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Adult Day Program Marketing

Marketing Adult Day Programs:

Targeting Caregivers to Reach Participants
By Greg Newton and Rona Smyth Henry

This 83-page manual is designed to help day centers get more participants by targeting caregivers.
Learn more about the caregiver market segments:

o [nformation Seekers — who want information but are not ready for service.

o Respite Seekers — who need occasional time out from caregiving.

o Care Seekers — who want full day center services (including extended hours and ancillary
services such as transportation and bathing).

This manual gives detailed strategies for how best to reach each segment. The basic concepts of
marketing as they apply to adult day programs are presented, including the 5 P’s of marketing — Public,
Product, Price, Place and Promotion.

Cost: NADSA Member  $25 Non Member $30

Referral Source Marketing for Adult Day Programs
By Greg Newton and Rona Smyth Henry

One of the most effective ways to market your program is by marketing to referral sources. This 89-
page manual will help you:

¢ Understand and identify your best referral streams
o Follow the critical steps in referral source marketing
e Track important marketing data

It is packed with useful tips for meeting with and promoting to referral sources. It also gives lots of
recommendations for developing referral source promotional materials.

Cost: NADSA Member  $25 Non Member $30

Marketing Adult Day Services to Businesses and Working Caregivers
By Greg Newton

Marketing to businesses and working caregivers requires special strategies. Marketing Adult Day
Services to Businesses and Working Caregivers is a 5S8-page manual that will show you how to:

Reach working caregivers

Decide on which eldercare products to offer

Develop promotional materials targeted to working caregivers
Market to businesses

Make that first contact with businesses, including presentation tips

This and much more about eldercare marketing is presented in a series of easy-to-use charts and tip
sheets.

Cost: NADSA Member  $15 Non Member $20




Adult Day Program Marketing

Special Marketing Issues for Adult Day Programs:
Product Line Marketing
Marketing Within Larger Organizations

Rural Challenges & Opportunities
By Greg Newton

Special Marketing Issues for Adult Day Programs is an 84-page, spiral-bound manual focusing on
three marketing issues: product lines, being part of a larger organization, and rural challenges.

Section 1 Product Line Marketing:
organizing services to effectively market to caregivers and referral sources; bundling and
unbundling core and ancillary products; packaging and pricing; and, using product line
marketing to generate referrals, increase enrollments, and develop revenue.

Section 2 Marketing Within Larger Organizations:
unique marketing implications of being part of a larger organization; techniques to
capture opportunities (and negate risks); and, marketing ideas internally to get the respect
you deserve, resources you want, and participants you need.

Section 3 Rural Challenges and Opportunities:
nine critical marketing issues confronted by rural adult day centers; and, strategies to
successfully respond to these rural-specific problems.

Cost: NADSA Member  $40 Non Member $35

New Customers for Adult Day Centers:

Results of a Focus Group on Serving New and Expanded Populations
By Greg Newton

New Customers for Adult Day Centers is a 34-page report on the opportunities, risks, and special
challenges of moving bevond serving only the frail elderly. For day centers interested in serving new
and expanded populations, this report will help you:

decide if this approach is right for you;

develop strategies to initiate this program development option;

expand your efforts in this area (if you have already begun),

by providing ideas on how to make the decision to expand work; and

by sharing what others (who have implemented this strategy) have learned.

: NADSA Member  $15 Non Member $20




Adult Day Program Marketing

From the First Call, Through the First Days:
A Step-By-Step Guide for Adult Day Centers on

Converting Inquiries into Enrollments
by Melanie Arthur, Greg Newton, Nancy Cox, Rona Smyth Henry, and Diane Wong

From the First Call, Through the First Days is a 126-page, step-by-step guide for adult day center staff
in the successful conversion of the first time telephone caller to an enrolled adult day center participant.
This spiral-bound, user-friendly, tabbed guide focuses on the 5 steps of the inquiry-to-enrollment
conversion process:

Step One The First Call: Converting the call to a first visit

Step Two Following-Up the First Call: Focusing efforts on caregivers who did not commit
to a visit

Step Three The First Visit: Sclling benetits, overcoming objections, helping caregivers make
the choice

Step Four  Converting the First Participant Visit into a Long-Term Enrollment: Guidelines for
the first visit through the first two weeks

Step Five Customer Satisfaction: Turning the first day into many, many, many more

Cost: NADSA Member  $55 Non Member $60
















