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Beyond Lifestyle

The clinical care leadership
model for premium residential
care, in brief.




“What families
need, and how
they decide,

is changing...

and rising to

that shift is the
defining challenge
for providers.”

2 | Strategic Summary



A message from
the Clinical Director

Quality care and luxury lifestyle are cornerstones of the
premium care sector. Changing demographics and shifts
in resident care needs mean the traditional model must
evolve.

In my hospital clinic, | am increasingly seeing older, frailer patients managing Dr Sheel Mehta
conditions that interact with and complicate their care. Many are already in Founder, Clinical Director
residential care, receiving good support that is not always aligned to the specific and Oncology Lead

conditions they live with. This reflects a broader shift. Care homes are set to play
an integral part in the clinical solution. The weight of clinical evidence, and the
NHS's recently published ten-year cancer plan, both show how holistic care and
treatment contribute to clinical outcomes.

At the same time, many providers are reporting that families are weighing the cost
more carefully, often trying to care for a loved one at home for as long as they can
rather than move into residential care they see as something they could try to
replicate themselves. My answer is that a home should offer what a family cannot
replicate. That means daily care built around their loved one's conditions. Care
aligned to clinical outcomes does not just support those outcomes; it can make
patients eligible for more intensive treatments than those without the same support
around them.

That daily practice needs to be deliberate, not incidental. My colleagues and |
founded Headland on a simple premise. Care homes can offer clinical leadership
without becoming medical settings. It does not mean more nurses or a clinic. It
means designing structured, evidence-informed daily practices that support
stability, slow avoidable deterioration, and give families and referrers a clinically
grounded reason to choose your home.
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Clinical leadership
for a changing
care market

For two decades, premium care providers have competed
on lifestyle, the comfort, dining and activities on offer. That
is changing. Lifestyle alone is not proving as persuasive,
and making the case for care alighed to clinical outcomes
helps shift the proposition from one of preference to one of
need.




Context

Challenge

Solution

Outcome

Potential residents and their families are taking longer to commit. The cost of
care is being weighed against a stagnant housing market, mortgage costs and
living expenses. Homes must now prove more before a family signs. Residents,
meanwhile, are arriving with more advanced, overlapping conditions, so the work
of care is harder too. For a home, every month of delay is an empty bed.

For some families, luxury now reads as a 'nice-to-have', and care itself feels like
something they can try to replicate at home. Yet demand has not fallen. It has
changed shape. Since 2021, UK searches for dementia care homes have
doubled, and searches for CQC ratings have nearly tripled (Ahrefs UK search
data).

NHS consultants design condition frameworks for cancer, dementia, diabetes,
stroke and heart disease, which your teams embed into the care they already
deliver. Psychotherapist-led wellbeing and symptom-awareness education for
care teams keeps residents more stable and better supported day to day. Our
clinicians work with you to establish referral relationships with local hospital
consultants and GPs, both NHS and private. They give your marketing team
video and written collateral to demonstrate that clinical capability to prospective
residents and their families.

Residents live with more stability, and families see care they could not provide at
home. Referrers can vouch for you, so decisions come sooner and occupancy
strengthens as hesitant enquiries become admissions. The capability lives in
your teams and local referral relationships, a position lifestyle-only competitors
cannot quickly copy.




THE EVIDENCE IN BRIEF

Four facts point

to the same

conclusion

The full case is set out in the companion volume,
Beyond Lifestyle: The Evidence. Its shape is simple. The
resident has changed, the family has changed, and the
way homes are judged has changed with them.

65-70%

Arrive already living with dementia

The people entering residential care are, by a clear
majority, living with active, complex conditions on the day
they move in. Admission is later, and needs are higher,
than the lifestyle era assumed.

Alzheimer's Society, 2023; CQC, 2023.
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+19 years

Of later life now lived in poor health

Life expectancy is rising again, but healthy life
expectancy is not. The gap between the two, years lived
with conditions that need structured support, is widening.
These are the years premium care serves.

ONS Health State Life Expectancies.



Each fact comes from a different place:

« oY
ional statistics, th lator, d F l h ‘[ t d
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national poll commissioned for this work.

Read separately, each is suggestive. Read
together, they converge: demand is intact,

valuing beauty. They have

but the basis of judgement has moved from Stopped letting it deCide.”

lifestyle to clinical credibility.

3%

Want clear evidence of clinical capability
Of UK adults agree that luxury facilities alone are not

enough without clear evidence of clinical care capability.

Fewer than 1% disagree. Among Baby Boomers, the
generation choosing now, agreement reaches 95%.

National poll of 2,000 UK adults, 2026. Ref. RB B 0805 P.

X

Condition-led search since 2021

UK searches for dementia care homes have doubled
since 2021, and searches for CQC ratings have nearly
tripled. Families increasingly search for condition
capability and regulatory proof, town by town.

Ahrefs UK keyword data, 2021to 2026.

The data behind every figure on this spread is presented in full in Beyond Lifestyle: The Evidence, the 24-page companion volume.
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