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EXECUTIVE SUMMARY 

INTRODUCTION TO THE STUDY 

The Golden Rain Foundation (GRF) and its Long Range Planning Task Force (LRPTF) 
partnered with BW Research Partnership, Inc. (BW Research) to conduct a community 
survey to support the process of creating Rossmoor’s Long Range Plan. The Plan will be 
a comprehensive, wide-ranging policy plan covering all facets of the Rossmoor 
community and will identify current and projected needs to 2025. Rossmoor’s original 
General Plan was developed in the mid 1990s and was published in 1997.  

As part of the project, BW Research conducted a statistically representative telephone 
survey of residents and also made available a paper and web version of the telephone 
survey, referred to as the “self-selected survey,” for those who did not complete a 
telephone survey and wanted to participate in the process. The surveys conducted by 
BW Research are just one piece of the long range planning process being led by the 
consulting firm Design, Community & Environment (DCE).  

This report focuses on the results of the statistically representative telephone survey 
conducted by BW Research to support the planning process. The main research 
objectives of the study were to: 

• Assess satisfaction with the management of Rossmoor and the GRF’s efforts to 
communicate with residents; 

• Assess expectations for Rossmoor; 

• Identify amenity use, preferences, and priorities; 

• Explore residents’ perceptions regarding the value of their monthly coupon; and 

• Develop a demographic profile of residents. 

METHODOLOGY OVERVIEW 

The community-wide telephone survey of Rossmoor residents was administered from 
January 14 through 26, 2010 and each interview averaged 12.5 minutes in length. The 
survey was focused on Rossmoor residents and excluded renters, live-in employees, 
and guests.  

In total, a statistically representative sample of 600 Rossmoor residents completed a 
telephone survey, resulting in a maximum margin of error +/- 3.87 percent (at the 95 
percent level of confidence) for questions answered by all 600 respondents. 

Articles were published in the Rossmoor News both before and during data collection to 
inform residents about the project, legitimize the process, and encourage participation. 
Residents of all ages were cooperative throughout the telephone survey process. The 
refusal rate was only 15 percent among those contacted – one of the lowest refusal 
rates we have encountered during our 10 years conducting telephone survey research. 
For more detail on the survey methodology, please refer to the Methodology Section of 
the report beginning on page 53.  
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KEY FINDINGS 

Based on the analysis of the telephone survey data, BW Research is pleased to present 
the Golden Rain Foundation with the following key findings. Please refer to the body of 
the report for a more comprehensive analysis of findings, including comparisons among 
resident sub-groups. 

What Attracted Residents to Rossmoor 

Twenty-two percent of residents indicated that they were most attracted to the quality of 
life in the community, 21 percent were attracted to Rossmoor because it was near their 
family, 18 percent valued the security, and 18 percent cited the location. 

Satisfaction with Management of Rossmoor 

Eighty-four percent of residents were satisfied with the management of Rossmoor’s 
services, programs, and amenities. Specifically, 54 percent were “Very satisfied,” 30 
percent were “Somewhat satisfied,” five percent “Neither satisfied nor dissatisfied,” nine 
percent were dissatisfied, and two percent did not know or declined to state. 

Among the nine percent of residents who were dissatisfied (52 respondents), the top 
reasons cited for their dissatisfaction related to Rossmoor not being well run, 
governance, and leadership issues (41%) or that Rossmoor was too expensive (38%). 

Rossmoor as Last Home Purchase 

When residents first moved to Rossmoor, approximately eight in 10 (82%) intended that 
it would be their last home purchase, 12 percent did not, and six percent did not know or 
declined to state.  

If Could No Longer Live on Own 

Fifty-eight percent of residents indicated that they would stay in Rossmoor with a 
caregiver if they could no longer live on their own, 18 percent would move out of the 
community, and 24 percent did not know, were not sure, or declined to state. 

Differing Opinions: Rossmoor’s Priorities 

Residents were presented with the opinions of two hypothetical neighbors who live in 
Rossmoor and who disagree about Rossmoor’s priorities in the future.  

• Mr. White believes that the Golden Rain Foundation should provide more services 
to less active senior residents who need more assistance to continue to live in 
Rossmoor. 

• Mr. Jones believes that the Golden Rain Foundation should maintain an active 
senior community and not expand services for the residents who need more 
assistance to continue to live in Rossmoor. 

Forty-nine percent of residents felt that Mr. Jones’ opinion was closest to their own, 37 
percent identified with Mr. White, six percent a combination of the two, three percent 
neither opinion, and five percent were not sure or declined to state.  
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Participation in Rossmoor Services and Programs 

Overall, between 42 percent and 72 percent of residents had never utilized six of the 
eight services and programs evaluated in the survey. 

Examining overall use (having ever used the program or service), entertainment 
activities were the most popular (86% participation), followed by fitness activities and 
programs (74%), organized day trips and/ or extended travel for activities or 
performances (57%), and social activities (56%).  

In terms of regular use (once a week or more), 40 percent of residents participated in 
fitness activities and programs, 32 percent participated in entertainment activities (such 
as concerts, plays, or movies), and 20 percent regularly participated in social activities 
(such as games and dances).  

Amenity Preferences 

For the same eight programs and services, residents were asked whether they would 
like to see more of each type of program or service or whether they felt there was 
currently an adequate amount. At the introduction of the question, residents were 
reminded that the operation and maintenance of the programs was paid out of the 
coupon. 

Between 70 percent and 86 percent of residents felt there was currently an adequate 
amount of each program or service. Entertainment, such as concerts, plays, or movies 
received the most residents indicating they would like to see “More,” at 17 percent. 

Improvement Priorities 

When presented with a list of seven improvement projects being considered for 
Rossmoor, between 51 percent and 74 percent of residents considered each potential 
project as a “Low priority.”  

The two projects with the most support were to “Expand walking trails in Rossmoor to 
connect to open space and surrounding park land” (44% “High priority) and “Develop 
and expand environmentally-friendly programs and facilities” (38% “High priority). 

Value of Monthly Coupon 

The majority of residents perceived the amenities provided for their monthly coupon to 
be an “OK value” (50%), 41 percent viewed them as a “Great value,” seven percent a 
“Poor value,” and two percent did not know or declined to state.  

When asked how to improve the value of the coupon, the seven percent of residents 
who felt the coupon was a poor value (40 respondents) cited various topics. No single 
response category was cited by more than 12 percent of respondents and 21 percent 
indicated they did not know or had no answer. 

Differing Opinions: Monthly Coupon 

Residents were presented with the opinions of two hypothetical neighbors who live in 
Rossmoor and who disagree about what Rossmoor should do with its monthly coupon.  
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• Mr. Brown believes that the current programs and facilities at Rossmoor are fine 
and he does not want to increase our monthly coupon for any new or expanded 
programs, services, or facilities.  

• Mr. Davis believes in improving the quality of life in Rossmoor through new 
programs, services, or facilities, which would be worth a few more dollars on our 
coupon. 

After reading each neighbor’s opinion, residents were asked to select the opinion closest 
to their own. The vast majority, 73 percent, agreed with Mr. Brown that the coupon 
should be kept as low as possible.  

Satisfaction with Communication 

Overall, 84 percent of residents were satisfied with the Golden Rain Foundation’s efforts 
to communicate with residents about news, events, and activities and 13 percent were 
dissatisfied.  

Specifically, 50 percent were “Very satisfied,” 34 percent were “Somewhat satisfied,” 10 
percent were “Somewhat dissatisfied,” four percent were “Very dissatisfied,” and three 
percent did not know or declined to state. 

When asked how to improve communication, the top issues cited among the 13 percent 
of residents dissatisfied with communication efforts (79 respondents) related to GRF 
meetings and the decision-making process (54%) and improving and expanding the 
Rossmoor News (22%). 

Use of Information Sources 

Rossmoor News was the most utilized source for news and information at 99 percent 
overall use and 92 percent regular use (once a week or more).  

Sixty-six percent of residents referred to Channel 28 for Rossmoor news and information 
and 12 percent of residents regularly watched Channel 28. 

Thirty-six percent of residents utilized Rossmoor’s websites for information, with four 
percent regular use. 

Demographics 

The survey universe included 6,395 households (count excludes rental households) and 
9,055 residents (count excludes renters, live-in employees, and guests).  

Where Lived before Rossmoor 

Prior to moving to Rossmoor, 37 percent of residents lived in a neighboring city, 33 
percent the Bay Area, 13 percent somewhere else in California, and 17 percent another 
state. 

Rossmoor as Primary or Secondary Residence 

Ninety-seven percent of residents surveyed considered Rossmoor to be their primary 
residence. 
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Currently Work for Pay 

Sixteen percent of residents worked for pay, nine percent part-time and eight percent 
worked full-time. 

Computer Use 

Sixty-nine percent of residents used a computer to access information, for shopping, or 
to send and receive email. 

Caregiver Status 

Seven percent of Rossmoor residents served as a caregiver for another adult Rossmoor 
resident. 

Seven percent of residents had a caregiver, five percent a part-time caregiver and two 
percent a full-time caregiver. 

Household Income 

The median household income of Rossmoor residents at the time of the survey was 
$50,000 to $74,999. 

Household Net Worth 

The median household net worth of Rossmoor residents at the time of the survey was 
$250,000 to $499,999. 

Gender 

Sixty-five percent of residents surveyed were women and 36 percent were men, which 
was consistent with the overall universe of Rossmoor. 

Age 

The average age of Rossmoor residents surveyed was 77.9 years and the median age 
79 years (same as universe of residents). 

Years since Last Ownership Change of Unit 

The median number of years since the last ownership change of Rossmoor units at the 
time of the survey was eight to nine years. 

The percentage breakdown for the number of years since the last ownership change of 
unit among households surveyed was consistent with the overall universe of 
households. 

Basic Monthly Coupon Amount in 2009 

The 2009 basic monthly coupon amount provided to BW Research in the GRF database 
was defined as the sum of the GRF Assessment and Mutual Assessment.  

To maintain an “apples to apples” comparison across different unit types, the property 
taxes and in some cases, mortgage payments that are included in the total co-op 
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coupon were not included in the definition of the basic coupon amount since those items 
are not included in the coupon for condo units. 

Most households had a basic coupon amount of $463 to $553 (36%) or $602 to $650 
(32%) in 2009. The percentage breakdown for the basic monthly coupon amount among 
households surveyed was consistent with the overall universe of households. 

Geographic Area of Residence 

Prior to the survey, BW Research was provided with a map of Rossmoor and grouped 
the Mutuals into geographic areas. Approximately 30 percent of households surveyed 
were located in Area 2, defined as the First Walnut Creek Mutual (29.2%) and Walnut 
Creek Mutual 56 (0.2%) and Walnut Creek Mutual 65 (0.3%). 

Among households surveyed, the percentage breakdown by geographic area was 
consistent with the overall universe of households.  

In addition, the percentage breakdown of each Mutual within the geographic areas was 
consistent with the overall universe of Rossmoor households. 

CONCLUSIONS 
BW Research offers the following conclusions to the Golden Rain Foundation from the 
2010 Rossmoor Telephone Survey Community Research. 

Overall Satisfaction with Rossmoor 

Overall, residents of Rossmoor are quite satisfied with the management and quality of 
life offered at Rossmoor. This statement is based on the following results from the 
telephone survey: 

• More than four out of five residents (84%) were satisfied with the overall 
management of Rossmoor’s services, programs, and amenities and just as 
importantly, less than one in 10 (9%) were dissatisfied. 

• Examining satisfaction with the overall management of Rossmoor, not one single 
group by age, gender, geography within Rossmoor, or length of residence within the 
community had less than 75 percent satisfaction. So while there is no doubt that 
there are small pockets of dissatisfaction within the community, they are a minority 
of each demographic group within Rossmoor.  

• Over 80 percent (82%) of residents intended Rossmoor to be the last place they 
live, and more than half (58%) planned on continuing to live in the community even 
if their physical circumstances change and they would require a caregiver to assist  
them. Another 24 percent were not sure what they would do and less than 20 
percent would move out. This general expectation to continue living in Rossmoor 
even when circumstances require additional resources conveys some desire to 
continue with one’s current quality of life. 

• Most residents did not feel that the community needs to improve the quality of life 
for its residents. If residents were generally unsatisfied with the quality of life 
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provided at Rossmoor, we would have expected more residents to support Mr. 
Davis, the hypothetical resident who advocated for paying a few more dollars a 
month on the coupon to improve the quality of life in the community. Particularly, we 
would have expected to see a majority of the more affluent (measured by either 
annual income or household net worth) residents who would be less likely to be 
concerned with a few extra dollars a month, and that was not the case.  

• Residents were again largely satisfied with the job the GRF is doing to communicate 
with residents. Residents’ perception of communications efforts is often closely tied 
to overall satisfaction with the management and leadership within a given 
community and in Rossmoor, there is a strong relationship between satisfaction with 
the overall management of Rossmoor and GRF’s communication efforts.  

Sensitivity to Additional Expenditures and a Higher Monthly Coupon 

While Rossmoor residents indicated relatively high levels of satisfaction with GRF and 
the management of the community, there was an underlying concern with increasing 
expenditures and ultimately increasing the cost of the monthly coupon. The results of the 
Brown vs. Davis question that examined whether residents would prefer to increase the 
monthly coupon by a few dollars a month to improve the quality of life vs. doing 
everything possible not to increase the monthly coupon, can rightfully be interpreted at 
some level as a general satisfaction with the quality of life in Rossmoor. However, it 
should also be interpreted as providing a strong argument for minimizing additional 
discretionary expenditures that could impact residents’ monthly coupon. This general 
argument is further supported by the data that showed a relatively balanced usage of the 
programs and activities that were investigated in the survey, with little feedback that 
current programs are overcrowded and the low percentage of residents that indicated 
each of the programs and activities tested should be expanded.  

Active Senior Living vs. Facilitating Extended Living in Rossmoor 

In many areas of the survey, there was a general agreement among Rossmoor residents 
that largely transcended their age, length of residence, and income levels. However, 
there was one issue that stood out in the results where there were strong differences 
among residents, both in terms of overall results as well as significant differences among 
resident sub-groups. Almost half of residents (49%) believed that the GRF should focus 
on maintaining an active senior community and not facilitate less active seniors to live 
longer in Rossmoor. A smaller percentage (37%), but still more than one-third of 
residents, disagreed and believed that the GRF should be doing more to help less active 
senior residents live in the community longer. Younger, more affluent residents who 
actively used the computer were more likely to agree with the first sentiment (focus on 
active senior living), whereas older, less affluent residents, who did not use the computer 
regularly were more likely to agree with the second sentiment (focus on facilitating less 
active seniors so they can continue to live in Rossmoor). This issue is one that residents 
will need to continue to discuss to forge some consensus in the planning process.  

The body of the report focuses on the results of the statistically representative telephone 
survey. For additional detail on the findings and a complete assessment of the telephone 
survey results, please proceed to the body of the report beginning on the next page.



Rossmoor Community Survey –  Report 
Golden Rain Foundation  

 8

WHAT ATTRACTED RESIDENTS TO ROSSMOOR 
The first substantive question of the survey asked residents to think back to when they 
first decided to move to Rossmoor and detail what attracted them most to the 
community. Residents provided a range of responses to this question and no single 
amenity or attribute emerged ahead of the rest. 

It is important to note that this question was asked in an open-ended format, meaning 
respondents were free to mention any attribute and responses were then coded into 
categories based on similarity.  

Twenty-two percent of residents indicated that they were most attracted to the quality of 
life in the community, 21 percent were attracted to Rossmoor because it was near their 
family, 18 percent valued the security, and 18 percent cited the location. 

Figure 1 What Attracted Residents to Rossmoor (Multiple Responses Allowed)1 

 
                                                      
1 Multiple responses permitted; the percentages in the figure total more than 100 percent. Please refer to 
Appendix B, page 1 (B-1) for the verbatim other, specify responses to this question. 
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Throughout this report, analyses of resident sub-groups will be presented in text boxes. 
To follow is an examination of what attracted residents to Rossmoor by the many 
demographic and behavioral sub-groups examined in the study.  

 

 

 

 

  

Below are the highlights from the analysis of what attracted residents to 
Rossmoor by sub-groups. 

• Residents who moved to Rossmoor from outside the Bay Area or from another 
state were much more likely to indicate that what attracted them most to the 
community was that it was near family (44%). 

• The top attributes cited by men were the quality of life within the community 
(28%) and location (21%), whereas the top two among women were that 
Rossmoor was near family (23%) and the security (20%). 

• Residents who currently worked for pay were much more likely to cite 
Rossmoor’s location (26%) and affordability (19%) than those who were retired. 

• Residents with a household income less than $25,000 were the least likely to cite 
quality of life in the community and the most likely to cite Rossmoor’s security as 
what attracted them most to the community. 

• Residents who lived in geographic area 8 defined as the Third WCM Project 34, 
36-42, 44, 45, and 64 were the most likely to have been attracted to Rossmoor’s 
quality of life (30%), those in area 6 defined as the Third WCM Project 33, 50, 
51, 53, 55 and WCM 22, 59, and 61 were the most likely to cite security (29%), 
and those in area 1 defined as the Fourth WCM and WCM 8 were the most likely 
to cite its affordability (24%). 

• Residents 65 to 74 years of age were more likely than those in other age groups 
to indicate that Rossmoor’s affordability (28%) and facilities and amenities (11%) 
were what most attracted them to the community. There were no other notable 
differences by age for this question. 
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SATISFACTION WITH MANAGEMENT OF ROSSMOOR 
Eighty-four percent of residents were satisfied with the management of Rossmoor’s 
services, programs, and amenities. Specifically, 54 percent were “Very satisfied,” 30 
percent were “Somewhat satisfied,” five percent “Neither satisfied nor dissatisfied,” nine 
percent were dissatisfied, and two percent did not know or declined to state. 

Figure 2 Satisfaction with Management of Rossmoor 
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• Satisfaction with the management of Rossmoor was positively correlated with 
residents’ views regarding the value of their coupon as well as satisfaction with 
the Golden Rain Foundation’s efforts to communicate with residents. 

o Ninety-three percent of residents who rated the $218 they pay as the GRF 
portion of their monthly coupon as a great value indicated they were 
satisfied with the management of Rossmoor, with 70 percent of this group 
reporting they were “Very satisfied” (“Great value” 93% satisfied; “OK value” 
83%; “Poor value” 49%).   

o Residents who felt that improving the quality of life in Rossmoor through 
new programs, services, or facilities was worth a few more dollars on the 
coupon reported more satisfaction than those who believed that current 
programs and facilities were fine and did not want to increase the coupon for 
any new or expanded programs, services, or facilities (94% vs. 81%).   

o Ninety percent of residents who were satisfied with the GRF’s efforts to 
communicate with residents were also satisfied with the management of 
Rossmoor’s services, programs, and amenities (“Very satisfied” with 
communication 94% satisfied with management; “Somewhat satisfied” 85%; 
“Somewhat dissatisfied” 54%; “Very dissatisfied” 29%).   
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To follow is the continued analysis of satisfaction with the management of 
Rossmoor by sub-groups. Although some differences emerged, as noted below, 
every demographic sub-group expressed at least 75 percent satisfaction.  

• Residents who regularly watched Channel 28 reported higher satisfaction than 
those who watched less frequently (“Regularly” 91%; “Sometimes” 80%; 
“Seldom” 88%; “Never” 82%). 

• Residents who used a computer to access information, for shopping, or to send 
and receive email reported higher satisfaction than those who did not use a 
computer (87% vs. 79%). 

• Satisfaction was highest among residents with a total household income of 
$100,000 to $149,999 (95%) and lowest among those with a household income 
of $25,000 to $49,999 (80%).  

• Examining net worth, residents with a household net worth of $100,000 to 
$249,000 reported the lowest satisfaction with the management of Rossmoor’s 
services, programs and amenities (78%). Residents in each of the other 
categories reported comparable satisfaction, ranging from 86 to 89 percent. 

• Male residents reported more satisfaction than female residents (88% vs. 82%). 

• Residents in area 3 The Waterford (95%) and area 7 WCM 68 (94%) reported 
the highest satisfaction, whereas those in area 8 - Third WCM Project 34, 36-42, 
44, 45, 64 (78%) and area 4 – Second WCM (79%) reported the lowest. 

• Although there was no difference in overall satisfaction (“Very” plus “Somewhat 
satisfied”) by age, residents 85 years and older were the most likely to report 
being “Very satisfied” with the management of Rossmoor (61%). 

• Residents who did not intend Rossmoor to be their last home purchase reported 
more dissatisfaction that those who did intend Rossmoor to be their last home 
(15% vs. 8% dissatisfied). 

• Residents who indicated that they would move out of Rossmoor if they could no 
longer live on their own reported more dissatisfaction than those who indicated 
they would stay in Rossmoor with a caregiver (14% vs. 7%). 

• Residents who had lived in Rossmoor for 10 to 14 years (I.e., 10 to 14 years 
since last ownership change of unit: 14% dissatisfaction) reported higher 
dissatisfaction than those who had lived in Rossmoor for less than 10 years (8%) 
or 15 years or more (8%). 

• No notable differences in satisfaction were found by whether Rossmoor was a 
primary or secondary home, whether residents currently worked for pay, whether 
they served as a caregiver to another resident, or whether they had a caregiver. 
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MAIN REASON FOR DISSATISFACTION 

The nine percent of residents (52 respondents) who were dissatisfied with the 
management of Rossmoor’s services, programs, and amenities were next asked to 
detail the main reason for their dissatisfaction. 

It is important to note that this question was asked in an open-ended format, meaning 
respondents were free to mention any issue and responses were then coded into 
categories based on similarity.  

Approximately four in 10 dissatisfied residents cited reasons related to Rossmoor not 
being well run, governance, and leadership issues (41%) or that Rossmoor was too 
expensive (38%) as the main reasons for their dissatisfaction with the management of 
Rossmoor’s services, programs, and amenities. 

Figure 3 Main Reason Dissatisfied with Management (Multiple Responses Allowed)2 

 

 

                                                      
2 Multiple responses permitted; the percentages in the figure total more than 100 percent. Please refer to 
Appendix B, page 6 (B-6) for the verbatim other, specify responses to this question. 
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ROSSMOOR AS LAST HOME PURCHASE 
When residents first moved to Rossmoor, approximately eight in 10 (82%) intended that 
it would be their last home purchase, 12 percent did not, and six percent did not know or 
declined to state.  

Figure 4 Intend Rossmoor to be Last Home Purchase 

  
Results of this question were correlated with age, such that the percentage of residents 
that intended Rossmoor to be their last home purchase increased as age increased.  

In addition to being the least likely to intend Rossmoor to be their last home purchase 
(22%), residents 55 to 64 years of age were also the most likely to not know or decline to 
state when asked this question (16%). 

Table 1 Intend Rossmoor to be Last Home Purchase by Age 
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• Residents in each of the sub-groups below were much more likely than their sub-
group counterparts to have intended Rossmoor to be their last home 
purchase: 

o Residents 75 years and older (86% intended Rossmoor to be their last 
home purchase vs. 75% among those less than 75 years of age); 

o Residents who did not currently work for pay (86% vs. 62% among those 
who worked); 

o Residents who did not use a computer (87% vs. 79% among those who 
used a computer); 

o Residents with a household income less than $75,000 per year (84% vs. 
77% among those earning $75,000 or more); 

o Those who had lived in the community 10 to 14 years (10 to 14 years since 
last ownership change of unit: 87%); 

o Female residents (84% vs. 78% among male residents); 

o Residents classified as a designee or trustee (85% vs. 79% among owners 
and 62% among co-occupants). 
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IF COULD NO LONGER LIVE ON OWN 
Residents were next asked “If you could no longer live on your own, would you be more 
likely to have a caregiver stay with you in Rossmoor or move out of the community?”  

Fifty-eight percent of residents indicated that they would stay in Rossmoor with a 
caregiver, 18 percent would move out of the community, and 24 percent did not know, 
were not sure, or declined to state. 

Figure 5 If You Could Not Longer Live on Own: More Likely 

 
 

 

Rossmoor 
with 

caregiver
58.3%

Move out
17.9%

DK/NA
23.8%

• Residents who were satisfied with the management of Rossmoor’s services, 
programs, and amenities were more likely to indicate that they would stay in 
Rossmoor with a caregiver than those who were dissatisfied (60% vs. 46%). 

• Similarly, residents’ expectations for staying in the community if they could no 
longer live on their own were related to the value they perceived from the $218 
GRF portion of their monthly coupon. Sixty-seven percent of residents who felt the 
amenities provided for their coupon were a “Great value” would stay in Rossmoor 
with a caregiver, 56 percent of those who viewed the amenities as an “OK value” 
would stay, and 36 percent of those who perceived the amenities provided to be a 
“Poor value” would stay in Rossmoor with a caregiver if they could no longer live 
on their own.   

• Residents who intended Rossmoor to be their last home purchase were more 
likely to indicate that they would stay in Rossmoor with a caregiver than those 
who did not intend it as their last home purchase (60% vs. 49%). Those who did 
not intend Rossmoor to be their last home purchase were much more likely to 
indicate that they did not know, were not sure, or declined to state (31% vs. 23%). 
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Demographically: 

• A higher than average percentage of residents in the $100,000 to $149,999 
household income group anticipated staying in Rossmoor with a caregiver if they 
could no longer live on their own (69%). 

• A higher than average percentage of residents with a household net worth of 
$100,000 to $249,999 indicated they would move out of the community if they 
could no longer live on their own (25%). 

• Thirty-four percent of residents who had lived in the community 15 to 24 years 
indicated they would likely move out if they could no longer live on their own (15 
to 24 years since last ownership change of unit). 

• Residents in the 70 to 74 year old age group were more likely to indicate that they 
would stay in Rossmoor with a caregiver than those in other age groups (87%). 

• Compared with those in other areas, residents in geographic area 7 defined as 
WCM 68 were the most likely to indicate that they would stay in Rossmoor with a 
caregiver if they could no longer live on their own (70%). 

• There were no statistically significant differences in residents’ expectations by 
whether they currently worked for pay, whether they used a computer, whether 
they served as a caregiver, whether they have a caregiver, or gender. 
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DIFFERING OPINIONS: ROSSMOOR’S PRIORITIES 
Residents were presented with the opinions of two hypothetical neighbors who live in 
Rossmoor and who disagree about Rossmoor’s priorities in the future.  

Below are the opinions of the two hypothetical neighbors: 

• Mr. White believes that the Golden Rain Foundation should provide more services 
to less active senior residents who need more assistance to continue to live in 
Rossmoor. 

• Mr. Jones believes that the Golden Rain Foundation should maintain an active 
senior community and not expand services for the residents who need more 
assistance to continue to live in Rossmoor. 

After reading each neighbor’s opinion, residents were asked to select the opinion closest 
to their own. Forty-nine percent of residents felt that Mr. Jones’ opinion was closest to 
their own, 37 percent identified with Mr. White, six percent a combination of the two, 
three percent neither opinion, and five percent were not sure or declined to state.  

Figure 6 Opinion Closest to Own – Rossmoor’s Priorities 
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Below is the assessment of residents’ agreement with each hypothetical neighbor 
regarding Rossmoor’s priorities by sub-groups.  

• The majority of residents who perceived the amenities received for the $218 
GRF portion of their monthly coupon to be a “Poor value” agreed with Mr. White 
that the GRF should provide more services to less active senior residents who 
need more assistance to continue to live in Rossmoor. 

o Residents who perceived the coupon as a “Great value” or “OK value” were 
much more likely to agree with Mr. Jones, that the GRF should maintain an 
active senior community and not expand services for residents who need 
more assistance to continue to live in Rossmoor.  

• The majority of residents satisfied with the GRF’s efforts to communicate with 
residents agreed with Mr. Jones (51% vs. 36% among those dissatisfied), 
whereas the majority of those dissatisfied agreed with Mr. White (53% vs. 34% 
among those satisfied). 

• Residents satisfied with the management of Rossmoor’s amenities, services, and 
programs were much more likely than those dissatisfied to agree with Mr. Jones 
that the GRF should maintain an active senior community and not expand 
services for residents who need more assistance (50% vs. 34%). 

• Residents in the 65 to 74 year age group were the most likely to feel that Mr. 
Jones’ opinion (focus on active living) was closest to their own (58%). 

• Residents who did not use computers were much more likely than those who did 
use computers to agree with Mr. White that the GRF should provide more 
services to less active senior residents who need more assistance to continue to 
live in Rossmoor (45% vs. 33%). 

• Residents who never watched Channel 28 were more likely than those who 
watched to side with Mr. Jones to focus on active living (55% vs. 46%). 

• The majority of residents with a household income of $50,000 or more agreed 
with Mr. Jones that the GRF should maintain an active senior community and not 
expand services for the residents who need more assistance to continue to live 
in Rossmoor. 

o Further, 68 percent of residents with a total net worth of $1,000,000 or more 
felt Mr. Jones’ opinion was closest to their own. 

• Fifty-three percent of residents who had lived in Rossmoor for 25 years or more 
felt Mr. White’s opinion (help residents live in the community longer) was closest 
to their own. 

• There were no statistically significant differences for this question by whether 
residents had a caregiver, whether they served as a caregiver to another 
resident, whether they worked for pay, gender, geographic area of residence, or 
2009 basic coupon amount. 
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PARTICIPATION IN ROSSMOOR SERVICES AND PROGRAMS 
Residents were next asked how often they used or participated in a number of 
Rossmoor services and programs.  

Overall, between 42 percent and 72 percent of residents had never utilized six of the 
eight services and programs evaluated in the survey. 

In terms of regular use (once a week or more), 40 percent of residents participated in 
fitness activities and programs, 32 percent participated in entertainment activities (such 
as concerts, plays, or movies), and 20 percent regularly participated in social activities 
(such as games and dances). 

Figure 7 Participation in Rossmoor Services and Programs (Sorted by % Use) 
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Examining overall use, entertainment activities were the most popular (86% 
participation), followed by fitness activities and programs (74%), organized day trips and/ 
or extended travel for activities or performances (57%), and social activities (56%). The 
remaining four programs and services were utilized by less than a majority of residents.  

Figure 8 Overall Participation in Rossmoor Services and Programs 
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The table below shows residents’ use of each service or program by age group, with the 
top three items within each group highlighted in dark grey.  

Overall use across the programs and service was lower among those in the 55 to 64 
year age group than those in other age groups (42% average across the items vs. 
majority use in the other age groups). Residents 55 to 64 years of age were much less 
likely to have participated in organized day trips and/ or extended travel (26% 
participation) and educational classes for personal development (27% use). In addition, 
although 73 percent of residents 55 to 64 years of age participated in entertainment 
activities (ranked #2 within the age group), utilization was lower among this age group 
than those in other age groups who reported over 88 percent participation in this activity. 

At 47 percent usage, residents 85 years and older were the most likely to have utilized 
bus services. 

Table 2 Program and Service Use by Age 

Program and Service Use  Overall 55 to 64 
years 

65 to 74 
years 

75 to 84 
years 

85 years 
and older

Entertainment, such as concerts, 
plays, or movies 86.4% (1) 72.7% (2) 89.9% (1) 87.6% (1) 88.5% (1) 

Fitness activities and programs 73.5% (2) 77.7% (1) 87.0% (2) 72.3% (2) 63.7% (3) 

Organized day trips and/or 
extended travel for activities or 

performances 
57.2% (3) 26.2% 52.2% 65.2% (3) 64.8% (2) 

Social activities, such as games 
and dances 55.9% 49.5% (3) 65.7% (3) 55.2% 53.5% 

Wellness programs, including 
lectures on issues facing 
seniors, such as falls and 

strokes 

45.7% 35.9% 47.3% 45.6% 49.2% 

Educational classes for personal 
development, such as foreign 
languages and current affairs 

40.6% 27.2% 43.6% 42.6% 42.0% 

Bus services 36.9% 30.1% 28.1% 36.7% 47.1% 

Support services, such as 
counseling 26.6% 18.5% 24.9% 29.7% 26.3% 

Average across items 52.8% 42.2% 54.9% 54.4% 54.4% 
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Below is an assessment of residents’ use of the eight programs and services by 
resident sub-groups.  

• Residents who felt that the amenities provided for their coupon were a “Poor” 
value had lower participation across the activities and services (41% average) 
than those who felt the coupon was a “Great” (57%) or “OK” value (51%). 

• As one might expect, residents who worked for pay had lower participation than 
those who did not work (46% vs. 54%). Further, those working full-time had the 
lowest participation across the eight programs and services (37%). 

• Residents who used a computer exhibited higher participation in activities than 
those who did not use a computer (57% vs. 45%). 

• Residents satisfied with the management of Rossmoor’s amenities, services, and 
programs were much more likely than those dissatisfied to have participated in 
the eight programs and services (54% vs. 45%). 

• A lower percentage of residents with a household income less than $25,000 
(77%) or $150,000 or more (66%) participated in entertainment activities than 
those with an income between the two (90%). 

• Residents with a caregiver were more likely to have utilized support services 
(42% vs. 26%) and less likely to have participated in fitness activities and 
programs (58% vs. 75%) than those without a caregiver. 

• A higher percentage of men participated in social activities than women (62% vs. 
52%). Conversely, a higher percentage of women than men utilized educational 
classes for personal development (44% vs. 35%) and support services (30% vs. 
21%). 

• Residents who had only lived in Rossmoor for one year or less were much less 
likely to have participated in fitness activities and programs, organized day trips 
and/ or extended travel, and bus services as compared with those who had been 
in the community for more than one year. 
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AMENITY PREFERENCES 
For the same eight programs and services, residents were next asked whether they 
would like to see more of each type of program or service or whether they felt there was 
currently an adequate amount. At the introduction of the question, residents were 
reminded that the operation and maintenance of the programs was paid out of the 
coupon. 

Between 70 percent and 86 percent of residents felt there was currently an adequate 
amount of each program or service. Entertainment, such as concerts, plays, or movies 
received the most residents indicating they would like to see “More,” at 17 percent. 

Figure 9 Amenity Preferences 
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The figure below shows the percentage of respondents that would like to see “More” of 
each program or service filtered by their frequency of use. In other words, the 
percentage of regular users, all users, and non-users that would like to see more of each 
program or service.  

Forty-four percent of regular bus service users and 37 percent of regular organized day 
trips and/ or extended travel participants wanted to see “More” of those services.  

At least 25 percent of regular users and approximately 20 percent of all users expressed 
interest in seeing “More” wellness programs, educational classes for personal 
development, and entertainment.  

Figure 10 Users and Non-Users of Each Program or Service: % More3 

 

                                                      
3 This chart is a further breakdown of the first part of the bar on Figure 9 that shows the percentage of 
residents that would like to see “More” of each program or service. Whereas Figure 9 showed the 
percentages among all residents, Figure 10 shows the percentage of regular users, all users, and non-users 
that would like to see “More” of each program or service.  
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Below is an assessment of residents who would like to see “More” of each of the 
eight programs and services by age and household income.  

• With the exception of fitness activities and programs, there were no statistically 
significant differences in the percentage of residents that would like to see more 
of each program or service by age. In particular, residents’ desire for more 
fitness activities and programs increased as age decreased, such that residents 
in the 55 to 64 year group were the most likely to want more (55 to 64 years 24% 
“More”; 65 to 74 years 20%; 75 to 84 years 11%; 85 years and older 6%).   

• A higher than average percentage of residents with a household income of 
$100,000 to $149,999 wanted to see more entertainment activities (27% “More”). 
Conversely, this group was the least likely to want to see more organized day 
trips and/ or extended travel (2% “More”). 
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IMPROVEMENT PRIORITIES 
Respondents were next presented with a list of seven improvement projects being 
considered for Rossmoor and were asked whether they viewed each as a “High” or 
“Low” priority. 

Between 51 percent and 74 percent of residents considered each potential project as a 
“Low priority.” The two projects with the most support were to “Expand walking trails in 
Rossmoor to connect to open space and surrounding park land” (44% “High priority) and 
“Develop and expand environmentally-friendly programs and facilities” (38% “High 
priority). 

Figure 11 Improvement Priorities 
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The table below shows the overall percentage of residents who felt each item should be 
a “Low priority” as well as a breakdown by age group.  

With the exception of “Expand(ing) walking trails in Rossmoor to connect to open space 
and surrounding park land” and “Develop(ing) and expand(ing) environmentally-friendly 
programs and facilities,” the majority of residents within the four age groups rated each 
item as a “Low priority.”  

Table 3 Percentage Low Priority by Age 

Percentage “Low priority”…  Overall 55 to 64 
years 

65 to 74 
years 

75 to 84 
years 

85 years 
and older

Develop more outdoor 
recreation areas, like parks, 

picnic areas, and volleyball and 
basketball courts 

74.0% 68.0% 63.1% 79.3% 77.9% 

Create bike lanes in Rossmoor 73.3% 56.3% 67.0% 81.0% 75.7% 

Add a warm-water pool at Dollar 70.2% 66.0% 72.3% 71.6% 68.0% 

Add an events center for 
cultural, educational, and 

recreational activities 
68.0% 72.8% 68.4% 65.7% 68.5% 

Provide more active indoor 
recreational facilities 64.7% 66.0% 64.8% 63.3% 66.7% 

Develop and expand 
environmentally-friendly 
programs and facilities 

51.4% 38.8% 50.7% 48.5% 60.3% 

Expand walking trails in 
Rossmoor to connect to open 

space and surrounding park land 
50.9% 26.1% 43.1% 55.6% 61.4% 

Average across items 64.6% 56.3% 61.3% 66.4% 68.3% 
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The table below shows the overall percentage of residents who felt each item should be 
a “High priority” as well as a breakdown by age group, with the top three items within 
each group highlighted in dark grey.  

The top two items were the same within each age group, with some differences for the 
third item. Forty-one percent of residents in the 55 to 64 year group felt that “Creat(ing) 
bike lanes in Rossmoor” should be a “High priority” (the average across all respondents 
was 21%) and 33 percent of those 65 to 74 years of age felt “Develop(ing) more outdoor 
recreation areas, like parks, picnic areas, and volleyball and basketball courts” should be 
a “High priority” (22% across all respondents). 

Overall, a much higher percentage of residents 55 to 74 years of age placed a “High 
priority” on expanding walking trails, developing environmentally-friendly programs and 
facilities, developing more outdoor recreation areas, and creating bike lanes as 
compared with those 75 years and older. 

Table 4 Percentage High Priority by Age4 

Percentage “High priority”…  Overall 55 to 64 
years 

65 to 74 
years 

75 to 84 
years 

85 years 
and older

Expand walking trails in 
Rossmoor to connect to open 

space and surrounding park land 
43.5% (1) 67.1% (1) 55.6% (1) 38.5% (1) 31.3% (1) 

Develop and expand 
environmentally-friendly 
programs and facilities 

37.5% (2) 55.4% (2) 42.3% (2) 35.6% (2) 29.9% (2) 

Add an events center for 
cultural, educational, and 

recreational activities 
27.2% (3) 22.3% 28.2% 29.0% (3) 26.6% (3) 

Provide more active indoor 
recreational facilities 27.0% 30.1% 30.9% 26.6% 23.4% 

Add a warm-water pool at Dollar 23.1% 28.2% 25.2% 18.9% 24.6% 

Develop more outdoor 
recreation areas, like parks, 

picnic areas, and volleyball and 
basketball courts 

22.4% 30.1% 32.6% (3) 16.6% 19.0% 

Create bike lanes in Rossmoor 21.4% 40.8% (3) 30.6% 13.1% 16.9% 

Average across items 28.9% 39.1% 35.1% 25.5% 24.5% 

 

                                                      
4 Adding together the cells from Table 3 and Table 4 will result in less than 100 percent due to don’t know, 
no answer, and refused (DK/NA) responses.  



Rossmoor Community Survey –  Report 
Golden Rain Foundation  

 29

 

 

 

  

Below is the continued examination of the percentage of respondents who felt each 
item should be a “High priority” by sub-groups.  

• Residents satisfied with the management of Rossmoor’s services, programs, and 
amenities were much more likely than those dissatisfied to rate adding an events 
center as a “High priority” (30% vs. 13%). There were no other differences 
among the items by satisfaction with management of Rossmoor. 

• Residents who agreed with Mr. Davis, who believes in improving the quality of 
life in Rossmoor through new programs, services, or facilities, which would be 
worth a few more dollars on the coupon, rated each item as a higher priority than 
those who agreed with Mr. Brown, that current programs and facilities at 
Rossmoor are fine and he does not want to increase the monthly coupon for any 
new or expanded programs, services, or facilities (42% across the items vs. 
24%). 

• With the exception of expanding walking trails, there were no statistically 
significant differences by household income. 

o The majority of residents with a household income between $50,000 and 
$149,000 rated “Expand(ing) walking trails in Rossmoor to connect to open 
space and surrounding park land” as a “High priority” (52%). This was 
compared with 39 percent among those earning less than $50,000 and 38 
percent among those earning $150,000 or more. 

• Residents who currently worked for pay were much more likely than those who 
did not to rate each of the following as a “High priority”: 

o “Expand walking trails in Rossmoor to connect to open space and 
surrounding park land” (61% vs. 40%); 

o “Develop and expand environmentally-friendly programs and facilities” (53% 
vs. 34%); and 

o “Create bike lanes in Rossmoor” (42% vs. 18%). 

• Women placed a higher priority than men on “Develop(ing) and expand(ing) 
environmentally-friendly programs and facilities” (41% vs. 32%) and “Add(ing) a 
warm-water pool at Dollar” (26% vs. 17%). Conversely, men placed a higher 
priority than women on adding an events center (32% vs. 24%). 
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VALUE OF MONTHLY COUPON 
Residents were next reminded that they will pay $218 each month in 2010 as the Golden 
Rain Foundation portion of their monthly coupon. They were also reminded that the $218 
goes toward the operation and maintenance costs to provide all the amenities within 
Rossmoor, including cable television service, safety, security, and bus services. 

Residents were next asked whether they considered the amenities provided for their 
$218 a month to be a great value, an OK value, or a poor value. 

The majority of residents perceived the amenities provided for their monthly coupon to 
be an “OK value” (50%), 41 percent viewed them as a “Great value,” seven percent a 
“Poor value,” and two percent did not know or declined to state.  

Figure 12 Value of Monthly Coupon 
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Below is an assessment of residents’ perceptions regarding the value of the 
amenities provided for the $218 monthly coupon by sub-groups. 

• Residents satisfied with the management of Rossmoor’s amenities, services, and 
programs were closely split in their perception of the coupon as an “OK value” 
(49%) or a “Great value” (45%).  

• Fifty-five percent of residents dissatisfied with the management of Rossmoor felt 
the coupon was an “OK value,” 29 percent perceived it as a “Poor value,” and 13 
percent viewed it as a “Great value.”  

• Residents who intended Rossmoor to be their last home purchase were more 
likely than those that did not to rate the coupon as a “Great value” (43% vs. 26%). 

• Residents who would stay in Rossmoor with a caregiver if they could no longer 
live on their own were more likely to rate the coupon as a “Great value” (47%) 
than those who would move out of the community (31%) or were not sure (35%). 

• Sixty-two percent of the residents who agreed with hypothetical resident Mr. Davis 
that the coupon can increase if it improves the quality of life rated the coupon as a 
“Great value.” Fifty-six percent of those who sided with Mr. Brown to keep the 
coupon as low as possible rated it as an “OK value.” 

• Residents satisfied with the GRF’s efforts to communicate were more likely than 
those dissatisfied to rate the coupon as a “Great value” (44% vs. 26%). The two 
groups were comparable in their perception of the coupon as an “OK value” (50% 
vs. 48%). However, those dissatisfied were more likely to rate it as a “Poor value” 
that those satisfied with the GRF’s efforts to communicate (24% vs. 4%).  

• The majority of residents who utilized Rossmoor’s websites as an information 
source viewed the amenities provided for the monthly coupon as a “Great value.”  

• Residents who used a computer were more likely to rate the coupon as a “Great 
value” than those who did not use a computer (44% vs. 34%). 

• Residents who had lived in the community for eight to nine years were the most 
likely to rate the coupon as an “OK value” (65%). 

• Residents under 70 years of age were much more likely than older residents to 
perceive the coupon to be a “Great value” (52% vs. 38%). 

• The majority of residents living in geographic area 3 The Waterford (59%) and 
area 7 WCM 68 (52%) perceived the coupon as a “Great value.” 

• Residents’ perception of the coupon as a “Great value” increased with household 
income and net worth. Specifically, 20 percent of residents in the lowest 
household income category (less than $25,000) rated it as a “Great value,” 
compared with 48 percent in the middle income category ($50,000 to $74,999) 
and 62 percent in the highest category ($150,000 or more).   
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NUMBER ONE WAY TO IMPROVE VALUE OF COUPON 

The seven percent of residents (40 respondents) who felt the coupon was a “Poor value” 
were asked to identify the number one thing that could be done to improve the value of 
their Golden Rain Foundation monthly coupon. 

Twenty-one percent of the respondents who felt the monthly coupon was a “Poor value” 
did not have an answer when asked what could be done to improve its value.  

The remaining responses were varied, with no singular category cited by more than 12 
percent of respondents. 

Responses related to improving the maintenance program (12%), cutting the cost of the 
coupon (11%), and increasing safety and security (10%) were each cited as the number 
one way to increase the value of the monthly coupon by 10 to 12 percent of respondents 
who felt the coupon was a “Poor value.” 

Figure 13 Number One Way to Improve Value of Coupon5 

 

 

                                                      
5 Please refer to Appendix B, page 7 (B-7) for the open-ended responses to this question. 
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DIFFERING OPINIONS: MONTHLY COUPON 
Residents were presented with the opinions of two hypothetical neighbors who live in 
Rossmoor and who disagree about what Rossmoor should do with its monthly coupon.  

Below are the opinions of the two hypothetical neighbors: 

• Mr. Brown believes that the current programs and facilities at Rossmoor are fine 
and he does not want to increase our monthly coupon for any new or expanded 
programs, services, or facilities.  

• Mr. Davis believes in improving the quality of life in Rossmoor through new 
programs, services, or facilities, which would be worth a few more dollars on our 
coupon. 

After reading each neighbor’s opinion, residents were asked to select the opinion closest 
to their own. The vast majority, 73 percent, agreed with Mr. Brown that the coupon 
should be kept as low as possible.  

Twenty-three percent of residents agreed with Mr. Davis that the coupon could increase 
if it improves the quality of life. The remaining four percent of residents agreed with a 
combination of the two (2%), did not agree with either resident (1%), or were not sure or 
declined to state (2%). 

Figure 14 Opinion Closest to Own – Monthly Coupon 
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Below is the assessment of residents’ agreement with the two hypothetical 
residents regarding Rossmoor’s monthly coupon by sub-groups.  

• Eighty-nine percent of residents dissatisfied with the management of Rossmoor’s 
programs, services, and amenities agreed with Mr. Brown that current programs 
and facilities at Rossmoor are fine and to not want to increase the monthly 
coupon for any new or expanded programs, services, or facilities compared with 
70 percent agreement with Mr. Brown among those satisfied. 

o A quarter of satisfied residents (26%) compared with only five percent of 
dissatisfied residents agreed with Mr. Davis who believes in improving the 
quality of life in Rossmoor through new programs, services, or facilities, 
which would be worth a few more dollars on the coupon. 

• Residents who perceived their monthly coupon to be a “Great value” (35%) were 
much more likely to agree with Mr. Davis (coupon can go up if it raises quality of 
life) than those who viewed it as an “OK value” (15%) or “Poor value” (11%). 

• Three in four residents who did not currently work for pay (75%) agreed with Mr. 
Brown to keep the coupon as low as possible compared with 63 percent among 
those who worked.  

• Residents who did not use computers were much more likely than those who did 
use computers to agree with Mr. Brown that current programs and facilities are 
fine and to not increase the monthly coupon (79% vs. 70%). 

• Residents who referred to Rossmoor’s websites for information were more than 
twice as likely as those who did not utilize the websites to agree with Mr. Davis 
that the coupon can increase if it raises the quality of life (35% vs. 16%). 

• Residents in the 55 to 64 year age group (38%) were the most likely to agree 
with Mr. Davis (coupon can increase if improves quality of life). 

• Residents’ agreement with the two hypothetical neighbors was correlated with 
household income and net worth. Seventy-eight percent of residents with a 
household income less than $75,000 agreed with Mr. Brown (keep coupon low) 
compared with 58 percent among those earning $75,000 or more.  

o Ninety percent of those with a household income less than $25,000 agreed 
with Mr. Brown. 

o Forty-two percent of residents with a household income of $100,000 or more 
agreed with Mr. Davis (coupon can increase if it improves the quality of life). 

• Residents in area 1 defined as the Fourth WCM and WCM 8 were the most likely 
to agree with Mr. Brown (82%), whereas those in area 7 WCM 68 were the most 
likely to side with Mr. Davis (52%). 

• No statistically significant differences were found by satisfaction with the GRF’s 
efforts to communicate with residents, whether residents intended Rossmoor to 
be their last home purchase, whether they had a caregiver, whether they served 
as a caregiver to another resident, gender, or length of residence. 
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SATISFACTION WITH COMMUNICATION 
Residents were next asked to detail their satisfaction with the Golden Rain Foundation’s 
efforts to communicate with residents about news, events, and activities.  

Overall, 84 percent of residents were satisfied with communication efforts and 13 
percent were dissatisfied. Specifically, 50 percent were “Very satisfied,” 34 percent were 
“Somewhat satisfied,” 10 percent were “Somewhat dissatisfied,” four percent were “Very 
dissatisfied,” and three percent did not know or declined to state. 

Figure 15 Satisfaction with Communication 
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• Ninety percent of residents who were satisfied with the management of 
Rossmoor’s services, programs, and amenities were also satisfied with the 
GRF’s efforts to communicate with residents. The majority of residents 
dissatisfied with management (51%) were satisfied with communication efforts. 

• Ninety percent of residents who rated the $218 they paid as the GRF portion of 
their monthly coupon as a “Great value” indicated they were satisfied with GRF’s 
efforts to communicate with residents (“Great value” 90% satisfied; “OK value” 
84%; “Poor value” 40%).   

• Residents who felt that the GRF should maintain an active senior community and 
not expand services for the residents who need more assistance to continue to 
live in Rossmoor reported higher satisfaction with communication than those who 
thought the GRF should provide more services to less active senior residents 
who need more assistance to continue to live in Rossmoor (87% vs. 79%). 
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Demographically, residents were fairly consistent in their satisfaction with the 
GRF’s efforts to communicate with residents about news, events, and activities.  

To follow are the few notable differences that emerged. Every demographic sub-
group expressed at least 75 percent satisfaction with communication efforts. 

• Residents who regularly watched Channel 28 reported higher satisfaction with 
communication efforts than those who never watched (93% vs. 82%). 

• Residents with a household net worth of $100,000 to $249,000 reported the most 
dissatisfaction with the GRF’s efforts to communicate with residents (23%).  

• Residents in geographic area 4 Second WCM reported more dissatisfaction 
(19%) with communication efforts than residents in other areas. 

• With the exception of residents 60 to 69 years old (78%) and those 75 to 79 
years of age (80%), at least 85 percent of residents in each of the remaining age 
groups reported satisfaction with communication efforts. 

• Residents who had lived in Rossmoor for 10 to 14 years (I.e., 10 to 14 years 
since last ownership change of unit: 18% dissatisfaction) reported higher 
dissatisfaction than those who had lived in Rossmoor for less than 10 years 
(13%) or 15 years or more (12%). 
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NUMBER ONE WAY TO IMPROVE COMMUNICATION 

The 13 percent of residents (79 respondents) who were dissatisfied with the GRF’s 
efforts to communicate with residents about news, events, and activities were next 
asked to identify the number one thing that could be done to improve communication.  

The majority of the residents dissatisfied with communication (54%) provided a response 
related to GRF meetings and the decision-making process (listen to residents and act on 
their input: 17%; let residents vote on decisions: 10%; more open meetings: 9%; 
unhappy with GRF and Board: 7%; more honesty: 7%; hold meetings at night: 4%). 

Twenty-two percent of residents dissatisfied with communication efforts felt that the 
Rossmoor News should be improved and expanded and 10 percent did not provide a 
response when asked what could be done to improve communication. 

Figure 16 Number One Way to Improve Communication6 

  

  

                                                      
6 Please refer to Appendix B, page 9 (B-9) for the open-ended responses to this question. 
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USE OF INFORMATION SOURCES 
The last substantive question of the survey asked residents how often they utilized three 
sources to get news and information about Rossmoor.  

Rossmoor News was the most utilized at 99 percent overall use and 92 percent regular 
use (once a week or more).  

Sixty-six percent of residents referred to Channel 28 for Rossmoor news and information 
and 12 percent of residents regularly watched Channel 28. 

Thirty-six percent of residents utilized Rossmoor’s websites for information, with four 
percent regular use. 

Figure 17 Use of Information Sources 
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Given that 99 percent of residents referred to the Rossmoor News for news and 
information, the analysis to follow focuses on the use of Channel 28 and Rossmoor’s 
websites. 

• A higher than average percentage of residents in each of the following sub-
groups referred to Chanel 28: 

o Residents 85 years and older (76% use); 

o Residents with a household income less than $25,000 per year (74%); 

o Those with a net worth less than $500,000 (70%); 

o Those who had lived in the community for 15 years or more (72%). 

• A higher than average percentage of residents in each of the following sub-
groups utilized Rossmoor’s websites: 

o Residents 55 to 74 years of age (59%); 

o Residents who worked for pay (54%); 

o Those with a household income of $50,000 or more (46%); 

o Male residents (45%); 

o Those who had lived in the community less than five years (43%); 

o Residents of area 5 defined as the Third WCM Project 23, 26, 27, 31, 32, 
35, 49, 54; WCM 28, 29, 30, 48; and Fifth WCM (49%) and area 7 WCM 68 
(48%). 
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DEMOGRAPHICS 
This section of the report summarizes the demographic information gathered during the 
survey as well as the data provided in the GRF database of residents and households. 

The survey universe included 6,395 households (count excludes rental households) and 
9,055 residents (count excludes renters, live-in employees, and guests).  

Where Lived before Rossmoor 

Prior to moving to Rossmoor, 37 percent of residents lived in a neighboring city, 33 
percent the Bay Area, 13 percent somewhere else in California, and 17 percent another 
state. 

Figure 18 Where Lived before Rossmoor 
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Rossmoor as Primary or Secondary Residence 

Ninety-seven percent of residents surveyed considered Rossmoor to be their primary 
residence. 

Figure 19 Rossmoor as Primary or Secondary Residence 
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Currently Work for Pay 

Sixteen percent of residents worked for pay, nine percent part-time and eight percent 
worked full-time. 

Figure 20 Currently Work for Pay 
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Computer Use 

Sixty-nine percent of residents used a computer to access information, for shopping, or 
to send and receive email. 

Figure 21 Use Computer 
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Caregiver Status 

Seven percent of Rossmoor residents served as a caregiver for another adult Rossmoor 
resident. 

Figure 22 Caregiver for Another Adult Rossmoor Resident 
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Figure 23 Currently Have a Caregiver 
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Household Income 

The median household income of Rossmoor residents at the time of the survey was 
$50,000 to $74,999. 

Figure 24 Household Income before Taxes 
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Household Net Worth 

The median household net worth of Rossmoor residents at the time of the survey was 
$250,000 to $499,999. 

Figure 25 Household Net Worth 
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Gender 

Sixty-five percent of residents surveyed were women and 36 percent were men, which 
was consistent with the overall universe of Rossmoor residents (universe of residents: 
64.1% women and 35.9% men). 

Figure 26 Gender 
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Age 

The average age of Rossmoor residents surveyed was 77.9 years and the median age 
79 years (same as universe of residents). 

Figure 27 Age 
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Years since Last Ownership Change of Unit 

The median number of years since the last ownership change of Rossmoor units at the 
time of the survey was eight to nine years. 

The percentage breakdown for the number of years since the last ownership change of 
unit among households surveyed was consistent with the overall universe of 
households. 

Figure 28 Years Since Last Ownership Change of Unit 

 
 
  

11.5%

18.2% 20.0%

11.7%
16.7%

13.6%

8.3%

0%

20%

40%

60%

1 year or 
less

2 to 4 years 5 to 7 years 8 to 9 years 
(median)

10 to 14 
years

15 to 24 
years

25 or more 
years



Rossmoor Community Survey –  Report 
Golden Rain Foundation  

 50

Basic Monthly Coupon Amount in 2009 

The 2009 basic monthly coupon amount provided to BW Research in the GRF database 
of households was defined as the sum of the GRF Assessment ($205.93 in 2009) and 
Mutual Assessment ($257.07 to $563.07 in 2009), resulting in a range of $463 to $769 
with the exception of The Waterford, the only congregate care facility in Rossmoor, 
where the maximum coupon was $1,881 including the GRF portion.   

Although the total coupon amount for co-ops includes property taxes and, in some 
cases, mortgage payments, those amounts were not included in the basic coupon  
amount reported here since condo units pay their property taxes and mortgages on their 
own and not through the coupon like the co-op units. 

To maintain an “apples to apples” comparison, the basic coupon amounts have been 
reported. Most households had a basic coupon amount of $463 to $553 (36%) or $602 
to $650 (32%) in 2009.  

The percentage breakdown for the basic monthly coupon amount among households 
surveyed was consistent with the overall universe of households. 

Figure 29 Basic Monthly Coupon Amount in 2009 
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Geographic Area of Residence 

Prior to the survey, BW Research was provided with a map of Rossmoor (shown below) 
and grouped the Mutuals into geographic areas. 
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Approximately 30 percent of households surveyed were located in Area 2, defined as the 
First Walnut Creek Mutual (29.2%) and Walnut Creek Mutual 56 (0.2%) and Walnut 
Creek Mutual 65 (0.3%). 

Among households surveyed, the percentage breakdown by geographic area was 
consistent with the overall universe of households. In addition, the percentage 
breakdown of each Mutual within the geographic areas was consistent with the overall 
universe of Rossmoor households. 

Figure 30 Geographic Area of Residence 
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METHODOLOGY 
The table below provides a brief overview of the methodology utilized for the project.  

Table 5 Overview of Project Methodology 

Method Statistically Representative Telephone Survey of Residents  
Self-Selected Web and Paper Survey of Residents 

Number of 
Participants 

Telephone Survey: 600 Residents Completed a Survey  
Self-Selected Survey: 251 Valid Surveys Received (215 Web and 36 Paper)  

Field Dates Telephone Survey: January 14 – 26, 2010 
Self-Selected Survey: January 27 – February, 2010  

Survey Universe 6,395 Rossmoor Households (Excluding Rental Households)  
9,055 Residents (Excluding Renters, Live-In Employees, and Guests) 

Margin of Error 

Telephone Survey: The maximum margin of error for questions answered by 
all 600 telephone survey respondents was +/-3.87% at the 95% level of 
confidence. 
Self-Selected Survey: A margin of error for the self-selected survey could not 
be calculated because it was a non-probability sample. 

RESEARCH OBJECTIVES 

Prior to beginning the project, BW Research met with the Golden Rain Foundation’s 
Long Range Planning Task Force to determine the research objectives for the study. 
Viewed broadly, the main research objectives of the study were to: 

• Assess satisfaction with the management of Rossmoor and the GRF’s efforts to 
communicate with residents; 

• Assess expectations for Rossmoor; 

• Identify amenity use, preferences, and priorities; 

• Explore residents’ perceptions regarding the value of their monthly coupon; and 

• Develop a demographic profile of residents. 

OVERVIEW OF SURVEY PROCESS 

BW Research conducted a statistically representative telephone survey of residents as 
the foundation for this study. Through an iterative process, BW Research worked closely 
with the Long Range Planning Task Force over several public meetings to develop a 
survey instrument that met all the research objectives of the study.  

Since the Long Range Planning Task Force was concerned that residents who were not 
called to participate in the telephone survey process would feel left out, BW Research 
created a paper and web version of the telephone survey, referred to as the “self-
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selected survey,” for those who did not complete a telephone survey and wanted to 
participate in the process. 

The telephone survey fielded first, from January 14 through 26, 2010, followed by the 
self-selected survey from January 27 through February 5, 2010. The data from the two 
surveys were collected, maintained, and reported as separate databases. 

The results of the statistically representative telephone survey are presented throughout 
this report and the results of the self-selected survey are included as Appendix C, D, and 
E for those interested in comparing the results between the two samples.  

To follow is additional detail on the telephone and self-selected survey processes. 

TELEPHONE SURVEY 

At the beginning of the project, the Golden Rain Foundation provided BW Research with 
a database of all residents and households to serve as the sampling universe for the 
study. Since the focus of the project was on Rossmoor residents, any rental households 
or live-in employees or guests in the database were removed. This resulted in a 
database of 6,395 households and 9,055 residents. 

BW Research purchased a proprietary list of telephone numbers associated with each 
Rossmoor address to supplement the telephone numbers provided in the GRF 
database. In total, BW Research had telephone numbers for 99 percent of Rossmoor 
households.  

For the telephone survey, one resident was randomly selected from within each 
household to be in the sample – all eligible7 households with a telephone number were 
included in the sample. The sample was stratified by resident and household 
demographic characteristics, including age, gender, number of years since the last 
ownership change of unit, geographic area of unit, Mutual, and basic coupon amount. 
Individuals were then grouped into clusters with others sharing their same demographic 
profile and then randomly selected to complete a survey from within their cluster.  

If a particular resident refused to participate in the survey or was not available to 
complete the survey when called, they were replaced with another randomly selected 
resident from that cluster who shared their same demographic profile. As such, the 
resulting sample of residents surveyed was representative of the larger universe of 
Rossmoor residents and households with regard to their demographic characteristics. 

To ensure a large enough sample of residents in the younger age groups for analysis 
and to reduce the margin of error within those groups, an oversample of residents under 
the age of 70 was incorporated into the telephone survey. At the conclusion of data 
collection, the data were weighted back to their original age proportions for overall 
representativeness. The weighting by age had little impact on the remaining resident and 
household demographic characteristics, which all remained within representative 
proportions (within 0.0% and 2.9% difference from the universe).  

  

                                                      
7 Rental households were excluded from the sample.  
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Telephone Survey Data Collection 

Prior to beginning data collection, BW Research conducted interviewer training and also 
pre-tested the survey instrument to ensure that all the words and questions were easily 
understood by respondents. Based on interviewer feedback and an evaluation of the 
survey data from the pre-test, it was determined that no changes were needed to the 
survey instrument.  

Seventy-one percent of the surveys for the project were completed on weeknights and 
weekends (423 of the 600 surveys) and 30 percent were completed during the day (177 
of the 600 surveys).  

The weeknight interviewing hours were 5:00 pm to 8:00 pm and weekday hours were 
10:00 am to 4:59 pm. Weekend calls were placed from 10:00 am to 5:00 pm on 
Saturday to ensure that working residents and those who were not at home during the 
week had an opportunity to participate. With the exception of requested callbacks, calls 
were not made on Sunday in respect of residents’ religious observances. 

Articles were published in the Rossmoor News both before and during data collection to 
inform residents about the project, legitimize the process, and encourage participation. 
Residents of all ages were cooperative throughout the telephone survey process. The 
refusal rate was only 15 percent among those contacted (excluding calls with no contact, 
such as answering machines, busy signals, no answers, etc.). This is one of the lowest 
refusal rates we have encountered during our 10 years conducting telephone survey 
research. 

A Note about Margin of Error and Analysis of Sub-Groups for the Phone Survey 

The overall margin of error for the telephone survey, at the 95 percent level of 
confidence, is between +/- 2.32 percent and +/- 3.87 percent (depending on the 
distribution of each question) for questions answered by all 600 respondents.  

It is important to note that questions asked of smaller groups of residents (such as 
questions only asked of dissatisfied residents) or analysis of sub-groups (such as 
examining differences by gender) will have a margin of error greater than +/-3.87 
percent, with the exact margin of error dependent on the number of respondents within 
each sub-group. 

BW Research has utilized statistical testing to account for the margin of error within sub-
groups and has highlighted statistically significant sub-group differences throughout this 
report.  

SELF-SELECTED SURVEY 

To allow all households an opportunity to participate, BW created a web and paper 
version of the telephone survey. Articles in the Rossmoor News informed residents of 
the supplemental survey process. Once the telephone survey was completed, the web 
survey address was published in the Rossmoor News and the paper surveys were 
available for pick-up at the GRF front-desk. 
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By design, each question on the web survey had to be completed to move forward. 
There was a “Don’t know” or “Refused” response option on each question for those who 
did not want to answer a given question or did not like the response options available. 

Because of the nature of a paper survey and that respondents can simply skip or not 
answer questions, there was no need to provide “Don’t know” or “Refused” response 
options. Respondents who skipped a given question were coded into that category when 
the data from the paper surveys were merged with the web survey data for analysis. 

Also by design for the web survey, respondents were only permitted to go back to the 
previous question and not to every question. BW Research has found that this process 
results in the most accurate, truest responses to questions and more closely simulates 
the phone survey process.  

Self-Selected Survey Data Processing 

Prior to analysis, BW Research merged the data from the web and paper versions of the 
survey into one database. The home phone numbers entered at the beginning of the 
survey were validated against the database utilized for the telephone survey. Telephone 
numbers that did not match were then checked8 using www.whitepages.com in case the 
phone number fell into the one percent of households that did not have a phone number 
listed in the database. 

The telephone numbers provided on the web and paper surveys were also checked 
against the telephone survey database to ensure that a household that completed the 
telephone survey did not also complete a web or paper survey. 

For a survey to be counted as valid and entered into the database, the age and gender 
provided by the respondent had to match the telephone number provided for the 
household in the database. This added layer of validation reduced the possibility of 
including a person in the database that entered a Rossmoor phone number that was not 
actually their own. 

The web survey received 284 hits (number of people accessing the introductory page) 
and 262 surveys were completed. Of those, 215 were validated through the process 
described above and included in the database. Ninety-eight paper surveys were handed 
out by the GRF, 42 were returned, and 36 of those were valid. 

In total, the self-selected survey process yielded 251 valid surveys for analysis. 

Because there was no sampling technique utilized for the web and paper surveys, the 
results of the web and paper survey process represent a self-selected group of 
individuals and are not statistically representative of the larger universe of Rossmoor 
residents. Given that the self-selected survey process was not a probability sample, a 
margin of error cannot be calculated. 

For those interested in the results of the self-selected survey, please refer to Appendix 
C, D, and E.

                                                      
8 The phone numbers that did not match the database were checked for the registered owner and 
associated address, which were then matched against the GRF database of households. 






