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RESPONDER PROFILE & SURVEY

> 250,000 — the number of prospective residents,

including their adult children and caregivers we invited
to community events

> 20,000 — the number of prospects that attended

a community event and participated in our nationwide
survey

> 27 — the number of unique demographic elements
in the profile

During this session, we will present the key findings from the
profile and survey.
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#1 ATTRACTING FINANCIALLY:
PRE=QUALIFIED" PROSRECTS



have a household income of more
than $75,000

have Income Producing Assets in
excess of $250,000

TARGET BY INCOME
AND ASSET DATA

have a Net Worth of more than
$500,000

have more than $75,000 in home
equity




#2 COMMUNITY EVENT
PREEERENCES



PROSPECTS PREFER
OFFSITE

COMMUNITY
EVENTS

the percent increase in response

rates to offsite community events vs. onsite
events

the average response rate to offsite
community events (1.4% for onsite)

In a nationwide survey,

of prospects rated the offsite

community event they attended as
or
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H3 BOOKING MORE TOURS



PROSPECTS
ATTENDING OFFSITE
COMMUNITY
EVENTS WILL BOOK
A TOUR...

...IF ASKED!

of the prospects attending an offsite

community event were asked to schedule a
tour

agreed to schedule a tour of the
community hosting the offsite event.

said they would recommend their

friends and colleagues to tour the
community hosting the offsite event.
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TWOTIPSTO
BOOK MORE
TOURS FROM
YOUR
COMMUNITY
EVENTS

#1. POST-EVENT
EVALUATION
FORMS

#2. OFFER PRE-TOUR
PHONE
APPOINTMENTS
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THE OINE TOPIC PROSPECT'S WANT TO
#4 DISCUSS ATT COMIMUNITY EVENITS
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COST, PRICES BY
COMMUNITY
TYPE AND LEVELS
OF CARE

67% of the prospects responding wanted

more information on the cost to live at the

community hosting the event. (By community
type and levels of care)




75%

have a household
income of more than

$75,000

74%

have Income
Producing Assets in
excess of

$250,000

44%
have more

than 975,000

in home
equity

76%
have a Net Worth of
more than

$500,000
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H5

YOU RE SPEAKING TO HIGHLY
EDUCATED PEOPLE



DON'T‘SH{M -

:/ch)) “: ﬁER 4% of the prospects attending offsite

PTH TC

community events have an undergraduate or

graduate degree
.r v,' ‘.}'

-,




Case study: AL/MC Lincoln NE
January 2018 event

=Unique leads: 94

=Tours generated: 36

*Move ins: 7

*Inquiry to Ml as of Sept: 7.5%

Client
Seminar
Results

When is it time to seriously consider Assisted Living for you or your loved one?

1/30 - 2/1 (800) 246-4215 RSVP Code: 376861

TOTAL TOTAL TOTAL TOTAL TOTAL
EVENTS CAPACITY RE NS | | RESERVATIONS WAITLIST
2 160 156 143 4
TOTAL TOTAL INTEREST IN TOTAL TOTAL
CANCELLED DISQUALIFIED FUTURE DATE OPTED-OUT UNREGISTERED
9 0 4 3 0
CAMPAIGN INVITATIONS RESPONSE
RESPONDERS MAILED RATE
163 10,000 || 1.56%
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THANKS!

You can reach me at
» Valerie.Whitman@LeadingResponse.com

» 813.885.8287
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