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Overview of Today’s Presentation

• The start of this journey and work on financial decision making

• Understanding cognition and aging; early cognitive impairment

• Review financial exploitation domains

• What we learned from our own research on fraud and scams

• Creating new financial decision rating scales

• “Proof is in the pudding”: Studies to validate scales

• Training and Implementation

• www.olderadultnestegg.com
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• Former university professor gifting grandson to tune of $300K in one 
year

• Staff ruled out the case—he seemed just fine

• General evaluation: conversation, MMSE or MoCA maybe, ask about 
whether or not he gifted grandson…

• If you referred to Psychologist: numeracy, check writing skills, general 
bank account knowledge

• MISSING– a way to assess informed decision making abilities about 
the actual decision in question!
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• Police asked APS to reconsider and re-assess–

• APS asked me if they could use my new 10-item scale

• He could not answer any of the questions on the scale and was 
unaware of the extent of his giving.

• Police charged grandson with FE

• Musings: I’ll bet he had Mild Cognitive Impairment—or at least 
executive functioning decline; other risk factors for FE

• Neurosyphillis

• Worked with Nissl 
and Kraepelin

• “August D”
− Delusions all 

the time
− Memory 

impairment 
constant (vs. 
intermittent)

“Chance favors the prepared mind.”
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Hebert et al., Arch Neurol (2003), 60, 1119

Year Age 65-74 Age 75-84 Age 85+ Total

2000 0.3 2.4 1.8 4.5

2010 0.3 2.4 2.4 5.1

2020 0.3 2.6 2.8 5.7

2030 0.5 3.8 3.5 7.7

2040 0.4 5.0 5.6 11.0

2050 0.4 4.8 8.0 13.2

CIND (n=241)

Age 71-79 16%

Age 80-89 29%

Age 90+ 39%

Total 22%

AD (n=98)

Age 71-79 3.5%

Age 80-89 10.2%

Age 90+ 22.4%

Total 8%
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Dementia Staging Instrument
Domains:

-Memory, Orientation, Judgment

-Community Affairs, Home and Hobbies

-Personal Care (not used for MCI)

-Stages: MCI, Mild, Moderate, Severe

Case Study Alzheimer’s disease: Classic Awful 
Case

• George and his wife both have dementia—wife is the caregiver

• Wife dies

• Son Leo moves in with George and becomes POA

• Leo takes George’s $425K and blows it— how much Taco Bell 
can you eat? Really . . .

• Leo has an attorney and financial planner come for George to 
sign Quit Claim Deeds . . . are you kidding me?

• Leo is not careful—signs the forms himself; attorney and 
planner have to admit they never saw George the day he signed 

• Judge orders all property to go to Leo’s brother & refers case to 
Prosecutor
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Cognitive or Neuropsychiatric Symptoms that:

1. Interfere with ability to function in usual activities

2. Represent a decline from previous functioning

3. Not due to delirium or major psychiatric disorder

4. Cognitive impairment detected through history and 
objective assessment

5. At least problems in 2 domains (memory, reasoning, 
visuospatial, language, personality change)

1. Meet criteria for dementia

2. Insidious onset

3. Clear-cut history of worsening cognition

4. Variety of presentations; amnestic most 
common, language (word finding), executive 
dysfunction
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Financial Exploitation:
The Dark Side of Financial Capacity

• Includes some interaction between the 
older adult victim and another “trusted” 
person.

In assessing financial capacity

how many people have found evidence of 
suspected financial exploitation?

Audience Poll
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Six Domains*
*Conrad et al. (2010)

Financial Exploitation: What Is It

Theft and Scams
Has anyone misused your ATM or credit card?

Abuse of Trust
Has someone convinced you to turn the title of your home over to them?

Financial Entitlement
Has anyone felt entitled to use your money for themselves? 

Coercion
Did anyone put  pressure on you to get a reverse mortgage? 

Signs of Possible Financial Exploitation
Has anyone been frequently asking you for money?

Money-Management Difficulties

No items assess financial decision 
making or judgment; nothing to help 

assess whether the transfer of funds is 
an authentic decision on the part of 

the older adult.

Shortcoming of OAFEM
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5.2% report victims of financial exploitation
across previous 12 months*

* Acierno et al. (2010)

Financial Exploitation: How Much Is There?

• 60% misappropriation of money by family

• ADL deficits combined with non use of social 
services were related to FE

Laumann et al. (2008)

• FE in 3.5% across previous year

• Those not in romantic relationship, younger-old (55-
65) and African American were most likely to report 
FE.

Beach et al. (2010)

• 3.5% in previous 6 months; 10% since turning 60

• Risk factors: African American, depressed, ADL deficits

Other Financial Exploitation Reserach
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Lichtenberg et al. 2013 & 2016
Psychological Vulnerability

2013: The strongest finding, however,
was the prevalence of fraud in persons with the highest depression

and lowest social-needs fulfillment (14%) compared to the prevalence
of fraud in the rest of the sample (4.1%; X2= 20.49; p < .001)

2016: Fraud prevalence among those with clinically significant depression
and the lowest 10% in social-needs fulfillment (8.7%) was more than

twice as high compared to the rest of the sample (4.1%; χ2 = 7.85, p = .005).

Assessment for Undue Influence

Undue influence is influence so great it overpowers the decedent’s free will and prevents 

her from doing as she pleases with her property.

To be “undue,” the influence exerted upon the decedent must be of such a degree that it 

overpowered the decedent’s free choice and caused her to act against her own free will and 
in accordance with the will of the person who influenced her.

The influence exerted may be by force / threats / flattery / persuasion / fraud / 

misrepresentation / physical coercion / moral coercion / other. 

A will that results from undue influence is a will the decedent would not otherwise have 

made. It disposes of the decedent’s property in a manner different from the disposition the 
decedent would have made had she been free of such undue influence.
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• Susan Bernatz SCAM model

• Susceptibility

• Confidential Relationship

• Active Procurement

• Monetary Loss

Undue Influence Models

Evidence of Any Undue Influence

• 2014 (Probate Code 86, Welfare and 
Institutions Code 15410.70): Excessive 
persuasion that overcomes a person’s free will

• Vulnerability

• Apparent Authority

• Actions/Tactics Used

• Equity of the Result

California Law
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Case Study: Undue Influence

• Widowed older man after 57 years of marriage. 3 years after death meets a 
woman 10 years younger on Match.com

• They started a sexual relationship on 2nd date  (Tactic)

• His health began to deteriorate (Susceptibility)

• Broke up with him multiple times (Tactics)

• Took over his medications, communication with Drs. (Apparent Authority)

• Made him choose between her and his kids (Tactic—also threat)

• Married him, and made accounts joint 3 months after (Active Procurement)

• Married him only after he was diagnosed with Stage IV cancer (Tactic)

Analysis

• Vulnerability– cognitive impairment/early dementia—Look for 
functional decline not always cognitive scores

• He no longer could administer his meds

• He got sick with pneumonia and did not know to go to the hospital

• He lost his insurance and social security cards

• He forgot his children’s birthday

Outcome in Probate Court: Documentation by adult children was extensive; as an 
expert it allowed me to detail the steps to Undue Influence. Woman stopped the 
hearing and returned all money and property to the adult children.
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oMarson (2001)

1. Observational— Collateral and self-report

2. Psychometric—Direct assessment of financial 
abilities through standardized instrument (e.g. 
Financial Capacity Instrument)

3. Clinical Interview––Directly question person 
regarding each of 8 domains

4. Neuropsychological Approach––Neurocognitive 
deficits, dementia diagnoses etc.
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oUse of neutral stimuli

oNo scales to guide assessment of specific financial 
decision. Legal questions of capacity are always 
specific; For decision X (change in will, gift, investment, 
contact) what was person’s capacity?

oNon-Cognitive Contextual variables not highlighted in 
assessment
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• Originally for capacity for psychiatric treatment
and  guardianship, then health decisions

• Identify four aspects of decision making.
Is the person communicating:

1) Choice

2) Understanding

4) Appreciation

4) Reasoning

Groundbreaking Work
Of Applebaum and Grisso 1988
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1. People with dementia remain full persons despite their 
cognitive impairment and dementia
-Dignity, honor, respect

2. Who they are (who they were) continues to matter
-Needs, relationships, values, and beliefs

3. These aspects of the person help us understand their life and 
behavior and should be considered in care planning
-Family understanding and experience matters

Mast (2013). Bringing person-centered care to people with early-stage 
Alzheimer’s disease.  Generations, 37, 63-65.

Using Person-Centered Principles for
Financial Capacity

People are more than the sum of their cognitive abilities:
Context and psychological vulnerability are key aspects too

Traditional approaches overemphasize deficits and under-emphasize strengths:
Hypothetical vignettes over-emphasize deficits

Subjective experience of person with dementia (PWD) remains important:
Analyzing the actual decision is critical
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oBoth under and over-protection of older adults can 
lead to damaging consequences. Under protection for 
older adults can lead to gross financial exploitation. 
Moreover, the dilemma is that over protection can be 
equally as costly. Many older adults have very strong 
needs for autonomy and control. 

▪ Using the Concept Mapping Model (Conrad et al., 
2010) we then assembled two groups of experts:

▪ 6 were engaged in financial-capacity work across 
the nation and 

▪ 14 were local and worked directly, on a daily basis, 
with older adults making sentinel financial 
decisions and transactions

▪ Create new conceptual model for FDM

▪ Create Final list of items for scale
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Conceptual Model for LFDRS

Integrity of
Financial

Decisional
Ability

Consistency with 
Values

Contextual Factors

Financial Situational
Awareness

Psychological
Vulnerability

Undue Influence

Past Financial
Exploitation

Intellectual Factors
Express: 
Choice

Rationale
Understanding
Appreciation

Case Study : Romance Inheritance Scam

• 82-year-old divorced retiree— net worth $12M—
mostly in properties

• Gets tangled up in romance scams with “2 different 
women who want to marry him”

• Inheritance Twist: The women need to marry and go to 
Ireland to receive “their $15M estate” because
“in their culture only married women can receive 
inheritance.” Need attorney and other fees

• Sends several hundred thousand to “the attorneys”

• Drives 1000 miles to look for one of the “wives”

• I’m called in to do an evaluation
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Case Study cont.

• Impact: Failure to pay taxes—about to be foreclosed on, 
rotted food in fridge, not sleeping, eating, getting calls 
round the clock

• Neurocognitive: Exceptionally smart, high functioning 
with executive deficits and paranoia.

• Despite intervention by bank,and FBI, he still believes 
the women exist and this is a legit enterprise

• States: “I am worth several million so let me spend the 
money the way I want.”

• Probate Case – Limited Guardianship and Conservatorship

• How many would recommend Limited Guardianship?

• How many would recommend Conservatorship?

Audience Question
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Foundational to the
Rating Scale

Lichtenberg Financial
Decision Screening Scale (LFDSS):

Aka— “Tracker”
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Study Purpose: Does scale measure intersection of 
Informed decision making abilities and financial 
exploitation?

Provided support for the same financial decision-making deficits in capacity 
judgments being found in APS cases of financial exploitation
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Reliability and Validity Study Questions

• Do the scale items fit together?

• Does the risk scoring system predict cases of substantiated FE?
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N % Mean
Standard   
Deviation  

Referral Source Adult Protective Services 80 37.6
Professionals 133 62.4

Age (years) 213 76.93 (10.10)
Age Categories (4) Below 65 26 12.2

65-74 yrs 56 26.3
75 - 84 yrs 74 34.7
85+ years 57 26.8

Gender female 121 56.8
male 92 43.2

Highest Grade of Education (years) 183 13.66 (2.87)
Category Education Less than high school 19 10.3

High school 80 43.5
Some college + 85 46.2
Missing education 29 .0

Lichtenberg Financial Decision Screening Scale (dichotomous variables)
213 .98 (1.81)

Lichtenberg Financial Decision Screening Scale (ordinal variables)
213 4.50 (3.91)

Table 1: 
Demographic and Characterists Table

Dichotomous Variablesa Ordinal Variablesb

N Alpha
McDonald's 
Omega Total

Explained 
Common 

Variance (ECV) 
Alpha

McDonald's 
Omega Total

Explained 
Common 

Variance (ECV) 

Total Sample 213 0.958 0.958 85.052 0.904 0.906 75.339

Male 92 0.973 0.977 78.605 0.929 0.941 54.747

Female 121 0.940 0.949 71.446 0.873 0.875 69.208

College and above 85 0.918 0.932 39.731 0.874 0.879 62.550

High school and below 99 0.944 0.950 72.605 0.858 0.863 55.205

Less than 75 years old 82 0.968 0.973 71.592 0.918 0.926 64.622

75 years old or greater 131 0.949 0.950 82.819 0.886 0.888 76.418

Adult Protective Services 80 0.942 0.943 70.302 0.912 0.914 73.326

Professionals 133 0.947 0.956 58.786 0.846 0.855 62.620

aAlpha, McDonald’s 
Omega Total and 
Explained Common 
Variance all calculated 
using tetrachoric
correlations. Explained 
Common Variance was 
obtained from a bi-
factor model.

bAlpha, McDonald’s 

Omega Total and 
Explained Common 
Variance all calculated 
using polychoric
correlations. Explained 
Common Variance was 
obtained from a bi-
factor model.

Table 2: 
Internal Consistency Estimates for the

7-Item Lichtenberg Financial Decision Screening Scale Using Different Coding Methods
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Figure 2:
ROC Curve for the LFDSS

Score Using 
Ordinal Variables

Case Study #3

• 73-year-old man with early dementia

• Lives surrounded by family

• Loaned money to brothers and nieces, but never more than $3500 
and kept careful account

• Brother who lives down the road interacts with him daily

• Man almost a victim of sweepstakes scam but wife alerted brother 
who deterred it

• Brother takes man to bank, gets man to cash in IRA for $100K so 
brother can “pay off his mortgage”

• Prosecutor charges man with unjust enrichment
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• Memory and executive functioning deficits

• 10-item scale: Lack of understanding and appreciation

• Wife takes care of all money and learned of IRA withdrawal only when 

bank statement came out

• Lack of awareness/minimization of deficits

• Deception, tactics, susceptibility all consistent with undue influence

• My report concludes he is a victim of unjust enrichment by brother

Case Study #3

Implementation of 10-item LFDSS (Tracker) 
scale in APS
5 Counties in 3 States to test out a model for implementation.

• Step 1: Introduction of geriatric issues

• Step 2: Introduction of the scale

• Step 3: Meet with APS staff to discuss actual cases and work through 
use of the scale

• Step 4: Improve form and in-depth case reviews with supervisors on a 
regular basis

• **NOW HAVE NARRATED ELEARNING AND TRAINING MODULES
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Research Questions

• Does the data support the Conceptual Model?

• Do the subscales hold up to Psychometric testing?

• Does the scale have convergent validity (cognition, financial skills)?

• Does the risk scoring system allow us to predict FDM abilities? FE?
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ITEM DESCRIPTION

#2 How worried are you about having enough money to pay for things?

#3 Overall, how satisfied are you with your finances?

#5 How satisfied are you with this money management arrangement?

#6 How confident are you in making big financial decisions?

#7b How often do you worry about financial decisions you’ve recently made?

#13 How often do your expenses exceed your regular monthly income?

#15 Change in finances since you've gotten older in terms of seeking advice?

• 58% somewhat or very worried about having 
enough money to pay for things

• 29% unsure or not confident about making 
big financial decisions

• 28.5% worried about financial decisions they 
recently made

• 45% financially helping someone
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ITEM DESCRIPTION

#20 How often do you wish that you had someone to talk to about finances?

#21 How often do you feel anxious about financial decisions?

#24 How often do you feel downhearted?

Has memory loss interfered with your everyday financial activities?

Has a physician or other healthcare professional evaluated your memory?

#28 How often are you treated with less respect re to finances

#29 How fearful are you that someone will take away your financial freedom?

#30 How often do you feel relieved when talking about finances because you were lonely?

• 41% wish they had someone to talk to about finances

• 38.5% anxious about own finances

• 35% lost confidante in past 2 years

• 42.5% downhearted or blue about finances

• 35% state treated with less respect around financial 
transactions

• 14.5% rate self as having poorer memory, thinking skills 
than 1 year ago
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ITEM DESCRIPTION

#52 Has a relationship with a family member/friend become strained due to finances as you

have grown older?

#53 How often has a person talked you into a decision to spend money?

#55 Did anyone ever tell you that someone else you know wants to take your money?

#57 Have you had any conflicts with anyone about the way you spend money?

#60 Has anyone used or taken your money without your permission?

#61 How likely is it that anyone now wants to take or use your money without your permission?

• 30% had a relationship  changed due to finances

• 19% been talked into purchase originally did not want

• 16% conflicts about money

• 20% had money taken: half of which were large amounts

• 7.5% worried that someone wanted to take over their 
finances
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AUC = .861

Figure 1
Receiver Operating Characteristics 

(ROC) Curve Of RS Total Score 
predicting Some/Major Concerns 
about financial decisional abilities
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Figure 2
Receiver Operating Characteristics 

(ROC) Curve of RS — Total Score
Predicting Suspected
Financial exploitation

AUC =.792
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Creation of the FF scale
The items that comprise the scale were adapted from the 
Lichtenberg Financial Decision making Rating Scale (LFDRS) 
(Lichtenberg et al., 2015. The final scale was derived based on 
factor analyses, and consists of 14 items. These factor analyses 
were used to determine the dimensionality of the item set and the 
suitability of individual items for inclusion on one or more rating 
scales.

75

76



3/8/2019

39

Question Stems for the Friends and Family Interview
Copyright Peter Lichtenberg, Ph.D 2017

1. To your knowledge, what type of financial decision or transaction did your relative or friend recently make or is thinking of
making?

2.   Was this decision their idea or did someone else suggest it?
3. Now and over time, how do you think this decision or transaction will impact your relative or friend financially?
4. How much risk is there that this decision could result in a negative impact, such as loss of funds?
5. Overall, how satisfied is your relative or friend with finances?
6. Who manages your relative’s or friend’s money day to day?
7. Is your relative or friend helping anyone financially on a regular basis?
8. How often does your relative or friend seem anxious or distressed about financial decisions?
9A.  Is your relative’s or friend’s memory, thinking skills, or ability to reason with regard to finances worse than a year ago?
9B.  Has this interfered with their everyday financial activities?
10. Does your relative or friend regret or worry about a financial decision or transaction they made or intend to make?
11.Would others, who know your relative or friend well, say the current major financial decision is unusual for them?
12.To your knowledge, how much has your relative or friend come to rely on just one person for all financial decisions?
13.Has anyone used or taken your relative’s or friend’s money without their permission?
14.How likely is it that anyone now wants to take or use your relative’s or friend’s money without their permission?
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Sensitivity and specificity of the FF
To test our second hypothesis (see Table 3 and Figure 1) – that 
the FF would have adequate sensitivity and specificity to detect 
concerns about financial
exploitation – a ROC curve analysis was conducted using the 
full-scale risk score. As shown in Figure 1, the ROC curve found 
good sensitivity and specificity
of the FF score to detect an informant’s current concerns 
regarding financial exploitation (AUC = .806).
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Request an account at: OlderAdultNestEgg.com
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Resources

1. http://www.alz.org/i-have-alz/i-have-alzheimers-dementia.asp: 
website redesigned with input from Early Stage Advisors

2. https://www.alzconnected.org/: free online community for 
anyone affected by Alzheimer's or another dementia

3. https://www.alzheimersnavigator.org/: guided online tool to 
create a customized action plan and link to local resources

4. http://www.alz.org/care/alzheimers-dementia-and-driving.asp: 
information on discussing driving and planning ahead

5. http://www.communityresourcefinder.org/: comprehensive 
lists of resources, services and community programs (including 
Aging & Disability Resource Centers and Area Agencies on 
Aging)

Federal websites

• https://www.consumerfinance.gov/ insure banks 
treat you fairly

• https://www.ftc.gov/ alert consumers to fraud and 
scams

• https://www.alz.org/documents/centralcoast/Safe
ty_27_Preventing_Financial_Abuse.pdf
Alzheimer’s Association

• https://www.justice.gov/elderjustice/
financial-exploitation-1
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Financial Exploitation:

Who is the Most Vulnerable?
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