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OBJECTIVES
• Identify how to effectively incorporate mergers, acquisitions and 

dispositions into a comprehensive growth strategy. 

• Learn about valuation and due diligence techniques important in 
evaluating mergers, acquisitions and dispositions. 

•Discover from organizations who have engaged in a recent 
acquisition or disposition



#TRENDING: SENIOR LIVING 
PARTNERSHIPS

Source: Ziegler Investment Banking

Clark Retirement 
Community Announces 

Planned Affiliation with BHI 
Senior Living
February 1, 2022

Hillside Village 
renamed as sale 

to Covenant 
Living is finalized

March 27, 2022Non-Profit Operators Keep ‘Grow 
or Die’ Mindset Despite 
Construction, Labor Hurdles
August 17, 2022

February 3, 2023

November 20, 2022



2022 LZ 200 GROWTH OF COBINED UNIT 
MIX
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FROM 1990
BY AFFILIATIONS, MERGERS & ACQUISITIONS AND NEW CAMPUS GROWTH

Growth through affiliations, mergers and acquisitions surpasses 

growth through new campus development

Source: 2022 LeadingAge Ziegler 200 Publication (Data as of 12/31/21)
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FROM 2014: BY AFFILIATIONS, MERGERS & ACQUISITIONS AND NEW CAMPUS GROWTH

Since 2014:

+29,887 units 

Affiliations, Mergers 

& Acquisitions

+9,543 units 

New Campuses

Source: 2022 LeadingAge Ziegler 200 Publication (Data as of 12/31/21)



NFP SECTOR CONSOLIDATION BY YEAR
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Transactions Communities

• More than 725 NFP communities have 

changed hands since 2015

– 46% to the FP sector

• Increase in closures the past two years

– Freestanding nursing

• NFP providers increasing conversations 

with one another to explore partnership 

and/or affiliation opportunities

• Opportunities for NFP to acquire FP 

communities

– Family-owned

– Assets outside of core regional 

presence
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Note: Includes market-rate communities; excludes government subsidized; The ELGSS community count is also 

excluded from the community count (represents 160+ communities); Source: Ziegler Investment Banking 

8/8/2022



SENIOR LIVING & CARE GROWTH

Source: Ziegler Investment Banking



PRIMARY DRIVERS OF NFP SENIOR LIVING 
CONSOLDIATION

Source: Ziegler Investment Banking, September 2022



PRIMARY DRIVERS OF NFP SENIOR LIVING 
CONSOLDIATION IN 2022

Source: Ziegler Investment Banking, September 2022



AND IN OTHER NEWS…

Financial challenges 
'too great'; Daughters 
of Miriam in Clifton will 
be sold
April 5, 2022

Little Sisters of the 
Poor to Close Denver 
Nursing Home After 
105 Years
August 6, 2022

St. John’s Village in 
Woodland announces 
closure
February 9, 2022

Harrisburg Jewish Home 
board sells senior care facility 
to real estate investment firm
January 13, 2022

August 25, 2022

Source: Ziegler Investment Banking



NFP SPONSORSHIP TRANSITION
POKER FACE

You've got to know when to hold ‘em . . .

Know when to fold ‘em . . .

Know when to walk away . . .

Know when to run . . .

You never count your money
When you're sittin' at the table . . .

There'll be time enough for countin'
When the dealin's done.



WHAT IS “SPONSORSHIP TRANSITION” –
A STRATEGIC PROCES
• Why called “Sponsorship?”

• Regardless of how change is structured – affiliation, acquisition, merger, joint venture – the sponsorship 
changes

• The term “Transition” better reflects the complex process which goes far beyond a “transaction”

• Strategic decision process results in a stronger mission for future for both organizations.  Asking the 
question is strategic.

Not-For-Profit Sponsorship Transitions

NFP to NFP Affiliations
NFP Acquisition of a 

Community

NFP Diposition of a 

Community

Source: Ziegler Investment Banking



NFP SPONSORSHIP TRANSITION
TERMINOLOGY

AFFILIATION

Not-for-Profits

Sponsorship

Provider

Transfer of Sponsorship

Affiliator / Affiliatee

Values & Valuation

ACQUISITION

For-Profits

Ownership

Owner / Operator

Asset Purchase

Buyer / Seller

Valuation & Values

“Fiduciary of (Your) Legacy”

SPONSORSHIP TRANSITION



NFP SPONSORSHIP TRANSITION
STRUCTURES
AFFILIATION OR MERGER 

• With another not-for-profit entity

• Affiliator “steps into the shoes” of the affiliatee / predecessor sponsor

• Existing liabilities become responsibility of new sponsor

• Affiliator can assume affiliatee’s capital structure

• Players:  Not-for-Profit providers

ASSET SALE / PURCHASE

• By a for-profit or not-for-profit

• Acquiring entity buys the “assets” of the selling entity 

• Pre-closing liabilities remain responsibility of the seller

• Exchange of value; cash is king 

• Acquiring entity provides equity for acquisition

• Players:  For-Profit Owners or Not-for-Profit providers / Operators / Capital Sources



NFP SPONSORSHIP TRANSITION
PLAN TO ACT

PLAN A:  PROACTIVE

You Choose to Act

PLAN B:  REACTIVE

You Need to Act

PLAN C:  REQUIRED

You Have to Act



NFP SPONSORSHIP TRANSITION
PLAN A: PROACTIVE

• More Time:  From a position of relative strength

• More Choice:  Mutual attraction; interesting & 

interested

• More Leverage:  “Must Have” & “No Can Do” . . .

DESIRED OUTCOME

• Affiliation or merger with 

chosen partner; if and 

when ready

PROACTIVE

You Choose to Act



NFP SPONSORSHIP TRANSITION
PLAN B: REACTIVE

• Less Time:  Declining brand; growing pressures

• Less Choice:  Swipe left; dance cards are full

• Less Leverage:  Hat in hand . . .

LIKELY OUTCOME 

REACTIVE

You Need to Act

• Affiliation or sale to best 

offer, if any.

• “White Knight” could 

emerge



NFP SPONSORSHIP TRANSITION
PLAN C: REQUIRED

• No Time:  Violated existing obligations; remedies

• Few Choices:   Subject to existing obligations; professionals

• Lost Control:  Fait Accompli; Creditors in queue . . .

REQUIRED OUTCOME

REQUIRED

You Have to Act

• Asset sale to highest 
bid, for-profit or not-for-
profit, or best offer



EXAMPLES OF RECENT NFP SPONSORSHIP 
TRANSITIONS

Announced, not final

Source: Ziegler Investment Banking



QUESTIONS & ANSWERS



• Ziegler is a privately-held investment bank, capital 

markets and proprietary investments firm

• A registered broker dealer with SIPC & FINRA

• Ziegler provides its clients with capital raising, strategic 

advisory services, equity & fixed-income trading and 

research

• Founded in 1902, Ziegler specializes in the healthcare, 

senior living and educational sectors as well as general 

municipal finance

This presentation is designed to provide information 
regarding the subject matter covered and is intended for 
informational purposes only with the understanding that 
the material contained herein does not constitute legal, 
accounting, tax, or other professional advice.  Although 
information which may be contained in this presentation 
has been obtained from sources which we believe to be 
reliable, we do not guarantee that it is accurate or complete 
and any such information may be subject to change at any 
time.

This presentation may contain forward-looking statements, 
which may or may not come to fruition depending on 
certain circumstances. In addition, please be advised that 
past financial results do not predict future financial 
performance. Portions of this presentation may be 
presented by non-Ziegler individuals whose opinions and 
information may differ from those of Ziegler, its employees 
or its representatives.

ABOUT ZIEGLER DISCLAIMERS
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