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The information herein has been provided by 
CliftonLarsonAllen LLP for general information 
purposes only. The presentation and related materials, 
if any, do not implicate any client, advisory, fiduciary, 
or professional relationship between you and 
CliftonLarsonAllen LLP and neither CliftonLarsonAllen 
LLP nor any other person or entity is, in connection 
with the presentation and/or materials, engaged in 
rendering auditing, accounting, tax, legal, medical, 
investment, advisory, consulting, or any other 
professional service or advice. Neither the presentation 
nor the materials, if any, should be considered a 
substitute for your independent investigation and your 
sound technical business judgment. You or your entity, 
if applicable, should consult with a professional advisor 
familiar with your particular factual situation for advice 
or service concerning any specific matters.

CliftonLarsonAllen LLP is not licensed to practice law, 
nor does it practice law. The presentation and 
materials, if any, are for general guidance purposes and 
not a substitute for compliance obligations. The 
presentation and/or materials may not be applicable 
to, or suitable for, your specific circumstances or needs, 
and may require consultation with counsel, 
consultants, or advisors if any action is to be 
contemplated. You should contact your 
CliftonLarsonAllen LLP or other professional prior to 
taking any action based upon the information in the 
presentation or materials provided. CliftonLarsonAllen 
LLP assumes no obligation to inform you of any changes 
in laws or other factors that could affect the 
information contained herein.
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Objectives Today

3

Discover current demographic and economic trends nationally 
and within Illinois/Greater Chicagoland that are impacting Life 
Plan Communities and Assisted Living providers

Explain how a pricing analysis can assist a community increase 
their monthly service fees and entrance fees as it relates to 
comparable competition and real estate data

Identify the financial and operational impact of modifying 
contract types, modifying monthly services fee/entrance fees or 
converting to a rental structure
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Marketing – Putting Your Best 
Foot Forward
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Opportunities and Challenges
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The following slides are a list of items or areas that we at CLA have seen, 
experienced and commented on over the years related to Market Analysis 
Engagements, Pricing comparisons and just walking through a facility.

Each market can be different but the following are our collective thoughts 
and ideas over the past years.

Focus of this section is the importance of a 3rd party view of your community
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Opportunities and Challenges – Marketing Materials

• Marketing Materials
o Are they updated and representative of the community?
o Are you highlighting the greatest features of your community?
o Are you highlighting differentiation from your competitors that are 

what you believe to be advantages?
o Are you providing a FAQ?
o Are they digital and in professional print?
o Are you succinct and to the point?

o What font are you using?  Is it this or this?

19
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Opportunities and Challenges - Digital Marketing

• Avoid “Pop Ups” and “Ads”
• Provide links within the text to allow for quick access to 

information or details
• Are you including actual pictures or videos of YOUR campus?  
• Testimonials (Text or Videos) can be impactful but need to be 

short and to the point
• Can you schedule a tour easily from your site
• Is your “Virtual Tour” effective?  Some are and some are not

20
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Opportunities and Challenges - Tours and Physical Appearance

• First impression starts upon arrival:
o Signage and directions upon entering the community
o Is it easy to find parking near the entrance?

• Next impression when entering the front door:
o Welcoming entrance
o Receptionist saying hello and greeting immediately
o Welcoming place to sit and be greeted by Marketing team
o All senses impact the first impression

21
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Opportunities and Challenges - Tours and Physical Appearance

• Tour:
o Lighting
o Furniture (how old and what condition)
o “Knick Knacks” – Are they dated?
o Carpet and Flooring
o Signage – easy to navigate

22
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Opportunities and Challenges - Tours and Physical Appearance

• Tour Guide:
o Ask prospective resident before the tour what are their most 

important features and that they will be focusing on in their decision
o Focus on positives and best features
o Know the names of team members and residents
o Greeting them during the tour
o Designated residents or staff to be part of the tour
o Identify recent upgrades or renovations
o Identify plans for the future if there is certainty
o Know your competition and do compare and contract

23
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Pricing Analysis
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Question for you?

25

When was the last 
time you performed 
a “Pricing Analysis?”

Was it Internal or did 
you contract with a 
Third Party?

Was it price only or 
did you compare to 
your competition?

Did you capture ALL 
of your direct and 
indirect competitors?
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Pricing Considerations Within the Industry

• Annual/Mid-Year Inflationary Increases (EF, Monthly Fee, Monthly 

Rate)
o Annual for all residents
o Anniversary date
o Economic and Market conditions

• New Product or Service
o Actuarial analysis needed?
o Financial projections

• Changes in market – Conversion from EF to Rental

26
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EF to Rental – Assumptions and Estimates

• Start with a baseline – Do Nothing
• Set your targets and thresholds internally

o NOT your external covenant requirements
o DSCR
o DCOH
o Net Operating Margin
o Other internal metrics

27
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EF to Rental – Assumptions and Estimates
• General

o Inflation – Expense and Revenue
o Occupancy
o Capital
o Investment Returns

• Specific
o Life Expectancy
o Time in Health Care
o Contract types – EF, Monthly Fee, etc.
o Timing of Refundability
o Rental Fee

28
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SCENARIO SELECTION
Model Scenario Selection = Interactive

BASELINE OPERATING PERFORMANCE
 2019 Baseline Performance 2019 Actual

REVENUE INFLATION
Resident Revenue Rates 2020 +

Independent Living 3.0% / year
Assisted Living 3.0% / year
Health Center 3.0% / year

Amortization of Entrance Fees 3.0% / year

EXPENSE INFLATION 2020 - 2023 2024+
Labor 3.0% 3.0%
Non Labor 3.0% 3.0%

NON-OPERATING ACTIVITY
Investment Income (2019+) 4.0% per year
Unrestricted Contributions $00k per year
PERFORMANCE IMPROVEMENT

No Net Labor Performance Improvement
No Net Non Labor Performance Improvement
No $$$ Specific Performance Improvement

CAPITAL IMPROVEMENT $0.0M
No Building A Expansion and Parking
No Building B Expansion and Parking
No Building C Expansion and Parking

MAJOR PROJECT CAPITAL SOURCES (NON-REVENUE PRODUCING) $0.0M
Long Term Debt $0.0M
Philanthropy $0.0M
Cash $0.0M

Routine Capital % Revenue   7.50% / Yr   $1,721k / Yr No Assurance is provided. See selected information.
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General Assumptions for Contract Analysis Life Expectancy Factor 1.00x SSA Table
Expense Inflation 3.00% Annual Time in Healthcare: 2 Years

Contract Comparison #1 Life Exp: 8.28         
Male Male 80 Life Exp in IL: 6.28         

Membership EF 65,000$       Capital Cost 10,000$       Membership MSF 2,530$         
Refund % Lump Sum 0% Rate of Return 0.00%

Rental MSF 3,180$         -$             
IL MSF Inflation 0.00%

Contract Comparison #2 Life Exp: 6.95         
Female Female 85 Life Exp in IL: 4.95         

Membership EF 85,000$       Capital Cost 10,000$       Membership MSF 2,670$         
Refund % Lump Sum 0% Rate of Return 0.00%

Rental MSF 3,720$         
IL MSF Inflation 0.00%

Contract Comparison #3 Life Exp: 5.89         
Male Male 85 Life Exp in IL: 3.89         

Membership EF 38,500$       Capital Cost 10,000$       Membership MSF 2,130$         
Refund % Lump Sum 0% Rate of Return 0.00%

Rental MSF 2,720$         -$             
IL MSF Inflation 0.0%

Contract Comparison #4 Life Exp: 9.68         
Female Female 80 Life Exp in IL: 7.68         

Membership EF 93,000$       Capital Cost 10,000$       Membership MSF 2,820$         
Refund % Lump Sum 0% Rate of Return 0.00%

Rental MSF 3,800$         
IL MSF Inflation 0.00%

Contract Comparison #5 Life Exp: 8.28         
Male Male 80 Life Exp in IL: 6.28         

Membership EF 75,000$       Capital Cost 10,000$       Membership MSF 2,570$         
Refund % Lump Sum 0% Rate of Return 0.00%

Rental MSF 3,320$         
IL MSF Inflation 0.00%      
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