaughn 1986). 

Involvement researchers seem to agree that "for 

consumers as a group, products differ in their tendency to 

arouse involvement," and also that "for any particular 

product-class, levels of involvement will differ across 

consumers" (Block 1981, p. 61). Consequently, it should not 

be surprising that research has shown that many buyers 

appear to engage in very little information seeking even 

when shopping for what would generally be considered high-

involvement products; (Duncan and Olshavsky 1982; Granbois 

1977; Kapferer and Laurent 1986; Kassarjian 1982, p. 21; 

Katona and Mueller 1954, p. 53; Newman and Staelin 1972; 

Olshavsky and Granbois 1979). Variability of search 

patterns across consumers of the same product has been 
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empirically demonstrated for furniture, automobile, major 

appliance and men's clothing purchases; with the number of 

distinctive patterns ranging from three to six, inclusively 

(Claxton, Fry and Portis 1974; Furse, Punj and Stewart 1984; 

Kiel and Layton 1981; Midgely 1983; Westbrook and Fornell 

1979). Information seeking activities used as independent 

variables to develop these typologies search included the 

number of retail stores visited, a time dimension, usage of 

neutral sources—books, magazine and newspaper articles, 

usage of marketer-controlled promotional materials and usage 

of personal sources—friends, neighbors, relatives and 

opinion leaders. 

Locander and Hermann (1979) determined that as total 

risk in the purchase situation increases, observation and 

experience becomes the favored information source. In a 

high purchase risk situation—stereo equipment—individuals 

with both high and low levels of specific self-confidence 

reported impersonal independent sources (Consumer Reports, 

etc.) and personal independent sources (opinions of family 

members, friends, neighbors, coworkers) as their second and 

third most favored sources, respectively. Personal 

independent sources was a highly rated source for other 

products involving moderate or high elements of social or 

performance risks. Studies by Furse, Punj and Stewart 

(1984), and Price and Feick (1984) lend support to the 
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earlier findings of Claxton, Fry and Portis (1974) and Kiel 

and Layton (1981) regarding the importance of personal 

sources. 

Information sources have been variously evaluated in 

previous empirical research. Hempel (1969), in a study of 

home buying behavior, measured the effectiveness of 

information sources by asking buyers which was the most 

influential source of information for each of two decision 

process stages. Locander and Hermann (1979) evaluated the 

importance of information sources on the basis of whether a 

respondent would or would not seek a particular source in 

different purchase role situations. Newman and Staelin 

(1973) evaluated information sources used by new automobile 

and appliance buyers in terms of confidence in the source 

and usefulness of the information received. 

Information sources have also been evaluated in terms 

of the credibility of the source. Sternthal, Phillips and 

Dholakia (1978, p. 287) in a literature review of the 

effects of source credibility focused on expertise and trust 

since these two dimensions have "consistently emerged in 

factor analytic studies," and "have repeatedly been shown to 

have a systematic effect on social influence." Sternthal, 

Dholakia and Leavitt (1978) and Harmon and Coney (1982) 

defined credibility as expertise and trustworthiness, and 
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used nearly identical six-item semantic differential scales 

to measure the two dimensions. 

Types of external information sources used by 

individual consumers as reported in the preceding studies 

(and other studies) can be categorized as shown in Figure 3. 

This categorization is based on typologies specified by 

Engel, Blackwell and Miniard (1986, pp. 77-80) and Lumpkin 

and Festervand (1987/1988). 

FIGURE 3 

CATEGORIES OF EXTERNAL INFORMATION SOURCES 

Personal Sources Impersonal Sources 

Marketer Salespeople Media Advertising 
Controlled Sources Company Seminars P-O-P Displays 

800-Number Packaging 
Information Lines Sales Promotion 

Merchandise Shows Labels 
Price 

Non-marketer Family Editorial and News 
Controlled Sources Friends Material 

Professional Government Reports 
Advice Testing Groups 

(e.g.,Consumers 
Union) 

Figure 3 shows the distinction between impersonal and 

personal sources as well as marketer controlled vs. non-

marketer controlled sources. The dissertation research 

makes a distinction between professional personal and non-

professional personal sources. 
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Information Search: Elderly Persons 

There is evidence of an inverse relationship between 

chronological age and the extent of external search. This 

relationship has been supported for durable goods (Katona 

and Mueller 1954, p. 61), the services of a physician 

(Feldman and Spencer 1965), household appliances (Westbrook 

and Fornell 1979), durables and convenience goods 

(Schaninger and Sciglimpaglia 1981), automobiles (Kiel and 

Layton 1981), and automobile repairs (Biehal 1983). Davis 

(1980), however, reported finding no difference among women 

of various age groups in their propensity to search for 

information concerning several different consumer services. 

While none of the preceding studies focused on elderly 

consumers, several studies have dealt specifically with 

external information search patterns of the elderly. 

In a review of research dealing with information search 

of elderly consumers, Lumpkin and Festervand (1987/1988) 

noted disparities regarding the relative importance of 

informal vs. formal information sources. They suggested 

that the disparities were a function of the fact that none 

of the previous research had included all of the various 

information sources, and that there had been a lack of 

agreement on what constitutes the various classifications of 

information sources. Lumpkin and Festervand (1987/1988) 

attempted to develop a typology of information sources used 
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by the elderly, and to determine whether this typology was 

unique to the elderly. 

Using factor analysis on survey data from a national 

panel, Lumpkin and Festervand (1987/1988) determined that 

apparel consumers perceived eight different information 

source types. It was found that elderly and nonelderly 

consumers agreed on which specific sources of information 

constituted five of the information types: media ads, 

product and store reputation, spouse and family, 

guarantees/warranties, and salespeople. Although the 

elderly and nonelderly differed somewhat on which specific 

information sources constituted the other three information 

source types, it appeared that the overall factor patterns 

of the two age groups were not significantly different, and 

that the information source typology was not age-dependent 

(Lumpkin and Festervand 1987/1988). In terms of the 

importance of these information source types, both elderly 

and nonelderly apparel consumers rated guarantees/warranties 

the highest, although the mean rating by the elderly group 

was higher. Product/store reputation, including brand 

reputation, country of manufacture and store reputation, was 

highly rated as an information source type by both age 

groups, although the mean rating by the elderly group again 

was higher. The importance to elderly consumers of Lumpkin 

and Festervand's (1987/1988) other information source types, 
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together with the findings of other relevant research, is be 

discussed below. 

Shiffman (1971) found strong positive association 

between specific past experience, need and price incentive 

and the trial of a new salt substitute product by elderly 

persons. Shiffman concluded that older and more experienced 

consumers rely heavily on past experience and less on 

external information. In a survey of shopping behavior, 

elderly respondents indicated their purchasing was primarily 

guided by personal experience (Mason and Bearden 1978). 

Friedman and Wasserman (1978) found that most (75-83 

percent) of the respondents in their survey of elderly 

consumers reported that past experience was a factor which 

influenced their choice of funeral services, appliance and 

home repair services. With regard to apparel purchases, 

Lumpkin and Festervand (1987/1988) found that elderly 

respondents did not rely as heavily on their own experience 

as previous research would suggest. Interestingly, Lumpkin 

and Festervand (1987/1988) found that the elderly view 

personal experience, friends, and neighbors as one source 

type, and that neither friends nor neighbors were rated as 

high in importance as previous research would suggest. 

Gilly and Zeithaml (1985) found that for three of four 

types of consumer-related innovations, elderly consumers 

used mass media most frequently as an external information 
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source, and that for all four innovations, more people 

learned of the innovation from newspapers than from other 

mass media combined. Other studies (Lumpkin and Greenfaerg 

1982; Martin 1975; Phillips and Sternthal 1977) have also 

found newspapers to be the dominant information source among 

the mass media. Lumpkin and Greenberg (1982) found that 

elderly apparel shoppers relied most heavily overall on 

information from newspapers and catalogs, although they also 

found that the elderly depended on information from 

interpersonal sources—friends, spouse and salespersons. 

Newspapers and television were reported as the primary 

sources of external information for elderly people with 

regard to new food products (Mason and Bearden 1978) . 

Findings by Martin (1976) show increased use of newspaper 

advertising and recognition of mass media as a helpful 

information source across three age categories of female 

fashion consumers. The differences proved to be 

statistically significant between elderly women (age 60 and 

over) and young women (ages 18-30), but not between elderly 

women and matrons (ages 40-59). 

Television was found to be the most important source of 

information among elderly persons for a new cold remedy; 

however almost all the respondents preferred to wait until 

they heard a favorable word-of-mouth or professional 

recommendation before trying it (Michman, Hocking and Harris 
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1979). Lumpkin and Festervand (1987/1988) found that 

elderly apparel consumers did use mass media information 

sources; that is, newspaper, magazine, radio and television 

ads, more than nonelderly consumers. And advertising, as an 

information source, was not rated as highly by the elderly 

as the other information source types, except for 

independent sources which include endorsements and trade 

publications (Lumpkin and Festervand 1987/1988). 

Elderly consumers tend to respond differently than 

younger consumers to objective in-store information sources. 

Bearden and Mason (1979) found that elderly grocery 

shoppers' familiarity with open-code dating, nutritional 

labeling, and unit pricing were substantially lower than 

those found for a national sample of all grocery shoppers. 

This same research, however, found that usefulness and 

frequency of use of these sources among those who were 

familiar with them were similar for both groups of shoppers. 

With regard to unit pricing, Zeithaml and Fuerst (1983) also 

found that as grocery shoppers' age increased, there was a 

decrease in the usage of shelf price information. With 

respect to salespeople as an in-store information source, 

Lumpkin and Festervand (1987/1988) reported that the elderly 

do not differ from the nonelderly in terms of the importance 

of salespeople as a source of information, and that the 

elderly rate salespeople higher in importance than 
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advertising or independent sources which included 

endorsements and trade publications. 

Although several studies have found that the elderly 

tend to rate every external information source lower in 

importance than do younger age groups (Lumpkin and Greenberg 

1982; Reid, Teel and Vanden Bergh 1980), personal 

information sources are important to elderly consumers. 

Klippel and Sweeney (1974) found that elderly persons rated 

informal sources such as friends, neighbors, family and 

retail sales persons as more important than formal sources 

such as newspaper, magazine, television and radio ads for 

information about headache remedies and television sets. 

Personal information sources were also found to be of 

greater importance to elderly persons than marketer-

dominated sources in the selection of service providers; 

that is financial institutions, beauty and barber shops and 

physicians (Swartz and Stephens 1984). 

In a summary of relevant literature, Phillips and 

Sternthal (1977) concluded that there are differences 

between older and younger adults in both their mass media 

exposure and usage patterns and their exposure to and 

reliance on extended family and peers as information 

sources. Elderly persons have substantial interaction with 

their extended family and depending on local concentration 

of peers, they maintain substantial interaction with 
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friends; both of which, family and friends, are significant 

information sources (Phillips and Sternthal 1977). 

Goldstucker, Bellenger and Miller (1974) found that 

among nursing home residents interviewed, over half had 

obtained information about the home in which they were 

living from a relative. These relatives, in turn, said that 

their original sources of information included previous 

knowledge and information obtained externally from doctors, 

other relatives, friends, church, and marketer-controlled 

advertising. The elderly residents themselves cited doctors 

and friends, in addition to family members, as sources of 

information used. Lumpkin and Festervand (1987/1988), 

however, determined that elderly consumers did not rely any 

more heavily on family, friends or neighbors for apparel-

related information sources than nonelderly consumers. The 

elderly respondents, however, did rate family, friends and 

neighbors as more important sources than mass media. 

Lumpkin and Festervand (1987/1988), using the same 

database as Lumpkin and Greenberg (1982), reported varying 

patterns of information source usage among elderly apparel 

consumers, and segmented them into three groups based on 

respondents' usage of all information types. The largest 

segment, "nonsearchers," used all information sources the 

least, although they mirrored the "pattern" of usage of the 

other two segments. The smallest segment, "evaluators," 
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contained the heaviest users of information sources. 

Evaluators tended to use independent sources, product/store 

reputation, salespeople, and active evaluation as sources. 

Those respondents in the third segment, "moderates," simply 

were moderate users of all information sources. Lumpkin and 

Festervand (1987/1988) concluded that while over three 

quarters of elderly respondents were relatively homogeneous 

in terms of information source use, a sizable segment, the 

"evaluators" representing 22 percent of the respondents, 

showed a unique profile of usage. 

In summary, conclusions from research on information 

sources used by elderly consumers is inconclusive. 

Suggested reasons for this relate to the way information 

sources were handled in the various studies, and the fact 

that usage of information sources and their relative 

importance is product- specific (Lumpkin and Festervand 

1987/1988). Even for a given product, within-group 

differences were found among the elderly relative to usage 

of the various information sources (Lumpkin and Festervand 

1987/1988). Also, previous research has not attempted to 

relate the usage or importance of various information 

sources to the several functions of external search; i.e., 

awareness of alternatives, determining evaluative criteria, 

and information about the alternatives relative to the 

evaluative criteria. Consequently, sources of information 
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may vary in their importance depending on the function for 

which they are being used. Another factor compounding 

cross-study comparisons is that not all information sources 

are relevant nor even exist with respect to every product or 

service category. 

A final consideration is that relevant information may 

exist, but the elderly consumer does not use it because they 

do not have access to it. For example, finding needed 

information was reported as a problem for elderly consumers 

in several major goods and services environments, and a 

strong positive relationship was found between information 

deficiencies and reports of bad buying experiences 

(Deshpande and Krishman 1981). 

Reference Group influence 

A reference group can be defined as "a person or group 

of people that significantly influences an individual's 

behavior" (Bearden and Etzel 1982, p. 184). Reference group 

influence has been cited several times already in this 

literature search as a variable in the decision process: 

Haberkorn (1981, pp. 256-272) included it in his unvalidated 

residential moving decision model, and Bauer (1960) proposed 

that one way any consumer can reduce perceived risk in a 

purchase decision is to be susceptible to reference group 

influence. Also, reference group influence has been 

discussed as a determinant of the actual and desired states 
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in the "Problem Recognition" section of the dissertation, 

and in an informational sense in the "Information Search" 

section. 

Reference group influence has been described in the 

consumer behavior literature as a multidimensional 

construct. Burnkrant and Cousineau (1975) discussed 

empirical research findings regarding informational and 

normative reference group influence; the normative component 

being based on a process of either compliance or 

identification. Bearden and Etzel (1982) and Lessig and 

Park (1978) associate the compliance process with the a 

utilitarian reference group function, and the identification 

process with a value-expressive reference group function. 

Bearden, Netemeyer, and Teel (1989, p. 474) concluded that 

"Consumer research has separated normative influence into 

value expressive and utilitarian influences." Assael 

(1987, p. 373) observed that "A friend's purchase 

recommendation may be accepted if the friend is regarded as 

more knowledgeable or experienced with the product;" that 

is, if the friend has expert power. Louden and Delia Bitta 

(1988, p. 274) noted that consumers regularly accept 

influence from individuals whom they perceive have expert 

power in terms of superior experiences, knowledge or skill. 

Expert power is one of five social power bases proposed by 
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French and Raven (1959) in what has become a rather standard 

typology of social power. 

Informational reference group influence describes the 

way in which a consumer is influenced by information 

provided by a referent individual with regard to a purchase 

decision. Information from a reference source will be 

accepted by an individual if it is seen as helpful in 

solving a problem, or if it adds to what an individual 

already believes about some aspect of a purchase decision 

(Burnkrant and Cousineau 1975). The probability that 

information will be accepted from a reference group as 

evidence of reality increases if the individual feels 

uncertainty associated with the purchase, or lacks relevant 

purchase-related experience (Lessig and Park 1978). 

The other dimension of interest is normative influence. 

Peter and Olsen (1990, pp. 156 and 371) suggest that 

normative influence is similar to the subjective norm 

component of Fishbein's (Fishbein and Ajzen 1975) behavioral 

intentions model and Fishbein's (1980) theory of reasoned 

action. Fishbein (1980, p. 8) stated that what he is now 

calling the "theory of reasoned action" is still the old 

"Fishbein model," but it was renamed to "reflect our 

assumption that human behavior is based on a reasonable 

consideration of the information a person has available." 

According to the theory, any behavior is viewed as a 
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function of a person's intention to perform the behavior, 

and that intention is determined by the person's attitude 

toward the behavior and his or her subjective norm with 

respect to performing the behavior. Fishbein (1980, pp. 8-

9) stated that the subjective norm includes the consumer's 

normative beliefs "that specific referents think he should 

or should not engage in the behavior," and the consumer's 

"motivation to comply with the specific referents." 

It has been suggested that one aspect of reference 

group influence is the functioning of professional referent 

influence in terms of referrals provided by courts and 

attorneys, clergy, social workers, and medical and health 

professionals (Kline and Self 1988). Kline and Self (1988) 

described this type of influence in the context of a 

generalized referral system through which an alcoholic 

person might be referred to an appropriate source for 

alcoholism treatment. Other writers, however, might 

describe this type of influence as opinion leadership. 

Gould (1989) concluded that a precedent exists for 

studying opinion leadership in the context of formal service 

encounters, and cited Baldwin, Cosier and Schulz (1987) as 

an example. Baldwin, Cosier and Schulz (1987) acknowledged 

the opinion leadership role of physicians and pharmacists as 

the most appropriate source of information for all 

medication categories. Gould (1989) noted that professional 



103 

service providers function as service opinion leaders in 

several capacities, one being when they offer advice about a 

good or service which they do not provide. Although the 

nature of the advice offered is was not specifically noted 

by Gould, one accepted definition of advice is that it is 

either "opinion given as to what to do", or "information" 

(Webster7 s New World Dictionary 1986). Accordingly, 

professional service providers can function as service 

opinion leaders in either a normative or an informational 

sense. The role of professionals in providing advice or 

information is noted in Figure 3 in the "personal 

sources/non-marketer controlled" cell of the matrix. 



CHAPTER III 

RESEARCH METHODOLOGY 

Statement of the Problem 

Although elderly persons are only about one fourth as 

likely to make residential moves as are people under the age 

of 65, some 1.5 million elderly persons do move each year. 

The central problem which this dissertation addresses is the 

lack of empirical knowledge concerning the factors and 

influences associated with the information search process of 

elderly persons in making a residential move decision. 

While limited research has been conducted on residential 

moving decisions in general, the decision process of elderly 

persons appears to differ from that of younger movers. 

The dissertation research appears to be the first 

attempt to investigate and understand the key factors and 

influences which are viewed as important by elderly 

individuals in their search for and use of information to 

make a move decision. That is, the problem addressed in the 

research is not the entire decision making process of 

elderly movers, but only the information search stage. The 

approach to this problem, however, is nested in a 

theoretical framework of a moving decision process which 

includes other phases or stages. Accordingly, it is helpful 

for both the researcher and the reader to understand the 

104 
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relationship of the information search stage to the other 

stages of the decision process. 

Research Design 

The research design section deals with the focus of the 

dissertation research, the interdisciplinary aspects of the 

research, and the research framework. This section also 

covers the research population, sample, procedure for data 

analysis, and research questions and hypotheses testing, and 

reliability and validity issues. 

Major Focus of the Research 

The dissertation research deals with the search for 

information for use in making a move decision by elderly 

householders who are generally retired from full-time 

employment, and no longer have employment-related ties to a 

particular locale. Retirement is not considered a reason 

for moving, but rather an enabling factor; that is, 

retirement is a necessary but not a sufficient condition. 

Residential moving decisions appear to be within the domain 

of what marketers consider as high-involvement decisions, 

since a decision to move is rich in the facets of 

involvement; that is, the pleasure, interest and symbolic 

values of the housing bundle as well as the dimensions of 

perceived risk (particularly economic risk) associated with 

the decision. High involvement is generally associated with 
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extended problem solving. The involvement construct and its 

association with extended problem solving was covered 

earlier in the dissertation under the headings, "CONSUMER 

DECISION PROCESSES" and "Information Search." It has also 

been noted that not all consumers experience the same level 

of involvement with the same product, and accordingly differ 

in the extensiveness of their decision making. 

Interdisciplinary Aspects of the Research 

The consumer extended decision-making process is 

patterned after the five-step model suggested by educator 

and philosopher John Dewey (1910). Dewey's work is 

incorporated in the extended problem solving model of Engel, 

Kollat, and Blackwell shown earlier in Figure 1. The 

dissertation research also incorporates several concepts 

pertaining to relocation decisions of the elderly suggested 

by the geographer Robert Wiseman (1978, 1980)—as reported 

in the section of this paper entitled, "Existing Models of 

Elderly Mobility." In an interdisciplinary sense, this 

research brings together different conceptualizations of the 

decision process, as well as providing the foundation for 

development of a framework around which the piecemeal 

findings of other research on specific aspects of elderly 

residential moves can be organized. 
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Discussion of the Research Framework 

This dissertation, as previously noted, deals directly 

with the information search stage; and in an indirect way, 

the processes of alternative evaluation and choice. In the 

dissertation research, the constructs of internal and 

external information search, reference group influence, 

prior memory structure, and time as a situational variable 

were operationalized to the exclusion of other variables in 

the framework. Following is a description of the framework 

on which the research is based, although the only stage of 

the process which is dealt with in the research is the 

information search stage. The problem recognition and 

choice stages are described only because they are so closely 

linked with the information search stage. 

Problem Recognition Stage 

The tendency for retired households to age-in-place has 

been documented earlier in the dissertation. Problem 

recognition and determinants of satisfaction relative to the 

housing bundle have been discussed in several sections. In 

a broad sense, if the retired household is satisfied living 

where he, she or they are; there will be no impetus to make 

a residential move. If on the other hand, the household is 

experiencing dissatisfaction with the present living 

situation, the household might consider making a residential 

move. Residential satisfaction is defined as satisfaction 
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with the housing bundle, and aspects of lifestyle which 

relate to the housing bundle. 

Internal Search Stage 

The typical household, particularly an elderly 

household, does not move frequently as documented in Table 

II. Consequently, some elderly movers will have little 

relevant past purchase information stored in memory. Even 

for those elderly households who have made frequent or 

recent moves, prior moving experience might not be relevant 

to the current decision to move. That is, there may be 

significant dissimilarity between the current move and prior 

moves in terms of the type of move, living arrangements 

sought, and/or housing bundle desired. Two prior memory 

structure facets might be expected to have a bearing on the 

amount of external search which will be undertaken. One 

facet, a cognitive dimension, is the amount of relevant 

knowledge stored in memory in terms of alternatives and 

evaluative criteria. The second facet, an affective 

dimension, is the level of confidence which the elderly 

householder has in his/her ability to make a good decision. 

External Search Stage 

External sources of information used in the decision 

process include, depending on the type of move and living 

arrangements desired; real estate agents, public agencies, 
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marketer-controlled promotion, editorial and news material 

from the mass media and information from reference groups 

and friends. Evaluative criteria may not be well-formulated 

at the time of problem recognition. That is, the potential 

mover may not have a clear grasp of what they should be 

looking for as they consider various housing alternatives. 

One of the functions of external search is to determine 

appropriate evaluative criteria. The external search stage 

also provides an opportunity for the potential mover to 

become aware of housing alternatives, and to obtain 

information about the alternatives with respect to salient 

evaluative criteria. 

With regard to the housing bundle decision, it is 

significant that neither residential properties nor 

housing/care facilities are standardized, inventoried items 

as are products such as automobiles or appliances which can 

be shopped for and compared relatively easily. Nor does 

housing, except for factory produced housing such as mobile 

homes, usually carry a brand name capable of providing 

information to consumers by virtue of brand perception or 

image. For many products, the consumer can compare 

attributes of competing brands by obtaining information from 

one of several consumer-oriented periodicals which evaluate 

and rate different brands of a variety of products. The 

consumer of housing, on the other hand, may use a surrogate 
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for brand image in terms of the name of the builder or 

developer of the housing. That is, a homebuyer may evaluate 

a new or a pre-owned dwelling on the basis of it having been 

built by a builder or developer whose reputation is 

associated with quality or value. In the case of market-

rate rental apartments, the renter may select an apartment 

on the basis of who owns and manages the apartment units. 

The consequences for the elderly mover is that there 

may not be an available housing bundle with the combination 

of attributes sought, and the mover will have to modify his 

or her evaluative criteria based on information gained 

during the search process to conform more closely to market 

availability. In the case of retirement apartments or 

living facilities which provide care, the elderly mover's 

perception of the sponsor of the housing may affect his or 

her decision process. If the sponsor is a religious group 

or a government entity, the mover's awareness of that fact 

may affect his or her feelings about that facility in either 

a positive or a negative way. 

Choice Stage 

Although the choice stage is not explicitly being 

studied, information sources may be used by the mover to 

make decisions at several hierarchical levels. That is, 

there is a hierarchy of choices in the decisions of many 

elderly movers which is, in part, a function of the 
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relationship between the type of move and usual type of 

living arrangement. For example, amenity migration would 

usually entail moving into independent housing. A corollary 

decision associated with amenity migration is a decision 

concerning the geographic area to be selected. In some 

cases, the latter decision has already been made at the time 

the decision to migrate for amenity reasons was made. For 

example, a decision to migrate to Fort Lauderdale, Florida 

might be based on previous winter vacation experiences 

there. For that decision maker, the decision remains to 

select a particular housing bundle. In the case of kinship 

migration or relocation where the elderly person is going to 

move in with kin, all of the choices are made concurrently 

with that initial decision. If the elderly person merely 

wants to reside near kin, then the mover must make decisions 

regarding both the type of arrangements and the housing 

bundle. An elderly person deciding to return migrate must 

also make subsequent decisions regarding type of living 

arrangements and housing bundle. Finally, a decision to 

relocate, for other than kinship reasons, will entail 

decisions concerning the type of living arrangements and 

housing bundle, and possibly a decision concerning 

geographic area since, by definition, a potential relocator 

might move to any place in the state in which they currently 

reside. At any point in the process a decision to not move 
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might be made and the householder will remain in his or her 

present residence. 

Influence of Other Non-Marketer Persons 

There are two general ways in which other non-marketer 

persons can influence the moving decision of the elderly 

household: "buying center intervention" and "reference 

group influence." In some instances where the present match 

between an elderly person or household and the housing 

bundle is no longer suitable, the problem may not be 

recognized by the elderly person. If the elderly 

householder cannot recognize the problem or is no longer 

capable of functioning as an independent decision maker, 

other persons may intervene in the decision process. One 

such example is the decision process involving the selection 

of a nursing home. Rogers, Buchanan and Johnson (1988) used 

the term "sponsor" to denote the third party who places the 

individual in a particular nursing home, is the first one to 

be contacted about the resident, and who usually is 

responsible for paying the home, regardless of the source of 

financing. Sponsors generally are spouses, children, 

grandchildren, other relatives or legally appointed 

guardians. Baumgarten, Rao and Ring (1976) found that for 

51 percent of nursing home residents interviewed, the 

decision to enter the home had been made by someone other 

than the resident himself or herself. The National Center 
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For Health Statistics (1979, Table 23) reported that several 

categories of persons, other than the elderly residents 

themselves, are responsible for making the admission 

arrangements. The categories include children, spouse, 

other relatives, social workers, staff members of previous 

institutions, friends, clergy, guardians, attorneys and 

physicians, and that in a given instance more than one 

person was involved. Goldstucker, Bellenger and Ring (1974) 

suggested that the other individuals who are involved in an 

elderly person's decision to enter a nursing home are 

performing the roles of influencers, deciders and buyers— 

within the context of family buying decisions. 

The concept of different decision making roles in 

family decision making is widely accepted in consumer 

behavior. One conceptualization details eight different 

roles (e.g., Schiffman and Kanuk 1987, p. 401), while 

another conceptualization specifies five different roles 

(Hawkins, Best and Coney 1989, p. 229). The "buying center" 

construct, borrowed from the domain of 

industrial/organizational marketing, expands the theory of 

family buying influence to include participation in the 

decision process by non-family members. A buying center is 

a group of individuals involved in the purchase of a 

particular product for their organization. Individuals in 

the buying center each function in one or more primary 
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roles. One categorization of buying center roles includes 

the roles of users, gatekeepers, influencers, deciders, and 

buyers (Webster and Wind 1972, pp. 77-80). In the context 

of buying center intervention in a nursing home decision, 

the elderly household would be portrayed as a user, while 

intervenors would play one or more of the other roles. 

In contrast to those instances where buying center 

intervention occurs, most elderly householders are self-

reliant and can function as independent decision makers. 

These decision makers, however, are potentially subject to 

informal/primary reference group influence; that is, the 

influence of family and friends. Essentially, this 

influence is in terms of either informational or normative 

influence. Informational reference group influence in 

consumer decisions has been discussed in the "Information 

Search" and "Information Search: Elderly Persons" sections 

of this dissertation in terms of family and friends being a 

source of information at the various hierarchical decision 

levels. 

The potential for normative influence by family and 

friends exists at several stages in the decision process. 

These referents can normatively influence problem 

recognition by telling an elderly householder that he or she 

should make a residential move for one or more of several 

reasons. They can have a normative influence by telling the 
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elderly householder either that he or she should make a 

certain type of move and/or select a certain type of living 

arrangement or a specific housing bundle. The normative 

influence can also be in terms of the referent person 

telling the elderly person the evaluative criteria they 

should use in making a decision at any of the hierarchical 

levels. 

The Population 

The population included elderly persons who had moved 

into retirement apartments in Montgomery, Alabama. By 

definition these residents are representative of elderly 

persons capable of living independently, either alone or 

with a spouse. Although elderly movers capable of 

independent living have other alternatives, such as moving 

to a single-family home, mobile home or market rental 

apartment; only those who have moved into retirement 

apartments were included in the study. When the research 

was conducted, there was a total of 13 retirement complexes 

representing 1,162 apartment units in Montgomery, Alabama. 

The fact that most of the retirement apartment units in the 

Montgomery market are rent subsidized was a major influence 

in defining the sampling frame. 
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The Sample 

The research sampling frame included residents of seven 

apartment facilities ranging in size from 50 to 150 units. 

Six of the facilities have either a loose or close 

relationship with some religious denomination. The basis 

for selecting seven retirement apartment complexes from the 

13 existing complexes is discussed below. 

Nine of the complexes in Montgomery are HUD-202, 

Section 8 rent subsidized properties with income limits of 

$11,250 for a single person, or $12,500 for a couple. These 

nine rent-subsidized complexes contain 728 apartment units, 

or 63 percent of Montgomery's total existing retirement 

apartment units. One of the other four complexes was built 

with a HUD-202 loan but does not have rent subsidies. This 

complex, however, has income limitations of $18,000 for 

single persons and $20,550 for couples. Based on this 

information, it is argued that for a sample to be 

representative of people living in retirement apartments in 

Montgomery, 63 percent of the sample should be selected from 

rent-subsidized apartments. 

A different approach to determining how the sample 

should be stratified with regard to rent-subsidized versus 

non-subsidized movers is to base the strata on income 

distribution. At the time the sample was being selected, 

income data by age was not yet available from the United 
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States Bureau of the Census' 1990 decennial census. Earlier 

data on annual median incomes of white households where the 

age of the family householder was age 65 or older do, 

however, provide a comparison between Alabama (United States 

Bureau of the Census 1983a, Table 186) and the total United 

States (United States Bureau of the Census 1983b, Table 128) 

for 1979. The median income of $9,810 in Alabama was 

approximately $2,900 lower than the median income for the 

United States of $12,696. On the other hand, the $15,194 

median income for elderly households in Montgomery County, 

Alabama was nearly $2,500 greater than for the United 

States. This data puts the Montgomery County residents 

about 20 percent above the national median income, while 

residents of Alabama overall are about 23 percent below. 

Thus, if national median income data is used to represent 

Alabama residents, the income of median income of Alabama 

residents may either be overstated or understated depending 

on where they reside in Alabama. 

Since current income by state was not available, 

current national income data was used for the following 

calculations. First it was recognized that a large 

percentage of retirement apartment dwellers are single 

women, and single women tend to have relatively low incomes. 

For 1988, the United States Department of Health and Human 

Services (1990) reported that 55.1 percent of single women 
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age 65 and over have annual incomes of less than $12,000. 

Since the maximum annual income allowable for a single 

person in a HUD retirement property in Montgomery county 

Alabama in 1991 was $11,250, the sample group could contain 

a large number of single women with incomes of $12,000 or 

less and still be representative. With regard to married 

couples age 65 and over, the United States Department of 

Health and Human Services (1990) reported that for 1988, 

21.5 percent had incomes of under $13,000 (an amount 

approximately equivalent to HUD's rent-subsidy income 

limitation in Montgomery for married couples). Finally, in 

overall terms, 39 percent of the age 65 and over population 

had annual family incomes under $12,000 and 42 percent had 

incomes under $13,000 (United States Department of Health 

and Human Resources 1990). Based on this data, it was 

decided to limit the number of interviews at rent-subsidized 

apartments to 40 percent of the total interviews, since this 

ratio is an overall approximation of the number of elderly 

persons who would be eligible for rent-subsidized retirement 

apartments in the Montgomery market based on national family 

income data. 

All four of the non-rent subsidized apartment 

facilities in Montgomery were included in the sampling 

frame. In addition, three rent-subsidized complexes, 

including the two most recently constructed facilities in 
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Montgomery were also included. Monthly rents in three of 

the four non-subsidized apartment facilities range from 

$340. to $413. for a one- bedroom unit. Monthly rent in the 

other non-subsidized facility runs $1060 for a one-bedroom 

unit, a fee which includes services such as one meal per day 

in the central dining room and twice monthly housekeeping 

service. 

Procedure for Data Collection and Analysis 

Interviews were conducted at the seven selected 

retirement apartment complexes. The interviews were 

arranged by the managers of all seven of the apartment 

complexes used except one, Canterbury Courts. In that case, 

a letter was written for the manager to give to each 

resident she had selected. Those residents interested in 

participating were asked to sign-up on a sheet posted on a 

bulletin board for the date and time they wanted to be 

interviewed. In all cases, it was stressed to the managers 

that the objective was to interview people who had moved in 

recently. As both an incentive and a token of appreciation, 

each interviewee was given a nice quality silk begonia plant 

in a clay pot. The plants were about 9" high overall and 

had a retail value of approximately $3.00 apiece. The 

interviewee had his or choice of four different colors. 

The questionnaire was pretested on a limited basis 

because of the anticipated difficulty in completing 100 
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interviews with a finalized questionnaire. Consequently, 

the pretest was restricted to a total of three interviews at 

two different retirement complexes. As a result of these 

interviews, several changes were made to the questionnaire, 

and one of the hypotheses was revised. A copy of the 

questionnaire is included in the "APPENDIX". 

Interviewing with the revised final questionnaire was 

begun in late August 1991. At Bell Oaks Retirement 

Apartments, Covenant Village, John Knox Manor and Elizabeth 

Wright Apartments, all interviews were conducted in a public 

room in the facility. At Canterbury Courts, all but three 

interviews were conducted in a public room. Two of these 

three interviews were conducted in the interviewee's 

apartment, and the third was conducted at the place of the 

interviewee's part time employment. Interviews with the 

residents of Camellia Gardens and Eastview Retirement 

apartments were all conducted in the interviewees' 

apartments. A total of 102 interviews were completed. This 

turned out to be the maximum number possible based on the 

constraints of having to work so closely with the apartment 

managers, the self-selecting process of sampling, trying to 

use "recent" movers, and the limitation of not taking more 

than 40 percent of the sample from rent-subsidized 

apartments. In order to complete the interview quota, 40 
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percent of the interviews were conducted with residents of 

rent-subsidized apartments. 

To achieve the objective of 100 completed interviews, 

some residents were interviewed who had lived at their 

current address longer than the researcher would have liked. 

Tenure at their present residence ranged from less than one 

month to 76 months. Responses from the two interviewees who 

had resided at their current residence the longest, 75 and 

76 months respectively, were deleted from the analysis, 

thereby reducing the total number of questionnaires 

available for analysis to 100. Tenure at their present 

residence for these 100 residents ranged up to 74 months. 

Forty two percent of the sample group had lived in their 

present residence 12 months or less, 51 percent for 14 

months or less, and 81 percent had lived in their present 

residence 24 months or less. 

All interviews were conducted personally by the 

researcher. The questionnaires were precoded, and responses 

were entered into a computer database file by the 

researcher. Data verification was accomplished by running 

frequency listings on all the variables, and by examining 

means and minimum and maximum values. Statistical analyses 

of the survey results were conducted using a SAS/STAT® 

statistical program installed on a Digital Equipment 

Corporation Micro VAX 3800 computer. Several analyses were 
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run on an Execustat® statistical program installed on an IBM 

Personal System/2 Model 30 computer. Responses to the three 

questions added after interviewing process was underway were 

hand tabulated. 

Research Questions and Hypotheses Testing 

Five major research questions are addressed in this 

research. Those questions and associated hypotheses are 

discussed below. Included in the discussion is a 

description of how the hypotheses were tested and how each 

research question was statistically addressed. 

Research Question 1 

Do elderly movers perceive information sources 

differently depending on how the information is being used, 

and the decision level at which it is being used? 

The basis for the two associated hypotheses associated 

with this research question is that a household move 

theoretically involves making decisions at three 

hierarchical decision levels (pp. 41-61). Accordingly, 

information requirements exist at each of the three levels. 

Also, consumers search for information regarding the 

availability of alternatives, appropriate evaluative 

criteria, and how the alternatives relate to salient 

evaluative criteria (pp. 74-75). A given information source 
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for movers is rated differently depending on the intended 

use of the information (p. 29). 

HI. The importance of an information source, for those 
using that source, varies significantly according 
to the use of the information; that is, whether it 
is used to determine appropriate evaluative 
criteria, or to learn about available 
alternatives. 

It was originally intended that source importance would 

be measured by a Likert-type 1 to 7 scale for each of three 

possible information uses: learning of available 

alternatives, determining appropriate evaluative criteria, 

and forming beliefs as to how alternatives relate to salient 

evaluative criteria. Pretesting the questionnaire showed 

that respondents had difficulty with the 7-point scale since 

not all of the points had adjectives associated them. 

Consequently, the scale was collapsed to 5 points before 

additional interviews were conducted. Pretesting also 

showed that respondents had difficulty distinguishing 

between information concerning the availability (or the mere 

existence) of alternatives and more specific information 

about the alternatives. Accordingly, the two information 

categories relating to alternatives were combined into one 

category before further interviews were conducted. Measures 

of source importance were obtained from respondents for each 

of the two information use categories at each of the three 

levels in the decision hierarchy—if they used that source 

for that purpose. 
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Since only two levels rather than three were being 

measure, t-tests rather than analysis of variance (ANOVA) 

tests were used to determine whether the mean importance 

ratings of each source for each of two categorical 

information uses were significantly different from one 

another. To determine the importance of a source for each 

respondent, for each of the two information uses, the 

importance ratings for the three hierarchical levels were 

summated. Consequently, the maximum overall importance 

rating for a source for each of the two potential 

information uses was 15. 

H2. The importance of an information source, for those 
using that source, varies significantly according 
to the hierarchial decision level at which the 
information is being used. 

Again, source importance was measured by a Likert-type 

1 to 5 scale of importance. Both t-tests and ANOVA were 

used to determine if the mean importance ratings of each 

source for each of the three categorical decision levels 

were significantly different from one another. To determine 

the importance of a source for each respondent, for each 

hierarchical level, the importance ratings for the two 

information use categories were summated. Accordingly, the 

maximum importance rating for a source for each of the three 

hierarchical levels was 10. 



125 

Research Question 2 

Do elderly movers rely more heavily on family and 

friends that they do on other information sources? 

The basis for the hypothesis associated with this 

question is that movers have been found to rely heavily on 

personal information sources when making a decision to move 

(p. 29). Elderly consumers have been found to rely heavily 

on non-marketer, non-professional personal information 

sources when purchasing goods and services (pp. 96-97). 

H3. Non-marketer, non-professional personal 
information sources (family and/or friends) are 
perceived as more important by elderly movers than 
any other external information source. 

The importance of family and friends as information 

sources was measured by summating the respondent's 

importance rating of the source (using the Likert-type 1 to 

5 scale of importance) for each of the two information use 

categories at each of the three hierarchical levels. 

Consequently, the maximum summated importance rating for a 

source was 30. Based on mean importance ratings, a series 

of t-tests were used to determine whether there is a 

significant difference in importance between family and 

friends and each of the other sources. 

Research Question 3 

Which factors are associated with perceived differences 

in importance among the information sources? 
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The basis for the two hypotheses and the one question 

which follows is that reference group influence will be 

accepted in a purchase situation if the referent person is 

perceived to be more knowledgeable or experienced with the 

product (p. 100). 

H4a. Perceived importance of non-marketer, non-
professional personal information sources (family 
and/or friends) is greater with the elderly movers 
if the sources have had first-hand experience 
living in retirement apartments. 

The overall importance of family and friends as 

information sources was measured by summating the 

respondent's importance rating of the source (using the 

Likert-type 1 to 5 scale of importance) for each of the two 

information use categories at each of the three hierarchical 

levels. Consequently, the maximum summated importance 

rating for a source was 30. Based on mean importance 

ratings, t-tests were used to determine if there is a 

significant difference in source importance according to 

whether or not the source had first hand experience living 

in retirement housing. 

H4b. Perceived importance of non-marketer, non-
professional information sources (family and/or 
friends) is positively related, where the sources 
have had first hand experience living in 
retirement housing, to the length of that 
experience. 

First-hand experience living in retirement housing was 

measured as a continuous variable based on the number of 

years the individual information source had lived in 
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retirement housing. Linear regression was used to determine 

the relationship between source importance, the dependent 

variable, and first-hand living experience, the independent 

variable. 

Ql. Is normative referent/reference group influence 
associated with the perceived importance of non-
marketer, non-professional personal information 
sources (family and/or friends)? 

Normative reference group influence; that is, 

subjective norm, was measured separately for family and 

friends using a two-item multiplicative measure suggested by 

Fishbein (1980). One item was for the mover's normative 

belief that family or friends thought the mover should or 

should not have moved, and the other item was for the 

mover's general motivation to comply with that person(s) 

beliefs. Originally it was intended that the first item 

would measured using a bipolar scale ranging from -3 to +3, 

and the second item second item with a unipolar scale 

ranging from 1 to 7 as suggested by Fishbein (1980). 

Pretesting the questionnaire again showed respondents having 

difficulty with 7-point scales, so both were reduced to 5-

point scales. When the two measures of family influence are 

multiplied for a given respondent, the resulting scores 

range from -10 to +10; the same is true for the measures of 

friends' influence. 

Linear regression was used to determine the 

relationship between the importance of non-marketer, non-
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professional personal information sources (the dependent 

variable), and referent/reference group influence (the 

independent variable). 

Research Question 4 

Which factors are associated with intensity of 

information search? 

The basis for the two hypotheses related to this 

research question is that in consumer decision making, the 

amount of external search has been found to be related to 

existing knowledge of alternatives (pp. 7 6-78). 

H5. Intensity of external search, in terms of the 
number of information sources used, is negatively 
related to how much an individual already knows 
about housing alternatives. 

Subjective knowledge of housing alternatives was 

measured by a three-item, self-assessment scale relating to 

the type of move, type of living arrangements, and specific 

housing bundles. It was originally intended that subjective 

knowledge would be measured with 7-point Likert-type scale 

ranging from "not at all knowledgeable" to "extremely 

knowledgeable." Again, however, respondents had difficulty 

with the 7-point scale during the pretest, so the scale was 

reduced to 5 points. For each respondent, the three 

measures of knowledge were summated, and a mean subjective 

knowledge score calculated. 
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The number of information sources used by each 

respondent was determined by his or her response to the 

question which asked which information sources were used, 

and how many individual people or items were used in each 

information source category. The number of people or items 

were totaled as a measure of the number of information 

sources used. 

Linear regression analysis was used to determine the 

relationship between the number of information sources used 

(the dependent variable) and prior knowledge of housing 

alternatives (the independent variable). 

H6. Intensity of external search, in terms of number 
of alternatives considered, is negatively related 
to how much an individual already knows about 
housing alternatives. 

The number of alternatives considered was measured by a 

question which asked how many different housing units 

(apartments or single-family homes) were visited by the 

respondent. 

Linear regression was used to determine the 

relationship between the number of housing units visited 

(the dependent variable) and prior knowledge of housing 

alternatives (the independent variable). visited. 

The basis for the third hypothesis associated with 

research question 4 is that consumers who feel pressured by 

time constraints tend to conduct less active external 

searches (p. 80). 
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H7. Perception of time adequacy is positively related 
to intensity of external search in terms of the 
number of information sources used and the number 
of alternatives considered. 

It was originally intended that perception of time 

adequacy would be measured by four statements concerning the 

amount of time movers had in which to make a decision. 

Measurement was to have been accomplished with a 7-point 

Likert-type scale ranging from "strongly agree" to "strongly 

disagree." Responses to the four statements would have been 

summated for each respondent and a mean time adequacy score 

determined. 

For the pretest, the four statements covering the 

adequacy of time were interspersed with four statements 

regarding respondents7 beliefs about the amount of 

information they were able to gather, and two statements 

each concerning satisfaction with their choice and the 

amount of difficulty they had in making the decision. 

Pretesting of the questionnaire showed that respondents 

had difficulty with the 7-point scale, and that asking this 

series of twelve statements added unduly to the length of 

the interview. The statements regarding satisfaction with 

the outcome and decision difficulty were included only to 

create a body of statements in which to embed the questions 

regarding time. Consequently, these four statements were 

not really necessary. The four statements concerning the 

amount of information which was gathered were not related to 



131 

any of the research questions, but were included for future 

analysis. As a result, the eight statements which did not 

contribute to the scope of the research were dropped. 

Finally, the four statements concerning time adequacy 

still presented a problem. It appeared from the pretest 

that this dimension could be determined with just one 

measurement, since it represents a rather objective 

perception on the part of the respondent. Consequently a 

one-item measure of time adequacy was substituted following 

the pretest. It was intended that linear regression would 

be used to determine the relationship between each of the 

measures of intensity of external search, the dependent 

variable, and perceived time adequacy, the independent 

variable. 

In the context of the research results, the problems 

measuring this construct turned out to be irrelevant since 

96 percent of the respondents indicated that the time they 

had to make the decision and gather the necessary 

information was sufficient. That is, they believed that 

they had enough time. Consequently, this hypothesis was not 

tested. 

Research Question 5 

Can the market be segmented based on usage of 

information? 
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It was proposed that a methodology be developed to 

determine whether the respondents might be segmented based 

on their usage of the various external information sources. 

More specifically, a determination was to be made as to 

whether natural segments exist within the group of elderly 

movers based on cluster analysis, with information source 

types as clustering variables. 

Next, it was proposed that segments found by cluster 

analysis be characterized by differences in usage of 

information sources. It was intended that multiple 

discriminant analysis would be used to determine the 

relative importance of each information source in 

discriminating among the segments. 

Finally, it was intended that the segments be profiled 

with respect to demographic measures, prior memory 

structure, reference group influence and time pressure. It 

was proposed that multiple analysis of variance (MANOVA) be 

used to profile the segments of movers with respect to 

demographic measures, prior memory structure, reference 

group influence, and time pressure. 

The clustering statistical techniques were applied to 

the data, but the resulting clusters turned out to be 

unexplainable in terms of their differences in usage of the 

various information sources. 
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Key Measurement Considerations 

"In a general sense, validity refers to the degree to 

which instruments truly measure the constructs which they 

are intended to measure" (Peter 1979, p. 6). A necessary, 

but not a sufficient, condition for the validity of measures 

is that they are reliable (Emory 1980, p. 132; Peter 1979). 

The following discussion deals with issues of reliability 

and validity, and how they were dealt with in the 

dissertation research. 

Reliability 

Kerlinger (1973, p. 443), proposed that the definition 

of reliability can be approached in three ways: stability, 

accuracy, and measurement error. Others, however, have 

defined reliability simply as measures which are free from 

error (Henerson, Morris and Fitz-Gibbon 1987, p. 147; Peter 

1979). Still other researchers such as Bohrnstedt (1983, p. 

79) and Emory (1980, pp. 132-134), have discussed 

reliability in terms of two major approaches: stability and 

equivalence. It is the dimensions of stability and 

equivalence which will be addressed in this section. 

Stability Dimension 

Stability is represented by the idea that if the same 

set of objects is measured repeatedly with the same or 

comparable instrument, the same or similar results will be 
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achieved (Kerlinger 1973, p. 443) . Bohrnstedt (1983, p. 79) 

refers to stability as a "measure across time," and states 

that it is more commonly referred to as "test-retest" 

reliability. The measurement instrument developed for the 

dissertation research was not evaluated for stability 

because of the impracticality of remeasuring the same sample 

group at two different points in time with the same 

instrument. 

Equivalence Dimension 

Emory (1980, p.133) profers that equivalence is 

concerned with variations at a given point in time either 

among observers or samples of items being studied in 

questioning or scales. Speaking in a historical sense, 

Bohrnstedt (1983, p. 85) noted that reliability has most 

often been assessed in terms of stability, although 

Bohrnstedt noted the use of measures of equivalence has 

gained in popularity in recent years. Since in the 

dissertation research, it was not relevant to test for the 

equivalence of measurements by different observers, the 

other aspect—item sample equivalence—will be addressed. 

One way of testing item sample equivalence is by using 

parallel tests administered at approximately the same time 

to the same person with the results of the two tests checked 

for correlation (Emory 1980, p. 133). This approach to 

equivalence, also called "alternate-form reliability," is 
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most realistically used if two forms of the instrument have 

been planned anyway (Henerson, Morris and Fitz-Gibbon 1987, 

p. 148). Using parallel tests would not have been feasible 

in the context of the dissertation research. 

Other methods of testing item sample equivalence are 

possible when the measuring tool has a number of similar 

questions. Such methods include the "split-half" technique 

and homogeneity indexes, including Chronbach's Coefficient 

Alpha and the Kuder-Richardson Formula 20, "both of which 

give average split-half correlation for all possible ways of 

dividing the test into two parts" (Emory, pp. 133-134). In 

the dissertation research several constructs—adequacy of 

decision time, prior knowledge, and normative reference 

influence—were operationalized and measured. 

It was originally intended that perceived adequacy of 

decision time would be measured with four items. As 

discussed earlier, problems arose during the pretest with 

this four-item measure. It was concluded from the pretest 

that the dimension of time adequacy could be best determined 

with just one item, since it represents a rather objective 

perception on the part of the respondent. Consequently a 

one-item measure of time adequacy was substituted following 

the pretest. Single-item measures, of course, are not 

subject to item sample equivalence testing. 
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Measurement of prior knowledge of housing involved a 

three-item self-assessment scale relating to type of move, 

type of living arrangements, and housing bundle. Each item 

referred to a different level of knowledge, and movers' 

responses were, from their perspective, an objective belief 

as to how much prior knowledge they had. It was decided 

that a single-item measure of each level would be the most 

straightforward way to measure self-perception of prior 

knowledge. Again, single-item measures are not subject to 

item sample equivalence testing. 

Normative reference group influence; that is, 

subjective norm, was measured separately for family and for 

friends using a two-item multiplicative measure. The scales 

for measuring normative reference group influence generally 

have not been evaluated for reliability by persons using 

them. One piece of empirical evidence, however, was found. 

Ryan and Bonfield (1980), in testing the validity of the 

Fishbein model, found that the coefficient alpha indexes for 

the subjective norm component of the model ranged from .81 

to .93 across different referent categories. 

Increasing Reliability 

Kerlinger (1973, p.454) suggests that there are three 

ways to increase reliability: write the items of the 

measuring instrument unambiguously; add more items of equal 

kind and quality if the instrument is not reliable enough; 
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and write clear instructions and administer the instrument 

under "standard, well-controlled, and similar conditions." 

In this research, instrument length was of concern. In 

fact, the questionnaire was shortened after the pretest 

because of difficulty in administering it. Emory (1980 p. 

134) acknowledges that some tradeoff is usually made between 

the "ideal research project" and that which can be afforded 

either in time or money. Consequently, as suggested by 

Emory (1980, p. 134), in the interest of limiting the 

interview time, the number of items in the dissertation 

research instrument was held down. 

Other attempts, however, were made to improve the 

reliability of the survey instrument. The researcher 

originally intended to use two other individuals to help 

conduct the interviews. It was planned that they would be 

trained, and provided with a detailed set of interviewer 

instructions. After the pretest, however, the researcher 

decided to conduct all of the interviews himself in the 

interest of consistent administration, and to have the 

opportunity to gain additional understanding of the moving 

decision process. Another consideration was the environment 

in which the interviews would be conducted. Although the 

setting in which the interviews took place varied according 

to the apartment property where the interviewee resided, the 

settings were similar in the sense that they were all 
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retirement apartments and, in fact, constituted a "home-

setting" for each of the interviewees. 

Validity 

Judd and Kenny (1981, pp. 18-19), observed that "The 

goal of both the applied and basic social researcher is to 

generate information that is as accurate, generalizable, and 

otherwise valid as possible." While the literature on 

research methodology has cited several distinct types of 

validity, the distinctions have not always been clear. For 

example, Emory (1980, p. 128) observed that "Many concepts 

of validity are mentioned in the research literature, and 

the number grows as we expand our concern for more 

scientific measurement." 

For this dissertation, the concept of validity was 

approached from the viewpoints of Campbell and Stanley 

(1963), Cook and Campbell (1979) and Judd and Kenney (1981). 

Campbell and Stanley (1963) discussed two types of validity; 

that is, internal and external validity. Cook and Campbell 

(1979, pp. 37) describe internal validity as "the 

approximate validity with which we infer that a relationship 

between two variables is causal," and external validity as 

"the approximate validity with which we can infer that the 

presumed causal relationship between the variables can be 

generalized to and across alternate measures of the cause 
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and effect and across different types of persons, settings, 

and times." 

Internal Validity 

Drawing false conclusions about causal hypotheses is 

"the essence of internal validity" (Cook and Campbell 1979, 

pp. 80-81). The two questions associated with internal 

validity are: 1) is there a relationship between the two 

variables being studied?, and 2) if so, is it a causal 

relationship? (Cook and Campbell 1979, p. 39) . Accordingly, 

Cook and Campbell (1979) subdivide internal validity into 

two types: statistical conclusion validity which is 

associated with question 1 above, and internal validity 

which is associated with question 2 above. 

Statistical conclusion validity relates to drawing 

valid inferences about whether two variables covary, a 

necessary condition for inferring causality (Cook and 

Campbell 1979) . More specifically, it is concerned with the 

research design being sensitive enough to make reasonable 

inferences as to whether there is covariation, and also to 

the magnitude of covariation. Post hoc power analyses were 

conducted and reported. Because of the relatively small 

sample size, there is concern about making a Type II error, 

not rejecting a false hypothesis, if alpha is set low. A 

research finding which proves to have no statistical 

significance may not be definitive, since the conclusion may 
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be a function of either insufficient statistical power, or 

the fact that there is really no relationship. Accordingly, 

in the dissertation research, in testing for statistical 

significance, the 95 percent certainty level was used. The 

researcher felt at that level, the risk of committing a Type 

I error—rejecting a null hypothesis when if fact no 

relationship exists—was acceptable for a research study of 

this type. 

The second subdivision of internal validity is what 

Cook and Campbell refer to as internal validity in the 

context of cause and effect relationships. That is, once it 

has been determined that two variables covary, the next step 

is to determine whether there is any causal relationship 

between the variables, and if there is, to determine the 

direction of the causality (Cook and Campbell 1979, p. 50). 

A significant issue in this dissertation research is that 

the field survey correlational design does not allow for 

inferring cause-effect relationships. This limitation, 

however, applies to all correlation design studies which 

are, in fact, ex post facto type of analyses. 

External Validity 

Being able to make generalizations is "the essence of 

external validity" (Cook and Campbell 1979, pp. 80-81). The 

two questions associated with external validity are: 1) if 

the relationship between two variables is probably causal, 



141 

which cause and effect constructs are involved in the 

relationship?, and 2) if there probably is a causal 

relationship from construct to construct, how generalizable 

is this relationship? (Cook and Campbell 1979, p. 39). 

Accordingly, Cook and Campbell (1979) subdivide external 

validity into two types: construct validity which is 

associated with question 1 above, and external validity 

which is associated with question 2 above. 

Construct validity is not limited to cause and effect 

constructs, since all aspects of research require sampling 

people, settings and measures or manipulations (Cook and 

Campbell 1979, p. 59). More specifically, Judd and Kenny 

(1981, pp. 20-21) refer to construct validity as the 

"relationship between theoretical constructs and their 

operations," and define it as "the extent to which specific 

outcome measures, treatments, samples and settings employed 

in the research represent the theoretical construct of 

interest." Construct validity of an outcome measure is the 

extent to which that measure assesses the theoretical 

attribute of interest to the researcher. In this 

dissertation, construct validity of outcome measures has 

been primarily assessed by an extensive literature search 

which has provided the theoretical support for the research 

framework. The constructs of interest were derived from 

theory-driven empirical research. Further, these constructs 
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were operationalized in ways consistent with other research 

studies using the same constructs. Construct validity also 

applies to subjects and research settings (Judd and Kenny 

1981, p. 22). Judd and Kenny (1981, p. 24) report that the 

"standard procedure for ensuring construct validity of 

subjects is to select them by random sampling from the 

population of interest," so that the researcher can 

"generalize from an observed group of subjects to a 

population of interest." Random sampling in the 

dissertation research, however, was not possible because of 

the imposed requirement that the sample be self-selecting. 

On the other hand, the dissertation research setting does 

have construct validity since the research is being done 

with the type of movers and living arrangements from which 

it is intended that generalizations will be made; that is, 

generalizations concerning the decision processes of other 

elderly people in the population who consider moving to 

retirement apartments. 

The second subdivision of external validity is what 

Cook and Campbell (1979, p. 71) conceptualize as 

"generalizing to particular target persons, settings, and 

times" as well as "generalizing across types of persons, 

settings, and times." It was not intended that this 

research produce findings which could be generalized to the 

decision process of all movers, nor even to the moving 
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decisions of all elderly movers. This dissertation has 

discussed the various types of moves that an elderly mover 

might make, as well as the different types of living 

arrangements from which he/she can choose. It was the 

researcher's intent only to generalize to the information 

search process of movers who are considering moving to 

independent-type living arrangements in the form of 

retirement apartments. The potential for future research on 

moving decisions relating to other types of moves and/or 

living arrangements is discussed in Chapter V of the 

dissertation. 



CHAPTER IV 

RESEARCH RESULTS AND ANALYSIS 

The results and analyses of the dissertation research 

are presented and discussed in three distinct subsections. 

The first subsection contains descriptive research findings 

which profile the respondents, and findings which are 

associated with the data used to answer the specific 

research questions and test the stated hypotheses. The 

second subsection deals with responses to several questions 

which were added to the questionnaire after the research was 

underway. These questions were added because it was 

anticipated that the answers might help in interpreting the 

findings. The third subsection specifically addresses the 

research questions and stated hypotheses. 

Generalized Research Findings 

This section deals with previous living arrangements, 

prior knowledge, search patterns, information sources, 

influence of family and friends, demographics and reasons 

for moving. The information in this section is primarily 

descriptive and is essentially derived from calculations of 

means and frequencies. All the relevant variables from the 

questionnaire are reported on in this section. 

144 
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Previous Living Arrangements 

Type of Move 

As defined earlier, the term "relocation" refers to 

intracounty moves, while the term "migration" refers to 

moves to another county in the same state, or moves to 

another state. Most of the movers in the survey, 68 

percent, made relocation moves since they were living in the 

immediate area, Montgomery or Montgomery County, Alabama, 

prior to moving into a retirement apartment. Another 23 

percent of the respondents made intrastate migratory moves, 

that is, they were previously living in Alabama, but not in 

Montgomery County. Only 9 percent of the respondents moved 

to Montgomery from another state; that is, made interstate 

migratory moves. These patterns can be compared with moving 

patterns of elderly persons in general in the United States 

as outlined in Table II. The 23 percent of respondents who 

made intrastate migratory moves conforms to the national 

incidence of 22.5 percent of elderly moves being intrastate 

migration. The percent of respondents making relocation 

moves, 68 percent, is somewhat greater than the national 

experience of 60.1 percent. On the other hand, there was a 

lower incidence of inter-state migratory moves in the 

respondent group than in the elderly population in general— 

9 percent vs. 17.4 percent. 
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Tenure at Previous Residence 

The length of time respondents had resided at their 

previous address; that is, the address where they lived 

prior to moving into a retirement apartment, ranged from 1 

year to 53 years. Thirty percent of the respondents had 

lived at their previous address for 5 years or less, while 

another 20 percent held lived at their former address for 

more than 6 but less than 9 years. That is, 50 percent of 

the respondents had resided at their previous address for 

less than 10 years. Twenty-three percent had lived at their 

previous residence for from 10 to 19 years, and 27 percent 

had been at their previous residence for 20 years or more. 

Experience Living in Retirement Apartments 

Only 4 percent of the movers had lived in another 

retirement apartment immediately prior to moving to their 

present retirement apartment. While this was not 

surprising, it was not anticipated that there would be 

movers who had previously lived in retirement apartments, 

then moved into another type of housing or housing 

arrangement, and then moved back into a retirement 

apartment. There were, however, 2 respondents who fit this 

latter pattern. They both lived with kin during the interim 

period, and then moved back to the same retirement apartment 

where they had previously lived. 
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All six respondents who had previously lived in 

retirement apartments were women. Five were widows, while 

the sixth was divorced. All six would have had friends 

living in retirement apartments at the time they made their 

last move. In administering the questionnaire, however, 

these individuals were not asked the question concerning the 

number of friends they had living in retirement housing at 

the time they were making their moving decision. 

Prior Knowledge 

It was established earlier that the moving decision is 

a hierarchical decision process with decisions potentially 

being made at three different levels with regard to 

geographic area wanted, type of housing needed, and specific 

housing bundle sought. Also it is believed that movers 

search for information for two distinctly different 

purposes. One is to learn which are appropriate evaluative 

criteria to use in decision making, the other to learn about 

the availability of alternatives which can be compared 

against salient evaluative criteria at each of the three 

decision levels. 

Table III shows the measures of prior knowledge for the 

three hierarchical decision levels. It is a summary of 

responses to three questions relating to respondents' self-

perception of the amount of knowledge they possessed at the 

time they first began thinking about making a move. A 5-



148 

point Likert-type scale ranging from "not at all 

knowledgeable" to "very knowledgeable" was used to measure 

levels of prior knowledge. Interestingly, almost all the 

respondents, 99 percent, said they were either "very 

knowledgeable" or "quite knowledgeable" about the geographic 

area in which they wanted to live at the time they first 

began to think about making a move. For geographical area, 

the mean amount of prior knowledge was 4.93 on the Likert-

type 1 to 5 scale. 

TABLE III 

RESPONDENTS' SELF-PERCEPTION OF PRIOR KNOWLEDGE REGARDING 
INFORMATION AT THE THREE HIERARCHICAL DECISION LEVELS 

(n - 100) 

Percent of Respondents by Amount of 
Prior Knowledge About: 

Self-Perception of Prior 
Knowledge 

Geographical 
Area 

Type of 
Housing 
Unit 

Existence of 
Specific 
Housing 
Units 

(1) Not at all knowledgeable .... 24.0 37.0 

(2) Slightly knowledgeable .... 7.0 14.0 

(3) Moderately knowledgeable 1.0 O
 
o
 

18.0 

(4) Quite knowledgeable 5.0 14.0 17.0 

(5) Very knowledgeable 94.0 45.0 14.0 

Total 100.0 100.0 100.0 

Average (mean) 
knowledge* 4.93 3.49 2.57 

"Mean is based on the Likert-type 1 to 5 scale. 

Respondents reported being less knowledgeable with 

regard to the type of housing they wanted or needed. Yet 59 
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percent did indicate they were either "very" or "quite" 

knowledgeable about types of housing. The mean level of 

knowledge of the respondent group was 3.4 9 with regard to 

type of housing units. Respondents reported being the least 

knowledgeable with regard to the existence of specific 

housing units. Only 31 percent said they were either "very" 

or "quite" knowledgeable with regard to specific housing 

units. The mean response was 2.57 with regard to knowledge 

of the existence of specific housing units. 

Search Patterns 

Search patterns is a construct which encompasses 

several of the research variables including consideration of 

different geographical areas, number of housing alternatives 

considered, number of housing facilities visited, and the 

length of the decision process. 

Geographic Area 

Most respondents did not consider a range of geographic 

areas, and conducted rather limited geographic searches. 

Ninety-four percent of the movers indicated they had not 

considered moving to an area other than Montgomery County at 

the time they made their move. This finding tends to be 

supported by the data in Table III which shows a very high 

level of prior knowledge with regard to geographic area. 
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Housing Units Visited 

Respondents theoretically had the opportunity to visit 

one or more of the several retirement apartment complexes in 

the area as well as other types of housing units such as 

age-integrated apartments, other types of retirement 

housing, single-family homes and mobile homes. Also they 

might have considered moving in with kin or with an 

unrelated person. Interestingly, none of the respondents 

acknowledged considering the latter option of moving in with 

kin or an unrelated person. 

The study results show rather limited search patterns 

with regard to the number of housing units visited by 

respondents when they were making their decision to move. 

Importantly, however, every respondent indicated that the 

apartment complex they moved to was their first choice of a 

place to live. 

Most search activity focused on retirement apartments. 

Only 14 percent of the respondents visited age-integrated 

apartments, 11 percent visited other retirement housing and 

2 percent visited single-family homes. None looked at 

mobile homes. That fact that most respondents did not look 

at other types of housing seems to be associated with the 

finding that, as shown in Table III, 59 percent said that 

they were either "very knowledgeable" or "quite 
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knowledgeable" about the type of housing they wanted and 

needed when they first began thinking about making a move. 

With respect to retirement apartments, all respondents 

visited at least one—the one to which they moved. Fifty-

five percent, in fact, visited only this one. Twenty-two 

percent visited two retirement apartments, and 23 percent 

visited three or more. The mean number.of retirement 

apartments visited was 1.85 units. The mean number of all 

housing units visited was 2.39 units. Relative to prior 

knowledge of the geographical area wanted and of type of 

housing wanted and needed, respondents were least 

knowledgeable about the existence of specific housing units. 

Only 31 percent said that they were either "very 

knowledgeable" or "quite knowledgeable" about specific 

housing units when they first began thinking about making a 

move. Another 18 percent indicated they were "moderately 

knowledgeable" about specific housing units. Nearly half 

the respondents then had average or above average knowledge 

of the existence of specific housing units. Corresponding 

to this finding are the responses to another question which 

asked whether the respondent knew when they first began 

thinking about a move of the existence of the retirement 

apartment complex to which they moved. Forty-eight percent 

of the respondents said they had known of their apartment's 

existence. 
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Time Required to Make Decision 

The length of time from when respondents first began 

thinking about moving until they made their decision to move 

ranged from one month to 48 months. Most, however, were 

able to make a decision soon after they first began thinking 

about a move. Fifty percent made their decision in one 

month or less. Nineteen percent made their decision in two 

months; another 10 percent took three months. Ninety 

percent of all respondents made their decision in a year or 

less. 

However long or short the decision time intervals were 

for the respondents, 96 percent of them agreed with the 

statement "the time was sufficient (I had enough time)." 

The other 4 percent agreed with the statement that "I wish 

I'd had more time." None agreed with the alternative 

statement, "I spent more time than I needed." 

Information Sources 

Findings regarding information sources are reported 

both in terms of the incidence or frequency of use of the 

each of the various sources, and the relative importance of 

the sources. Source importance findings are further broken 

out based on two possible information uses—for evaluative 

criteria and available alternatives—and the possible three 

hierarchical levels at which information can be used for 

decision making. 
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Incidence of Source Usage 

Several potential information sources were not used by 

any respondents. Although not shown in Table IV, these 

sources were news and editorials in magazines and newspapers 

and on television, advertising brochures, and attorneys. 

Column 2 of Table IV shows, based on frequency of 

mention, apartment managers or management staff as the most 

often used source. This category includes apartment 

managers or staff members of retirement apartments, age-

integrated apartments and other retirement housing units. 

All but one respondent indicated using apartment managers or 

staff as a source of information. This one particular 

respondent, a former employee of a local aging consortium, 

stated that she had not needed to use any outside source of 

information at the time she was making her moving decision. 

The next most frequently mentioned sources were family 

members, used by 53 percent of the respondents, and friends, 

an information source mentioned by 28 percent of the 

respondents. Personal, professional sources—clergy, 

physicians and social agencies/workers—were used by 4, 1, 

and 7 percent of the respondents, respectively. 

Advertising—direct mail, television, newspapers, and 

telephone Yellow Pages—was an infrequently used source of 

information. One respondent acknowledged using a real 

estate agent as a source of information. 
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TABLE IV 

INFORMATION SOURCES USED: BY NUMBER OF RESPONDENTS USING, 
NUMBER OF PERSONS OR ITEMS USED, AND AVERAGE NUMBER OF 

PERSONS OR ITEMS USED 
(n - 99) 

Information Source 
(1) 

Number of 
Respondents 

Using 
(2) 

Number of 
Individual 
Persons or 
Items Used 

(3) 

Average 
Number of 
Persons or 

Items 
Used** 

(4) 

Personal, Non-Professional 

Family Members 53 61 .62 

Friends 28 30 .30 

Total N.A. * 91 .92 

Personal, Professional 

Clergy 4 4 .04 

Physician 1 1 .01 

Social Agency/Worker 7 8 .08 

Total N.A. * 13 .13 

Personal, Marketer 

Real Estate Agent 1 1 .01 

Apartment 
Manager/Staff 99 229 2.31 

Total N.A. * 230 2.32 

Advertising 

Direct Mail 2 2 .02 

TV 1 1 .01 

Newspapers 4 4 .04 

Telephone Yellow Pages 2 2 .02 

Total N.A. * 9 .09 

Grand Total N.A. * 343 3.46 

*N.A. = Not applicable because some respondents used more than one 
type of source in a category. 

**Based on the 99 respondents who used at least one source of 
external information. 
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Column 3 in Table IV shows the total number of 

individual persons or items used by the respondents for each 

information source. With regard to family members, for 

example, 53 percent of the respondents said they used family 

members, and collectively they used a total of 61 individual 

family members as information sources. With respect to 

friends, 28 percent of the respondents indicated using 

friends as a source of information, and they used a combined 

total of 30 individual friends. For most of the information 

sources there is a one to one correspondence between the 

number of people using the source and the number of 

individual persons or items used. This is true for clergy, 

physicians, real estate agents, and the four types of 

advertising. On the other hand, 229 different apartment 

managers/staffs were used by the 99 respondents who 

acknowledged using this information source. 

When asked in a separate question whether there were 

any information sources they would have liked to have used 

more, or which they would have liked to have used but which 

were not available to them at all, 97 percent responded 

that there were not. These responses would seem to indicate 

a very high level of satisfaction with the both the type and 

number of information sources available to the respondent at 

the time of move. 
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The significance of each information source to the 

respondent group is shown in column 4 of Table IV. These 

data represent the average number of persons used, by source 

type, based on all 99 respondents who acknowledged using 

external information. That is, the average respondent used 

3.46 different information source persons or items. It is 

not surprising that the source most frequently used by 

respondents was apartment managers/staffs. That is, 

respondents intentionally exposed themselves to this 

information source as they visited or phoned various 

facilities to gather information or to view the facility. 

The incidence of usage of this source is higher than the 

incidence of usage of personal, non-professional sources; 

family; and friends. The average number of individual 

family members and friends used by the respondents was .62 

and .30 persons, respectively. 

Source Importance 

The frequency with which any given information source 

is used might be interpreted as a measure of its importance. 

In the present research, however, the issue of frequency of 

source usage is perceived as distinctly different from the 

importance of the source, although frequency of use data is 

used later in combination with importance ratings to 

determine indices of source importance. 
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During the interviewing, importance of an information 

source was determined by asking those respondents who used 

that source how important it was with regard to six 

potential information applications. The six potential 

applications are the cells formed by a matrix which has two 

possible uses of information as column headings and the 

three hierarchical decision levels as row headings. 

In Table V the reader will find a replication of a 

section of the survey questionnaire which was used in the 

research. This section of the survey instrument relates to 

the six potential information applications. In the 

questionnaire, this section was contained on a separate page 

which was shown to the respondent at the time he or she was 

answering questions pertaining to the importance of 

information sources. Only those sources which the 

respondent had acknowledged using in an earlier question 

were rated by the respondent. This section of the 

questionnaire was shown to the respondents in order to 

provide them with examples of information which might have 

been sought at the time a moving decision was being made, 

and to help them differentiate between the two categories of 

information use and among the three hierarchical decision 

levels. The replication is shown in Table V to provide 

these same examples to the reader in order to clarify the 

distinctions. 
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TABLE V 

POSSIBLE APPLICATIONS OF INFORMATION SOURCES BASED ON THE 
COMBINATION OF INFORMATION SOURCE USE AND HIERARCHICAL 

DECISION LEVELS. A REPLICATION OF THE SURVEY 
QUESTIONNAIRE SECTION RELATING 

TO SOURCE IMPORTANCE 

Uses of Information 

Alternatives: To Become 
Evaluative Criteria: Aware of the Different 

Important Things Choices and the 

Hierarchical 
(Factors) I Should Advant age s/D is advant ages 

Hierarchical Consider, or Look of Each With Regard to 
Decision Level For, With Regard to: the Evaluative Criteria: 

Geographic areas Climate Moving to another state 
where I might live Cost-of-living Moving to another city 

Availability of or county in the same 
needed services state 

Closeness to Moving within the same 
relatives city 

Closeness to friends 

Housing types I Monthly cost of Moving to a smaller 
might choose housing single-family 

Being able to live residence 
independently Moving in with relatives 

Security of the Moving into age-
housing integrated apartments 

Availability of Moving into a mobile 
companionship home 

Living space (square 
footage) 

Specific housing Emergency call Some of the retirement 
units I might systems apartments in Montgomery 
live in Complete kitchens are: 

Heal or meals Bell Oaks Retirement 
provided Community 

Monthly costs Canterbury Courts 
Scheduled Camellia Gardens 

transportation Elizabeth Wright 
Condition of the Apartments 

facility Covenant Village 
Convenience to Eastview 

shopping, services John Knox Manor 
and things 
important to me 

Table V depicts a sampling of information application 

possibilities for an elderly person contemplating a 
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residential move. To illustrate the application of the 

rating matrix, a hypothetical example of how the matrix 

might appear for a given respondent who used family as an 

information source is shown in Table VI. 

TABLE VI 

HYPOTHETICAL RESPONDENT'S RATING OF FAMILY AS AN INFORMATION 
SOURCE IN TERMS OF INFORMATION USE AND 

HIERARCHICAL DECISION LEVEL 

Importance Ratings of Information Obtained From 
Family According to Use of Information 

Hierarchical 
Decision Level 

(1) 

To Learn About 
Appropriate 
Evaluative 
Criteria 

(2) 

To Learn About 
Alternatives 

(3) 
Total 
(4) 

Geographical 
Area 0 0 0 

Type of Housing 0 2 2 

Housing Bundle 5 4 9 

Total 5 6 11 

This hypothetical respondent used family as information 

source at two hierarchical decision making levels—type of 

housing and housing bundle. A zero in a cell in the matrix 

indicates that the respondent did not use the source for 

that purpose. The importance rating scale ranged from 1 to 

5, with 1 being "not at all important" and 5 being 

"extremely important.," 

Columns 2 and 3 totals in Table VI are summations of the 

ratings in the cells in the respective columns. The total 
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for column 2 is a summation of the importance of the source 

to the mover in terms of providing information regarding 

evaluative criteria. The total for column 3 is a summation 

of the importance of the source with regard to providing 

information about the availability of alternatives. Totals 

in columns 2 and 3 are each based on a possible score of 15. 

The entries in column 4 are the totals for the three rows 

representing the three hierarchical decision levels, and are 

based on a possible score of 10. In the lower right hand 

corner of the matrix is the overall or composite importance 

rating for the source based on a possible score of 30. In 

the context of Table VI and the present research, row and 

column totals are actual values rather than mean values in 

recognition of the fact that multiple applications of a 

source is a meaningful measure of the importance of that 

source. 

A number of respondents used mbre than one source of 

information as shown earlier in Table IV. The number or 

percentage of persons using a source is a measure of 

frequency rather than importance. Mere acknowledgement of 

the use of a source does not necessarily mean that the 

information provided by the source was important in the 

decision making process of a mover. Table VII provides 

several measures of source importance. Column 2 in Table 

VII shows the number of respondents using each information 



161 

source. The data in column 2 corresponds with, the data 

shown in column 2 of Table IV. In Table VII the responses 

relative to the various types of advertising—direct mail, 

TV, newspapers, and telephone yellow pages—were combined 

into a single total. Responses relative to personal, 

professional sources—clergy, physicians, social 

agencies/workers—weire also aggregated into a single total. 

Since there was only one respondent who used a real estate 

agent as an information source, real estate agents were not 

included in Table VII. 

Column 3 of Table VII shows the mean overall importance 

of each source based on the perception of those individuals 

who used that source. On that basis, the most important 

information source was personal, professional sources with a 

mean overall importance rating of 14.00—based on a maximum 

possible importance rating of 30. On the same basis, the 

second most important source was friends with a mean rating 

of 10.46, and the third most important source was family 

with a mean importance rating of 9.71. Family and friends 

appear to be very closely rated in importance by those 

respondents who used them as sources of information when 

they were making their decision to move. 
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TABLE VII 

OVERALL IMPORTANCE OF INFORMATION SOURCES BASED ON RATINGS 
BY RESPONDENTS USING THE SOURCE 

Weighted 
Number of Mean Overall Overall Overall 
Respondents Importance Importance Importance 

Source Using Rating Score Index* 
(1) (2) (3) (4) (5) 

Family 

Apartment 
Managers/Staff 

Friends 

Personal, 
Professional 
Total 

Advertising 
Total 

53 

99 

28 

11 

9 

9.71 

4.91 

10.46 

14.00 

3.78 

515. 

486. 

293. 

154. 

34. 

174. 

164. 

99. 

52. 

11. 

*Weighted overall importance scores (column 4) converted to index 
numbers on the basis of 100 = the mean overall importance score of 296. 

Column 3 of the table shows apartment managers/staff 

receiving a relatively low mean overall rating of 4.91. 

This source outranks only advertising which received a mean 

overall rating of 3.78. It is important here to note that 

the mean importance rating of a sources was based on the 

perception of only those individuals who acknowledged using 

the source. If the frequency of use of a source is taken 

into consideration, a different profile of source importance 

emerges, and that family and apartment managers/staff become 

the two most important information sources overall. The 

relative importance of information sources used, based on a 
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composite measure of frequency of usage and mean importance, 

is shown in column 4 of Table VII. 

To achieve the composite measures, the number of 

respondents using each information source was multiplied by 

the mean composite importance rating of that source (column 

3) for those using that source. The resulting product 

(column 2 x column 3) is shown in column 4 as the weighted 

importance score. The weighted importance scores in column 

4 were converted to the index numbers shown in column 5 by 

setting the mean weighted overall importance score, 296, 

equal to 100. 

For the 99 percent of the respondents who used outside 

information sources, family ranked as the most important 

information source based on the indices of importance. 

Apartment managers/staff and friends ranked number two and 

three, respectively. Personal, professional sources which 

received the highest mean importance rating ranked fourth 

based on the overall index of importance. That is, these 

sources are highly rated by those using them, but only 11 

percent of the respondents acknowledged using them. The 

importance index for advertising shows that it was both 

infrequently used and low rated by those using it as an 

information source. 

Another measure of the importance of a source is to 

distinguish between information used for learning about 
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evaluative criteria and information used to learn about 

alternatives. Table VIII provides such an analysis based on 

indices of source importance. The indices were constructed 

in the same way as were the indices shown in Table VII. In 

this case the mean weighted importance score, based on all 

the values in column 4, was 165. The weighted importance 

scores in column 4 were converted to index numbers by 

setting the mean weighted importance score equal to 100. 

For family; friends; and personal, professional sources 

there is little difference in perceived source importance of 

a source between information used for evaluative criteria 

and information used to learn about alternatives. With 

regard to apartment managers/staff, the index of importance 

relative to alternatives is more than twelve times greater 

(272 vs. 22) than the index of importance rating of 

apartment managers/staff relative to criteria. Advertising, 

as a category, was only used as a source for information 

about alternatives. 
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TABLE VIII 

IMPORTANCE OF INFORMATION SOURCES BY USE: INFORMATION 
REGARDING EVALUATIVE CRITERIA AND INFORMATION 

REGARDING ALTERNATIVES. BASED ON RATINGS 
BY RESPONDENTS USING THE SOURCE 

Information 
Source/Use of 
Information 

(1) 

Number of 
Movers 
Using 
(2) 

Mean 
Importance 
Rating 
(3) 

Weighted 
Importance 

Score 
(4) 

Importance 
Index* 

(5) 

Family (n = 53) 

Criteria 43 5.814 250. - 152. 

Alternatives 47 5.638 265. 161. 

Friends (n - 28) 

Criteria 24 5.583 134. 81. 

Alternatives 27 5.889 159. 96. 

Apartment 
Managers/Staff 
(n =» 99) 

Criteria 10 3.700 37. 22. 

Alternatives 99 4.535 449. 272. 

Personal, 
Professional 
(n = 11) 

Criteria 11 6.818 75. 45. 

Alternatives 11 7.182 79. 48. 

Advertising 
(n. » 9) 

Criteria .... .... .... .... 

Alternatives 9 3.778 34. 21. 

*Weighted overall importance scores (column 4) converted to index 
numbers on the basis of 100 = mean overall importance score of 165. 

From Table VIII it can be concluded that family is the 

most important source for information regarding evaluative 

criteria; while for information regarding alternatives, 

apartment managers/staff appear to be the most important. 
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A final view of source importance deals with the 

hierarchical decision level at which the information was 

used. These measures of source importance are shown in 

Table IX where once again index numbers were created as they 

were for Tables VII and VIII. The mean of the weighted 

importance scores in column 4 of Table IX was 148. The 

weighted importance scores were converted to index numbers 

by setting their mean of 148 equal to 100. 

In Table IX it can be seen that, based on index numbers, 

family was a more important source for information about the 

housing bundle than it was for information about housing 

type. Also, it can be seen that family was the only 

information source used for information concerning 

geographical area. 

The index of importance for friends was twice as great 

with regard to information about the housing bundle as it 

was for information concerning housing type. Apartment 

managers/staff were used almost exclusively for information 

concerning the housing bundle. Only one respondent 

acknowledged receiving information about housing type from 

apartment managers/staff. 

Personal, professional sources, based on the index 

numbers, were more than twice as important with regard to 

information about housing bundles than they were for 

information about housing types. 
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TABLE IX 

IMPORTANCE OF INFORMATION SOURCES BY HIERARCHICAL DECISION 
LEVEL BASED ON RATINGS BY RESPONDENTS USING THE SOURCE 

Information 
Source/Hierarchical 

Decision Level 
(1) 

Number 
of 

Movers 
Using 
(2) 

Mean 
Importance 
Rating 
(3) 

Weighted 
Importance 

Score 
(4) 

Importance 
Index* 
(5) 

Family (n = 53) 

Geographical Area 4 5.000 20. 14. 

Housing Type 33 6.393 211. 143. 

Housing Bundle 

Friends (n = 28) 

Geographical Area 

Housing Type 

Housing Bundle 

Apartment 
Managers/Staff 
(n « 99) 

Geographical Area 

Housing Type 

Housing Bundle 

Personal, Professional 
(n - 11) 

Geographical Area 

Housing Type 

Housing Bundle 

Advertising (n * 9) 

Geographical Area 

Housing Type 

Housing Bundle 

41 

15 

27 

1 

99 

6 

11 

6.927 

6.200 

7.407 

3.000 

4.879 

7.500 

9.909 

3.778 

284. 

93. 

2 0 0 . 

3. 

483. 

45. 

109. 

34. 

192. 

63. 

135. 

2. 

326. 

30, 

74. 

23. 

*Weighted overall importance scores (column 4) converted to index 
numbers on the basis of 100 « mean overall importance score of 148. 

Based on the index numbers in Table IX, there is no 

question that apartment managers/staff were the most 
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important source for information concerning housing bundles. 

This is not surprising since this was a source to which all 

respondents were exposed when gathering information at this 

decision level. The mean importance rating, however, for 

apartment managers/staff on housing bundle is lower than for 

all sources except advertising. Advertising was used only 

for information concerning housing bundles, and as a source 

for information about housing bundles it was the lowest 

rated of all the sources. 

Table IX shows family as the most important information 

source for information concerning housing type. And again, 

with regard to geographical area the respondents relied very 

little on outside information sources, with family being the 

only source used. 

Influence of Family and Friends 

Family and Friends in Retirement Apartments 

Very few respondents, only 4 percent, said they had 

family members living in retirement apartments at the time 

they were making their moving decision. Forty-five percent, 

however, said they did have friends living in retirement 

apartments at the time they were making their decision to 

move. On average, there was limited potential for movers to 

be influenced by retirement housing experiences of family 

members. There was, however a much greater opportunity for 
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movers to be influenced by the first-hand experiences of 

friends. 

The Feelings of Family and Friends 

A large percentage of movers said they had either 

relatives or friends express their feelings as to whether 

they should or should not move. Sixty seven percent said 

that relatives expressed such feelings, and 38 percent 

acknowledged that friends expressed such feelings. Thirty 

two percent responded that both relatives and friends 

expressed their feelings. 

In those instances where relatives expressed their 

feelings, they tended to be supportive of the respondent's 

intention to move. Nearly 82 percent of these relatives 

thought the respondent "definitely" or "probably" should 

move. Only 10.5 percent thought the respondent "definitely" 

or "probably" should not move. 

When friends expressed their feelings, they also tended 

to be supportive of the intention to move. Approximately 58 

percent thought the respondent "definitely" or "probably" 

should move. Slightly over 26 percent, on the other hand, 

thought the respondent "definitely" or "probably" should not 

move. 

The respondents as a group acknowledged they were more 

willing to comply with the feelings of family than of 

friends. Nearly 42 percent said that in general they want 
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"very much." or "quite a bit" to do what their family wants 

them to do. Only 16 percent said generally they want "quite 

a bit" to do what their friends want them to do, and none 

said they want "very much" to do what their friends want 

them to do. 

Demographics 

Several questions were included in the survey instrument 

in order to provide a profile of the respondents, and make a 

determination, in demographic terms, of how representative 

the sample was of the age 65 and over population overall. 

Included were measures of gender, marital status, age, 

education and income. 

Gender and Marital Status 

Since most of the residents of the apartment complexes 

included in the study are females, most of the sample group-

-89 out of 100 respondents—was female. Only 6 of these 

women were married, while 83 were single; that is, either 

widowed, separated, divorced, or never-married. There were 

11 male respondents, 6 of whom were married. In summary, 

the sample group consisted of 83 single women, 5 single men 

and 12 married couples. With the married respondents where 

both the husband and wife showed up for the interview, the 

researcher let the behavior of the couple determine who was 

going to be the primary spokesperson for the couple. In 
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these cases the gender of the respondent was recorded 

according to who appeared to be the spokesperson. 

In terms of gender and marital status, the sample group 

is not representative of the United States elderly 

population as a whole. While 83 percent of the sample group 

were single women, only 34 percent of the elderly population 

nationally are single women according to the United States 

Bureau of the Census (1990a). This disproportionate 

representation, however, was expected since the type of 

housing arrangements studied have the greatest appeal for 

single people, primarily widowed women. Single men in the 

sample were underrepresented. They represented 5 percent of 

the sample, yet in the national population of elderly 

persons they represent approximately 10 percent of the total 

according to the United States Bureau of the Census (1990a). 

Most of the respondents, 72 percent (70 women and 2 men) 

were widowed at the time they moved into retirement 

apartments. Fifteen percent were married at the time of 

move, and 12 percent (11 women and 1 man) were divorced or 

separated. Only one respondent, a woman, was never married. 

In terms of change in marital status after moving in, three 

respondents (2 women and 1 man) had become widowed between 

then and when they were interviewed. 
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Ages of respondents at time of move ranged from 60 to 94 

years of age. Eight percent of the movers were under age 65 

at time of move. It was not originally intended that 

persons under the age of 65 would be included in the sample. 

These younger individuals were eligible to live in the 

apartments, and in view of the difficulty in attaining 100 

completed questionnaires, they were not deleted from the 

sample. 

Ages of women in the sample ranged from 60 to 92, with 

the mean age being 74.2 years. Six of the women were under 

age 65. The median age of women respondents age 65 and over 

was 74.5 years. The corresponding national median age is 73 

years (United States Bureau of the Census 1990b). Of the 

age 65 and over female respondents, 49 percent were between 

the ages of 65 and 74, while 43 percent were between the 

ages of 74 and 84. Seven percent were age 85 or over. 

These percentages can be contrasted with the percentages for 

women nationally of 64, 29 and 7 percent, respectively 

(United States Bureau of the Census 1990b, Table 1). 

Ages of men in the sample ranged from 62 to 94, with the 

mean being 74.6 years. Two of the men were under age 65. 

The median age of the male respondents age 65 and over was 

76 years. The corresponding national age median is 72 years 

(United States Bureau of the Census 1990b). Of the age 65 
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and over male respondents, 33 percent were between the ages 

of 65 and 74, 56 percent were between the ages of 75 and 84, 

while 11 percent were age 85 or over. These percentages can 

be contrasted with the percentages for men nationally of 55, 

33, and 12 percent, respectively (United States Bureau of 

the Census 1990b, Table 1). 

Educational Achievement 

In terms of median years of school completed, both the 

respondent group overall and the women in the respondent 

group were representative of the United States elderly 

population in general. According to the United States 

Bureau of the Census (1991, Table 1), the median number of 

years of school completed for both men and women age 65 and 

over is 4 years of high school. For the respondent group 

overall and for the women in the group the median was also 

four years of high school. For the men in the respondent 

group, the median was 1.5 years of college. In spite of the 

median years of education being the same, further analysis 

shows that the respondent group overall was better educated 

than the United States elderly population in general. 

Table X reflects the respondent group7 s educational 

achievement relative to the total United States elderly 

population. From the table it can be seen that the 

respondent group overall exceeded the national averages on 
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high school completion rates, college attendance and 

completion rates, and graduate school attendance rates. 

TABLE X 

YEARS OF SCHOOL COMPLETED BY SURVEY RESPONDENTS RELATIVE TO 
THE TOTAL UNITED STATES POPULATION OF PERSONS AGE 65 AND 

OVER IN 1989, BY GENDER 

Percent of Total Persons 

Years of School Completed Survey 
Respondent 
Group 

(n « 100) 

United States 
Population 
Age 65 and 

Over* 

Both Sexes (n = 100) 

Less than 4 years of high school 27.0 45.1 

High school graduate 35.0 33.2 

College: 1-3 years 20.0 10.6 

College: 4 years 11.0 6.4 

Graduate work 7.0 4.7 

Total 100.0 100.0 

Women (n = 89) 

Less than 4 years of high school 25.8 44.2 

High school graduate 38.2 36.0 

College: 1-3 years 20.2 10.6 

College: 4 years 10.1 5.6 

Graduate work 5.6 3.6 

Total 100.0 100.0 

Hen (n « 11) 

Less than 4 years of high school 36.2 46.3 

High school graduate 9.1 29.3 

College: 1-3 years 18.2 10.5 

College: 4 years 18.2 7.6 

Graduate work 18.2 6.3 

Total 100.0 100.0 

*Source: United States Bureau of the Census (1991, Table 1.) 
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The large proportion of women in the sample group makes 

the sample groups' educational experiences not 

representative of the United States elderly population. 

Consequently, Table X breaks out educational experience by 

gender. Again, it can be seen that female respondents were 

better educated by every educational level measure than the 

United States population of elderly females. That is, 

female respondents had higher rates of high school 

completion, college attendance and completion and graduate 

school work than the national elderly female population. 

The male respondents, whose median was above the 

national mean, were also better educated that their male 

counterparts in the elderly population nationally. 

Recognizing the small sample size of males, they did exceed 

the United States rates for elderly males at every 

measurement level shown in Table X. 

Income Levels 

Five respondents, including three single women, one 

single man and one married couple, either refused or were 

unable to provide income data. Except for single men, the 

median incomes of the respondent groups, which were 

approximated from a frequency distribution, were lower than 

those reported for 1988 by the United States Department of 

Health and Human Services (1990, Table 10) for the United 

States elderly population as a whole. The median income for 
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the respondent group overall was $10,673 compared with that 

of the entire elderly population of $15,657. The median 

income for single women in the sample group could not be 

approximated since it fell in the income interval of "under 

$10,000." By comparison, the national median income for 

elderly single women is $10,597. The median income of 

married couples in the sample group was $18,750, compared 

with the national median of $22, 063. The. median income of 

single men in the respondent group was $27,500 compared with 

the national median of $13,778. 

Overall, most respondents—72 percent—had annual 

incomes of less than $15,000, while 46 percent had incomes 

of less than $10,000. This incidence of relatively low 

incomes is greater than that of the elderly population as a 

whole. In 1988, 48.1 percent of elderly in the United 

States had family incomes of less than $15,000. while 31.6 

percent had incomes of less than $10,000 (U. S. Department 

of Health & Human Services 1990, Table 10). A detailed 

breakdown of income levels by gender and marital status is 

shown in Table XI. 

As seen in Table XI, single women respondents tended to 

be downscale relative to comparable national averages. 

Approximately 79 percent of them had annual incomes less 

than $15,000—compared with nearly 64 percent of elderly 

women nationally. 
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TABLE XI 

FAMILY TOTAL MONEY INCOME OF SURVEY RESPONDENTS RELATIVE TO 
THE TOTAL UNITED STATES POPULATION OF PERSONS AGE 65 AND 

OVER IN 1988. BY GENDER AND MARITAL STATUS 

Percent of Total Persons 

Total Annual Household Income Survey United States 
Respondent Population 

Group Age 65 and 
(n = 95) Over* 

Single Women (n =• 80) 

Under $10,000 51.3 47.3 

$10,000 - $14,999 27.5 16.6 

$15,000 - $24,999 13.8 15.6 

$25,000 - $49,999 7.6 14.0 

$50,000 and over .... 6.2 

Total** 100.0 100.0 

Single Men (n = 4) 

Under $10,000 .... 38.7 

$10,000 - $14,999 25.0 14.9 

$15,000 - $24,999 25.0 20.2 

$25,000 - $49,999 50.0 17.7 

$50,000 and over .... 8.8 

Total** 100.0 100.0 

Married Couples (n = 11) 

Under $10,000 27.3 11.6 

$10,000 - $14,999 9.1 17.0 

$15,000 - $24,999 36.4 28.6 

$25,000 - $49,999 27.3 29.0 

$50,000 and over .... 13.9 

Total** 100.0 100.0 

*Source: United States Department of Health & Human Services (1990, 
Table 10). 

**Totals may exceed 100.0 percent due to rounding 



178 

The eight single men in the sample who reported their 

incomes tended to have higher incomes than single elderly 

men nationally, with the exception of the highest end of the 

income range. None of the respondents reported incomes of 

$50,000 or more, while nearly 9 percent of single elderly 

men nationally fall into this category. 

Married couples in the sample who reported their incomes 

tended to be over-represented in the lowest income category, 

under $10,000, when compared with the United States as a 

whole. Married respondents were not represented at all in 

the $50,00 and over category. 

Reasons for Moving 

Although it was not an essential part of the research, 

an open-ended question was asked concerning respondents' 

reasons for moving. Some respondents gave more than one 

reason for moving. If a respondent indicated multiple 

reasons, he or she was asked which of the reasons was the 

most important reason. Reasons given for moving are shown 

in Table XII. 

The most frequently mentioned reason, mentioned by 31 

percent of the respondents, was that the maintenance or 

upkeep of the previous residence had become a problem for 

tlie respondent, or simply was something that the respondent 

did not want to have to continue to confront even though 

they were able to do it themselves or have it done for them. 
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This also was the reason cited most frequently as the number 

one reason. 

TABLE XII 

REASONS GIVEN BY RESPONDENTS FOR MOVING FROM THEIR PREVIOUS 
RESIDENCE TO RETIREMENT APARTMENTS. RANK ORDERED BY 

FREQUENCY OF MENTION 
(n - 100) 

Percent of Total Respon-
dents 

Reasons for Moving 
Respondents 
Mentioning 
Reason 

Respondents 
Listing as 
Number One 
Reason 

Maintenance or upkeep of home 31.0 24.0 

Financial reasons 22.0 18.0 

Wanted to live closer to kin 17.0 10.0 

Negative changes in previous neighborhood 
(or neighbors) 17.0 9.0 

Desire for companionship 13.0 7.0 

Live closer to needed services 11.0 9.0 

Wanted more secure/safer environment 7.0 5.0 

Dwelling problems associated with health 6.0 5.0 

Sought benefits not previously available 4.0 3.0 

Deterioration of residence 4.0 2.0 

Illness of spouse 3.0 3.0 

Was living with kin, wanted independence 2.0 2.0 

Anticipated loss of spouse 1.0 1.0 

Forced move 1.0 1.0 

Non-retired spouse received job transfer 1.0 1.0 

Total 100.0* 100.0 

*Total will exceed 100.0 percent because 
multiple reasons. 

of some respondents citing 
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Financial considerations were the second most frequently 

cited reason for moving both in terms of frequency of 

mention and being cited as the number one reason. The 

respondents who gave this as a reason essentially said that 

they needed a less costly housing alternative because of 

their reduced income levels due to retirement, loss of 

spouse, or divorce. In some instances, for those owning the 

property in which they previously lived, the financial 

consideration was in part related to the cost of maintaining 

or keeping up the home. 

An equal percentage of respondents, 17 percent, cited 

"wanting to live closer to kin" and "negative changes in 

previous neighborhood (or neighbors)" as a reason for 

moving. Ten percent cited "wanting to live closer to kin" 

as their number one reason, while 9 percent cited "negative 

changes in previous neighborhood (or neighbors)" as their 

number one reason. 

Questions Added After Interviewing Began 

After interviewing was underway, three questions were 

added in the belief they might provide insight into response 

patterns which seemed to be emerging. It was decided, 

however, that responses to these questions would be 

tabulated separately from responses to the original 

questions. One question was added after 13 interviews were 

completed since it appeared that some of the reasons being 
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given for moving might be associated with recency of 

widowhood. Two other questions were added, one after 13 

interviews and the other after 44 interviews were completed, 

because it appeared that some movers had undertaken very 

little information search for what has generally been 

considered a high-involvement decision. These latter 

questions were associated with two possible explanations for 

limited search which were indirectly suggested by responses 

of some of the first individuals to be interviewed. 

Widowhood as a Trigger for Moving 

After 13 interviews were completed, a question was added 

to determine how soon widowed respondents had moved to 

retirement apartments after being widowed. Although there 

already was a question dealing with reasons for moving from 

the previous residence, some of the possible reasons, such 

as the home and/or grounds required too much upkeep, might 

be associated with the fact that the interviewee had 

recently become widowed. 

For the 87 interviews where this question was asked, 65 v 

respondents were widowed at the time they moved to their 

present apartment. The length of time these movers had been 

widowed ranged from less that one year to 40 years. The 

median number of years was 11. Nearly three-quarters (74 

percent) of the movers had been widowed for more than 5 

years. Based on this data, it would appear that the event 
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of widowhood is not generally a trigger for moving into 

retirement apartments. On the other hand, of the 65 widowed 

respondents answering this question, 5 had been widowed one 

year or less and 2 for two years prior to moving into their 

present apartments. For these 7 movers, representing 11 

percent of the sample, it might be argued that the event of 

widowhood is associated with the decision to move to 

retirement apartments. 

Although it was not the purpose of this research to 

study previous moving decisions, a number of widowed 

respondents had made a previous move or moves after being 

widowed and prior to moving to their present apartments. 

That is, they may have moved into a smaller home, age-

integrated apartment, another retirement apartment, or into 

the home of kin prior to moving to their present apartment. 

The only conclusion which can be drawn for the responses to 

the added question concerns the association between 

widowhood and the respondent's most recent move. 

Prior Knowledge or Prior Tentative Decision 

The second added question dealt with reasons why movers 

might have already had prior knowledge of retirement 

apartments, or had made a tentative decision to move well 

aixead of the time when they actually made the move. The 

original survey instrument did include a measure of their 

belief as to how much they knew in advance about alternative 
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types of moves, housing arrangements and specific housing 

units. The survey instrument used also included a measure 

of the potential informational influence which relatives or 

friends already living in retirement apartments might have 

had on the mover during his or her decision process. What 

this question added, however, was a richer explanation as to 

why some movers may not have engaged in more extensive 

search just prior to making a move. 

Table XIII entitled "Reasons for Prior Knowledge" 

contains paraphrased comments by respondents relative to how 

they knew what they knew ahead of time. A review of the 

responses suggest to the researcher that responses fell into 

one of two categories. Consequently, the responses shown in 

the table are categorized by either type of previous 

experience with or exposure to retirement housing 

alternatives. 
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TABLE XIII 

REASONS FOR RESPONDENTS HAVING PRIOR KNOWLEDGE 

Category of Comments 
Regarding Previous 

Knowledge 

Specific Paraphrased Comments by Respondents 

Previously Looked at, 
Considered or Decided 
on Retirement 
Apartments 

Three or four years earlier she was looking 
and found these apartments. 

She had earlier made up her mind to move 
here whenever she decided she was ready to 
move from Selma, Alabama. 

She had participated in the planning of this 
facility, and knew that this was where she 
wanted to live when she reached age 75. 

She had known about this place for a long 
time. She knew people who lived here, and 
had previously made the decision that if she 
were to move to a retirement apartment it 
would be this one. 

Several years prior to moving she had 
considered moving here, and decided if she 
ever had to move this would be her choice. 

Her husband was in a nursing home in another 
city for nine years where there were 
retirement apartments on the same "campus." 
She decided whenever she was ready to sell 
her home she would move to retirement 
apartments. 

She had done a preliminary search several 
years ago in case she needed to move to a 
retirement apartment. 

She visited another retirement apartment 
(Eastview) when it first opened, but she 
wanted to "spread her wings" for a while 
before moving to retirement apartments. 

She had known about another retirement 
apartment (John Knox) for a long time and 
had considered moving off and on for some 
time. 

Before her husband died, they had discussed 
retirement living arrangements if one of 
them died, and planned on retirement 
apartments for her. 
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TABLE X I I I — C o n t i n u e d 

Category of Comments 
Regarding Previous 

Knowledge 

Specific Paraphrased Comments by Respondents 

Other Previous Exposure 
to or Experience with 
Retirement Apartments 

She saw a model apartment when these 
apartments first opened up. 

She had known the manager here for some time 
and the manager had always wanted her to 
move here. 

She had looked at retirement housing in 
Montgomery for her father-in-law a few years 
earlier. 

On occasion she had worked here as a church 
volunteer when she was younger, and was 
favorably predisposed toward it. 

She knew about retirement apartments in 
Montgomery "from just living here." 

As a church volunteer, she had earlier 
contact with these apartments, and knew it 
was a good place. 

She had worked at another retirement 
apartment (Covenant Village) at one time, 
and consequently heard about some of the 
retirement apartments in town. 

Their circle of friends in Florida where 
they previously lived frequently talked 
about retirement apartments and people they 
knew who were living in them. 

She had looked at retirement apartments when 
her mother needed a place to live. She had 
also looked at age-integrated market rate 
apartments when her daughter was divorcing 
and moving from Florida to Montgomery. 

In earlier years she had attended the grand 
opening of two other retirement apartments, 
John Knox and Covenant Village. 

She had toured another apartment (Covenant 
Village) with a church group before she 
began actively looking at retirement 
apartments. 
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The first category of statements deals with comments 

which suggest that the mover had consciously done some 

looking around, or had even made a tentative decision well 

in advance of the time they were actively making the 

decision to move. Ten respondents fell into this category. 

The second category includes comments reflecting other types 

of previous experience or exposure to retirement apartments 

(other than having relatives or friends living in retirement 

apartments). Eleven respondents fell into this category. 

Influencers or Gatekeepers as Information Seekers 

The third question was added to determine how movers 

learned about the facilities they visited, and the extent to 

which other people were involved in obtaining this 

information for them—as influencers or gatekeepers. The 

original questionnaire included a measure of the 

informational influence of family and professionals. It did 

not, however, include a measure of how much active 

information gathering these people might have done for the 

mover at the time of the moving decision. Although not 

stated as a hypothesis in the dissertation research, the 

early interviews suggested that the more information 

gathering done by personal sources on behalf of a mover, the 

less extensive a mover's search might be. Table XIV 

contains paraphrased comments by respondents regarding such 

information gathering activities. 
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TABLE XIV 

INFORMATION GATHERING ACTIVITIES OF PERSONAL SOURCES 

Personal Source Type Specific Paraphrased Comments by Respondents 

Information Gathering 
by Family Member, 
Independent of Mover 

Her son did the footwork and found out about 
several places including this one. 

Her son did the looking and pretty much made 
the decision since he wanted her to move from 
her previous residence (Covenant Village) for 
economic reasons. 

Her daughter looked around at apartments for 
her. 

Her daughter visited several apartments ahead 
of time to get information and applications. 

Her daughter had learned a lot about 
retirement housing opportunities in 
Montgomery from the Montgomery Council on 
Aging. 

She was living out of town and her son did 
all the legwork and found 6 places for her to 
look at when she arrived. 

Her son knew someone who lived here. He came 
by to visit the staff and get information. 

Her sister did the looking ahead of time by 
using the Yellow Pages directory and phoning 
the listed retirement apartments for 
brochures—since she herself was living in 
another city. 

Her daughter found this place for her 
originally and got all the information about 
it. 

Her daughter did the legwork and talked to 
the manager here before she did. 

Her daughter did the original looking. 

Her son who lives in Chicago did the advance 
work by calling a state agency in Alabama and 
finding out the names of existing retirement 
apartments. He then checked to see which had 
waiting lists. When he came to town to go 
with her to look at places, they only visited 
the apartments with no waiting lists. 

Her sister talked to apartment managers 
before she and her sister visited the 
apartments. 
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TABLE XIV—Continued 

Personal Source Type Specific Paraphrased Comments by Respondents 

Information gathering 
by professional 
personal source, 
independent of mover 

Her sister did the legwork for her. 

Her son had already talked with the managers 
of the apartments to get information for her. 

Her daughter heard they were building these 
apartments, asked her if she would like to 
look at the, brought her here, and she 
(mother) was satisfied with them. 

Her daughter did some of the searching ahead 
of time. 

Her sister did information gathering for her. 

Her estate is willed to the Baptist 
Foundation in Alabama, and a foundation 
representative suggested that she move to a 
retirement apartment—this one. 

Her church sent a social worker from the 
Montgomery Council on Aging to talk to her 
about moving into rent-subsidized retirement 
apartments—specifically this one. 

A social worker assigned to her case did the 
work and located this apartment for her, 
although she really did not want to move. 

As shown in Table XIV, 18 respondents indicated that a 

family member had conducted an active search independent of 

the mover herself or himself. In 8 instances this was done 

by a daughter, in 6 instances by a son and in 4 instances by 

a sister. In most instances the family member actually made 

physical visits to one or more facilities ahead of the 

mover's first visit to those facilities. 

Also, as shown in Table XIV, three respondents 

acknowledged active independent search on the part of a 
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professional personal information source. In two of the 

three cases it was a social worker who provided the service. 

Other Factors Potentially Limiting Search 

A number of comments were made by interviewees, which 

were not statistically tabulated and analyzed, but 

nonetheless have relevance in terms of their potential for 

limiting information search. For example, search and 

selection might be limited by which apartments complexes 

have immediately available units. Several (four) 

respondents indicated that they chose their apartment 

because there was no waiting list and they could move in 

immediately. 

Several respondents indicated that their search process 

was influenced by a sort of religious revelation. These 

responses included "The Lord told me this was the right 

place," "We put our faith in the Lord, and this place was 

it," and "The Lord was providing for me." 

Two respondents volunteered that they didn't worry about 

the decision because it was not irreversible. If it didn't 

work out they could move somewhere else. Several 

respondents made comments which indicated that their 

expectations were not very high; that is, they weren't 

looking for very much. These comments included "I just 

wanted a place to live under the circumstances," "I didn't 

need much; I always feel at home wherever I am," and "I just 
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made up my mind to be happy with whatever I found." 

Finally, one respondent expressed the belief that "You can't 

really think out a decision like this." 

Research Questions and Hypotheses 

This section deals with the research questions and 

hypotheses outlined earlier in the dissertation. They were 

stated briefly in Chapter I, and described in more detail in 

Chapter III. As discussed in Chapter III, the survey 

results were analyzed using SAS® and EXECUSTAT® statistical 

software programs. Before the results are presented, issues 

dealing with population variances, data transformation, and 

statistical power are discussed. 

Before any of the t-tests used for hypothesis testing 

were performed, a test of the ratio of the sample variances 

was conducted to determine whether an assumption of equal 

population variances could be made. This latter test 

computes an F-statistic to test the null hypothesis that the 

ratio of the variances of the populations from which the two 

samples come is equal to 1. When the computed P-value is 

greater than or equal to 0.05, the null hypothesis is not 

rejected, and equal variances are assumed. If the variances 

of the two samples are equal, they can be pooled together to 

form one estimate of the population variance. If the 

population variances are not equal, there is no exact test 

of the hypothesis H0: - ji2 = 0, and an approximate test 
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is used. Where the variances were unequal, however, the 

independent variable raw data was transformed in an attempt 

to overcome unequal population variances. Transformations 

used included the logarithms, square-roots, squares and 

reciprocals of the raw data. If the variances were still 

unequal after the transformations, the approximate test of 

the null hypothesis was used. Unless otherwise noted in the 

tables, equal population variances have been assumed based 

on tests of the sample variances. 

Power analyses were run with regard to the t-tests, the 

ANOVA and the simple linear regression analyses. Of concern 

is the probability (beta) of making a Type II error; that 

is, failing to reject the null hypothesis when it is false. 

The power of a statistical test is the probability of 

rejecting the null hypothesis when it is false, and is 

expressed as 1-beta. Increasing the chance of rejecting the 

null hypothesis reduces the probability of making a Type II 

error. Reducing the chance of making a Type II error and 

increasing statistical power can be accomplished by either 

increasing sample size or reducing the alpha level. Alpha 

is the probability of making a Type I error; that is, 

rejecting the null hypothesis when it is in fact true. 

Power values for each of the tests is reported in the 

text in conjunction with the relevant table. Power analyses 

of the t-tests were conducted and reported only where the 
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tests were based on the assumption of equal population 

variances. Correlation coefficients for the t-tests were 

calculated by using dummy variables, 0 and 1, for the 

independent variable and rerunning the test as simple linear 

regression. The correlation coefficient for the three group 

ANOVA was determined using multiple regression and dummy 

variables. Power values for all the tests were determined 

from the coefficients of correlation and sample sizes using 

either Table F. 2 or G. 2 in Applied Multiple 

Regression/Correlation Analysis for the Behavioral Sciences 

(Cohen and Cohen 1983). 

Hypothesis Hi 

The first and second hypotheses are associated with the 

research question concerning whether elderly movers perceive 

information sources differently depending on how the 

information is being used, and the decision level at which 

it is being used. Research hypothesis Hx states that the 

importance of an information source varies according to the 

use of the information; that is, whether it is used to 

determine appropriate evaluative criteria or to learn about 

available alternatives. The null hypothesis derived from 

research hypothesis Hx is that there is no difference 

between the population mean importance ratings for the two 

information uses for each information source. That is, H0: 

Hi - M-2 " 0- Using the .95 confidence level, a two-tail 
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test was used in each case since the research hypothesis did 

not specify directionality. 

Respondents had been asked to rate the importance of 

each and any of the five external information sources they 

used for information concerning evaluative criteria and/or 

information about alternatives. Once again, as was 

discussed with regard to Table VII, several of the 

information sources from the questionnaire were combined 

into a single category for data analysis. As a result, 

there is an aggregate category for personal, professional 

sources and for advertising. 

Table XV provides an analysis of the five information 

sources based on ̂ their importance in terms of providing 

information about evaluative criteria and information 

concerning available alternatives. The mean source 

importance ratings for criteria and alternatives, reported 

earlier in column 3 of Table VIII, are each based on a 

possible total of 15 points. Advertising was not tested 

since it was used only for information concerning 

alternatives, and not for information about criteria. 
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TABLE XV 

DIFFERENCES IN THE IMPORTANCE OF INFORMATION SOURCES BY USE: 
INFORMATION REGARDING EVALUATIVE CRITERIA AND INFORMATION 

REGARDING ALTERNATIVES. BASED ON THOSE RESPONDENTS 
USING THE SOURCE. MEANS, VARIANCES, 

T-VALUES AND P-VALUES 

Information Source/Use 
of Information/(Number 

of Respondents) 

Mean 
Source 

Importance 
Rating Variance T-Value P-Value 

Family (53) 

Criteria (43) 5.814 5.631 

Alternatives (47) 5.638 4.845 0.364 0.717** 

Friends (28) 

Criteria (24) 5.583 5.210 

Alternatives (27) 5.889 5.872 -0.462 0.646** 

Apartment 
Managers/Staff (99) 

Criteria (10) 3.700 1.567 

Alternatives (99) 4.535 0.353 -2.087* 0.065** 

Personal, 
Professional (11) 

Criteria (11) 6.818 8.564 

Alternatives (11) 7.182 12.364 -0.264 0.795** 

Advertising (9) 

Criteria (0) .... .... 

Alternatives (9) 3.778 0.664 N. A. N. A. 

*T-test was based on an assumption of unequal population variances 
which was determined by an F-test of the variances. Transformations of 
the independent variable failed to overcome unequal population variances. 

**Since the computed P-value is greater than 0.05, the null 
hypothesis, H 0: — |X2 = 0, cannot be rejected. That is, the difference 
in means is not significant at the .95 confidence level. 

Table XV shows the results of the t-tests run on the 

other four information sources. The differences in source 

importance ratings by information use for family; friends; 
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apartment managers/staff; and personal, professional sources 

were not significant at the .95 level. Therefore, in all 

four cases the null hypothesis could not be rejected. That 

is, there is no support for the research hypothesis that 

there is a difference in the perceived importance of a 

source according to the use of the information. With regard 

to the tests for family, friends, and personal professional 

sources, however, the power values were very low. The power 

values, estimated from Cohen and Cohen (1983, Table F.2), 

were <.15, <.11, and <.07, respectively. Consequently, 

there was little chance of being able to reject the null 

hypothesis if, in fact, it was false. 

Hypothesis H2 

The second research hypothesis states that the 

importance of an information source varies according to the 

hierarchical decision level at which the information is 

being used. The null hypothesis derived from research 

hypothesis H2 is that there is no difference in mean 

importance of a source with regard to geographical area, 

housing type, and housing bundle. That is, H0: (J.x - \i2 - î3 

= 0. Respondents were asked to rate the importance of each 

and any of the five external information sources they used 

for information regarding geographical area, housing type, 

and housing bundle. Family members, however, turned out to 

be the only information source used for information relative 
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to all three hierarchical levels. The null hypothesis as 

stated, then applies only to family members. The restated 

null hypothesis as it applies to the other information 

sources is H0: ^ - |i,2 = 0. 

Differences among the means for family members were 

tested with analysis of variance (ANOVA) since three levels 

were involved, while the differences in means for the other 

sources were tested with a series of t-tests since only two 

levels were involved for each source. With regard to the t~ 

tests, a two-tail test was used since the research 

hypothesis did not specify directionality. Table XVI shows 

the results of the t-tests. 
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TABLE XVI 

DIFFERENCES IN THE IMPORTANCE OF INFORMATION SOURCES BY 
HIERARCHICAL DECISION LEVEL BASED ON THOSE RESPONDENTS 

USING THE SOURCE. MEANS, VARIANCES, 
T-VALUES AND P-VALUES 

Information 
Source/Hierarchical 

Decision Level/(Number of 
Respondents) 

Mean 
Source 

Importance 
Rating Variance T-Value P-Value 

Family (53) 

Geographic Area (4) 5.000 10.410 

Housing Type (33) 6.393 4,684 

Housing Bundle (41) 6.927 7.269 * * * * 

Friends (28) 

Geographic Area (0) .... .... 

Housing Type (15) 6.200 6.314 

Housing Bundle (27) 7.407 6.558 -1.474 0.148* 

Apartment 
Managers/Staff (99) 

Geographic Area (0) .... .... 

Hous ing Type {1) 3.000 .... 

Housing Bundle (99) 4.879 1.557 N. A. N. A. 

Personal, 
Professional (11) 

Geographic Area (0) .... .... 

Housing Type (6) 7.500 7.500 

Housing Bundle (11) 9.909 3.491 2.148 0.284* 

Advertising (9) 

Geographic Area (0) .... 

Housing Type (0) .... .... 

Housing Bundle (9) 3.778 0.194 N. A. N. A, 

* Since the computed P-value is greater than 0.05, the null hypothesis, 
H0: iXi - p.2 = 0, cannot be rejected. That is, the difference in means is 
not significant at the .95 confidence level. 

**Requires ANOVA test, see Table XVII 
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The mean importance ratings for each source for each 

level shown in Table XVI were reported earlier in column 3 

of Table IX. Ratings were based on a possible total of 10 

points. Advertising was not tested since it was used only 

for information about the housing bundle. Also, testing the 

means for apartment managers/staff was not relevant since 

only one respondent used this source for a level other than 

housing bundle. For friends and personal, professional 

sources the differences between the two hierarchical levels 

was not significant at the .95 level; therefore, in these 

two cases the null hypothesis could not be rejected. In 

both cases, however, the power values were low— 

approximately .32 and .45, respectively. Consequently, 

there was a but a small chance of rejecting these null 

hypotheses even if they were false. 

Family members was the one source which was used for 

information at all three decision levels. The mean 

importance of family at each level was tested for 

significance using analysis of variance (ANOVA). With 

regard to family members, the null hypothesis is that there 

is no difference among the mean importance ratings for 

family for geographical area, housing type, and housing 

bundle. That is, H0: \xx - jj.2 - \x3 - 0. The results of the 

analysis of variance test are shown in Table XVII. 
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TABLE XVII 

ONE-WAY ANALYSIS OF VARIANCE: TEST OF THE MEAN IMPORTANCE 
RATINGS OF FAMILY AS A SOURCE FOR INFORMATION AT THE THREE 

HIERARCHICAL DECISION LEVELS 

Source of Variation 

Degrees 
of 

Freedom 
Sum of 
Squares 

Mean 
Square F-Ratio P-Value 

Between Groups 2 16.020 8.010 1.27 0.288* 

Within Groups 75 474.659 6.329 

Total 77 490.679 

*Since the P-value of the F-ratio is greater than 0.05, the null 
hypothesis, H0: - fl2 - Ji3 = 0, cannot be rejected. That is the 
difference in means is not significant at the .95 confidence level. 

Table XVII shows that with a P-value of 0.288, the null 

hypothesis that the means for family members at the three 

levels are equal cannot be rejected. That is, the mean 

importance of family as an information source does not 

differ according to the decision level at which the 

information was used. The power of this test, however was 

low. With a coefficient of correlation of .18 and a sample 

size of 78, the power was approximately .36 based on Table 

F.2 in Applied Multiple Regression/Correlation Analysis for 

the Behavioral Sciences (Cohen and Cohen 1983) . 

Hypothe'sis H3 

The third hypothesis is associated with the research 

question dealing with whether elderly movers rely more 

heavily on family and friends than they do on other 

information sources. The frequency with which movers used 
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family and friends was covered in Table IV, and the overall 

importance indices for family and friends was reported in 

Table VII. Research hypothesis H3 states that both family 

members and friends are more important sources than any of 

the other information sources. The null hypothesis derived 

from research hypothesis H3 is that there is no difference 

in mean source importance ratings of family members and 

friends and the importance ratings of each of the other 

sources. That is, H0: (-Lj. — JJL2 — 0- In one series of tests 

fix represented family members; in the other series it 

represented friends. The mean importance of personal, 

professional sources turned out to be greater than the mean 

importance of either family or friends. Consequently, the 

alternate hypothesis in these instances is that the mean 

importance of both family and friends is less than the mean 

importance of personal, professional sources. Using the .95 

confidence level, a one-tail test was applied since the 

research hypothesis specified directionality. 

Each respondent was asked to rate the importance of any 

and all external information sources used in reaching their 

decision. The total possible rating for a source was 30 

points. The number of persons rating each source differed 

as they were asked to rate only the sources they used. The 

mean overall importance score of each information source was 

reported earlier in column 3 of Table VII. 
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Although not stated in the hypothesis, it is of interest 

to note that there is no significant difference in the mean 

overall importance between family and friends. In a test of 

these two means, the computed t-value was -0.623, and the P-

value was 0.503. 

The two tables which follow show the results of the 

tests of the stated hypothesis. Table XVIII shows the tests 

of the overall importance of family members compared with 

that of apartment managers/staff; personal, professional 

sources and advertising. 

TABLE XVIII 

IMPORTANCE OF FAMILY MEMBERS AS AN OVERALL INFORMATION 
SOURCE RELATIVE TO OTHER INFORMATION SOURCES USED BY 
RESPONDENTS. BASED ON T-TESTS OF THE DIFFERENCES 

BETWEEN MEAN IMPORTANCE RATINGS 

Family Members/Other 
Information Sources 

and (Number of Respondents) 

Mean 
Source 

Importance 
Rating Variance T-Value P-Value 

Family Members (53) 9.717 24.015 
Managers/Staff (99) 4.909 1.839 7.001* 0.000** 

Family Members (53) 9.917 24.015 
Personal, Professional 

Sources (11) 14.000 32.400 -2.567 0.006** 

Family Members (53) 9.917 24.015 
Advertising (9) 3.778 0.194 8.620* 0.000** 

*T-test was based on an assumption of unequal population variances 
which was determined by an F-test of the variances. Transformations of 
the independent variable failed to overcome unequal population variances. 

**Since the computed P-value is less than 0.05, the null hypothesis 
is rejected. 
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Table XVIII shows that in two comparisons, family 

members versus apartment managers/staff and family members 

versus advertising, the null hypothesis can be rejected, 

lending partial support to the research hypothesis that 

family members are perceived as more important than other 

sources of information. On the other hand, the data in 

Table XVIII shows personal, professional sources to be 

significantly more important than family members. The power 

of the test used to test the difference between family and 

personal, professional sources was calculated to be 

approximately .70. 

Table XIX shows the tests of the overall mean importance 

of friends compared with the overall mean importance of 

apartment managers/staff; personal, professional sources and 

advertising. 
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TABLE XIX 

IMPORTANCE OF FRIENDS AS AN OVERALL INFORMATION SOURCE 
RELATIVE TO OTHER INFORMATION SOURCES USED BY 

RESPONDENTS. BASED ON T-TESTS OF THE 
DIFFERENCES BETWEEN MEAN 

IMPORTANCE RATINGS 

Friends/Other 
Information Sources and 
(Number of Respondents) 

Mean 
Source 

Importance 
Rating Variance T-Value P-Value 

Friends (28) 10.464 19.888 
Managers/Staff (99) 4.909 1.839 6.507* 0.000*** 

Friends (28) 10.464 19.888 
Personalf Professional 
Sources (11) 14.000 32.400 -2.060 0.023*** 

Friends (28) 10.464 0.005 
Advertising (9) 3.778 0.001 5.773** 0.000*** 

*T-test was based on an assumption of unequal population variances 
which was determined by an F-test of the variances. Transformations of 
the independent variable failed to overcome unequal population variances. 

**T-test was based on an assumption of equal variances following the 
transformation of the independent variable using the reciprocal of the 
reported values. The assumption of equal variances was determined by an 
F-test of the variances. 

***Since the computed P-value is less than 0.05, the null hypothesis 
is rejected. 

Table XIX shows that in two comparisons, friends versus 

apartment managers/staff and friends versus advertising, the 

null hypothesis can be rejected, lending partial support to 

the research hypothesis that friends are perceived as more 

important than other sources of information. On the other 

hand, the data in Table XIX shows personal, professional 

sources to be significantly more important than friends as 

an information source. The power of the test associated 

with personal professional sources was approximately .52; 
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the power of the test associated with advertising was in 

excess of .995. 

Hypothesis H4a 

Research hypotheses H4a and H4b and Question 1 are 

associated with the research question concerning factors 

related to perceived importance differences among the 

information sources. Research hypothesis H4a states that 

the importance to elderly movers of family members and 

friends as information sources would be greater if these 

sources have had first-hand experience living in retirement 

apartments. The null hypothesis derived from research 

hypothesis H4a is that for family members and friends there 

is no difference in mean importance ratings whether or not 

they had experience living in retirement apartments. That 

is, H0: M-x - M-a — 0. 

One-tail t-tests were performed based on an assumption 

of equal variances which was established by tests of the 

ratios of the variances. Of the 53 respondents who used 

family as a source of information, only 4 had family members 

living in retirement apartments at the time of move. Of the 

28 respondents who used friends as a source of information, 

15 had friends living in retirement apartments at the time 

of move. The results of the test are shown in Table XX. 

Unexpectedly, the mean source importance rating of family 

members was mathematically lower for the four respondents 
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with family members in retirement housing living experience 

than for those without. That is the observed difference was 

in the wrong direction. As a result, the researcher failed 

to reject the null hypothesis with regard to family members. 

TABLE XX 

RELATIONSHIP BETWEEN THE PERCEIVED IMPORTANCE OF FAMILY 
MEMBERS AND FRIENDS AS INFORMATION SOURCES AND 

PREVIOUS RETIREMENT APARTMENT LIVING 
EXPERIENCES OF THOSE FAMILY MEMBERS 

AND FRIENDS. T-TESTS OF MEAN 
IMPORTANCE RATINGS 

Source/Experience Mean 
Living in Retirement Source 

Apartments and (Number Importance 
of Respondents) Rating Variance T-Value P-Value 

Family 
Experience (4) 
No Experience (49) 

Friends 
Experience (15) 
No Experience (13) 

7.500 
9.837 

11.000 
9.847 

4.333 
24.931 

15.714 
25.641 

,923 

676 

0.180* 

0.253* 

*Since the computed p-value is greater than 0.05, the null hypothesis 
cannot be rejected. 

In Table XX, the composite mean importance rating of 

friends for those without friends living in retirement 

apartments was 9.85 compared with a mean importance rating 

of 11.00 for those with friends living in retirement 

apartments. Based on the results of a t-test of the means, 

the researcher failed to reject the null hypothesis that the 

means are equal, and concluded that friends' previous 

experience living in retirement housing was not associated 
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with their importance as information sources. The power of 

these two hypotheses tests was low. The power of the test 

regarding family was approximately .14, while the power of 

the test regarding friends was approximately 09. 

Hypothesis H4b 

A corollary measure of the influence of retirement 

apartment living experience on source importance was to use 

the years of residence as a predictor variable. Research 

hypothesis H4b states that perceived importance of family 

and friends is positively related, where sources have had 

first hand experience living in retirement apartments, to 

the number of years they had lived in retirement apartments. 

Those respondents who had family members or friends living 

in retirement apartments at the time of move were asked to 

estimate the total number of years these individual family 

members or friends had been residing in retirement 

apartments. 

The part of the hypothesis concerning family was not 

tested because the sample represented only four individuals, 

and the power of such a test would be too low. According to 

Table G. 2 in Applied Multiple Regression/Correlation 

Analysis for the Behavioral Sciences (Cohen and Cohen 1983), 

a sample of 4 with a correlation coefficient of .80 would 

provide power of only .25, and a correlation coefficient of 
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.90 would provide power of just .50. Consequently, the test 

was not run. 

With regard to friends, simple linear regression was 

used to measure the strength the relationship between their 

experience living in retirement apartments and their 

importance rating. For friends the output of the linear 

model was: Importance Rating of Friends = 10.5555 + 0.1093 

x Friends' Years of Residence in Retirement Apartments. The 

coefficient of determination was .007. Table XXI shows the 

results of an analysis of variance test to determine the 

significance of the model at the .95 confidence level. The 

null hypothesis is that the regression model does not 

explain any of the total variation in the dependent 

variable. 

TABLE XXI 

SIMPLE LINEAR REGRESSION MODEL OF THE AFFECT OF FRIENDS' 
PREVIOUS EXPERIENCE LIVING IN RETIREMENT APARTMENTS 

ON THEIR PERCEIVED IMPORTANCE 
AS AN INFORMATION SOURCE 

Source of Variation 

Degrees 
of 

Freedom 
Sum of 
Squares 

Mean 
Square F-Value Prob>F 

Regression 1 1.421 1.421 0.085 0.776* 

Error 13 218.579 16.814 

Total 14 220.000 

*Since the computed P-value is greater than 0.05, the null hypothesis 
cannot be rejected. 
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From Table XXII it can be seen that the P-value of 0.776 

is greater than 0.05. Accordingly, the null hypothesis 

cannot be rejected. That is, the regression model does not 

explain any of the total variation in the dependent 

variable. The power of this test, however, was very low. 

With a sample size of 15, and a coefficient of correlation 

of .08, the power was estimated to be less than .06. 

Question 1 

The dimension of normative influence of family and 

friends was explored in this research question. The 

presence of normative influence in the sample group was 

discussed earlier in this chapter where it was reported that 

a large percentage of respondents said they had either 

relatives or friends express their feelings as to whether 

the respondent should or should not move. The respondents 

as a group acknowledged they were more willing to comply 

with the feelings of family than of friends. In this 

research question an attempt was made to measure whether 

perceived importance of family members and friends as 

information sources was associated with family members' and 

friends' normative influence. 

There were 53 respondents who acknowledged using family 

as a source of information. Forty five of these respondents 

indicated that family members expressed their feelings with 

regard to the respondent making a residential move. For 
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those 45 respondents the normative influence of family was 

the mathematical product of a family member or members' 

feelings and the respondent's motivation to comply with 

those feelings. Simple linear regression was used to 

measure the association between the importance of family 

members and the normative influence of family members. For 

family members, the output of the linear model was: 

Importance Rating of Family Members = 9.0479 + 0.2264 x 

Family Members' Normative Influence. The coefficient of 

determination was .033. Table XXII displays the results of 

an analysis of variance test to determine the significance 

of this model at the .95 confidence level. The null 

hypothesis is that the regression model does not explain any 

of the total variation in the dependent variable. 

TABLE XXII 

SIMPLE LINEAR REGRESSION MODEL OF THE AFFECT OF FAMILY 
MEMBERS' NORMATIVE INFLUENCE ON THEIR PERCEIVED 

IMPORTANCE AS AN INFORMATION SOURCE 

Source of Variation Degrees 
of 

Freedom 
Sum of 
Squares 

Mean 
Square F-Value Prob>F 

Regression 1 36.267 36.267 1.470 0.232* 

Error 43 1060.933 24.673 

Total 44 1097.200 

*Since the computed P-value is greater than 0.05, the null hypothesis 
cannot be rejected. 
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From Table XXII, it can be seen that the P-value of 

0.232 is greater than 0.05, hence the null hypothesis cannot 

be rejected. That is, the regression model does not explain 

any of the total variation in the dependent variable, and 

that importance of family as an information source is not 

dependent on the amount of normative influence the family 

has on the decision maker. The power of this test, with a 

sample size of 45 and a correlation coefficient of .18, was 

approximately .23. 

Friends represent the other dimension of normative 

influence. There were 28 respondents who acknowledged using 

friends as a source of information. Thirteen of these 

respondents indicated that family members expressed their 

feelings with regard to the respondent making a residential 

move. For those 13 respondents the normative influence of 

friends was the mathematical product of a friend or friends' 

feelings and the respondent's motivation to comply with 

those feelings. 

Simple linear regression was used to measure the 

association between the importance of friends and the 

normative influence of friends. For friends, the output of 

the linear model was: Importance Rating of Friends = 9.774 

+ 0.1175 x Friends' Normative Influence. The coefficient 

of determination was .0110. 
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Table XXIII displays the results of an analysis of 

variance test to determine the significance of this model at 

the .95 confidence level. The null hypothesis is that the 

regression model does not explain any of the total variation 

in the dependent variable. 

TABLE XXIII 

SIMPLE LINEAR REGRESSION MODEL OF THE AFFECT OF FRIENDS' 
NORMATIVE INFLUENCE ON THEIR PERCEIVED 
IMPORTANCE AS AN INFORMATION SOURCE 

Source of Variation Degrees 
of 

Freedom 
Sum of 
Squares 

Mean 
Square F-Value Prob>F 

Regression 1 3.237 3.236 0.123 0.733* 

Error 11 290.456 26.405 

Total 12 293.692 

*Since the computed P-value is greater than 0.05, the null hypothesis 
cannot be rejected. 

From Table XXIII, it can be seen that the P-value of 

0.733 is greater than 0.05, hence the null hypothesis cannot 

be rejected. That is, the regression model does not explain 

any of the total variation in the dependent variable, and 

that importance of friends as an information source is not 

dependent on the amount of normative influence friends have 

on the decision maker. The power of this test, with a 

sample size of 13 and a correlation coefficient of .10, was 

less than .08. 
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In the case of neither family members nor friends is 

there evidence that normative influence is associated with 

informational importance of a source. Normative and 

informational influence have been discussed in the 

literature as two of several types of reference group 

influence. In Chapter III, the concept of reference group 

influence was discussed. There it was acknowledged that 

information is valued by the decision maker if it is seen as 

helpful in solving a problem or if it adds to what the 

decision maker already believes about some aspect of the 

decision. Normative influence is based on the decision 

maker's willingness to comply with the referent persons 

beliefs as to how the decision maker should behave. The 

conclusion in the present research that normative reference 

group influence is not associated with the perceive 

importance of informational reference group influence 

suggests that these are two independent dimensions of 

reference group influence. 

Hypothesis H5 

This research hypothesis was one of two hypotheses 

related to the research question dealing with factors 

associated with the intensity of information search. 

Research hypothesis Hs states that intensity of external 

search in terms of the number of information sources used is 

negatively related to how much an individual already knows 
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about moving and housing alternatives. Number of sources 

used, the dependent variable, was measured by the total 

number of people or items of information used by a 

respondent. Prior knowledge, the independent variable, is a 

summary of responses to three questions relating to 

respondents' self-perception of the amount of knowledge they 

possessed at the time they first began thinking about making 

a move. A 5-point Likert-type scale ranging from "not at 

all knowledgeable" to "very knowledgeable" was used to 

measure levels of prior knowledge. 

Simple linear regression was used to measure the 

association between the two variables. The output of the 

linear model was: Number of Information Sources Used = 

4.7214 - 0.0003 x Prior Knowledge. The coefficient of 

determination was .030. The model shows a negative 

relationship between the dependent and independent variable. 

In Table XXIV are the results of an analysis of variance 

test to determine the significance of the model at the .95 

confidence level. The null hypothesis is that the 

regression model does not explain any of the total variation 

in the dependent variable. 
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TABLE XXIV 

SIMPLE LINEAR REGRESSION MODEL OF THE AFFECT OF PRIOR 
KNOWLEDGE ON THE NUMBER OF INFORMATION SOURCES USED 

Source of Variation 

Degrees 
of 

Freedom 
Sum of 
Squares 

Mean 
Square F Value Prob>F 

Regression 1 10.867 10.867 3.031 0.085* 

Error 97 347.759 3.585 

Total 98 358.626 

*Since the computed P-value is greater than 0.05, the null hypothesis 
cannot be rejected. 

From Table XXIV it can be seen that the P-value of 0.085 

is greater than 0.05, hence the null hypothesis cannot be 

rejected. That is, the regression model does not explain 

any of the total variation in the dependent variable. There 

is no evidence that intensity of external search, in terms 

of the number of information sources used, is negatively 

related to how much an individual already knows about moving 

and housing alternatives. The power of this test, with a 

sample size of 99 and a correlation coefficient of -.17, was 

approximately .41. 

Hypothesis Hs 

This hypothesis was the second associated with the 

research question concerning factors related to information 

search intensity. Research hypothesis Hs states that 

intensity of external search, in terms of the number of 

facilities visited, is negatively related to how much an 
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is negatively related to how much an individual already 

knows about housing alternatives. Number of facilities 

visited, the dependent variable, was measured by the total 

number of housing units or facilities visited. Prior 

knowledge was measured the same way as in the test of H5. 

Simple linear regression was used to measure the 

association between the two variables. The output of the 

linear model was: Number of Facilities Visited = 2.7603 -

0.0001 x Prior Knowledge. The model shows a negative 

relationship between the dependent and independent variable. 

The coefficient of determination was .004. In Table XXV are 

the results of an analysis of variance test to determine the 

significance of the model at the .95 confidence level. The 

null hypothesis is that the regression model does not 

explain any of the total variation in the dependent 

variable. 

TABLE XXV 

SIMPLE LINEAR REGRESSION MODEL OF THE AFFECT OF PRIOR 
KNOWLEDGE ON THE NUMBER OF HOUSING UNITS VISITED 

Source of Variation 

Degrees 
of 

Freedom 
Sum of 
Squares 

Mean 
Square F Value Prob>F 

Regression 1 1.116 1.116 0.424 0.516* 

Error 98 257.924 2.632 

Total 99 259.040 

*Since the computed P-value is greater than 0.05, the null hypothesis 
cannot be rejected. 
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From Table XXV it can be seen that the P-value of 0.516 

is greater than 0.05, hence the null hypothesis cannot be 

rejected. That is, the regression model does not explain 

any of the total variation in the dependent variable. The 

power of this test, with a sample of 100 and a correlation 

coefficient of -.07, was less than .17 

Hypothesis H7 

This research hypothesis states that both measures of 

the intensity of external search—number of information 

sources used and number of facilities visited—are 

positively related to perception of time adequacy. The 

problems that arose in measuring the construct of time 

adequacy were discussed in Chapter III. As it turned out, 

however, the measurement resolution was irrelevant since 96 

percent of the respondents indicated that the time they had 

to make the decision and gather the necessary information 

was adequate. That is, there was almost no variability in 

their response to the question concerning time adequacy. As 

a result, this hypothesis cannot be tested. 

Research Question 

The final analysis addresses a research question for 

which there-is no hypothesis. The question deals with 

whether the market can be segmented based on usage of the 

different information sources. That is, are there natural 
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segments based on respondents' frequency of usage of the 

various information sources? It was originally proposed 

that cluster analysis would be the statistical procedure 

used to answer this question. Cluster analysis is a 

technique for grouping objects or variables into clusters so 

those (objects or variables) in the same cluster are more 

like each other than those (objects or variables) in other 

clusters. In the context of this research, it was objects 

(respondents) rather than variables which were to be 

clustered to determine natural segments of respondents based 

on usage of information sources. 

There were precedents in the literature for using 

cluster analysis to segment markets for specific products. 

The technique was used successfully by Claxton, Fry and 

Portis (1974) in a study of furniture buyers and appliance 

buyers, with number of information sources used, store 

visits, and deliberation time as clustering variables. Five 

clusters of furniture buyers, and six clusters of automobile 

buyers were found. Cluster analysis was also used 

successfully to segment automobile buyers into five 

different segments based on search variables (Kiel and 

Layton 1981). 

The technique of cluster analysis can be divided into 

three distinct phases which include partitioning into 

clusters, interpretation of the clusters, and profiling each 



218 

cluster by characteristics which tend to differentiate the 

clusters. During the first phase of cluster analysis, 

partitioning into clusters, three questions must be 

answered. According to Hair, Anderson and Tatham (1987, p. 

297), these three questions are: (1) "How should 

interobject similarity be measured? (2) What procedure 

(algorithm) should be used to place similar objects into 

groups or clusters? (3) How many clusters should be 

formed?" 

With regard to the first question, there are two basic 

ways to measure interobject similarity. One is to measure 

the proximity or closeness between each pair of objects. 

The other, and more commonly used way, is to measure the 

distance or difference between pairs of objects. Of the 

techniques employed for measuring distance, the most 

frequently used measure is Euclidean distance (Hair, 

Anderson and Tatham 1987, p. 308). 

The second question deals with which clustering 

algorithm to use from among a number of available computer 

programs. Generally clustering programs can be categorized 

as either hierarchical clustering or disjoint clustering. 

In disjoint clustering each object is placed in one and only 

one cluster, while hierarchical clusters are organized so 

that one cluster may be entirely contained within another 
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cluster without any kind of overlap between clusters (SAS 

Institute Inc. 1990, p. 53). 

In SAS®, the CLUSTER procedure hierarchically clusters 

observation based on Euclidean distances using one of 11 

methods (SAS Institute, Inc. 1990, p. 536). The 

nonhierarchical clustering program is SAS® is the FASTCLUS 

procedure which performs a disjoint cluster analysis on the 

basis of Euclidean distances. 

The third question concerning partitioning deals with 

the number of clusters which should be formed. It has been 

suggested that a researcher's prior knowledge is useful in 

determining the number of clusters. In this study, the 

overall average use of the five different information 

sources will influence the number of clusters. Usage of the 

various sources shown in column 4 of Table IV reflect 

minimal usage of personal, professional sources and 

advertising, and limited use of friends. In terms of 

meaningful clusters, it would intuitively seem that the 

number of significant clusters would be relatively small. 

Before the data could be analyzed using cluster 

analysis, missing values were changed to zero so that those 

who did not use a source would be represented in the 

calculation of the mean importance of that source. The data 

was clustered analyzed using the SAS® FASTCLUS procedure. 

FASTCLUS analysis provides the means for each cluster for 
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each of the clustering variables. FASTCLUS must be run 

again each time to produce the number of clusters desired. 

Using this procedure, 2, 3, 4, and 5-cluster solutions were 

tried. Attempts to find meaningful clusters from the data, 

however, proved to be unsuccessful. The 2-cluster 

solution had clusters with frequencies (number of 

respondents) of 34 and 66. The 3-cluster solution had 

clusters with frequencies of 10, 26 and 64. The 4-cluster 

solution had clusters with frequencies of 1, 25, 28 and 46. 

Clusters in the 5-cluster solution had frequencies of 1, 10, 

19, 25 and 45. None of the solutions were acceptable 

because the clusters could not be meaningfully interpreted 

based on the mean values of the clustering variables. As an 

example of the interpretation problem, Table XXVI, shows the 

results of the 3-cluster solution from FASTCLUS. 

TABLE XXVI 

THREE-CLUSTER SOLUTION USING THE SAS® FASTCLUS PROCEDURE 
WITH FREQUENCY USAGE OF THE VARIOUS INFORMATION SOURCES 

AS THE CLUSTERING VARIABLES. CLUSTER MEANS 
FOR EACH INFORMATION SOURCE VARIABLE 

Cluster Means for Each Information Source Variable 

Cluster Family Friends 

Apartment 
Managers 
and/or 
Staff 

Personal, 
Professional Ads 

1 0.57692 0.46154 3.61538 0.00000 0.11538 

2 0.60938 0.21875 1.21875 0.14063 0.07813 

3 0.70000 0.40000 5.70000 0.40000 0.10000 



221 

The difficulty in interpreting the clusters in Table XXVI 

is a function of the infrequent use by respondents of several 

of the information sources. Advertising, for example, was 

used only 9 times as a source of information. The means in 

Table XXVI show that members of all three clusters 

infrequently used advertisements, and in all three clusters 

usage averaged only a small fraction of an advertisement. The 

interpretation of the clusters with regard to personal, 

professional sources is no more meaningful. Personal, 

professional sources were used only a total of 13 times by the 

respondents. At best it can be said that respondents in 

cluster 3 had a "tendency" to use personal professional 

sources since even they did not average one whole usage. 

Even with regard to family and friends, the interpretation 

is not much more relevant. It might be said that respondents 

in cluster 3 had a "greater tendency" to use family members 

than did respondents in clusters 1 and 2. The only meaningful 

interpretation of the cluster means is with regard to 

apartment managers/staff. It could be stated with regard to 

this source that respondents in cluster 1 were "moderate 

users", respondents in cluster 2 were "low-frequency users," 

and respondents in cluster 3 were "high-frequency users." 



CHAPTER V 

CONCLUSIONS AND RECOMMENDATIONS 

Several broad conclusions drawn from the dissertation 

research will be discussed in this chapter. One important 

conclusion was that respondents generally had rather limited 

search patterns as measured by the number of different 

geographical areas considered, types of housing alternatives 

considered, number of housing units visited, and length of 

the decision process. Another important conclusion was 

that, except for apartment managers/staff, respondents made 

limited use of the sources of information available. 

Calculating indices of source importance provided insight 

into the relative importance of the sources overall, and 

their importance with respect to the two different 

information uses and the three different hierarchical 

decision levels. Of course, it is of major importance that 

it was difficult to find support for the research 

hypotheses. Also, the sample group generally was found to 

be demographically representative of the larger elderly 

population. This latter conclusion has implications 

regarding making generalizations from the findings, a topic 

which will be discussed briefly. Each of these conclusions 

will be dealt with separately in the following subsections. 

222 
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Based on the research findings, several recommendations 

are being made by the researcher. The first recommendation 

addresses potential use of the findings to actually assist 

future elderly movers in making more informed moving 

decisions. The second recommendation pertains to 

implications for marketers of retirement apartments. The 

third recommendation concerns the potential impact of the 

dissertation research on existing decision models. The 

fourth recommendation might be considered as a self-

recommendation for the researcher, inasmuch as it addresses 

opportunities for additional analyses of the survey data 

beyond those planned for the dissertation research. The 

fifth recommendation addresses the potential for future 

research studies on the topic of elderly relocation 

decisions with regard to other types of moves. The last 

recommendation consists of a set of propositions, based on 

the dissertation research, which might be used as research 

hypotheses in future studies. 

Conclusions 

Limited Search Patterns 

The tendency for respondents' search patterns to be 

limited may be somewhat surprising, since a decision to make 

a residential move seems to fit the profile of a high-

involvement decision. That is, as discussed earlier, the 
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moving decision is rich in the facets of involvement; facets 

which include the pleasure, interest and symbolic values of 

the housing bundle as well as the dimensions of perceived 

risk associated with the decision. The involvement concept 

is linked in the literature with extended problem solving. 

Extended problem solving, in turn, is typically associated 

with more extensive search patterns and information use. 

Search patterns of the respondents generally, however, were 

rather limited. 

Limited search patterns and limited information source 

usage might be attributed to several factors, the first of 

which is prior knowledge gained before the respondents began 

thinking about making a move. The second factor is the 

involvement of another person who performed some of the 

search on behalf of the mover. The third factor, based on 

insight the researcher gained from the interviews, is that 

many respondents did not really view the decision as a high 

risk decision. That is, there seemed to be a sense that the 

decision was not irreversible; that if their selection 

turned out to be unsatisfactory, they would move again. 

Finally, there seemed to be an expectation on the part of a 

number of movers that they were only looking for a 

satisfactory solution in contrast with what might be 

considered an optimum solution. 
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Geographic Area 

With regard to geographic area, most (94 percent) of the 

movers did not consider moving to an area other than 

Montgomery County when they were making their decision. 

Thus, respondents had a relatively narrow geographical 

focus. As a standard for comparison, the United States 

Bureau of the Census (1988, Table 7-11) found that 61 

percent of elderly movers, both owners and renters, looked 

at housing units in only one neighborhood—the neighborhood 

to which they moved. Since a county is more encompassing 

than a neighborhood, it is not surprising that a higher 

percentage of respondents reported limiting their search to 

Montgomery County than the percentage reported by the 

government who limited their search to a particular 

neighborhood. 

Type of Housing 

With regard to types of housing alternatives considered, 

respondents also showed rather limited search patterns. 

Most of their activity focused on retirement apartments. 

Only 14 percent of the respondents visited age-integrated 

apartments, while 11 percent visited other types of 

retirement housing, and 2 percent visited single-family 

homes. In contrast, the United States Bureau of the Census 

found a much higher incidence of types of housing units 

visited. In terms of number of units examined, the United 



226 

States Bureau of the Census (1988, Table 7-11) reported that 

76 percent of elderly movers who moved into apartments also 

looked at houses and/or mobile homes. Again, as with 

geographic area considerations, the respondent group was 

quite focused in terms of the type of housing they 

considered. 

Housing Units Visited 

The average respondent visited approximately 2.4 housing 

units before making his or her housing decision. Most of 

these visits were to retirement apartments as opposed to 

other types of housing units such as age-integrated 

apartments or single-family homes. The average number of 

retirement apartments visited was approximately 1.9 units. 

Fifty-five percent of the respondents visited only the 

apartment unit to which they ultimately moved. Another 22 

percent visited two units, while 23 percent visited three or 

more. Accordingly, the majority had a very limited search 

pattern with respect to the number of units visited. 

A previously cited United States government study gives 

a distinctly different profile of elderly movers in general. 

According to the United States Bureau of the Census (1988, 

Table 7-11), only 13 percent of elderly persons moving to 

apartments looked at just one unit. On the other hand, a 

previously cited study by Rossi (1955), found that nearly 
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one half of renters (of all ages) looked at only one place— 

the one they moved into—before making a residential move. 

Decision Time Interval 

The length of time from when respondents first began 

thinking about making a move until they made their final 

decision ranged from one month to 48 months. Most, however, 

were able to make their decision rather quickly. In fact, 

50 percent reported they made their decision in one month or 

less. Nineteen percent took two months, while another 10 

percent took three months. Cumulatively then, 79 percent 

made their decision in three months or less; while 69 

percent were able to make the decision in two months or 

less. 

In line with these time intervals are findings from a 

previously cited study which showed that over 60 percent of 

renters (of all ages) located their new housing in less that 

six weeks, and some 40 percent found new housing in less 

than two weeks (Speare, Goldstein and Frey 1974). 

With respect to this dissertation, an interesting 

finding was that no matter how long or short a time a 

respondent took, 94 percent agreed with the statement "the 

time was sufficient (I had enough time). The other 4 

percent of the respondents agreed with the statement that "I 

wish I'd had more time." No one agreed with the alternative 

statement, "I spent more time than I needed." 
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Information Sources 

Limited Usage 

Exclusive of apartment managers/staff, the average mover 

made relatively little use of other information sources. On 

average, 3.5 persons or items were used as information 

sources. Of the average 3.5 sources used, 2.3 were 

apartment managers/staff. Most of the source usage 

difference of 1.2 persons or items was made up of family 

members and friends who represented, on average, 0.9 

persons. That is, the average mover made use of less than 

one non-marketer, non-professional personal source (family 

members and friends). 

Indices of Source Importance 

Although not associated with hypotheses testing, the 

importance indices for the five information source types 

were very informative. These indexes are shown in Tables 

VII, VIII, and IX. The indices were constructed on the 

basis of two variables: the number of respondents using a 

source and the ratings by those respondents of that source. 

The index numbers provide a different measure of source 

importance than just the average importance rating of those 

respondents using the source. For example, personal, 

professional sources were given the highest average overall 

rating of all the sources used—see column 3, Table VII. 
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But, they were used by only 11 respondents. Consequently, 

their index of overall importance is only the fourth highest 

of the five sources—see column 5, Table VII. The 

hypotheses tests of source importance were based just on the 

average ratings rather than on the indices of source 

importance. 

With regard to indices of overall source importance, 

family members and apartment managers/staff were rated 

nearly equal as the highest rated information source—see 

Table VII. Both of these sources were well ahead of friends 

and personal, professional sources. Advertising was by far 

the least important information source. 

Measures of source importance based on the purpose for 

which the information was used—either for evaluative 

criteria or available alternatives—did not appear to be 

appreciably different for family; friends; and personal, 

professional sources—see Table VIII. Advertising as a 

source was used only for information about alternatives. 

Apartment managers/staff appear many times more important as 

a source for information about alternatives than as a source 

for information about evaluative criteria. Looking across 

the five information sources, the source with the highest 

importance index with regard to evaluative criteria was 

family members, and the source with the highest importance 

index regarding alternatives was apartment managers/staff. 
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Family members ranked second in importance for information 

about the housing bundle, and first for information about 

housing types. 

When source importance was evaluated based on the 

decision level at which the information was being used, it 

was found that family was the only source used for 

information at all three levels, and the only source used 

for information about geographical area—see Table IX. 

Advertising as a source was used only for information about 

the housing bundle. Between the two decision levels— 

housing type and housing bundle—all of the sources were 

much more important with regard to providing information 

about the housing bundle. By far, the most important source 

for information about the housing bundle was apartment 

managers/staff. 

The respondent group had relatively high levels of prior 

knowledge with regard to both the geographical area they 

wanted to live in and the type of housing unit they desired. 

Table IV showed that 99 percent were either "quite 

knowledgeable" or "very knowledgeable" about the 

geographical area, and 60 percent were either "quite" or 

"very knowledgeable" about the type of housing desired. 

Respondents had the least amount of prior knowledge with 

regard to specific housing units. Only 31 percent were 

"quite" or "very knowledgeable" with respect to this latter 
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measure. Questions added after the research was underway 

provided insight into why or how movers might have had the 

levels of prior knowledge they did. Table XIV showed that 

the reasons fall into one of two categories. The first 

included respondents' comments associated with having 

previously look at, considered or decided on retirement 

apartments. The second included comments associated with 

other previous exposure to, or experience with, retirement 

apartments. 

Research Questions and Hypotheses 

For the most part, support was not found for the stated 

hypotheses. The perceived importance of an information 

source did not significantly differ according to the purpose 

for which it was used or the decision level at which it was 

used. The only exception to this conclusion would be that 

if a confidence level of .90 had been used, apartment 

managers/staff would have been rated as a significantly more 

important source for information about alternatives than for 

information about evaluative criteria. 

In terms of overall importance, there was support for 

the hypothesis that family and friends were significantly 

more important sources than managers/staff and advertising. 

In comparison with personal, professional sources, however, 

family and friends were significantly less important. 



232 

No significant relationship was found between the 

perceived importance of family and friends as information 

sources and personal experience that these family members 

and friends might have had living in retirement apartments. 

Normative influence of family members and friends was 

not found to be significantly associated with the movers' 

perceptions of the importance of family members and friends 

as information sources. While this relationship was not 

stated as research hypothesis, it was posed as a question. 

This finding suggests that normative reference group and 

informational reference group influence are two independent 

dimensions of reference group influence. 

The two hypotheses associating prior knowledge with 

intensity of information search were not supported by the 

findings. That is, neither the number of information 

sources used nor the number of facilities visited were 

negatively related to how much an individual already knew 

about moving and housing alternatives. 

Finally, an attempt to segment the movers as proposed on 

the basis of their usage of the various information sources 

proved to be unsuccessful. As it turned out, the movers 

made too infrequent use of most of the sources for the 

sources to be useful variables on which to segment the 

movers. 
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Demographics 

Several demographic measures were included in the survey 

instrument to get a profile of respondents, and to determine 

how representative they were of the age 65 and over 

population overall. Gender, marital status, age, 

educational attainment, and income were the variables 

measured. 

In terms of gender and marital status, the sample group 

was not representative of the United States elderly 

population. The sample was skewed heavily toward single 

women. In fact, they represented 83 percent of the sample. 

This disproportionate representation, however, was expected 

since retirement apartments have the greatest appeal for 

elderly single people, primarily widowed women. The median 

age of the women was 74.5 years which is just 1.5 years less 

than the national median age for elderly women. The median 

age of the men in the sample group was just over 76 years 

which is 4 years greater than the national median for 

elderly males. In terms of education, both female and male 

respondents were somewhat better educated than elderly 

persons in general. Incomes of the single women in the 

sample were skewed downward, while for single men in the 

sample they were skewed upward in comparison to national 

data. Married couples in the sample group tended to be 



234 

over-represented in the under $10,000 income category when 

compared with the United States as a whole. 

The single women in the sample would generally appear to 

be representative of elderly single women in both Alabama 

and the United States. The fact that the sample group 

included residents of rent-subsidized apartments with income 

limitation requirements is a major factor in the downward 

skewedness of the sample group's incomes. This factor was 

discussed in determining the stratification of the sample in 

Chapter 3 of the dissertation. 

Generalizing From the Findings 

From a demographic perspective, the sample group is 

generally representative of the type of elderly persons who 

move to retirement apartments, and from that perspective it 

is suggested that the research findings can be projected to 

the state and national population of potential elderly 

movers seeking this type of housing. 

From the viewpoint of external validity, every attempt 

was made devise a study which would allow generalizing from 

the results. It is true that the sample was not randomly 

selected because random sampling was not possible under the 

circumstances. On the other hand, the only claim being made 

by the researcher is that the findings can be generalized to 

particular target persons and settings. These target 

persons and settings include only relatively independent 
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elderly people making residential relocation decisions 

involving moves to retirement apartment facilities. 

With regard to the future generalizability of these 

findings, the cohort factor should be considered. Cohorts 

of persons reaching age 65 at different times might be 

expected to constitute distinctly different groups of 

elderly individuals in terms of education, average income, 

and income distribution. The general health status of 

elderly persons might also be expected to vary by cohort. 

In addition, beliefs, attitudes and values of elderly 

persons will vary according to cohort because of different 

societal and cultural influences experienced by members of 

succeeding cohorts. Consequently, if the current research 

were replicated at a future time with a different cohort, 

the findings might differ from those of the present 

research. Future generations of elderly might be expected 

to have higher average incomes and greater purchasing power, 

to be better educated, to have different consumption 

behavior and patterns, to have better health generally, to 

have different relationships with their children, and to 

have somewhat different beliefs, attitudes and values 

overall. The caveat to marketers dealing with the elderly 

market is to realize that research findings based on the 

present cohort of elderly persons might not be valid with 

regard to future generations of elderly persons. An astute 
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marketer will recognize this problem and plan to 

periodically update research on elderly consumers. 

Recommendations 

Meeting Future Information Needs 

An important question is whether the research results 

suggest a need for greater availability of information for 

elderly movers and for those individuals and organizations 

involved in the selection of suitable housing for elderly 

persons. 

Although it was not formally captured in the research 

results, the researcher found evidence that there is not 

always a clear understanding of the choices available within 

the broad category of retirement housing or retirement 

living arrangements. Several respondents commented 

informally that when they began thinking about making a 

move, they did not know that retirement apartments existed 

as a type of housing arrangement. These same individuals, 

however, did know about the type of facilities which offer 

assisted living or nursing care. Several respondents also 

expressed the sentiment that there was no one place to go to 

learn about all the retirement living options in the 

Montgomery area. 

The research results suggest mixed support for the need 

to have information more readily available for elderly 
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movers. On the one hand, the data in Table IV concerning 

prior knowledge showed that 24 percent of the respondents 

were not at all knowledgeable with regard to type of 

housing, and another 17 percent were only slightly or 

moderately knowledgeable. The same table also showed that 

37 percent of the respondents were not at all knowledgeable 

about the existence of specific housing units, and that 

another 32 percent were only slightly or moderately 

knowledgeable. 

On the other hand, 97 percent of the respondents said 

"no" when asked whether there were any information sources 

they would have liked to have used more, or which they would 

have liked to have used but were not available to them at 

all. This response would seem to indicate a high level of 

post-move satisfaction with both the type and number of 

information sources which had been available. One might 

conclude that during the decision process, respondents were 

able to find sufficient information for their needs. From 

the way the question was asked, however, it is not possible 

to determine whether the respondents would have liked to 

have had more information available to them at the very 

beginning of their decision processes. And of course, there 

is no way of knowing from the present research whether those 

family members; friends; and professionals such as 

physicians, clergy members, and social workers or agencies 
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involved in the moving decisions of the respondents would 

have liked to have had more information readily available. 

It is recognized that the formal research results do not 

directly support the need for having additional information 

available. The researcher proposes, however, that the 

information gathering task for future elderly movers and/or 

those helping them might be easier if information were more 

readily available. From the researcher's experience in the 

Montgomery market area, the closest thing to an information 

clearinghouse is the Montgomery Area Council on Aging. The 

prepared information they provide, however, is very sketchy. 

It is simply a three-page listing of elderly housing 

opportunities in Montgomery broken down into two categories: 

"retirement housing" and "assisted living facilities 

(personal care homes)." The researcher observed that three 

of the facilities listed under "retirement housing" are 

personal care facilities; the other 10 are retirement 

apartments. The listing simply gives the name, address, 

telephone number, and contact person for each facility. It 

does not provide any descriptive information. What this 

researcher will recommend to the Montgomery Area Council on 

Aging is that they do one of two things. Either they simply 

collect the descriptive literature from each of the 

retirement apartment facilities, and put it into sets for 

potential movers, or they take the time to abstract the 
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information into a brochure on retirement apartment 

opportunities in the Montgomery area. It would be helpful 

if they would do the same with regard to assisted living and 

nursing home facilities in the area. With either approach, 

what would also be helpful is a factual piece of literature 

describing the features, advantages, and benefits of each of 

the various types of elderly living arrangements. 

Once adequate information is available, the next 

consideration is to effectively and efficiently communicate 

it to potential movers and interested others. The 

dissertation research results show that very few movers used 

social agencies as a source of information. Consequently, 

the Montgomery Area Council on Aging would face a challenge 

in disseminating such information. 

Two categories of professionals who could disseminate 

the information are members of the clergy and physicians. 

Potentially both are in a position to recognize 

opportunities to help their elderly congregation members or 

patients with residential relocation decisions. The local 

news media could also be helpful in reporting on retirement 

housing opportunities in the area, particularly with regard 

to retirement apartments. Reliance on news media is 

problematic, however, since retirement housing is not 

necessarily "big news." Also, there is a question as to 

whether this information would be communicated frequently 
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enough to be of value. It might be expected that an 

individual in the community would pay attention to the 

message only when an he or she is in a decision making mode, 

and the need for such information is recognized. 

Implications for Retirement Apartment Marketers 

For marketers of retirement apartments, the research 

results suggest several ideas regarding marketing strategy. 

But first let us consider who constitutes the target market. 

To begin with, elderly persons can choose to either age-in-

place or move to a different residence. As discussed 

earlier, need or problem recognition must occur for an 

elderly person to consider making a move. That is, an 

elderly person must have a residence-related need which can 

be better filled by different housing or living 

arrangements. From a retirement apartment marketer's 

perspective, the marketer must be able to offer a benefit or 

benefits that will meet the need(s) recognized by the 

elderly person. There are some elderly persons, however, 

who do not recognize that they actually have a need which 

can be filled by moving to a different setting. The target 

market might be broadly defined then as elderly persons who 

have a housing-related need, whether or not they yet 

recognize the need. 

Accordingly, there are two segments of this target 

market based on need recognition. That is, there is one 
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segment for whom the moving decision process has already 

been triggered, and another segment for whom it has not. 

The strategy for communicating with target market members 

should vary by segment. For the segment already in the 

decision mode, the strategy will vary according to their 

position in the decision process. The segment consisting of 

those already in the decision mode will be discussed first. 

From the theoretical hierarchical decision perspective, 

consumers considering a move will need information regarding 

type of move, type of housing or living arrangement, and 

specific housing bundle. With regard to retirement 

apartments, consumers must recognize them as a viable type 

of housing arrangement before they consider which specific 

retirement apartment complex (housing bundle) is suitable 

for them. That is, potential movers must first know 

something about retirement apartments generally and the 

benefits of living in retirement apartments. It is expected 

they will have a positive attitude or feeling (or at a least 

neutral feeling) toward retirement apartments before they 

will consider retirement apartments as a housing 

alternative. Consequently, potential movers need 

information from which they can form beliefs and attitudes 

relative to living in retirement apartments. 

As an information source, apartment managers and staff 

have been shown to be very highly rated, second only to 
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family members based on an overall importance index—see 

Table VII. Their information function appeared to be 

primarily to provide information about alternatives rather 

than evaluative criteria (see Table VIII), and they focused 

almost exclusively on information about their apartment 

facility as opposed to retirement apartment living in 

general (see Table IX). As marketers, their primary 

interest is to provide information about their specific 

facility. What the marketers for these and other retirement 

apartment facilities might want to consider, however, is a 

role for themselves in terms of providing information about 

evaluative criteria for potential movers who have inadequate 

relevant prior knowledge. 

The dissertation research suggests that by the time the 

elderly person undertakes a decision to move, many are 

rather knowledgeable about alternatives and many proceed 

through the process with what appears to be limited 

information search. As the research showed, most movers 

were very knowledgeable as to the geographical area in which 

they wanted to live. Sixty percent were "quite" or "very" 

knowledgeable as to the type of housing they wanted to live 

in; and, in fact, most visited only retirement apartments. 

Although, as a group, the respondents were less 

knowledgeable about specific housing units, 55 percent of 

them visited only the retirement apartment complex to which 
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they moved. Nearly half had known of the existence of their 

apartment before they began thinking about making a move. 

Finally, half of the respondents made their decision in one 

month or less. These results suggest that it would be wise 

for an individual marketer to be known to people in advance 

of the decision to move. 

The second market segment consists of those elderly 

persons who have not yet recognized the need for a 

retirement apartment. For this segment, there is an 

opportunity for marketers to trigger the moving decision by 

showing potential movers that retirement apartment living 

provides them salient benefits in terms of a lifestyle which 

is more suitable for them, even though they themselves do 

not recognize a need to move. A general benefit of 

retirement apartment living might be perceived as being able 

to maintain one's independence and have more conveniences 

while giving up some of the responsibilities of home 

ownership, with the net result being more time and energy to 

pursue things which one enjoys. The benefits of living in 

any specific retirement apartment complex (housing bundle) 

vary since they are a function of the particular features 

provided by that complex. 

To influence potential movers in both market segments, 

marketers of retirement apartments should focus on providing 

a continuous flow of information directly to potential 
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movers, to the public in general and to those family members 

who might become gatekeepers or influencers with regard to 

an elderly mover. Following are several tactics which seem 

appropriate in terms of the research results. Use of the 

mass media in terms of obtaining news or editorial coverage 

of retirement apartment living or of a particular retirement 

apartment complex is one tactic which might be used. A 

program to more directly influence opinion leaders such as 

members of the clergy, physicians, and social workers is one 

which should be implemented. Another tactic would be to 

interact with local government or quasi-government aging 

agencies in terms of influencing them as a provider of 

information about living or housing arrangements for elderly 

persons. Periodic open houses at the marketer's facility 

would be another alternative. Using present residents to 

recruit new residents should be a viable tactic since the 

research results show friends as an important source of 

information. Finally, there is an opportunity to provide 

factual and persuasive information in the format of well-

prepared brochures and other types of printed materials. 

A review of the brochures and/or descriptive literature 

from these apartment facilities visited in the study, showed 

an exclusive focus on the features and benefits the facility 

offers. There is a chance for these and marketers of other 

retirement facilities to address broader issues in the 
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introductory section of their promotional materials such as 

the range of housing alternatives available to elderly 

persons, and how retirement apartments fit into the group of 

alternatives. It would also be helpful if the materials 

would discuss the important things (evaluative criteria) a 

person should look for, and how the various types of housing 

types or arrangements (single-family residence, living with 

relatives, age-integrated apartments, assisted living 

facilities, etc.) stack up with regard to those evaluative 

criteria. 

In summary, reaching potential movers in either segment 

requires a continuous marketing communication program 

employing a variety of tactics, since potential movers in 

different stages of the decision process have different 

information needs. The challenge for all retirement 

apartment marketers is to persuade potential movers that the 

benefits of retirement apartment living meet their needs. 

The challenge for the marketer of a particular retirement 

apartment facility is to persuade the marketer that their 

retirement apartment facility meets the potential movers 

needs better than any other retirement apartment facility. 

Impact on Existing Decision Models 

In Chapter 1 of the dissertation two models were 

discussed, the EKB high-involvement model as shown in Figure 
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1, and Wiseman's model of the elderly migration process as 

shown in Figure 2. The findings of the dissertation 

research suggest several modifications which might be made 

to these models. The EKB model implies that external 

information search, in a chronological sense, follows 

problem recognition. Findings from the dissertation 

research, however, suggest that information search might be 

done well in advance of actual problem recognition. That 

is; in the dissertation research, several respondents 

acknowledged gathering information well in advance of having 

to make a decision to move based only on their anticipation 

of having to make a move sometime in the future. Table XIII 

shows the comments of those respondents who fit this pattern 

by having previously looked at, considered or decided on 

retirement apartments. 

The EKB model conceives of information search being 

either internal (search for information in one's memory) or 

external. The research results show a role for another 

individual to perform some or all of the information search. 

External search in the EKB model might be partitioned into 

search done by the decision maker, and search done by 

someone else independent of the decision maker. The role of 

this latter person has been described in the marketing 

literature in the context of family buying situations. It 

was discussed in Chapter 3 of the dissertation under the 
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subsection entitled, "influence of other non-marketer 

persons." In this section, the concept of a "buying center" 

was introduced as a means of expanding the concept of family 

buying influence to include participation in purchase 

situations by non-family members. "Table XIV describes 

those instances where respondents indicated that information 

search was done either by a family member or by a 

professional, personal source independent of the mover. 

These individuals played the role of either gatekeepers or 

influencers in terms of information gathering. 

The research also suggests that for some consumers, in 

the context of the moving decision studied, alternatives are 

not evaluated beyond just selecting the first alternative 

which appears to be adequate or satisfactory. Accordingly, 

the stage in the EKB model which specifies that a consumer 

compares alternatives according to salient evaluative 

criteria may not represent all movers. 

The second model, Wiseman's model of the elderly 

migration process, is only loosely representative of the 

moving decision process. It describes only the problem 

recognition stage, and shows three types of possible 

decisions to be made. Two decisions, type of move and 

destination, are linked with actually making a decision to 

move. The third decision alternative is a decision to not 

move after all. Wiseman's model might be modified 
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somewhat to incorporate the concept from the dissertation 

research of a moving decision being made at three 

hierarchical levels—two of which are already present in 

Wiseman's model. The missing level in Wiseman's model is 

type of living arrangement. 

Wiseman's model does not incorporate information 

processing or decision making per se, consequently, the 

dissertation research cannot be directly applied to 

Wiseman's model. A major revision to Wiseman's model, 

however, would be to incorporate an information 

processing/decision making perspective. That is, to include 

the information search and alternative evaluation processes. 

The findings from the dissertation research then, as applied 

to the EKB model, might also be applied to the revised 

Wiseman model. 

Additional Analyses 

Segments Based on Number of Sources Used 

While the respondents could not be successfully 

segmented on the basis of their rate of usage of the various 

information sources, it is possible they can be segmented on 

their overall usage of information sources. Of the 99 

respondents who used one or more sources of information, 41 

used 1 or 2 source persons or items, 29 used 3 or 4 source 

persons or items, and 29 respondents used 5 or more. The 
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respondents could be grouped accordingly for analysis. As 

such, they would be designated as low, moderate and high-

level searchers, respectively. 

The research question would then be are there any 

variables, for which data was collected, that are associated 

with intensity of information search based on the number of 

sources used? The dissertation research showed that one 

expected variable, prior knowledge, was not significant. 

This research question would deal with any of the remaining 

variables. 

Rent-Subsidized Versus Market-Rate Apartment Residents 

Although it was not done for the dissertation research, 

the sample group can be split into two groups of movers 

differentiated by their residence in either rent-subsidized 

or market-rate rental retirement apartments. While it was 

not proposed that the two groups be compared and contrasted 

in the dissertation research, the researcher plans to 

conduct post-dissertation analyses accordingly. 

The respondents were coded according to the apartment 

facility in which they resided, so it is relatively easy to 

compare these two sub-groups of respondents. One facility, 

John Knox Manor, presents a small dilemma since the 

residents' rents are not subsidized, but there is an annual 

income limitation requirement. Analyses will be run two 
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ways, without John Knox Manor included at all, and with it 

included in the market-rate rental group. 

Reasons For Moving as a Factor 

Another dimension to be subsequently investigated is the 

relationship between the reason(s) given by a respondent for 

moving and the various measures of the search patterns, 

extent of information use and various demographic factors. 

Of particular interest are the reasons most frequently given 

for moving which were associated with maintenance or upkeep 

of home, finances, desire to live closer to kin and negative 

changes in the previous neighborhood (or neighbors). 

Future Research Potential 

As acknowledged earlier in the dissertation research, 

studies of consumer decisions should be situation-specific. 

This dissertation research was designed to be situation 

specific, inasmuch as it dealt only with the decision 

process of elderly persons moving into retirement 

apartments. Further research should be done regarding the 

decisions of elderly persons making other types of 

residential moves such as the decision process of those 

choosing amenity migration. For example, several southern 

states, other than Florida, are interested in wooing out-of-

state retirees to make an amenity move to their state. 

Mississippi and Alabama are two such states. 
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Alabama has a program to attract retirees which is known 

as the Alabama Advantage for Retirees Initiative. The 

program is conducted through the Alabama Department of 

Economic and Community Affairs (Woodward 1991). Recently a 

small town in Alabama, Alexander City, was cited in 

Kiplinqer's Personal Finance Magazine as one of ten 

desirable retirement areas in the United States (Wilcox 

1992). Five of the other nine areas were also in the South. 

Alexander City, Alabama is approximately 40 miles from 

Montgomery, Alabama. 

A most interesting study of retirement moving decisions 

would be to research the moving decisions of retirees moving 

to this area. With a small grant and/or the cooperation of 

the Alabama Department of Economic and Community Affairs, or 

the Alexander City Chamber of Commerce, retirees could be 

interviewed as they moved into the area and the moving 

decision was fresh on their minds. The type of information 

sought could be based on the questionnaire used for this 

dissertation research with additional questions tailored to 

amenity migration according to the informational needs of 

the governmental unit seeking to attract retirees. 

Future Research Propositions 

Since the nature of the dissertation research was 

exploratory, the results should suggest additional factors 

which might influence the extensiveness of information 
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search. The results, if fact, do suggest that future 

research on this type of moving decision might include 

several additional factors or constructs which are proposed 

to be associated with extensiveness of information search. 

These factors and constructs, stated as research 

propositions, may be relevant to other types of elderly 

moving decisions or to research on other product-specific 

consumer decisions. In other words, they might suggest 

future research hypotheses for other researchers. 

Referent Individuals as Information Seekers 

This dissertation has dealt with the construct of 

reference group influence—primarily normative and 

informational influence. Buying center intervention was 

another type of external personal influence discussed in 

Chapter III. In terms of elderly moving decisions, buying 

center intervention was defined as instances when an elderly 

householder is unable to recognize the problem (that his or 

her present housing bundle is not longer suitable), or the 

elderly householder is no longer functioning as an 

independent decision maker, and other persons intervene in 

the decision process. 

The results of this study suggest a different role which 

is an extension of the informational role of a referent 

person (family member or friend). A referent person in an 

informational role typically has been described as one who 
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provides information which he or she already possesses. The 

new role that the dissertation research suggests is that a 

referent person might become an active information seeker, 

and gather additional information on behalf of the elderly 

decision maker. It might be expected that the more 

information gathering done by the referent person, the less 

that will have to be done by the decision maker. Definition 

and measurement of this role of referent information seeker 

is an opportunity for anyone conducting future research on 

this type of moving decision. Accordingly, the following 

proposition is suggested. 

Proposition 1: The greater the amount of active 
information seeking done by referent individuals on 
behalf of a potential mover, the less extensive will be 
the potential mover's own information search. 

Movers' Expectations 

Another factor suggested by the research findings was 

that a number of respondents were seeking what might be 

considered a satisfactory solution as opposed to an optimal 

solution. Future research on moving decisions might include 

a measure of movers' expectations as a factor influencing 

the extensiveness of information search. 

Proposition 2: The higher the level of a potential 
mover's expectations regarding the outcome of the moving 
decision, the more extensive will be the potential 
mover's information search. 



254 

Negative Motivation 

Another factor which might influence the information 

search process is associated with the reasons respondents 

gave for making a move. Generally the reasons have a 

negative connotation. They deal with factors which appear 

to be outside of the person's control. Some of the 

respondents would rather not have had to move from their 

previous residence. In a very loose sense, they were being 

forced to make a move by personal or external circumstances. 

For these movers the decision process might have had 

negative overtones, and the movers might have had negative 

attitudes toward making a move. There seems to be nothing 

in the existing marketing literature which specifically 

describes this type of negative motivation. The topics in 

the literature which are somewhat related are discussed 

below. 

First, negative demand has been cited as one of eight 

different consumer demand states (Kotler 1973). Kotler's 

definition deals with a situation where a major part of the 

market dislikes a product (or service). Kotler gives as 

examples gall bladder operations and dental work. This 

concept of negative demand may reflect the concept of 

negative motivation, although it is not clear whether a 

negatively motivated mover might dislike the product 
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(retirement apartments) or the idea of having to move at 

all. 

Second, marketing textbooks typically present a standard 

four-category classification of consumer goods based on the 

amount of effort consumers normally use in the shopping 

process. The four categories include convenience, shopping, 

specialty and unsought goods. Retirement apartments might 

seem to best fit the category of "shopping goods" which 

specifies that customers will shop in order to make 

comparisons, and that the amount of shopping they do is a 

function of how heterogeneous or homogeneous they perceive 

the alternatives to be. On the other hand, one might 

perceive that retirement apartments fit into the category of 

unsought goods. Products in this latter category typically 

include life insurance, cemetery plots and encyclopedias. 

Since these products have a negative connotation to them, 

there may be a connection between unsought goods and 

retirement apartments. 

Third, there is a subcategory of convenience goods 

described as emergency goods which are purchased when a need 

is urgent. Examples of 3uch goods include umbrellas during 

a rainstorm and shovels during an early winter snowstorm. 

Since a very minimum effort is expended by the consumer in 

comparing and buying, retirement apartments do not seem to 

fit this profile. 
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Future research on information search might incorporate 

this concept of negative motivation. The researcher will 

have to support and operationally define the construct. The 

following research proposition is suggested. 

Proposition 3: The more negative the potential mover's 
attitude toward having to make a move, the less 
extensive will be the potential mover's information 
search. 

Perceived Risk and/or Involvement 

Both perceived risk and involvement have been discussed 

earlier in the dissertation. They are closely related 

concepts and in the more recent marketing literature, 

perceived risk has been subsumed under the involvement 

construct. The dissertation research provided evidence that 

some movers may not have perceived a great deal of risk when 

making their decision, since they viewed the decision as 

reversible. 

As discussed in Chapter II, there have been a variety of 

definitions of involvement. Zaichkowsky (1985, p. 342) 

defined involvement as "a person's perceived relevance of 

the object based on inherent needs, values, and interests." 

Zaichkowsky (1985) found in empirical, product-specific 

research that high involvement persons were, among other 

things, more interested in product information and made more 

brand comparisons. Kapferer and Laurent (1986) found that 

of the several facets of involvement, product importance and 
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functional risk had the greatest influence on the 

extensiveness of the decision process. Ratchford (1987) 

describing the FCB grid model stated that sign value, 

pleasure value, and risk probability are the determinants of 

involvement. In the FCB model, sign value corresponds to 

ego gratification, and pleasure value corresponds to sensory 

motives. 

The challenge in future research of elderly persons' 

moving decisions is to measure the movers level of 

involvement, or perception of risk, as a variable which can 

influence extensiveness of information search. A final 

research proposition is suggested. 

Proposition 4: The greater a potential mover's 
involvement (or level of perceived risk), the more 
extensive will be the potential mover's information 
search. 
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Respondents Name 
ID# / 

Date 
Facility_ 

MOVING DECISION QUESTIONNAIRE 

Where were you living before moving here; that is, what was your 
previous address? (CHECK ONE) 

(1) City of Montgomery 
(2) elsewhere in Montgomery County 
(3) in Alabama, but not in Montgomery County... LIST CITY 
(4) in another state... LIST STATE 
(5) in another country... LIST COUNTRY 

2. 

3. 

How long did you live at your previous address? Years 

Were you living in retirement apartments prior to living here? (CHECK 
ONE) 

(1) Yes 
(0) No 

4. How long have you lived in these apartments? Years, 

[To be completed by the EDITOR: Convert answer to months 

_Months 
] 

Next, I'd like you to remember back to when you first began thinking about 
making the move that brought you here. You know, for some people, the 
question of "Where to Move?" is really 3 different questions. Let me 
show you what I mean with this chart ("Uses of Information") which includes: 

Geographical areas where I might live 
Type of Housing I might choose 
The specific housing unit I might live in 

5. At the time when you first began thinking about making a move, how would 
you have rated your knowledge based on the following statements (USE THE 
SCALE PROVIDED): 

Not at all 
knowledgeable 

Slightly 
knowledgeable 

Moderately 
knowledgeable 

Quite 
knowledgeable 

Very 
knowledgeable 

1 2 3 4 5 

A. With regard to knowing the geographical area in which I wanted 
to live, I felt 

B. With regard to knowing the type of housing I wanted and 
needed, I felt 

C. With regard to knowing of the existence of specific housing 
units, I felt 

[To be completed by the EDITOR: Mean of the valid responses to 5A-5C.1 
(D) 
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For individuals who were knowledgeable....How did you come to have the 
knowledge that you did have before you first began to seriously think 
about making a move?: 

6A. Did you consider any area other than Montgomery County when you began 
thinking about making a move? (CHECK "YES" or "NO") 

(0) No 
(1) Yes... 6B) If "Yes," which other area(s) did you consider? 

J L . Alabama, but not in Montgomery County. 
~2. Another state..... List state/s 

_3. Another country. 

In addition to retirement apartments, which, if any, of the following 
types of housing or living arrangements did you consider when you were 
making your decision to move? (CHECK AS MANY AS APPLY) For the first 
five categories, INDICATE THE NUMBER OF DIFFERENT APARTMENT UNITS, HOMES 
OR FACILITIES WHICH YOU VISITED. 

A) Retirement apartments: No. of apts. visited 
B ) Age-integrated apartments: No. of apts. visited 
C ) Other retirement housing: No. of facilities visited 
D ) Single-family home (Rent or Purchase) : No. of houses visited 
E ) Mobile homes: No. of mobile homes visited 
F) Move in with kin 
G) Move in with another unrelated person 
H ) Other, describe 

[To be completed by the EDITOR: Total of valid responses to 7A-7E, 
number of units visited] (I) 

Most people who consider making a move need to have information in addition 
to what they already know in order to make a decision 
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How did you learn about the facilities you visited (Q.7.)? To what 
extent were other people involved? 

8. Which, if any, of these sources of information did you use to help you 
in making your decision to move, and how many individual people or items 
were used in each information source category? 

Information Source Category Number Used 

A) Family Members 
B) Friends 
Professionals: 

C) Attorney 
D) Clergy 
E) Physician 
F) Social Agency/Worker 

News/Editorial Material: 
G) Magazines 
H) Newspapers 
I) TV 

J) Real Estate Agent 
K) Apartment Mars./Staff 
Advertising: 

L) Brochures 
M) Direct Mail 
N) TV 
0) Newspapers 

P) Other(Describe): (Q) 

[To be completed by the EDITOR: Total number of sources used by 
respondent ] (R) 

(TO INTERVIEWER: IF RESPONDENT ANSWERED "FAMILY MEMBERS" OR "FRIENDS" IN 
Q.8, PLEASE ANSWER Q.9A. AND/OR 9B., AS APPROPRIATE) 
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{JîM CF> fC CT» MM4J* ***-)<•** 
G G G G O G 
-H -H -H -H o 
> > > > a> 2 
O 0 0 o g 
2 2 2 2 O G 
* * * -X CO -H 

3 
O 0) 

a* <u cn-H o 
C O C C W 
C -H (tJ 
w a <u 
3 g M 

_ 0 O <d 
XS > XI O 3 

•h tr 
H $ « 

o x; o — 
O 4-> 

4J -u >1 a) 
CO IW 4-> O 
o <y o -h to 
o h H a 

jQ >i*H CO 
>1 <TJ XJ 

«H -H (0 O1 

X3 CT> M H C3 
4J C 3 -H *H 
C -H O it3 > 
o a> <i> > -h 
2 £2 cn < >-3 
* * * M 

£0 T3 
S <U 
0 T5 
4J -H 
(0 > 
>1 <0 o 
CO C -̂1 

a) a 
H X! 
H O C ) 
fd 4J rH 
O -H <0 

>1^ i 
O (1) 
fi 4J M 
cu a) o 
QrtH 
M a n 
a> g to 
g o 0) 
M U 2 

>i 
C J j V (0 
o -h cn cr* 
-H rH c c 
4J -H -H 
its o ax: a) 
AJ <t5 a + j s 
>4»M O 
o x; *0 o 
a, <y co g 4J 
CO X* (0 
C 4J o -P 

CO ft3 U CO G 
u u (w a> os 
CO 4J O <1> O 4J 
O o -H M 
O 73 G G > O 

!l) O ID U Q, 
-H 

-H 3 4J G 
JG V *H a> 
4J <u V > 
G x: G G 
O 'J o o 
2 CO U U 

OJ : 

¥ 



263 

9A. Were any of your family members living in retirement apartments at the 
time you were making your decision to move? (check one) 

(00) No 
Yes...If "Yes," How long had each person lived in retirement 

apartments? 
Person #1 years 
Person #2 years 
Person #3 years 

Total years 

9B. Were any of your friends living in retirement apartments (that is, 
apartments similar to these) at the time you were making your decision 
to move? (check one) 

(00) No 
Yes...If "Yes," How long had each person lived in retirement 

apartments? 
Person #1 years 
Person #2 years 
Person #3 years 

Total years 

* * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * 

10-12. NOTE TO THE INTERVIEWER: THIS QUESTION APPLIES TO THE CHART 
ENTITLED, "USES OF INFORMATION". FOR THE INFORMATION SOURCES USED 
BY THE RESPONDENT IN Q.8...AT WHICH DECISION MAKING LEVEL(S) AND 
FOR WHICH PURPOSE (S) WERE THEY USED, AND HOW IMPORTANT WAS EACH 
SOURCE? 

* * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * 

These next questions deal with how other people close to you felt concerning 
your move. 

13. A). Did any of your relatives express their feelings about you making 
a move from your previous residence? 

(0) No 
"(1) Yes 

If "Yes," PLEASE COMPLETE 13 B. and C. 

B.) Which of one the following best describes how your relatives felt 
about you making the move. My relatives thought I: 

definitely 
should not 
move 

probably 
should not 
move 

(my relatives 
were unsure 
about whether 
I should or 
shouldn't 
move) 

probably 
should move 

definitely 
should move 

1 2 3 4 5 
-2 -1 00 01 02 



2 6 4 

C.) In general, to what extent do you want to do what your relatives 
want you to do? 

Not at all A little bit Moderately Quite a bit Very much 

1 2 3 4 5 

14. A) . Did any of your friends express their feelings about you making a 
move from your previous residence? 

(0) No 
(1) Yes 

If "Yes," PLEASE COMPLETE 14 B. and C. 

B.) Which of one the following best describes how your friends felt 
about you making the move. My friends thought I: 

definitely 
should not 
move 

probably 
should not 
move 

(my friends 
were unsure 
about whether 
I should or 
shouldn't 
move) 

probably 
should move 

definitely 
should move 

1 2 3 4 5 

-2 -1 00 01 02 

C.) In general, to what extent do you want to do what your friends want 
you to do? 

Not at all A little bit Moderately Quite a bit | Very much 

1 2 3 4 j 5 

Now, just a few questions about your choice of this apartment complex. 

15A. After you first began thinking about moving, about how long did it 
take you to make your decision to move to these apartments? 

months 

15B. Which of the following statements best describes the amount of time 
you had to make your decision and to gather the necessary 
information?: 

1. The time was sufficient (I had enough time). 
2. I wish I'd had more time. 
3. I spent more time than I needed. 
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16. When you first began thinking about making a move, did you know that 
this retirement complex existed? 

(1) Yes 
(0) No 

17. Were these apartments your first choice of a place to move to? 
(1) Yes 
(0) No 
If "Yes," Why did you choose these particular apartments? 

If "No," Why did you move here then? 

18. 

Not at all 
helpful 

Not very helpful Somewhat helpful Very Helpful 

1 2 3 4 

At the time you were making your decision, how helpful (using the above 
scale) was the management (manager, director, staff) of 
(these apartments) in providing you with information about: 

A . benefits of living here. 

B . financial costs of living here. 

C . availability of apartment units and arrangements for occupancy. 

[To be completed by the editor: Mean of 18A, B and C ] (D) 

The next several questions are very brief and deal with you personally. 
Since your responses will be tabulated with those of the other people being 
interviewed, no one will be able to determine whose answers these are. 

19. Which of the following describes your present marital status? 
1. married 
2 . never married 
3. widowed 
4. divorced 
5. separated 

20. What was your marital status when you first moved in here? 
1. married 
2 . never married 
3. widowed When was resident widowed Mo. Yr. 
4. divorced 
5. separated 
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21. Which is the highest level of education you have attained? 
1.)Less that 8th Grade 
2.)8th Grade 
3.)High School - 1 Year 
4.)High School - 2 Years_ 
5.)High School - 3 Years_ 
6.)High School - 4 Years] 

7.)College - 1 Year 
8.)College - 2 Years 
9.)College - 3 Years 
10.)College - 4 Years_ 
11.)College - 5 Years" 

or More 

22. Please indicate which category best describes personal annual income? 
1.)Under $10,000 
2.)10,000 - 12,499 
3.)12, 500 - 14, 999" 
4.) 15, 000 - 17,499' 
5.) 17, 500 - 19, 999" 

23. 

24. 

25. 

26A. 

6.)20,000 - 24,999 
7.)25,000 - 29,999 
8.)30,000 - 34,999 
9.)35,000 - 49,999 
10.)50,000 - 74,999 
11.)75,000 + 

Would you please tell me what your age was when you moved into these 
apartments? years old 

And, would you please tell me what your age is now: 

Gender of respondent: 1. Female 2. Male 

years old 

Looking back on the decision we have just been discussing, were there 
any information sources you would like to have used more, or which you 
would have like to have used but were not available to you at all? 

0.) No 1.) Yes 26B) If "Yes," PLEASE COMPLETE THE FOLLOWING: 

Type of 
Information 

Desired 

(1) 

Possible Source(s) 

(2) 

Was 
Source 
Used at 
All? 
(3) 

Why Wasn't Source Used 
More, or at All? 

(4) 

Type of 
Information 

Desired 

(1) 

Possible Source(s) 

(2) Yes No-

Why Wasn't Source Used 
More, or at All? 

(4) 
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27A. People move for a variety of reasons. Would you please tell me the 
reason or reasons your had for moving from your previous residence? 

(TO INTERVIEWER: PROBE FOR AS MANY REASONS AS POSSIBLE. IF RESPONDENT 
GIVES "DEATH OF A SPOUSE" AS A REASON, PROBE TO DETERMINE WHAT THAT 
MEANT TO THE RESPONDENT IN TERMS OF MORE SPECIFIC, RESIDENCE-RELATED 
REASONS—SUCH AS COULDN'T AFFORD TO KEEP UP THE HOUSE/DIDN'T NEED ALL 
THAT SPACE/FELT LONELY AND WANTED TO LIVE AMONG OTHER RETIRED PEOPLE). 

NOTE: If an "economic reason is given, is it associated with retirement 
from full or part-time employment? 

27B. Which one of the above reasons was the single most important 
reason (#1 reason for moving) and Which was the second most 
important reason (#2 reason for moving)? 

(TO INTERVIEWER: MARK #1 AND #2 BY THE APPROPRIATE REASONS 
ABOVE) 

28. [To be completed by the EDITOR. For respondents who were widowed before 
moving here, how long were they widowed before they moved (based on Q4. 
and Q20) ? years] 
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